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t Miata can you find 





5 Mam can you save by studying bills of lading? occ s: 


7 HOW to use graphology In your selling. PAGE 82. 5 


@ With one set of dies the fully ad- 

justable 41-E Geared Threader threads 2", 

3, 3% and 4-inch pipe, no dies to become 

lost or mislaid. Cuts oversize, undersize, standard taper 


pipe or straight conduit threads—without changing dies. 


1. Fully enclosed gears packed in graphite 
grease, protect important parts. 

-. Gear case is made of tough semi-steel. 
Rugged in construction—low in upkeep 
cost. 

. Driving pinion’s lower end rides in a 
bronze bushing — greater strength— 
smoother performance. 


. For 35 years the most dependable 22 
to 4” threader made. 

The New No. 104 Beaver Geared Pipe Cutter—2 to 4 
inches—for hand or power-drive use, is an ALL-PUR- 
POSE Tool. It cuts pipe square without burr; it bevels 
pipe for welding; it grooves pipe for compression-type 
couplings; it cuts Saran Lined Pipe. Automatic spring-fed 


knives operate by simple, new vernier adjustment. 


Rugged—economical. The one tool made that does 


everything in one tool. 


For catalog and price list, write to: 


216-300 DANA AVENUE WARREN, OHIO, U. S. A. 


BEAVER 41-E THREADER 
Range 2-1/2 to 4” 


BEAVER 104 PIPE CUTTER 
Range 2-1/2 to 4° 
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GRAPHOLOGY NO ROYAL ROAD 
> —> 


Maybe you v¢ neve! : To selling, that is. But 
thought the art of hand just keep learning, says a 
writing can help to sell North Carolina salesman, 
industrial supplies On and you'll find it’s no 
pag 82, a Milwaukee sales drudgery He gives you 
manager tells how he’s his formula for making 
tilized his unique hobby selling pleasant on page 
n st prohtable way 84 
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LET’S GET TOGETHER 


<_ — 


Here's a two-part story that tells how two industrial 
upply firms (one in St. Louis, the other in Buffalo) 
get maximum results from supplier salesmen working 
with their salesmen. A “give-and-take” question 
naire was formulated by the St. Louis company, 
1 factory man’s schedule forms the basis for 
Buffalo distributor's system. Read all about both 
thods on page 86 
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COMPARISON = INGENUITY 

A Minneapolis supply : It's the keynote to selling 
firm has revised its bill —~ industrial supplies to small 
of lading form. The new fixe: 7 — manufacturers. Page 96 
form is cheaper to print, [ES / Same, Ff | reports how an Oregon 
more efhcient to use and = eS 7 distributor and a plastics 
more accurate as to no apes manufacturer combined 
menclature. The whys and /# : forces and developed a 
wherefores of what was ; 4 pneumatic clip-driver 
done appear on page 94 








SERVICE 


— 
PART Ill * 
A Los Angeles distributor 


Here’s the final 5-page ar A shows you the way to give 
ticle of the “What Hap weight and substance to 
pens to an Order” series ' what could be merely an 
It highlights the tech / empty word. You'll find, 
niques used in processing on page 108, how to make 
an order by a Florida firm . service” actually mean 
Page | something 











EGULAR FEATURES 
You Said It ' 7 Supply Sales Trends aed . 114 News 


Talk of the Trade... . Price Index 118 Selling Is My Business. 
Editorial . . pia ..+» 120 On the Market Today.... 











We mother the little ones, too! 


THAT’S WHY HOLO-KROME ALWAYS GETS THE 


©) - CALL FOR SMALL-SIZE SET AND CAP SCREWS 

op ay co Gy on. 
When it comes to the little fellows—all the way down to 
No. 4—ask any socket screw expert about Holo-Krome 


quality. We think he’ll be quick to tell you that we nurse 
"em and mother ’em until they’re the little “‘gems”’ they are! 


Each and every one is completely fibro-forged—just like 
the big ones. Sockets are uniformly accurate to full depth 
of hole; forged with no waste at bottom; held to exceed- 
ingly close tolerances. Set screws have ground threads. 


tt ©) Ke) = K 24 ©] M Keys fit and engage to perfection. 


This mothering business is a habit of ours at Holo-Krome 
—simply because we always want to be proud of the prod- 


soc 4 E T sc RE ws ucts we send out into the world. And we always are! 
THE HOLO-KROME SCREW CORP. © HARTFORD 10, CONN., U.S.A. 
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Standard Sections of 
Flexmount Conveyors 
Open New Sales Areas 


The Flexmount stock program 
should be a big help in the sale 
of oscillating conveyors. With a 
relatively small inventory, you 
can meet a tremendous range of 
requirements. There are savings 
in time and money because no 
special engineering is required 
Here's what is available for 
stock 
@ Feed end drive assembly. 
@ 5-ft. primary section 
@ 10-ft. primary section. 
@ 10-ft. supplementary section 
@ 5-ft. intermediate drive assem 

bly section 
@ Transfer section 
@ 12-in. discharge extension 
@ Trough cover. 
@ Motor 
All are available for 8-in. by 
2-in., 8 x 4, 12 x 4 and 18-in 
by 4-in. trough sizes. Even if 
you don’t choose to carry all 
sizes, fast delivery can be made 
from factory stocks 

New Standard Products Cata- 
log 950 contains complete or- 
dering information. It also lists 
the many materials successfully 
handled by Flexmount. 


Line of Babbitted And 
Bronze Bearing Blocks 
Totals Over 300 Sizes 


Along with their many design 
advantages, Link-Belt babbitted 
and bronze bearings are built in 
a wide range of types and sizes. 
Lubrication, temperature, shaft 
speed, type of load, atmospheric 
conditions—any problem can be 
met. Give Folder 2387 to aid 
customer ordering and selection 








P.1.V. Variable Speed Drives Cut 


Space Requirements as Much as 50% 


Size 6 


to other drives 


iramatically iMustrates P.I.V.'s great compactness. Compared 
f equal hp, it saves 70 cu. ft. of space 





New Roller Chain Ads Built Around 
Link-Belt “Extras” at No Extra Cost 


Providing even more effective 
backing for your sale of Link 
Belt Precision Steel Roller Chain 
and Sprockets, a new advertising 
campaign has been started in all 
key markets. The red and black 
ads employ an attention-getting 
istration (like the one 
and then proceed to 
home the engineering 
extras built irto every length of 
Link-Belt roller chain as standard 
equipment. The four featured 


extras if € 


inain 


@ Shot-peened rollers have 
greater fatigue life, added ability 
to withstand impact 


@ Closer heat-treat control — 
coupled with rigid testing in- 
sures uniformity 


@ Lock-type bushings (applied 
on a range of sizes) end com 
mon cause of stiff chain. 


multiple 
uniform 


@ Pre-stressing of 
width chain provides 
load distribution 
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| One of the big advantages of 
P.I.V. variable speed drives that 
can prove an effective sales 


clincher is their 
% Sales compactness 
Meeting 


Space savings 
: . up to 50% are 
in Priat 


achieved with 
these positive, 
stepless, all-metal drives. Oper 
ating independent of friction, 
P.I.V. provides exact speed se 
lection with no slippage. 


Teeth of the radially grooved 
wheels (above) are cut at a 
constant depth but are of in 
creasing width toward the wheel 
periphery. The sides are beveled 
to provide gripping areas for 
the self-tooth-forming chain 
(below). The chain slats shuffle 
back and forth between the 
wheels, mesh fully when engaged. 





Book 2274 describes a wide 
range of P.I.V. applications. Be 
sure your customers have a copy. 





LINK-BELT COMPANY 


Plants in 

Indianapolis « Philadelphia 
Chicago « Atlanta « Colmar, 
Pa. « Houston + Minneapo- 
lis « San Francisco + Los 
Angeles « Seattle 13,680 


Offices in Principal Cities 

















selected 
for 
service 





GAGE SELECTOR 





The keynote of Industrial 
Distribution is Service, and 
Threadwell’s progressive 
distributor sales policy has 
long recognized and 


Latest aids are the new 
THREAD GAGE SELECTOR and 
NET PRICE SELECTORS 











for taps, dies, tap and die kits, 








| COMPLETE LINE OF HIGHEST PRECISION GAGES 

















KEYWAY BROACHES & SETS 


counterbores and keyway 
broaches. Each is designed to 
simplify the selection of 
Threadwell products — and 
emphasize the service of 
Threadwell distributors, by 
means of prominent imprint 


space on the cover. 


promoted this important feature. 














ask about 

the Threadwell 
family of 

convenient service 
data— your 
prospective customers 
will be impressed. 





THREANDWEI! TaP A HIF CO 


Greenfield) Mase U.S.A 


THE FINEST IN CUTTING TOOLS & GAGES 
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The Cover 


The famous five W’s of good journalism 
(with an H thrown in for good measure) 
are highlighted on our cover. We think 
that the stories in this issue incorporate 
these basic principles. Turn to page $1, 


start reading and see if you don't agree. 


Walter F Crowder 


Raymond W. Barnett 


Editor 
Managing Editor 
Senior Associate Editor 
John A. Wertis 
Associate Editor 
Associate Editor 
(Chicago) 


Assistant Editor Bottari 


Assistant Editor J. Van Ness Philip 


Assistant Editor Leugel Foss 


McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 
Francisco, Washington, D. ( 


McGraw-Hill World News Bureaus in 


principal cities 


Publisher 
Arch M. Morris 





District Managers: E. N. Grantvedt, Chi- 
eago; E. J. McOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and Boston— 
John W. Otterson, San Francisco; H. I 
Keeler, Los Angeles; J. Cash, Dallas; 
Business Manager, ©. H. Holdsworth 


October, 1954 
Industrial Distribution 
Membx f ABC at ABP 
merly MILL. SUPPLIES w 
lated In 
DisTRIE re 
MILL Sori 


Published monthly with an add 
ber in December by McGiraw-H Pu ng « par 
Inc.. James H. McGraw (1860-1948 Founde Pub- 
lication Office, 99.129 North Broadway, Albany |, N. Y 
Executive, Editorial and Advertising Offices: McGraw- 
Hill Building, 330 West 42nd St., New York 36, N 
Donald C. McGraw, President; Willard Cl er 


ecutive ice-1 ient 


- Vice-President 
tising; J. } Black J \ 
wet ilat n 
Subscriptions: Address correspondence to J. E. Black- 
burn, Jr., Director of Circulation, Industrial Distribu 
tion, 99-129 N. Broadway. Albany |, N. Y.. or 330 W 
42nd St.. New York 36, N. Y. A ¥ o nth f 
f address 
criptions are s 


Albany 
U.S.A. Copyr 
Inc. All right 
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No. 9901 , 
“MAINTENANCE MASTER’ 


) 


PROTO * TOOLS 
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DODGE-TIMKEN 
HEAVY DUTY 


ALL-STEEL CAPACITY! 
PILLOW BLOCKS 


Mean More Business: 


LESS SPACE! 
LESS WEIGHT! 











A JOINT ENGINEERING 
DEVELOPMENT BY DODGE AND 
THE I NW ROLLER BEARING COMPANY 


® All-Steel construction 
® A new Timken bearing design 


® High radial and thrust capacities 
With these new bearings you are prepared 


& Compact— minimum dimensions to meet the requirements of industry's 
toughest jobs. Engineers have specified 


® Minimum weight with maximum strength “Dodge-Timken All-Steel” for some of 
America’s largest projects. Strength and 


e Fully self-aligning with spherical outer race load-carrying capacity, packed in less 
weight and less space, win new customers 


® Both expansion and non-expansion types for these heavy-duty pillow blocks. 
: DODGE MANUFACTURING CORPORATION 
® Adapter mounting, proven through the years S56 Glow Sarect diichenetn tndions 


® Double piston ring seals 
THE TRANSMISSIONEER is featured in 


® Sealed both on and off the shaft every Dodge advertisement. Prospects (at) 
are urged to call the Transmissioneer ~q 4 ~ 


for information about the products ad- 


® Fully assembled, permanently adjusted, lubricated ee ee Se ee oo 
and sealed at the factory ments in power transmission machinery 





of Michoweke, Ind. 
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Industrial Distribution 





Distributor reports “quotation”; three 
sales managers divulge salesmen’s expense 
account figures; manufacturer praises sell- 
ing fundamentals; West Coaster ridicules 
classifying of salesmen into “23 types”’, 
pleads for case histories 


You Said It 


“T Ways” Wins Praise 


Fosroria, O1 


As our men are 


KNOW it also 


is read by cannot give you this 
commission men, these expenses are 
publica the salesmen. W<¢ 
wide have selected a typical cross-section, 

giving vou some high and low expense 
H. KuHN men 


President 


Hardware & Supply C 


f leading newspapers. 
that 
unusually 


t just goes to pr borne entirely by 


| 
it have 


VC 
Your Se} 
desk , 
First, I read \ F iWtoria lH] 
men Tell How to Sell r 


to the point 


tem he ssuc ! ! t fr me! 


Aver. Mo. 
Sales 


$20,000 


Aver. Mo. 
Expenses 
$420 

175 


7 


Salesman 


Then I proceeded to 


e If vou missed the L.D. item, see 


aa #1 
Talk of the Trade, August, page 


00k and saw that vou have what 
et a 
valuable s¢ 13,000 


More 
1] 


to read lil 


pears tO be a Very 
Wavs t Sell 


haven't had time 


20,000 
34,000 


25,000 


0 


435 
do distributor 410 
personally spend on en , 375 
tertainment relation to total 

expenses and sales volume? We 
thought you would be interested in 
the fi three distributors sent 
us; they're given below. 


How Much? 


@ Just 


salesmen 


good 
Keep up the excellent w 
Paut H 
Assistant Manager, Infrare« 
Ihe Fostori | Stec 


it looks 
how much 
Kr 16.000 


C4] 


in 
SALES MANAGER 


a Press¢ Industrial Supply Firm 
hgures 


“Publication of Merit’ From the South Atlantic 


AKRON, Ounio 1 lng sales 
Plain Dea rot CX] 


QOhio’s morni low the avera 


\iipput 


CX Pe;ns¢ S$ VS 


ATLANTI 

You stated that you wanted som« 
figures for expenses and entertainment 
of salesmen that pay their own way 


nen s 


Cleveland venditures, we are listing be 


Northern 


appeared the enclosed editoria ¢ iles 


In the 


vhich xe monthly expenses and 


go 


I have just gotten around to getting 
these figures down to where they can 


he 


paper, of six of our sales 


reproduced 


I 
: 
d 


holo, 
DCIOW 


nter of interest to vou 


CX PCTISC > we 


vervone engaged in the hard g separate ¢ tainment 


industry reads your magazine, rand hotel Continued on page 10 





The Origin of Modern Monstrosities Is Revealed 





We read some alarming news in Industrial 
Distribution magazine. It reveals a terrible 
lack of responsibility toward the public weal 
on the part of some industries and some of 
their salesmen. 

To get more sales volume, these salesmen, 
the magazine states, are peddling rivets, pieces 
of metal, in fact anything that can be welded, 
riveted, screwed, hammered, sawed, ground or 
bent to devotees of modern sculpture. 

They are good customers. As a result some 
art exhibits are cluttered with masterpieces of 
hent wire, welded beads, pieces of twisted 
sardine cans and what have you with the hich 
sounding names of “Night on the Nile” or “Man 
Without Spectacles.” The name makes no dil- 


ference for no one, whatever his pretensions, 
can really make out what these fugitive pieces 
from the junk yard really are and whether the 
title fits or not. 

It seems to us, as law abiding citizens with 
the normal quota of stresses and strains of 


present-day living, that industry should be 
more choosey in whom it allows to become 
customers. Their salesmen certainly should be 
admonished. After all, there should be freedom 
from these monstrosities. There is no use ap- 
pealing to the practitioners of this black art 
ov to the haute monde public that professes 
to understand what it is all about, Please. let 
us tackle the problem a1 the source. Don't seli 
these people any more odds and ends. 
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LUNKENHEIMER 


what they really wantee 
| 


We were especially inter- 
ested in the recent issue of 
INDUSTRIAL DISTRIBU- 
TION which summarized the 
results of their painstaking 
distributor survey. Responses 
indicate that Lunkenheimer is 
giving distributors what they 


really want— month in and 


Mr. HArry A. BurDoRF 
Vice President — Sales 


Here are a tew 
typical examples 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
month out, year after year. | 
| 
| 
| 
| 
| 
| 
| 
| 
hes 


The cost of a Lunkenheimer Valve gets smaller ... and smaller 
. and smaller, with each passing year of dependable service. 


1 Be I ag 
THE ONE VeCat 
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GIVES DISTRIBUTORS 


Here’s what 


« YEAR-AFTER-YEAR! 


Distributers want according to 


the results of a survey published 
recently in this magazine... 


TRAINING AIDS 
FIRST CHOICE 


Manufacturers’ schools 

Talks by factory men at 
place of business 

Calls with factory men 


TOOLS TO GET INTO 
PLANTS 


TOP CHOICE 
New Products 


HELP FROM FACTORY 
REPRESENTATIVES 


FOUR LEADING RESPONSES 


They should know their products 41% 
They should make more calls alone 13% 
They should spend more time in the 
territory 13% 
They should help with technical de- 
tails and application problems 11% 


Lunkenheimer instituted training schools for distributor 
salesmen in 1921. Sessions have been held on the average 
of four times a year, except during wartime. Our sales- 
men and factory representatives have made thousands of 
talks before sales meetings and hundreds of thousands of 
field calls with distributor men. In sales training as in 
product quality, Lunkenheimer gives you what you want, 


Lunkenheimer has originated more basic types of valves 
than any other manufacturer, such as the regrinding 
valve, the Renewo valve, the plug type valve and the 
clip valve, and this year the grooved end valve. Recent 
exclusive improvements include the Stemalloy® Stem, 
the Non-Slip® Handwheel, and the new Bronze Needle 
Valve. In new developments as in product quality, 
Lunkenheimer gives you what you want. 


Lunkenheimer Salesmen are among the best-informed 
men in the valve industry. Some of them have 45 years 
and more of active, practical experience in their terri- 
tories. Their average length of service is 18 years, Many 
of these men are graduate engineers. 
They spend more than 90% of their 
time in the field . . . making calls, 
working out application problems, 
and giving the technical help dis- 
tributors need. In sales help as in 
product quality, Lunkenheimer 
gives you what you want. 


THE LUNKENHEIMER COMPANY ® Cincinnati 14, Ohio 


** = ¥ fl z Se 


NAME IN 


VALVES 
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The engineering excellence 
of Supreme Brand Chucks has been 
proven by thousands of industrial users. 
They have found that with this fine tool, 
they can keep their production up 
while holding tool costs down. Profit 
by selling Supreme... with 


proven quality. 


Che chuck 
thot PAY. 


UD to th 
roams 


oa Supreme 


SUPREME PRODUCTS, INC., 2222 So. Calumet Ave., Chicago 16, Ill. 


10 
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You Said It 


Starts on pag 





Mo. Mo. Mo. 
Salesman Entertain. Exps. Sales 
$40 $220 $24,0 
15 185 16,000 
60 LSO LS.{ 


4 110 8,50 


DistriputoR SALES MANAGER 


From the South 


Here are figures on the amount of 
money that our salesmen personally 


spend in entertaining their customers 


Salesman Mo. Entertain. Exp. 


$20 *to $40 


to 
PRESIDEN! 
Industrial Supplv Firm 


New Accounts 


@ The following appeared in the 
August 16 issue of ““Cambar,” house 
organ of The Cameron & Barkley 
Co., Charleston, S. C. 


I'here is an interesting article in the 
August issue (page 100) of INpusrrRial 
DistrRipuTION under the heading, 
“Does It Pay to Prospect for New 
Accounts?’’. Strange as it may seem, 
we had to look twice to believe what 
we read when the author cited replies 
from a representative group of mill sup 
ply distributors who answered “no.” 
However, the author clears up this 
situation and continues the article 


with some good suggestions for those 





| who would answer the above question 


in the affirmative. For the benefit of 
, 


| those of our readers who may not 


have read the article we partially quote 
“Some of these distributors, how 


| ever, seemed unduly concerned about 


selling expenses and pressed their sales- 
men to cultivate only ‘worthwhile’ a 
counts—often to the exclusion of 
steady, profitable business from smaller 
accounts. In the case of f 
these particular distributors, 


Continued on page 











HIGH - SPEED -CDGE 
APMST RONG -BLUM 
MFG. CO CHICAGO US4 


Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 

Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “‘know-how’”’ . . . 


MARVEL is not “‘tied’’ to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades—-MARVEL will use them, regardless of cost or 
source .. . 

There is only one genuine MARVEL High-Speed-Edge! All other 
“‘composite”’ or ““welded-edge”’ hack saw blades are merely flattering 
attempts to imitate — without the “know-how” of MARVEL 
EXPERIENCE ... 


Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested”’, ‘‘pre-tested’’, and “‘re-tested”” by thousands 
of users for more than a quarter-century! 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - Chicago 39, U. 8. A. 
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NCH Bumont AU]| 


The most complete unit for its size 
and capacity on the market today! 


More sales-winning mass production 
features! More sales-clinching cost 
reduction features! Put this exclusive 
performance story to work for you! 


*% Easy mounting in any position. 

% Built-in controls for manual, semi- 
automatic and automatic operation. 
*% Positive, no-slip spindle drive with 
ten selective spindle speeds. 

*% Economical low-air-volume opera- 
tion. 

*% Air and hydraulic systems com- 
pletely separate — easy maintenance. 
*% Keeps tooling simple — tooling 
costs low. 

*% Individual unit control provided in 
multiple unit setups — for rapid tool 
changes or job conversions. 





Mount the Dumore 
Automatic Drill Units 
to fit every need 


% When mounted on a standard drill 
press column, the unit becomes a self- 
contained, automatic drilling and 
tapping machine. 

% Full 3” stroke with depth adjust- 
ment to within +.001”. 

% Built-in auxiliary circuits for au- 
tomatic activation of transfer equip- 
ment, indexing fixtures, other drill 
units for sequence operation in mul- 
tiple setups. 


PLY 


% DumMoreE Repeat CycLte TIMER — 
for automatic stage drilling and tap- 
ping of deep holes — providing auto- 
matic chip clearance, better holes, 
less drill and tap breakage. 


these special operating 
advantages you can offer 
with Dumore accessories: 


% DumoreE HypraAvutic ContrROL (op- 
tional) . for quick insertion or 
removal. Provides rapid approach, 
controlled feeds through work. 


% A variety of mounting accessories 

is available for adapting to existing 

or specially designed equipment. 
SPECIFICATIONS: 

DUMORE AUTOMATIC DRILL UNIT 
WIDTH: approx. 91,” * HEIGHT: approx. 15” * LENGTH 
OVERALL [incl. chuck) 24” © WEIGHT: [incl. motor) 
approx. 88 ibs. «FEEDS: Adjustable from 25 to 400 Ibs 
thrust © RAPID APPROACH RATE: Adjustable up to 
600-in. per min. (Distance adjustable from 0” to full 
stroke.) AVAILABLE MOTORS: '% or Ys HP; constant 
speed, continuous duty. 

® Tell your customers about it now! 


®@ Arrange for demonstrations. 


® Show them how it cuts costs! 





Ca 


OPPOSED 


STATIONARY 
GUIDE BAR 











cross 
TRANSFER 
DRILLING 


VERTICAL 
ONE-UP 
ONE-DOWN 
ANGULAR 


DUMane -< 


PRECISION PRECISION TOOLS) 
RACINE, WIS, 
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ADJUSTABLE 
HACK SAW FRAME 


Will Bring You Repeat Orders 


HERE 1S YOUR SELLING POINT 


This shows the two positions of the frame and illustrates the 
large bearing surface which prevents bending. The steel drill 
rod telescopes through the tube and back into the handle, giv- 
ing a bearing surface of 9°’ when a 10” blade is used, and a 7” 
for a 12” blade. The feature quarantees that the frame remains 
rigid at all times. Backbone cannot twist because the locking 
pin goes from the top of the handle, through the rod and back 
into the casting. Large holding surfaces at each end of the 
blade prevent its turning or wobbling in the work. 


Another Profit Maker 


Tl TOOL BITS 
spam 





Sperground Tool Bits are made from a special high grade 
alloy steel that makes them especially adaptable for machining 
extremely tough and very hard materials, such as heat-treated 
steel, die and stainless steels, etc. 


THE COMPLETE SPARTAN LINE 


Hack Saws—Band Saws—Tool Bits—Compass Saws— 
Hack Saw Frames 


Sold Only Through Distributors 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 


14 
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You Said it 


(Starts on page 7 





their salesmen were found to be look 
ing for new accounts, proving that a 
good salesman can't be kept down 

“Among the many distributors who 
encourage their salesmen to go aftet 
new business, there was no sympathy 
for the above attitude. The comment 
of; one sales manager sums up thei 
general reaction: ‘Must be the result 
f all this casv selling since the wat 

‘With these distributors, new ac 
counts are regarded as a sort of “busi 
ness interruption’ insurancc hus, 
should sales to large accounts fall off, 
there are still sales to smaller accounts 
to help maintain quotas 

‘This diversification of sales effort 
ippealed so strongly to a Cincinnati 
distributor that he laid down this rule 
Dollar-volume of business from small 
customers must equal that from large 
customers.” 

We would like to inject the thought 
that “new accounts” are not neces 
sarily small accounts and certainly 
should not be so classified until worked 
to the limit and proved by the record 
And again, the small account of to 
day may well be a large account of 
tomorrow; it’s always a good thing to 
be in on the ground floor during the 
growing periods. So, to sum it up, we 
gain quote the closing sentence “New 
business is where you look for it 
but vou’ve got to look.” 


“Selling” Is the Issue 


West Coast 

I notice that one of your letter 
writers, “J.B.”, took issue in the 
August copy of INpusrriat Disrrist 


rion with one of those smart aleck 
treatises on salesmanship, and nightly 
so. The: article criticized was ‘23 
Salesman Types” by F. C. Wertheim 
June, page 84). If anyone read 
Wertheim’s allegedly humorous criti 
que (cheaper by the dozen, I'd say 

with any analytical approach, he'd 
wonder where all this sort of negation 
leads to. What would his idea of a 
salesman be? Frankly, I’ve checked it 
mong my colleagues and the impres 
sion is that Wertheim’s salesman 
would be an utter nobody. As “J.B.” 
pointed gut in his letter, there .wasn’t 
inwhing wrong withwmore than half 

Continued on page 18 











DON'T DESPAIR! 


Ask Your 
LYON Dealer! 


e@ Finding the best source of supply for 
steel equipment isn’t as frustrating as you 
may think. 

Your Lyon Dealer offers the world’s most 
diversified line of quality steel equipment. 
(A few of Lyon’s 1500 standard items are 
shown below.) Equally important, he can 
show you how to get the most out of steel 
equipment in terms of saved time, space 
and money. Why not ask him to stop in? 
He’ll bring along a 76-page catalog full of 
Lyon equipment and a head full of practical 
ideas. 

LYON METAL Propucts, IN« 


General Offices: 1053 Monroe Ave., Aurora, Ill Ads like this appear in Business Week and 
Factories in Aurora, Ill. and York, Pa leading trade publications every month 











Lyon also has complete facilities for manufacturing special items to your specifications 


for BUSINESS- INDUSTRY: INSTITUTIONS 
‘|. STEEL KITCHENS for THE HOME 


Tao 


,— J 





















































A PARTIAL LIST OF LYON STANDARD PRODUCTS 


Kitchen Cabinets ® Tool Toters ® Economy Locker Rocks . 


binet Benches © Bor Racks ® New Freedom Kitche 
} © Tool Boxes *& Toolroom Equipment 
© Ports Cases © Wood Working Benches 


. 
e Ff . 
® Work . 
- . 


Be 
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NEW 


Porformance-Rated’ 


INTEGRAL H.P. MOTORS 


Now available in 
1...1%...2H.P. sizes— 
NEMA frames 182 and 184. 


SMALLER — LIGHTER 


More uniform silicon-laminated steel; thinner, tougher 
“Mylar” slot insulation — just two of the many technical 
developments that help make these new Century 
Performance Rated Motors so much smaller and lighter 


BETTER PROTECTION 


New concepts of internal motor ventilation permit end 
bracket and frame design that gives far better protection 
from falling liquids and solids . .. still maintain 


40°C. temperature rise. 


MORE FLEXIBLE MOUNTING 


You can even have cushion mounting with these new 
Century Integral H.P. Motors — your choice of sleeve or 
bail bearings. Ball bearing motors mount vertically, 
upside down, in any position. End brackets can be rotated 
for floor, ceiling or side wall mounting. 


EVEN MORE DEPENDABILITY 


' 3 Improved plastic impregnating varnish and plastic insulated 
| magnet wire provide unusual resistance to abrasion, moisture 
; and heat. These new materials possess far better dielectric 
tS qualities. Die cast aluminum rotors are individually, 
dynamically balanced to assure freedom from vibration. 
t Specify CENTURY Performance Rated motors for your 
ees equipment. Call a Century District Sales Office or your 
s neorest Century Authorized Distributor. 


Offices and Stock Points 
in Principal Citi 
mene" GEMTURY ELECTRIC COMPANY - 1806 Pine Street + St. Louis 3, Missouri 
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USE THIS HANDY TABLE 


TO SELL MORE SIMPLEX JACKS 


Make your sales talk better, more effective, more uses for jacks in general industry. Opposite each 
profitable by recommending the right Simplex application are our suggestions for the jacks 
jack for the right job every time. It's easy with that best “fill the bill” and specific reasons for 
the table below. Listed are the most common the choice. 


RATCHET LOWERING LEVER JACKS HYDRAULIC JACKS for easy lifting | SCREW JACKS 
GENERAL iNDUSTRY| _for speed and toe lift } or pulling with smooth power for ruggedness and depend ibility 
‘Cap. Req’d| Model | Cap. Req’d| Model Cap. Req'd] Model | 
Applications | _in Tons No. | Specific Benefits |_in Tons No Specific Benefits in Tons No. Specific Benefits 

285A | Lifts both toe and cap.| 10-100 |Re-Mo-Trol/Lifts, pulls, pushes! 12 to 24 |28 StandardRugged, heavy duty, 
machines and equip-(~ 7 [#1017 | ideal 17” height and| | with complete sefety.| Models jeasy to use, inexpen 
ment | = safety speed trigger. Easy to use in tight| ive. 

j AIO we = yg spots. 25 # 2522 bine geered to com- 

















Moving and installing 5 


| 
4 
+ 














#A1022) Al loy h — 
0 22) eg ny RB 30-100 Jenny |Pushes, lifts, pulls Standard pine safety of screw 
| ecsier handling: . without torque through Speed ack with fast action of 
FSIOA | 4 lift points, allengle “conter-hole”. __ | eck fetches. Breed seo end 

i ph ‘pushes —~ 3-100 8 StandardiEasy operation, smooth | _ +> —__—__—_—_—— cep. stable base 
| pulls | Models {lifting or lowering. — 15-50 Journal “Tow height—powerful. 
ee ene ee eee, ee, Rol-Toe Cap or toe lift Toe |__ - Jacks 

z A ! ed r 
“ + gg A ” ocnetel requires minimum clear- 35 #3524 [Traversing base per 
ee Ghia querter ener! ance pteegne 4 —, — o mov 
ation, lifts cap or toe | Bese Jack jing o-oo _— 
ee ee SB ee | | imum stability es 
| #2029 | Fast acting, lifts cap) ratchet action at base 

| or toe | | | and head. 























Leveling work on bed | No model recommend-| No model recommend. | 2108 Planer (Height can be locked 
| | ed ed | Jacks against vibration for 


of planers, milling ma 
lto4 semi - permanent in- 


chines, etc 

| | |stallations. Base notched 
| for fastening to 
[Ball and swivel cap. 


30-100 Jenny |Center - hole” gives 10 Util-A-Tool|Light, easy to use. 


Pulling and pressinz No model recommend 
gears, pins, keys ed 
sleeves, bushings, efc 





| 

powerful straightline Pushes, pulls, lifts, low- 
| pull, free from torque | ers, clamps, spreads, 
L JExact control. Re-Mo- jpulls wheels and gears. 
| 30-100 Re-Mo-Troll Tro! has added safety 
| 

T 





} and maneuverability for | 
| use in tight spots. | 
Straightening structural | Push, pull from any! 10-100 [Re-Mo-Trol Straightens buckets and 8 Push & PulllPulls together or sh- 
stee plates, buckets angle, four lift points, | forms, lifts, pushes, 10 # es apert, straightens 
scrapers, pipe; spread-| pivoting base, versa-| pulls safely from ae 10 #1040 |frames, aligns axles. 
ing, aligning tile distance. 2 1524, 28,Fast ratchet action. 

“ ” ont % 


4. , ee 
Geared ratchet action - 8 Standard) Smooth, exact opera-|___ 4. — 
| gives speed and easy Models (tion for straightening 12-24 28 Models | inexpensive, safe, semi- 
lifting. #126 and land lifting (4-way andipermanent support. 
#127 have right and \. Jenny | Pushes, lifts, pulls with- Ratchet 
left hand toes, respec- lout torque through Heads) 
tively for use es in |*center-hole”’ #2522 |Bevel geared to com- 
pairs | bine safety of screw 
| jiack with fast action of 
| jratchet. Broed toe. 
Journal |Low height—powerful, 
Jacks cap, stable base. 


Maintaining spurs, 15 Fast operation, high lift 8 Standard/Fast, easy operation, #3524 |Traversing ese  per- 
switches and _ rolling | for empty R.R. cars. Models {smooth lifting or low- mits lifting and mov- 
stock, trucks and other!——99 T2029 | Easier lifting of heavy Re-Mo-Trol|ering for trucks, etc. ing laterally heavy 
equipment | loads . Jenny loads with meximum 
| Track or trip jecks for Rol-Toe |Lifts full capacity on ~~ Fast ratchet 
maintenance of way cap or toe. Minimum} —__ _——— mm - : : 
Single and double act- toe height. 15 to 50 Journal jideal for servicing 
ing Jacks journals. 
Maintenance and repair No model recommend- Re-Mo-Trol/’Center - hole” puils Util-A-Tool Pushes, pulls, lifts, 
| ed sleeve pins, cylinder clamps, spreads. Pulls 
Niners, bushings, wrist wheels, pinions, bush- 
_|pins, keys, valves, seats, ings, holds down loeds 
geers, sprockets. Re- truck bed. Complete 
\Mo-Trol gives addition- t includes chains, 
al safety, manevuvere- ooks and levers. 
[bility 3A “close querter” jack. 


"Mode fon exact opera- Spreader 3" height with 1” lift. 























| Same as above with 
extra heavy duty 




















of engines, compres- 
sors, other equipment 








Jenny 




















Models ition for straightening Jack Add pipe in cap or 
nd lifting. ase. 











Alse a Complete Line of Jacks and Pullers 
for All Industrial Uses 


CAN YOU IDENTIFY HIM? WORLD'S LARGEST MFGRS. OF INDUSTRIAL 

Since this photo was taken MECHANICAL AND HYDRAULIC JACKS 

at age 7, this boy has be- > { 

come an old timer with 41 

years in the industrial sup- sy i i] L t xX 

ply business. He first was 

an industrial salesman and RE-MO-TROL C 5 JENNY 

now is Industrial Sales UTIL-A-TOOL JA K ROL-TOS 

Manager of a large mid- 

western distributor. Win 

$10 by being the first to TEMPLETON, KENLY & €CO. 
send us his name 2523 GARDNER ROAD, BROADVIEW, ILLINOIS 
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there’s always a market | you sais 1 
for 


| ° : 
the types he proposed to ridicule 

; . 

It seems to me that this industry 


ing fed too much on “*hand-me 





down” theories of salesmanship from 
experts on selling in the insurance and 
reneral merchandise fields. There 
no comparison between insurance and 
industrial supplies as products 


th< 


As for sclling industrial supplies 
first thing a prospective salesi 
this field is tokd, thank God, 
this is a service industry. Not 

vou have to sell your own s¢ 

vour company’s, but vou ha 
ON A COTTON GIN J the service that the 
And that service had 

else vou’ll hear al 
fore you make your 

Which bring 


ibout industrial 


) in ther 


supplv selling 

0 v9 ’ 

theorists” of salesmanship 
too rr adily the 


Ing the 


ustomer ft i 


x r le 
teadv flow of purchases. What the 


s Dee. va " 
V-FLAT DRIVE ON HAY BALER 


. ; 
eem to have in mind all the time is a 
: . 7 
iit-and-run sale, never mind about tl 

7 
next tim Well, when 


veek in and weck if 


don’t play such charades 


You eventually learn tl 


who don't “shop” are 


mlv what is good for 
ind then only if vou 
that it is good for us.” 
} f 


selling job easie1 


IN SAND CRUSHING PLANT 


them “what is good” for 
The various V-drive installations you see above So, if you don’t mind 
are indicative of the wide and diversified market vou a hint. Never mind 
Wood's has cultivated for their distributors. Con- theorists of selling and th 
sistent and extensive tradepaper advertising sup- ] t stick 4 ti t of 
plemented by direct mail has increased and ae © a 7 ee 
maintained customer preference not only for That is one thing I enjoy 

Wood's V-Drives, but also the complete line of what the other fellow is doing 
Wood's Power Transmission Equipment. With a wav of selling in his vard. I mav not 
romoti ! li thi istri . , . 
promotional program ike is and a distributor ilwavs like what he’s doing. nor # 
policy ‘by, for and of the distributor", we feel he’s doj but I’m int = 
sure you'll want to handle the Wood's line. Feel vav he's doing it, bu IM TTYCETES TEN 
free to write or call. There's no obligation A.C.T 


i¢ 


RIBUTIONS 


SONS COMPANY 220 2c 


publish it and, i 


CHAMBERSBURG, PA. lentified, vou can 
know how to keep 1 secret 
Mechanical Power Transmission Manvtacturers— Since 1857 Just send vour letter t 


INDUSTRIAL DISTRIBUTION, 


CAMBRIDGE, MASS. © NEWARK, N.J ® DALLAS, TEXAS e@ CLEVELAND, OHIO 42nd St New Yor 2 
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“OIC 
Is progressive 
| and prompt 
| with new product 
developments, 


says: Mr. John F. Shriver, President 
John Weekes & Son Co., Watertown, N. Y. 





This year, for instance. the OIC line includes modern union 
bonnet bronze gate valves in all popular pressure classes. 
OIC’s forged steel line contains a new, exceptionally strong 
stem-to-wedge connection, and wedges are machined to a 
new high in precision. 

Sound, progressive engineering is the backbone of every 
OIC Valve. OIC is constantly applying new developments 
in process and technique to their valves. That’s why the use 
of OIC Valves is ever increasing! That’s why an OIC 


franchise is more valuable than ever. 


THE OHIO INJECTOR COMPANY « WADSWORTH, OHIO 


THE LONG LINE OF VALVES 


BRONZE & IRON 
VALVES | rorcto + cast sex, 


LUBRICATED PLUG VALVES 
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Linco/r LUBRICANT 





Apply The Right Lubricant — In The Right Quantity — At The Right Time 





APPLICATION OF CENTRALIZED LUBRICATION 
TO LAUNDRY MACHINERY OPENS ENORMOUS 
MARKET TO LINCOLN DISTRIBUTORS 


Jos. H. Yerkes & Co., St. Louis Lincoln Distributor, Pioneers 
New Application—Equips 17 Laundries 


New applications for Lincoln Centralized Systems are constantly coming to light. 
However, seldom has there been a new market which has opened up so fast and 
been so receptive to the benefits of Automatic Controlled Lubrication as the 
application to Laundry machinery. 

A typical example is the installation of Lincoln Systems on all machinery in the 
model laundry and linen service department of St. Mary’s Hospital, St. Louis. 
The installation was completely surveyed and engineered by Jos. H. Yerkes & 
Company. Machinery equipped includes Automatic Washers (first application 
of Centralized Systems ever made on this type of equipment); Tumblers, Flat- 
work Ironers and Folders 

Benefits resulting from the installation were so immediate and numerous that 
all cannot be listed here. 

Every laundry and laundry department in hotels, hospitals and institutions is a pros- 
pect for Lincoln Distributors. Write for installation photos and case history data. 


Side view of Drive End section of American Cascade Folder equipped with 27 
lubricant Injectors serving Roll, Drive shaft and Idler bearings, simultaneously. 


Drive-End of one of three American Cascade 
Washers showing lubricant Injectors connected to 
bearings by rigid and flexible feed lines. Each 
machine equipped with 17 Injectors serving Main 
Drive, Eccentric and Pinion Gear bearings 


View of Purkeet Tumbler equipped with Injectors 
serving bearings on Pulley Drives. This Injector 
circuit is supplied from the same lubricant pump 
serving the Troy Ironer and Folder 





NEW TRADE PAPER 
“AUTOMATION” 
FEATURES ARTICLE BY 
LINCOLN’S CHIEF ENGINEER 


During the first week in August 
over 30,000 Engineers, Consultants 
and Management Executives con 
cerned with the tremendous, fast 
growing trend toward industria 
automation received the first issue 
of Penton Publishing Company's 
elaborate and superbly edited trade 
paper “AUTOMATION 


Featured in this first issue was 
paper written especially for the pub 
lication by Lincoln’s Chief Engineer 
L. C. Rotter, describing the import 
ance of Automated Lubricant Appli 
cation Systems to serve automatized 
production operations 


“STEEL” MAGAZINE 
REPORTS VAST MARKET 
AND INCREASING 
ACCEPTANCE THROUGHOUT 
INDUSTRY FOR 
CENTRALIZED LUBRICATION 


In a recent editorial, “Steel” reports 
that “not more than 15 percent of 
the machinery in use today is 
equipped with Centralized S\ 


Vs 


tems.”’ The potential market is obv 
ously tremendous with rapidly ir 
t} 


creasing acceptance on the part 


all major industries. Estimated in 
dustrywide sales run between $5 
million and $10 million annually 
and a 10 to 20 percent gain in ship 
ments this vear over last year is 
foreseen. The editors further state 
that present economic trends, such 
as, Automation, continuous produc 
tion lines, desire to cut machine 
downtime, and lubrication without 
the element of human error, all work 
in favor of increased sales for auto 
matic lubrication systems 


With fast-growing market accept 
ince and the most complete line of 
Centralized Systems to offer Indus 
try, Lincoln Distributors are in an 
ideal position for increased sales 








LINCOLN ENGINEERING COMPANY St. Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 





Modern Controlled Lubricant Application Systems For Modern Machines 





LINCOLN ANNOUNCES NEW AUTOMATIC 
SPRAY CONTROL VALVE FOR MIST 
LUBRICATION OF OPEN GEARS 


lubricant output; low cost; simple to install 


Positive, automatic adjustable 


these are only a few of the many advantages offered by Lincoln's new System for mist lubri 
cation of open gears that have instant appeal for Plant Engineers. 


operation 


Lincoln Centralized Lubrication Systems 
of the 
As Injector begins to 


The Spray Control Valve is designed for use wit! 


utilizing Series SL-1 Injectors, 


lubricant Injecto issembled to any one 


or remote from gea o be lubricated 


Injector Indicator Stem permits Spray Control Valve 


ur tO pass spray nozzle 


mounted either adjacent to 


discharge lubricant, movement of the 


to open, allowing regulated which atomizes lubricant into a fine, 
Lubricant output can be increased, as desired, by divert 


igh lubricant line to spray nozzle 


uniform mist of air and lubricant 


ing lubricant from two more Injectors thr 
g 


Chis new auxiliary System offers Lincoln Distributors a low cost, proven method for helping 


Plant Engineers solve the vexing problem of open gear lubrication 


STATE OF PENNSYLVANIA 
ORDERS 21 LINCOLN 
POWER-OPERATED PUMPS 
FOR HIGHWAY JOINT SEALING 


Added to the growing list of State Highway D« 
partments which have approved and specified 
Lincoln’s new Hydraulic Force Prime Pumps for 
applying joint sealing compounds is the State of 
Pennsylvania with an initial order for 21 units 
Every test conducted on new highway construc 
tion, supervised by State Highway Maintenanc« 
Engineers, proves conclusively that the cold Ap 
plied Method of dispensing ready-mixed joint seal 
ing compounds with a Lincoln System is 75% more 


efficient than Hot Mix methods of application MODEL MD.77 





GRAND RAPIDS SUPPLY 
CO. SOLVES MATERIAL 
APPLICATION PROBLEM 
AT AMERICAN MOTORS 


The American Motors Corp., in its Kel 
vinator, Grand Rapids, Michigan plant 
has greatly improved the gasketing of 
the metal service door or access panel 
used on the back of its refrigerators. 
It was decided to apply a bead of vinyl 
plastisol in wet paste form into the 
flange of the plates, but to secure a suit- 
able power-pump with hose and appli- 
cator nozzle was the problem. Here 
is where Lincoln Distributor, Grand 
Rapids Supply Co., stepped into the 
picture and completely solved the prob- 
lem with a low pressure, air-motor oper 
ated Lincoln pump, hose and flo-nozzle 
with a 3/32" orifice 


As a result of the new method of gasket- 
ing, the number of employees required 
for the operation was reduced from 
three to one, and production was in- 
creased 50%. 


LINCOLN BREAKS NEW 
TIE-IN ADVERTISING 
CAMPAIGN WITH 

BLUE CHIP COMPANIES 


A new series of double-page, two-color 
advertisements appearing in leading in 
dustrial trade papers is answering in 
no uncertain terms the question, ““‘Who 
uses Lincoln lubrication and materials 
dispensing systems.”’ 

One page of each ad features a product 
application photo of the tie-in company, 
such as, Caterpillar or Allis-Chalmers, 
with a short testimonial. Facing page 
is a hard selling story on the features 
of Lincoln pumps 

These ads constitute an impressive and 
powerful sales tool. Reprints available 
to Distributors on request 

Write for complete details on how you 
can become an authorized Lincoln Dis- 
tributor 


Write for complete details on how you can become an authorized Lincoln Distributor 
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Distributor’s 
ame Here 


means we understand 


each other 


In the Norton Sales Agreement every point affecting our re- 
lationship with Distributors is fully covered and clearly stated. 
That is why both the Distributor and Norton always know just 
where they stand with each other. 

This Sales Agreement is mutually satisfactory and profitable 
because the opinion and experience of the Norton Distributors 
Advisory Council members played an important part in its de- 
velopment. Norton Company, Worcester 6, Mass. Export: 
Norton Behr-Manning Overseas Incorporated, Worcester 6, 
Massachusetts. 





To Norton Distributors’ Salesmen: 


Our October and November advertising campaign, featuring thick discs, is 
now in full swing. This is just a reminder to capitalize on it, for extra sales 
and extra profits. 





Gilaking better products ... to make other products better 
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NORTON 


and its BEHR-MANNING division 


ding W nding Moc Refroctorie 


oted Abrasives © Sharpening Stones © Pressure Sensitive Topes 
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Basic Formula... 


The three main elements in Morse sales leadership are the 
Morse Code, Morse Franchise, and Morse Distributors’ 
Inventory Protection Policy. Many a distributor has found 
this formula to be just what the doctor ordered . . . and 

has come to thrive on it. Morse Twist Drill & Machine Co., 
New Bedford, Mass. Warehouses in New York, Chicago, 
Detroit, Houston, San Francisco . . . all linked together in 

a complete teletype and telegraph network for faster service 
to all Morse-Franchised Distributors and their customers. 


THE MORSE CODE MEANS 100% 
DISTRIBUTOR PROTECTION ...ON ALL 


° 
7 
4 


i \ 


Cutting Tools 
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P&H Hevi-Lift 

Custom-built to your customer's 
specifications. Over 3,000,000 
possible var’ ations of this heavy 
duty hoist tu fit your prospect's 
needs. Eosily converted to any 
type mounting; trolley, bolt, or 
lug suspension, hook suspension 
or crosswise. Geared-limit switch 
can be set to suit ceiling and 
floor limitations. Available in 
copocities up to 15 tons 


he 


——\ 








' 


V(oulra. Guls 








P&H Zip-Lift Electric Hoist 
(Pushbutton Control) 
This sturdy small hoist is a hot 


multiple sales. Some 
large plants use as many as 500 
Zip-Lifts to keep loads moving 


item for 


for positioning work and equip- 


ment. Capacities from 250 Ibs 
to one ton In use in many 
diversified industries and insti- 


tutions 


= 








“ 








P&H Zip-Lift Electric Hoist 
(Rope Control Model) 
Brand new. Same manevvera- 
bility as the push-button control 
model. Rope control equipment 
permits substantial price reduc- 
tion — makes easier sales for 
you. Available in 500 and 1000 
Ib. capacities. Sales-helps goa- 
lore on these popular hoists 
Ask to see them 


P&H Hand Chain Hoists 

There's a whole group of these 
hoists. You can sell spur-geared 
hoists, army-type trolley hoists, 
low-headroom trolley hoists — 
whatever your customer needs. 
Capacities up as high as 25 
tons. Completely fills your line 
of P&H Hoists and accessories 
—you're ready to supply what- 
ever your customer needs. 


— 


ee ee on 


Ya 


P&H Jib Cranes 

Eight different models of j 
cranes, including brocket-tyr 
mast-type, and pillar-type. C 
pacities up to 12,000 poun 
— all of them built for a rea 
of from 8 to 20 feet. Additix 
of this complete line of j 
cranes to the P&H selection le 
you sell both the hoist and t 
mounting. Catalog and sales 

formation available to help yc 























become your best salesmen of 
_ sturdy, hard-workin PH Hoists 


VERY time you sell a P&H Hoist, you add 
another salesman to your staff. He works hard, 
without pay. Experience has shown us that once a 
customer adds a P&H Hoist to his equipment, his 
enthusiasm over its back-saving, money-saving per- 


formance immediately makes a salesman out of him. 


One of the best ways to make a sale is to show 
your prospect how others have used P&H Hoists 
to advantage. Nothing beats a testimonial — to 
close a sale. See what Harold Tinus, of the Tinus 


Marine Service in Oconomowoc, Wis., has to say: 


“In the summer of 1953, our sixth season of 
marine service, we were able to install two 1,000 
pound capacity P&H Zip-Lift Hoists on an I-beam 
above the cross runway of our building, and 
really take advantage of their labor-saving and 
back-saving power, to handle customers’ boats. 
Never again, if we can help it, will three or four 
men wrestle with a boat to transfer it from an 
outdoor trailer to an indoor cradle, when one 


This coupon and a 3° stamp gets you com- 
plete information on the P&H Hoist Line. 


HOISTS 


HARNISCHFEFEGER 
CORPORATION 
4683 W. National Ave. * Milwaukee 46, Wis. 


man — simply by pulling control cords — can 
hoist it better than a dozen feet a minute and 
put it right where we want it.” 


Mr. Tinus also tells us that a cost analysis shows 
that he operates each Zip-Lift at 9.7¢ per day — 
less than the cost of a telephone call! The profit- 
able part of this story is that the more his business 
increases — the more he uses his P&H Hoists — 
the less it costs bim to use them! 

This case history is just one of many, in many 
fields. So your sales aren't limited to small hoist 
users when you own a P&H Franchise. With the 
complete P&H line, you can go after all types of 
customers because you've got the equipment they 
need. P&H Hevi-Lifts, built to your customers’ 
specifications for loads up to 15 tons; two models 
of the Zip-Lift, one pushbutton control, one rope 
control; chain hoists and jib cranes. 


Use the coupon below to get the full details on 
Mr. Tinus’ experience with his P&H Zip-Lifts, and 
on the complete line of P&H Hoists. 

Desirable territories still open. A request on your 
letterhead brings you a prompt, detailed reply. 


P&H Hoists 
HARNISCHFEGER CORPORATION 
4683 West National Ave., Milwaukee 46, Wisconsin 


Gentlemen: That Tinus Marine Service story sounds like a sales- 
maker for me. Let me have it, please. I'm also interested in 
literature on P&H Zip-Lift — ushbutton Model; PaH 
Zip-Lift — Rope Control Model; () P&H Hevi-Lift; PaH 
Chain Hoists; () P&H Jib Cranes (). 


Name Title 
Company 
Address 


City Zone State 





OUT COUPON AND MAIL TODAY eeeeeeececun 


YOUR industrial distributor can tell you many ways in which 
you can save money by using Bunting Bronze Bearings and 
Bars and the other material and equipment items he sells. 


He has selected each of the countless things in his stocks 
after careful study and comparison, seeking those which 


will do the most for you. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items. With money- 
saving convenience, he can supply hundreds of different. sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 

for a Bunting 

Catalog which gives 
complete dimensional 
and technical dato. 


® —- 


Bunting 


BRONZE BEARINGS « BUSHINGS + PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop - Iron Age * 
Machinery * Mill & Factory + Southern Power & Industry * Steel 


The Bunting Brass & Bronze Company « Toledo 1, Ohio « Branches in Principal Cities + Distributors Everywhere 
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THE TIGHTNESS Witt! 
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— THREAD. 


DESIGNATED 1A, 2A, 34 
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genie 


mcreeien eos 
a 


EXTERNAL 
THREADS 


“ RB 
INTERNAL 
THREADS 





POND ee 2 ARN ET OL OY eee 





a 


24-28 COMBINATION 
THIs IS THE MOST 
POPULAR COMBINATION 
FOR GENERAL PURPOSES, 
GIVES ENOUGH CLEARANCE 





snore 
“a 


Wane) RieryS Do vss 


Baya 


TO MINIMIZE SEIZINGIN 

POWER DRIVING AND 

IN HIGH TEMPERATURE 
APPLICATIONS. 


TO HELP YOU SELL 


3A-3B COMBINATION 
USED WHERE CLOSE FITTING 
THREADS ARE DESIRED... 
CONNECTING RODS, STEER- 


ING CONTROL PARTS, MAIN 
BEARINGS, ETC. 











1-18 COMBINATION 
USED WHERE GREATER 
THAN AVERAGE LOOSE- 
NESS OF FIT 1S DESI RED. 

ASSURES POSITIVE 
CLEARANCE AND 
FAST ASSEMBLY. 





THIS ADVERTISEMENT IS NO.!2 INA SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
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“VWANKEE” VISES 


Low cost fixtures for quick and accurate machine 
set-up 


YANKEE’ No./993 





No. 1993 — Equipped with swivel base. No. 993 is same 
vise without swivel base. Four sizes of each model 
available, 1'2" to 4” jaw widths. 


No. 4993 — Angle vise with swivel base. No. 3993 is 
same angle vise without swivel base. Two sizes of each 
model available, 2" and 2%" jaw widths. 





SCREWDRIVERS 


Available in standard, thin and cabinet blades and tips. 
To drive slotted and Phillips Head screws. In all popu- 


lar sizes. 
r 


No. 1006 — 
Amber and 
black plastic 
handle. Shock- 
proof. “100 
PLUS.” 


No. 70 — A 
sturdy driver 
in medium 
price range. 


No. 2006 — 
Amber plastic 
handle. Alloy 
steel bar. 
Shockproof. 


} 


No. 177 — 
Radio driver 
for light work. 


No. 25 — Bol- 
ster construc- 
tion to absorb 
shock. 


No. 2702 — 
Alloy steel bar 
for general use 
with Phillips 
Head screws. 


No. 20 — One 
piece blade 
ond shank 
for added 
strength. 


No. 2752 — 
Plastic handle 
heavy duty 
with Phillips 
Head screws. 








HAMMERS 


Handles specially selected straight grain hickory with a 
natural finish. Heads forged and polished alloy steel. 


“Evertite” 


process of shrinking handles and triple 


wedging assures permanent union of head and handle. 


APRA 


No. 11% — 
The aristocrat 
of nail ham- 
mers. ‘'100 
PLUS.” 


No. 452 — 
Tinner’s set- 
ting or pane- 
ing hammer. 


No. 514% — 
A favorite of 
woodworkers 
for years. 


No. 592 — 
Soft faced 
hammer with 
renewable 
plastic tips. 


No. 312 — 
Machinist's 
ball pein ham- 
mer. 


No. 402 — 
Blacksmith’s 
hand h 


No. 392 — 
Double face 
engineer's 
hammer. 


if 


4 


A 


No. 602 — 


Upholsterer’s 


tic ham- 





mer. 


Hammers for every use, in all sizes, styles and weights. 
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missing this 


pot o gold? 


Tefion 
Snap-on 
Gaskets for 
Glass Pipe 





Our recent announcement of U.S.G.’s 


Industrial Distributor merchandising policy 
and plan has met with nationwide interest. 
And no wonder, when you consider the Teflon 
‘ . : : Extruded 
highly sought-after products that are included: Packing 
A complete line of gaskets, packing, 
expansion joints and other piping acces- 
sories made of duPont TEFLON—the won- 
der plastic no chemicals can attack. 
TEFLON Stock including sheets, rods, tub- 
ing, tape, bars, cylinders, etc.—the most 
complete line in the country. 


Spiral wound metal-asbestos flange and 
boiler gaskets—most popular of all gasket 
types for such services. 
Have you given this unusual opportunity 
careful consideration ? Some worthwhile ter- 
ritories are still open but we suggest you 
act promptly. 


Write Harry Stott, General Sales Manager, 


‘ Spiral Wound Boiler Gaskets 
for complete details. 


U 
A 
UNITED CAMDEN 1. NEW JERSEY 


STATES  fAsricarors OF duPont rErcow, 
GASMET  $ “eilloce KEL-F AnD OTHER PLAsTics 


Representatives in Principal 


COMPANY Cities Throwghout the World 


Tefion Stock 
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ate oo here. 


Vir. industrial Distributor, 
T-wrey a - me) me da k- me ok -s-3 a4 Dh 


you ever had working 


FOR YOU 


This forceful two-page (back-to-back) advertisement on the opposite 
page, supporting you and the Industrial Distributor system of marketing 
industrial supplies, is presented wholeheartedly in your behalf to 


the readers of the following prominent industrial magazines: 





AMERICAN MACHINIST ... . . « « « October 11, 1954 
IRON AGE ee. s » » ~**-s October 14, 1954 
MACHINERY aoe ae b Soe we October, 1954 
MILL AND FACTORY... . 2 a a oe October, 1954 
PURCHASING a oe ae ong , October, 1954 
ee A ee ek . . « « October 4, 1954 
TOOLING AND PRODUCTION ........ October, 1954 











NICHOLSON FILE COMPANY 
WORLD'S FOREMOST FILE MANUFACTURER 


Providence 1, R. |. 
In Canada: Nicholson File Company of Canada Ltd Port Hope, Ontario 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 





He isn’t on your payroll. 

He doesn’t have a drawing account. 
He doesn’t have a desk in your office. 
Nor a spot in your shop. 

Yet he’s been around quite a while. 


He knows more about more things than 


you can shake a stick at. 


His experience is infinite and his 


contacts are legion. 


Best man you ever had working for you... 


Quite a fellow! 


You know him when you see him face to face. 


Te turn him around, turn this page. 





Fe is an indispensable factor in the economy of the in- 
dustrial world...the expediter who keeps hand and 
power tools, machine parts, accessories and manufactur- 
ing staples coming in order to keep plants going. 

He is your neorest, quickest, most dependable source 
of supply. No other system of procurement has yet 
been devised to assure smoother, uninterrupted industrial 
operation. 

The Industrial Distributor carries a myriad assortment 
of active items — in types, designs, grades and sizes to 
meet your specific needs cs well as the needs of other 
manufacturers from whom you buy equipment, materials, 
assembly units and other production needs. 

He also warehouses countless items of long-interval 
demand which otherwise would tie up your own capital— 
or expose you to the risk of slow-up or shut-down. 


He knows where and how to obtain scarce or sorely 
needed requisites—thus sparing you the time and expense 
of searching for them yourself. 

He explores the globe for new and improved appli- 
ances that may speed up your production, cut your costs, 
improve your product. 

He is a veritable “encyclopedia” of information for 
keeping you up to date on new practices, processes and 
paraphernalia. 


As a “clearinghouse” for your purchases from all 
sorts of producers far and near, your Industrial Distributor 
relieves you of a lot of accounting and other “paper 
work.” By similarly serving such producers in their dis- 
tribution, he ultimately brings you still further benefits. 


« Nicheotson believes in and has adhered to this principle of 
MARKETING THROUGH SERVICE for more than 40 years. As « 
recult, Nicholson Distributors and their field men learn how to 
WORK FOR YOU. They become experts on files and filing—right 
down into your shop where the right use of THE RIGHT FILE FOR 
THE JOB counts in the way you want it to count. + There are 
throughout the U.S. more than 875 near-at-hand industrial Dis- 
tributors of Nicholson and Biack Diamond files; and over the years 
few of them ever leave us—or you. 


NICHOLSON FILE COMPANY 


PROVIDENCE 1, RHOCE ISLAND 
(Je Canada. Nicholson File Company of Canada Ltd. Port Hope Ontar'e) 


gnete, Wor'!d’s foremost .na.vifocturer of > 
oan. A FILE FOR EVERY PURPOSE 








Re aw ey 
—— 


APPLICATIONS UNLIMITED FOR DRAWERS AND DRAWER TIERS. Too often we 
think of Hallowell drawers and drawer tiers as parts of work benches, shop desks and 
tool stands. When we do, we overlook many profitable sales of these units as separate 
vertical drawer tier cabinets, storage walls, file cabinets for small parts, tools and 
precision instruments, etc. And applications of these units are not limited to the shop 
Hallowell drawers and drawer tier units a undsome enough for any plant or factory 
office. Next time you talk Hallowell shop equipment to a customer, look around. 
You'll find a number of places where draw nd tier units can be used effectively. 


WHAT’S NEW WITH HALLOWELL 
News that helps you seil 


AND STILL ANOTHER SALES TOOL. Form 701, il- 
lustrated, tells the complete story of Hallowell 
Standard Work Benches. It gives information 
about models, sizes, accessories and sales points 
If you haven't a supply—order today. 


Other sales bulletins include: 
Form 702.... Cabinet Benches 
Form 703 Tool Stands and Cabinets 
Form 704 Stools and Chairs 
Form 797 Steel Carts 
Form 729 Shop Desks 
Form 841! Unit Benches 


THESE SALES BUILDERS GO TOGETHER. These two breezy manuscripts by the Old HALLOWELL SHOP EQUIPMENT DIVISION 
Bench Hand work hand-in-hand. ““Benchery” is the story of what can be done with a 
Hallowell bench. “Stoolcraft”’ tells how to work at a bench comfortably while seated 
on Hallowell stools and chairs. If you haven't used these sales tools—now’s the time 
to do it. Order a supply and put them to work for you. We'll imprint as many as you 
need. Mail your request to Hallowell Shop Equipment Division, STANDARD Press=p 


) = »V 3 a 
Steet Co., Jenkintown 13, Ps JENKINTOWN PENNSYLVANIA 
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NEXT BEST TO GREASED LIGHTNING is this brand-new loading 
platform in the brand-new SPS plant. Cases of UNBRAKO 
products are deposited here by a network of belt and roller 
conveyors from packing stations inside the plant for loading 
on truck vans. The 16 automatic hydraulic ramps are pro- 
tected by overhead roll-back doors. Completely enclosed, 


WHAT’ 


and warmed or ventilated by overhead units, the platform 
can be used in any kind of weather. Delay? No sir, not here. 
Streamlined materials handling, as well as streamlined pro- 
duction methods, assure you better service and delivery, so 
you in turn can offer your customers better service and delivery 
and make a greater profit. 


NEW WITH UNBRAKO 


News that helps you sell 


SALESMEN-STUDENTS GET INSIDE STORY. As part 
of its 3 day training course for distributor sales- 
men, SPS takes students for frequent trips into 
the plant to see how products discussed in lec- 
tures are made. Here salesmen from six dis- 
tributor firms watch operation of new optical 
co-ordinate jig borer, the only one of its kind in 
the United States. The machine, set up in a glass- 
enclosed, air-conditioned room, has a capacity 
larger than that of any other jig borer in the 
country. The student salesmen are (from left) 
Roscoe McGinty, of the Mansfield Hardware 
& Supply Co., Mansfield, Ohio; Hugh Wood- 
ward, Williams & Wilson Limited, Montreal, 
Canada; John Harvey and Zygmunt S. Gow, 
both of Mill Supplies Co., New Britain, Conn.; 
Charles L. Nagle (behind Harvey), of Brown 
Engineering Co., Reading, Pa.; Mike Boyne, of 
Williams & Wilson Limited; William J. Van 
Almen, White Tool & Supply Co., Cleveland, 
Ohio; E. H. Braunburn and R. M. Scorzo, both 
of Colonial Supply Co., Pittsburgh, Pa.; Edward 
Deibel, White Tool & Supply Co., and John 
Fisher, of Mansfield Hardware & Supply Co. 
Also a member of the class, but not shown here, 
was Leon Stetzler, of the Brown Engineering 
Co. The machine operator is John Bixler, an 
_j} SPS toolmaker. 
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WHY USE SEL-LOK SPRING PINS? Perhaps, as the Wayne 
Iron Works, Wayne, Pa., discovered, because they en- 
able you to eliminate many production operations. In 
assembling feet for Wayne rolling gymstands, the use 
of spring pins eliminates tapping, countersinking, chip- 
ping bolt ends, and setting bolts. Sel-Loks are force 
fitted into holes by air harmmers. Or a hand hammer or 
press can be used. The pin’s own spring pressure holds 
it securely in the hole, yet wheels can be replaced simply 
by knocking the pin out with a drift pin or punch. 


SALES HELP REMINDER. These valuable little booklets 
get such hard use that they wear out, and many dis- 
tributors forget to re-order. “Things to Talk About” 
is a salesman’s handbook in miniature—gives in a 
glance the important features of all UNBRAKO products 
and tells the salesman what sales points to bring up 
before his prospect. Check your quantities today. If 
you need more, write Unbrako Socket Screw Division, 
STANDARD PRESSED STEEL Co., Jenkintown 13, Pa 


UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 


MEN-OF-THE-MONTH 


The Cincinnati and Cleveland Territories 


Bill Harper, manager of the Cin- 
cinnati territory, celebrates his 
20th anniversary with SPS this 
year, his eighth as a salesman. 
During his school days, Bill was 
an all-around athlete—a soccer 
player, football halfback, cap- 
tain of the swimming and the 
tennis teams. Golf, shooting, 
motorboating and swimming 
keep him busy in off hours now. 
Bill's shop experience embraced 
setting up and operating auto- 
matic screw machines and trou- 
bleshooting on locknuts. He 
served for a time in Sales Service 
and obtained his initial sales ex- 
perience in the Boston territory. 


Johnny Klenk is a 15-year SPS 
man. He was an expediter before 
he entered the Army, where he 
served as a staff sergeant in 
counterintelligence. After his 
tour of duty, he returned to SPS 
in the Customer Service Depart- 
ment and, in 1951, joined Sales. 
Home base for Johnny is Indian- 
apolis. He is a member of the 
VFW and Kiwanis, and is an- 
other active SPS golfer. 


Ed Mooney, manager of the 
Cleveland territory, joined SPS 
in 1937 and promptly went to 
work on radio parts. His urge 
for sales was such that he left 
SPS for a while and worked as a 
salesman. Returning in 1941, 
Ed worked as an operator and 
set-up man on DBK’s, then be- 
came an expediter and finally 
joined Sales Service. He became 
an SPS sales representative in 
1947. Ed was a miler and a great 
swimmer in his school days, but 
now work keeps him too busy 
for everything except an occa- 
sional round of golf 


George Leavesley received his 
initial training from the ITE 
Circuit Breaker Co. and was a 
general foreman when he entered 
the Navy. In the service, he was 
an electrician’s mate aboard the 
USS Wisconsin. George joined 
SPS in 1950. He now lives in 
Pittsburgh and covers western 
Pennsylvania. Both George and 
his wife enjoy youth work and 
are now counselors of a young 
people’s group. 
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JEFFREY car puller 
works in any 


direction... 








SPECIFICATIONS: 


BASE — Heavy cast iron 
CAPSTAN — Chilled cast iron is standard and is 
for use with manila rope or Marlin clad steel rope 
Cast steel can also be furnished for use with steel 
cable 
MOTOR — 5 H.P. on Type 240-A; 10 H.P. on Type 
250-A. Motors are ball bearings, weather-proof and 
protected against overload. Control is by magnetic 
starter and weather-proof push-button 
GEARS — Hardened steel worm meshing with 
bronze worm gear 
BEARINGS — Slow speed capstan shaft is bronze 
Wherever a powerful, short-haul pulling force is bushed. Worm shaft is ball bearing equipped 
. o . —C om sp mi ce i ino 
required, a Jeffrey Car Puller works best. DRIVE ut tooth spur gear with micarta pinion 
, direct connected to motor 

At manufacturing plants it ends the delay of wait- LUBRICATION — All working parts operate in an 
‘ . . . : . oil bath 
ing for a yard locomotive to spot each car for loading or . 

—— ae 26 6 MAXIMUM ROPE SPEED— 45 F.P.M 

unloading. In some cases, it eliminates need for the loco- 


, RECOMMEN 
motive. In others, it replaces the tiresome pinching » si lllancetnaletccnsarmaes 





MANILA ROPE MARLIN CLAD WIRE 





process. 
Working Wt. Per 0.0 Working 
These “All Purpose” units are also used for dock- a nat es 
ing barges, for handling moving operations in lumber 7; = a — 
. . - ba 
yards, steel mills, brick plants and other industries. They 1% | 4500 7s 7000 
. 13 5300 90 10000 


are useful for many other applications. 6200 | 1.10 





























e@ Large vertical capstan permits pulling in any 


direction. Write for Bulletin 862. 














Compact design requires minimum space. 
Special attachment available to hold loads on 
lee TYPE 250-A 

grades. Starting rope pull 10,000 Ibs. 
Forged car-pulling hook and single or double Weigh: 1700 ies 

sheaves can be supplied. 

Low initial cost, easy, push-button operation and TYPE 240-A 
minimum maintenance make Jeffrey Car Pullers pay for Starting rope pull: 5,000 Ibs. 
themselves many times over. wm See Se 


“JEFFR 


IF IT’S MINED, PROCESSED OR MOVED 
. « IT'S A JOB FOR JEFFREY! 
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“You see Powell Valves everywhere! And with .. . 


. good reason! They’re famous for dependability. Economical, too. 
What’s more, Powell has a complete line.” 


Just name the valve needed... : : 
.. POWELL CAN SUPPLY IT! Small wonder- 
since Powell probably makes more kinds of valves 


and has solved more valve problems than any other 
CONTROLS FOR THE LIFE LINES OF INDUSTRY 


organization in the world. 


, oat at =Pp ten 
Available through distributors in principal cities. In 
bronze, iron, steel and corrosion resistant alloys. 44” g 
to 30” and 125 pounds to 2500 pounds W.S.P. On 
problems, write direct to The Wm. Powell Company, 
Cincinnati 22, Ohio. 


LOB Y, 
Powell Valves ‘2,’ 


PS. This is just one of many ads appearing in trading. magayinse that talp you all POWELL VALVES! 
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“I'VE USED WISS SNIPS FOR 
44 YEARS BECAUSE THEY 
MAKE TOUGH JOBS EASY” 


Philip Conwisar, Juniper Elbow Co., Inc., Middle Village, 
N.Y ., gives one sound reason why he prefers Wiss metal cut- 
ting snips. There are several reasons why they are the choice of 
professional workers everywhere—why they sell better, with 


fewer returns. Wiss snips are produced largely by the hand- 


work of skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolts are set precisely 


to reduce wear and to increase cutting power with least effort. 


ee] 
iy 


a J 





| 
WiSS METAL MASTER SNIPS: « ompound action design delivers amazing 


cutting power. These 10” snips cut with about one-half the effort required 
for standard 1214” snips. One edge serrated to prevent slipping. M-1 (cuts 
left) and M-@ (cuts right) are designed to cut the most intricate scrolls and 
circles. M-3 is for shallow ares and straight cutting. M-5 Bulldog Heavy 
Duty snips are tops for notching, nibbling and cutting shallow arcs in 


heavy as 16 gauge 


WISS INLAID SNIPS 


High carbon crucible steel weld 
ed to a hot drop-forged frame 
provides that extra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 114” to 17”, includ 
ing Bulldog Snips for notching. 
Three Combination* Cutting 
sizes, 12%”, 1344” and 1414.” 


WISS SOLID STEEL SNIPS 


For those w hose requirementsare 
less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications. 
Four straight cutting sizes, 8” to 
12's”. Four Combination* Cut- 
ting sizes, 7”, 10”, 18” and 16” 
Bulldog Snips for notching 


Made with straight blades, but 
ground and shaped so they readily 
cut curves and irregular shapes as 
well as straight 


J. WISS & SONS CO., NEWARK 7, NEW JERSEY 


Manuf ers ‘ > mag hears Vet Cutting Snips ind Garden Shears 
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Wiss inlaid blades are made of high 
carbon crucible steel welded to a hot 
drop-forged frame to pro\ ide the ex- 
tra service demanded by professional 
workers. 


Wiss snips are hot drop-forged of the 
finest steels available. 


Highly skilled craftsmen make final 
adjustments to assure that Wiss snips 
will cut perfectly for a long time. 


1954 








out as masterpieces. 
Among all modern cutting t 
produced by Union are o 


q 








CARBIDE TOOLS 


The “HALIR" violin from the collection of 
Frederick S. Haenel, Gaylordsville, Conn 


UNION TWIST DRILL COMPANY ATHOLL, MASSACHUSETTS 
End Mills Milling Cutters Gear Cutters Twist Drills Hobs Reamers Carbide Tools 


OWNERS AND OPERATORS OF: S$. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELG DIVISION, Derby Line, Vermont and Rock Island, Quebec 

















INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 





MUSIC IN THE AIR 


Made for each other... electronic apparatus assemblies and P-K Fasteners. 


Made for those who sell the P-K line...a market with no limits yet in sight. 


Tune your selling to the volume... it’s $4,000,000,000* odd this year, 


New prospects are all around you... present users buying more. 


Look to P-K for the pitch... big promotion... strong support. 
Swell the chorus (and your profit)... “If it’s P-K it’s O.K.” 
Certain territories are open for interested Distributors. 
Parker-Kalon Division, General American Transportation Corporation, 
200 Varick St., New York 14. 


y Shipments—Radio and Television Equipment, 


ection Apparatus, Phonographs and Recorders, 


A 


PI OCEEG ALIS 
Youre OK with P-K... all the way 
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WANTED 


eo gum } 


WILTON INDUSTRIAL C-CLAMPS 


WILTON MACHINISTS’ VISE WILTON DRILL PRESS & MACHINE VISE 


WILTON POWRARM WILT-O-MATIC 


Y EVERYONE! 


Everyone wants Wilton Tools because they’re made better 
and competitively priced. That’s why they‘re so easy to sell 
—so profitable to push. Write for a catalog NOW. 


WILTON TOOL MFG. CO., INC. 


925 Wrightwood Avenue Chicago 14, Illinois 


Wilton Tool Canada Ltd., Guelph, Ontario, Canada 
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New sales kit produced by 
Close cooperation between 
Johnson's Wax and distributers 


During September every Johnson's 
Wax Distributor salesman received 
a complete sales kit containing 
everything he needed to help him sell! 
this profitable new line of coolants 
This sales kit, complete with its 
plastic briefcase, contains a new 
“Sales Prompter” to guide the di 

tributor salesman in his wax Sales 
presentation; a new “Coolant Selec 
tion Chart” to assist him in recom 
mending the proper coolant; a 
written guarantee; and a complete 
assortment of sales literature and 
other selling aids 

This new sales kit was received with 
enthusiasm by the men in the field 
Undoubtedly the sales kit’s unusual 
effectiveness is due to its having 
been produced with the close coop 
eration of Johnson's Wax and its 
distributor organization. 





New motion picture 
“Metalworking with Wax’ 
helps distributors sell 





“Metalworking with Wax,” a new 
animated sound and color motion 
picture, has been made available to 
Johnson's Wax Distributors for use 
in selling their customers. This is in 
keeping with the Johnson’s Wax 
policy of providing distributors wit! 
the latest and most efficient 
tools 

This new motion p 

the metalworking w 

informative minute 

non-technical language 

possesses such unusual coolir 
lubricating properties and | 
helps increase production 


customers’ shops 


S. C. JOHNSON & SON, INC. 


Industrial Products Division 


Racine, Wisconsir 


“A line you can sell 
with confidence!” 


JOHNSONS WAX 
LUBRICANTS FOR 
METALWORKING 


ee ono 


You can sell these five products readily—and profitably—because they: 


e are made to produce extra profits for your customers 

¢ can be sold to your regular machine shop customers 

e are “repeat” sale items to give you repeated profits 
All b e form a complete line of products in their field 

e outperform competitive products in actual shop tests 

e are backed by the name and reputation of Johnson's 

Wax 
e are well advertised to pre-sell your customers. 


Johnson's Wax, famous makers of wax products for home and industry, sell 
this complete line of metalworking products only through distributors. 





-— Products of Johnson’s Wax 
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ew Comparative 





SELECTOR. for stock REAMERS arranged by DECIMAL 
DIAMETER. L&I Net Price Selector immediately locates 


4& NOW for the FIRST TIME a COMPARATIVE NET PRICE 


price of every reamer available in a given size 


Boon tor Buyers and Users Now you can 
choose the size and type you want at at 


price you want to pay PN aaelitel-te. by decimal 
















equivalents, easy-to actele Me aleld ter iileh 7 every 
standard size from .0400 thru 3.0000 including 


Fractional Sizes, Wire Gage Sizes, Jobbers 


Quality Sizes, Letter Sizes, Decimal Sizes plus Die 


makes Pricing 


Makers Reamers, Expansion Reamers the 
Reamers. by lela 4 and every reamer is available 
. FROM. STOCK 
Size and 


T . The L&I Net Price Selector will cut your buy 
YP Tale Malate thin dite MilulcmlMleliMm ell meliicmileh mise 
easy as A —locate diameter wanted : your L&I Distributor or mail the coupon 


B — choose type reame L&l's complete line of Quality Reamers.- makes 
Rae your No. ! source tor all your reamer needs 


rie 


C —ner Price at S 
intersection 


of columns 





HUCKING 
—= 


~ Strat en 


anal 


Net Price Selector 


BUYER’S BONUS 


L&I is first again with two more standards to make 
“the complete line of reamers’’ even more complete: 


1 - New King Size Reamers in a full line of sets. © 


2 - New line of Spiral Flute Reamers with both right 
olateM (ta mmalolile My lice] Mtcclilelelace 


USER’S BONUS 


L&I offers a free sample reamer for trial in your 
plant to prove the economy of L&I quality ... ask your 


Amel isialeltiiela 


DISTRIBUTOR’S BONUS 


This advertisement is currently 
appearing in leading industrial 
publications aimed at your cus- 
tomers and prospects. If you don’t 
know the L&l story, help yourself 
to a big bonus... get it now! 
LAVALI.EE & IDE, INC. Chicopee, Mass. 


“The Reamer Specialists’’ 





from this One-Two Punch 
for Gauge Glasses 


Now you can get bigger profits through bigger gauge glass orders 


In Corning’s advertising, we're 
telling your customers and pros- 
pects to buy “1 for the gauge, 
and 2 for the shelf’—which 
means larger unit sales for you. 

Whenever you get a gauge 
glass order, be sure to recom- 
mend 2 spares for every glass in 
us¢. This practice will pay off in 
added maintenance efficiency for 
your customer, and more profits 


for you! 


The profits are there. Your 
products—Pyrex brand gauge 
and sight glasses—are the finest 
on the market. Their sturdy con- 
struction, high heat and chemical 
resistance give the user easy read- 
ing and long, useful life. 

It’s up to you. A little hustle 
can go a long way to building a 
good business in this replacement 
item. 


‘] for the gauge and 2 for the shelf 


Here's why: Your customer needs 
ONE SPARE for replacement 
whenever he dismantles a gauge. 
It is NOT recommended practice 


S 


to replace the same gauge glass 


after it has once been removed. 

He needs a SECOND SPARE 
for emergency use, in case of ac- 
cidental breakage. This prevents 
costly shut-down. 


CORNING INDUSTRIAL GLASSWARE 
FOR EVERY JOB 


Application 


Recommended Product 





Normal Conditions 
(Up to 100 psi) 


Corning brand standard 
gauge glasses 





Higher temperatures 


Pyrex brand high- 
pressure gauge glasses 





Higher pressures 


Pyrex brand heavy-wall 
gauge glasses 





Extra visibility 


Pyrex brand red-line 
gauge glasses 





Viewing inside 
furnaces, reactors, 


pressure vessels, etc. 


Pyrex brand 
sight glasses 





Lubrication 
inspection 


Pyrex brand lubricator 
glasses 





Visible discharge 
devices 


CORNING GLASS WORKS Corning, New York 





Pyvrex brand oll cup 
glasses 


Coming meand seseatch in Class 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 





wes 
Ai 


—— eae 


You'll discover your Republic Pipe Distributor 
a good man to do business with. He always has 
on hand a full line of steel pipe in every size 
—plus fittings, valves, tools, fixtures, controls— 
everything needed for complete installations. 
And whether you want a few lengths of pipe 
or a truckload, your phoned order will receive 
prompt attention and rapid delivery. 


Make his stockroom your stockroom ... and 








To help tell the story of the 
pipe distributor and the service 
he renders, this and similar 
Republic Steel advertisements 
are appearing regularly in plumb- 
ing and heating publications. 
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/ PIPE DELIVERY 


save yourself time and money. You can avoid 
large capital investments, yet have all the 
material you want when you want it. You save 
floor space...insurance...handling costs as well. 


Keep your Republic Steel Distributor’s tele- 
phone number handy. Successful operators 
find it profitable to take advantage of his serv- 
ices. Give him a call. He'll be glad to answer 
any questions. 


REPUBLIC 


S35 2IP= 


1954 











BU EVARTE 


FACTS 


a collection of useful tips to help you 
develop new selling leads in 


ALUMINUM DOOR HANDLES ARE DIE-STAMPED 
industrial markets “PUSH” THROUGH A BRIGHT -COLORED STRIP 
; OF “SCOTCH” BRAND PLASTIC TAPE 
EASY-TO-SEE TAPE STICKS TIGHT IN 
RECESSED AREAS —COLORS STAY 
BRIGHT EVEN UNDER CONSTANT USE. 


WATER TANKS FIT FOR A 


MILLIONAIRE'S 
MANSION 


GET THEIR SMOOTH FINISH FROM 

3M ABRASIVE BELTS AND THE 
RECOMMENDED 3M METHOD. 

BELTS INCREASED PRODUCTION 

AT ZERO WATER SOFTENER CO. 

me YKAFROM 6 TO 20 TANKS AN HOUR 

Products made in vU S.A. by Minnesota Mining & -~GAVE UNITS A BETTER 
Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch Pa FINISH AT LOWER 





Brand Pressure-Sensitive Tapes, “Scotch’’ Sound ZH 

Recording Tape, “‘Underseal”’ Rubberized Coating, 

“Scotchlite” Reflective Sheeting, “‘Safety-Walk”’ fe UNIT COST. 
Non-slip Surfacing, “3M” Abrasives, “3M" Ad- 

hesives. General Export: 122 E. 42nd St., New 

York 17, N. Y. In Canada: London, Ont., Can 
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ELLS 
SCREWS BY THE YARD [ 


SMALL ITEMS LIKE SCREWS 
AND BOLTS ARE SANDWICHED 
_ BETWEEN TWO STRIPS 
; OF “SCOTCH BRAND 
MASKING TAPE iN 
LOTS OF A DOZEN ORA 
| HALF DOZEN. STRONG, 
| LOW-COST TAPE MAKES 
| ANEAT BUNOLE WHICH 
| SAVES CLERK'S TIME.. 
-. ADDS EYE-APPEAL 
TO CUSTOMERS. 











SOLUTION. HOLDS CON- 

HE TRAY NG 

BOTTOM OF T FOR FILLING- 
TAINERS UPRIGHT FO™ ~ 








Lh experience NEEDED 70 
SHARPEN WORLO'S TOUGHEST ALLOY / 


TUNGSTEN CARBIDE TOOLS CAN CUT THROUGH 
STEEL LIKE BUTTER — BUT EVEN AN 
INEXPERIENCED WORKER CAN RESHARPEN 
THEM WITH THIS NEW 3M CARGIDE TOOL 
SHARPENING METHOD. PENNIES-A-BELT 
DEVELOPMENT REPLACES COSTLY 

DIAMOND WHEELS 
ANO SKILLED 


OPERATORS. ScoTc i 


Pressure-Sensitive 
Tapes 


MINNESOTA MINING & MFG. CO 
Dept. ID-104, St. Paul 6, Minn 


yrofit opportu nities 
Meee rego Please send me more information on the products checked below: 


GET 
- 3M line 
| in the fast-coline -. “Scotch” Brand Plastic Tape 
Fw, 3M Carbide Tool Sharpening Method 
“Scotch” Brand Masking Tape 
3M Abrasive Belts 
Scotch” Brand Tape No. 400 


ee 
of industrial products. 
Send coupon today 


Zone... State 


Be ee ee ee ee ee ee es es es es el 
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Mr. Vincent Sillitta, Traffic Manager of Clarostat Mfg. Co., Inc., discloses 


“How this guided missile 
gets there on time!’’ 


4 & & tee and a Clarostat product helps head 
the missile for an ‘enemy’ bomber! 
“But before its deadly rendezvous, that tiny part of the 


missile’s ‘brain,’ a Clarostat resistor, had to keep another vital 
appointment — with the Guided Missile production schedule 
That date was kept by Air Express! 
We ship up to 15,000 pounds of Clarostat Resistors per 


month by Air Express. Their sizes range from the one men- 


tioned above—finer than a human hair—to shipments weigh- 
ing one hundred pounds and more. 

With Air Express help, we can meet extremely exacting 
delivery specifications. Yet most shipments cost /ess than by 
any other air service. A 25 Ib. shipment from Boston to 
Toledo, for instance, costs $6.45. That's 5¢ Jess than the 
next lowest air carrier—and the service can’t be compared!" 

It pays to express yourself clearly. Say Air Express! 


—_— © AirEpress ———— 


CALL AIR EXPRESS 


Gers THERE FIRST via US. Scheduled Airlines 


. division of RAILWAY EXPRESS AGENCY 
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SPRING WASHERS 
BEALL TOOL DIVISION of Hubbard & Co., EAST ALTON, ILL. 
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ARE YOU GETTING YOUR SHARE 


of Industrial 
Exhaust Fan Business 


From These Industries? 


® FURNITURE MANUFACTURERS 

® PLANING MILLS 

® LUMBER MANUFACTURERS 

® GRAIN STORAGE PLANTS 
FLOUR AND FEED MANUFACTURERS 
PAPER MILLS 
CHEMICAL PLANTS 
PAINT AND VARNISH MANUFACTURERS 
SHOE AND LEATHER INDUSTRY 
AND MANY OTHERS 


q +7 ; 
FORT WORTH 
5-2 EXHAUST FANS 


AND THESE OUTSTANDING 
SALES FEATURES ... 


% Direction of discharge easily % Designed for efficient operation 


changed ; Ww Exclusive Paddle-type construction 
fr Direction of rotation easily enables blastwheel to handle long 
chenged 
% Mousing, blastwheel, and bearing 
stand are ruqgedly constructed for x Bearings: two anti-friction, self 
vibration free operation aligning pillow blocks 


NEW EXHAUST FAN CATALOG 


Gives description of various applications, types of 
fans and construction details. Complete dimensional 
data, and capacity tables to assist in application of 
fans. 


stringy material through fan 


Write for 


= FORT WORTH wicunrey co 


FORT WORTH + CHICAGO + ST. LOUIS * KANSAS CITY + MEMPHIS 
WAREHOUSES: * ATLANTA + JERSEY CITY + LOS ANGELES + HOUSTON 
* SAN FRANCISCO 
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Where PERFORMANCE 


8A-461H8-V2 


,.. Corie PRICE Yee / 


Modern tool and cutter grinding demands top performance and economy, 
BAY STATE'S new “8A” vitrified Bonded Wheels meet both 

these requirements. 

FIRST 

“8A” is a combination of specially selected and blended abrasives. 


Result: Wheel cost is considerably lower, yet the all-important cutting 


characteristics of premium priced wheels are matched. 


SECOND 

The cutting action is fast, free, and cool... 
giving long useful life with minimum dressing. 
This is one more illustration of “better 
grinding” engineered by BAY STATE in 

its outstanding “Wheels of Progress” 
program. 


Send for latest 
brochure giving 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U. 5. A. od ae 


Branch Offices ond Worehouses Chicago, Clevelond, Detroit, Pittsburgh specifications, 


Ja: Bay State Abrasive Products Co. (Canada) itd., Brantford, Ont 
‘ Manufaclu rE2s of all lyfres of Quality Abrasive Products 
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BRONZE 
GAS STOPS 


YOUR CUSTOMER’S NEEDS for 

all items in the HAYS line of— 

STOPS ° VALVES ° FITTINGS 
\ _—— 


LEVER HANDLE 
BRONZE Your HAYS line includes hundreds of items— 
SHUT-OFF STOPS 
hire Rat, Square many styles of stops, valves, and fittings, each 


or Tee Head 
in a full range of sizes, for every need in your 
customer's plant, for steam, air, water, gas, and 
chemical lines. 
Check your HAYS Catalog . . . note the com- pmo hy 
plete line that is available from one source. 
Don't be satisfied with an order for two or three 


items—sell the HAYS line—sell him on the 


idea of standardizing on HAYS. 
a yee You will never make a mistake in backing the 
sh ieee idied aa a / HAYS line for highest quality and low mainte- 
nance cost. Every product is individually ground 
and fitted, and tested for pressure with generous 
BRONZE 3-WAY 


allowance for overload. PLUG STOPS 


It pays to buy—and sell HAYS 
—_ 


HAYS MANUFACTURING COMPANY 
Genera ices and Factor 
———— HAYS 
® 


823 West 12th Street, ERIE, PA. a 





ALL IRON STOPS 
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STANDARD for 
| ollling ml and cota 








Red Shield says: 


STANDARDIZE WITH STANDARD. The profitable line to represent. Com- 
plete, nationally recognized for top quality. Promoted, accepted 
throughout industry. Backed by factory application service coast-to-coast. 


STANDARD TOOL (0. & 





3950 CHESTER AVENUE CLEVELAND 14, OHIO 





FACTORY BRANCHES IN: NEW YORK «©, DETROIT « CHICAGO * DALLAS © SAN FRANCISCO 


THE STANDARD LINE: /wist Dril Reamers Japs - Dies - Milling Callers. End Mills - Hobs - Counterbores - Special Tools 























U. S. Holdtite are the amazing wonder- . 
working pressure-sensitive tapes of in- U. S. Holdtite pressure-sensitive tape holding packages 
dustry! Applied with just finger pressure, sheet 

they bind, hold, mask, reinforce, pro- 

tect and serve as an indispensable tool 

for hundreds of industrial uses. They are 


so much a part of industry that the won- 


der is how industry ever got along with- 


out this wonder-worker line. Well- 
named, too, because once applicdyeal 
U. S. Holdtite tape will never,gome loose 
by itself; it must be removed. it's a tape 
line that’s respected b 1 industry and 


The cutting edges of precision tools are protected with 


is the only tape line th “A, 
. U. S. Holdtite. A favorite trick with both makers and users. 


so well, Order U. S. 
pressure-sensitive 

tapes from any of the 
twenty-seven “U.S.” 
District Sales Offices, or 


write address below. 


UNITED STATES RUBBER COMPANY 
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who pipes in the profits! 
line of pressure-sensitive 


U. S. Holdtite sealing the lids of chemical fiber drums. U. S. Holdtite tape holds matting in place on 


slippery terrazzo floor, also prevents curled edges. 





U. S$. Holdtite holds so strongly it can easily support a 


Masking chrome, glass or any part of car with U. S. Holdtite 
full-grown man in a sealed container. 


tape while paint-spraying. 


Style #501—Crepe paper back. Strongest crepe backing on 
the market. So flexible it is the one right tape for all curve 
work. No “feather edge” when used for painting. Strips clean 


240-pound tensile strength. The one right tape for strapping 
and sealing cardboard cartons. Will not work loose. An 


MECHANICAL GOODS DIVISION, 


— won't flake or break. Takes up to 200 degrees temperature 


Style #511—Flat paper back. Has TWICE the strength of 
conventional masking tape. Ideal for straight line masking, 
also for binding, bundling, and sealing 


Style #503 —Crepe paper back. For high temperature baking 
operations. Takes up to 300 degrees temperature for 1% 
hours. A favorite tape on original equipment items 


Style #508 — Paper-backed glass filament reinforced tape with 


extremely powerful adhesive that makes tampering and pil- 
fering impossible to conceal. A single strand will hold boxes 
piled up on a skid 


Style #601 — Waterproof cloth tape with plastic coated back. 
Perfect for waterproof sealing, masking, protecting anything 
that will be exposed to the weather. 


Style #604—An ideal low-cost cloth “expendable” tape for 
one-time use... protecting tool edges and fittings, bundling 
parts, keeping wrappings on toys, guarding fragile wood from 
splitting while being sawed. 


“U.S.” Research perfects it...“U.S.” Productien builds it...U.S. Industry depends on it 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Phe, 


Sales 


© These eye-catching window display 
stands are just two of the many sales 
aids we supply to our distributors. 

They're part of our carefully worked- 
out distributor policy which builds 
business for the distributor through 
Bristol's national advertising and direct 
mail. As a matter of fact, this is down 
in black and white in our distributor 
contract: “.. . it is part of our respon- 
sibility to be constantly widening mar- 
kets and building turnover into our 
product.” 

Only Bristol makes full lines of hex 
socket screws and exclusive Bristol 


tools for Bristol d 


multiple-spline socket screws (for con- 
ditions of severe vibration). This com- 
bination provides a splendid source of 
profit for Bristol distributors. And we've 
recently increased our capacity for pro- 
ducing cap screws, so that customers 


istributors 


can get all they want, when they want 
them. 

Don’t forget — Bristol’s factory- 
trained salesmen are located in 31 key 
cities to supply fast service for 
distributors. AA2 


Bristol helps distributors make more sales, bigger profits with: 


e direct mail ® engineering data 


© bulletins, price and sheets 


discount sheets 
@ local and national 
advertising 


smartly-packaged 
samples 


© shows and displays 


® copy and cuts service 


envelope stuffers 


® advertising novelties 


© publicity releases 


5 
BRISTOLS SOCKET SCREWS 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn. 
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Hex and Multiple-Spline 
Socket Screws. Cap and Set 





Help your customers make 
INSTRUMENT TUBING INSTALLATIONS 
FASTER AND MORE ECONOMICALLY. 


IMPERIAL 427-7777 ° TUBE FITTINGS 
Reduce Installation Time 36 to 77% 


for 
Metal 
Tubing 


To make a joint you simply push tube into 
HI-DUTY FITTING and tighten nut. This enables 
you to save up to 77% in installation time. Nut and 
sleeve are one piece. Sleeve shears off and becomes 
attached to tubing in assembly, assuring perfect 
sleeve alignment. For tubing 1/8” to 1” O.D. 
Ask for Bulletin No. 3002-A. 


- Af, TUBE FITTINGS 

Simplify Installation . . . 

Make Possible Tremendous 
Labor Saving 


IMPERIAL LC, 
and Polyethylene Tubing 


Ease of assembly and installation make 
Poly-Flo Fitting and plastic tubing ideal 
for instrumentation, panel boards, labora- 
tory equipment, etc. Fittings need only be 
finger tightened. Tubing is flexible and 
bends readily by hand. Fittings and tubing 
furnished in 1/4”, 5/16” and 3/8” O.D. 
sizes. Ask for Bulletin No. 3025. 


for 
Plastic 
Tubing 


IMPERIAL FLUID CONTROL VALVES 


PACKLESS DIAPHRAGM 
VALVES 


NEEDLE VALVES HI-DUTY VALVES 


(| TOGGLE VALVES 
Straight and Angle Types ‘ 


. 
} 
4-1 


Valving 


Plug Type. 2, 
way styles, 


For positive control of 
pressure and vacuum. 
Solid Teflon diaphragm. 


Quick operating; shows 
at a glance whether 
open or closed, 


Designed for maximum 
dependability; easy op- 
eration. 


IMPERIAL TUBING TOOLS 








for . 


HI-DUTY 
TUBE CUTTER 


Tubing 


Work 


Free wheeling ball bearing 
action. Roller type with flare 
cut-off groove. Retractable 
reamer. No. 274-F for 1/8” to 
1” O.D. hard or soft tubing. 


Ask for Instrument Tubing Bulletin 


ROL-AIR 
FLARING TOOLS 


Flares and then automatically 
burnishes flares. Makes stronger 
flares, assures tighter joints. 
No. 507-F for 37° flares. Flares 
3/16”, 1/4”, 5/16”, 3/8”, 1/2” 
and 5/8” O.D. tubing. 

No. 500-F for 45° flares. 


, 


BLUE DOT 
TUBE BENDERS 


Bend hard or soft tubing. Form 
neat accurate bends to short 
radius. Calibrated. No. 364-F. 
Individual benders for each size 
of tubing 3/16” to 3/4” O.D. 
Also many other tools, 


THE IMPERIAL BRASS MANUFACTUING CO. 
511 South Racine, Chicago 7, til. 


In Canada: 334 Louder Ave., Toronto, Ontarie 


Pioneers in Tube Fittings and Tube Working Tools 


IMPERIAL 
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TYPE 4 7 











BIG 7 7] oe Types meet 95% of all 


totary pumps like this one 


Ous materi 


pe 


packing needs 


u he ich handles 10 eels of al 
10,000 SSU 
with R “ 
M's Big 7 


a als 
performance 


4 of R 


per minute at 1200 rpm, gi 
No. 376 i pack n 
-acki ing 


wcluded 
Types 


The R/M story really sells packings 


| Css stock! I asier sS¢ lling! More profits! | hese are 


the advantages enjoyed by R/M distributors in 


R/M’s Big 


men, e quick to recognize the very 


selling Packing Types. Mainte 


nance too, ar 
real advantages to them of this basic line. They 
go for the assurance of custom-built performance. 
\lso they appreciate the benefits of lower main 
tenance costs, less downtime, simplifie d ordering 


taster delivery service 


When you decide to stock and push R/M'’s Big 

Packing Types, you'll find yourself solidly 
supported by Raybestos-Manhattan. R/M pro 
vides distributors with a complete tr: ‘ining pro 


all 


the selling aids they need. It also backs them up 


vram on the Big 7 for their salesmen with 


with consistent, hard-hitting advertising month 
ifter month in leading publications re ad by their 


customers and prospects. Write for details 


R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC., PpackiING DIVISION, MANHEIM, PA. 





BIG 7 


FACTORIES: Bridgeport, Conn. ; Manheim 
Pa.; No. Charleston, S.C.; Passaic, NJ 
Neenah, Wis.; Crawfordsville, Ind.; Peter- 
borough, Ontario, Canada 


PACKINGS 


RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles « Industrial Rubber, Engineered Piastic, and Sintered Metal Products + Abrasive and 
Diamond Wheels * Rubber Covered Equipment + Brake Linings + Brake Blocks « Clutch Facings * Fan Belts + Radiator Hose + Bowling Bails 
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No matter what the job 


demands. you just can’t 


beat the performance 


of a Butterfield lap. 


BUTTERFIELD - 


| RVICE 
UNION Twist DRILL COMPANY FOR BETTER SE 


BUTTERFIELD DIVISION CALL YOUR 
DERBY LINE, VERMONT, U.S.A. TERFIELD 


TAPS * DIES * DRILLS * REAMERS * COUNTERBORES * SCREW PLATES  { 
nite UTOR 


Butterfield builds business for you with advertisements like DI STRI B 
n the leadi Metal-Worki blications. 






































RMIT 


Uniformity, quality and good looks make Warren-Teed 
Mattocks the easiest to sell, easiest to use tools you can stock. 
Finished attractively in Dutch Blue, they'll help sell themselves. 


Controlled forging techniques make all Warren-Teed Mattocks 
uniform in size, weight and in the shape of the cutting edges. They're easier 
to swing ... the curved blade knifes through clay faster. Careful heat 
treating helps hold true, sharp cutting edges longer. 


Note the fishtail on these mattocks. It reduces the amount of dirt that 
clings to the blade. Check the accuracy of the eyes. They are uniformly sized 
for perfect handle fit. Mattock weights are stamped cleanly on each tool. 


Order Warren-Teed Mattocks today, point out these easy-to-see advantages 
and watch them sell. If you want more information just ask us. And if your present 
Warren catalog needs replacement, ask us for a new copy. That's Catalog 853. 


tae? " 4 
WARREN-TEED 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 
Export Division . . 30 Church St., New York 7, N. Y. 
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Wy ae” 


Rotor type cup 
wheel—cross sec 
tion shows steel 
bushing flange 





SIMONDS 


ABRASIVE CO. 


— — 


aa 
“ee agai 


... buying tools from one source helps 
lower our break-even point.” 


B. W 

H Wehrle, President 

McJunkin Corporation 
p of 


HARLES 


= ino 
mevankin 
of 2alion 


ec is) 3 


jJander, Sales manager 
ision 
Inc. 
philadelph+® 5, Pa 
urce of Supply for Our Cuttine T 


ool Needs 


ove subject 
fer many 
e source 


One 5° 


Re: 
Jander 


Dear Mr 


on the a> 
of 


we would like to 
It is {rue 
advantages -” 
helps lowe 
mong present 
> who 


; simplifie® 
s time 10 


f 
g. mail 


orderin 
and 


Just thought 
from followineé 


A FEW 
OF THE 
BAND MANY 
CARBIDE ee os * CIRCULAR Nh Prep D 
SAWS & KNIVES * HACK SAW B ISSTON TOO 
* CUTTER HEADS + fremont & FRAMES + FILES 
HINE KNIVES ; 

* PAPER KNIVES 


g ’ Seo ; ole . . y ’ y y y 
mcnes cCOogO ttle ortion re Vancouv 
er 8 a on Foctor ° t ‘ocror e 
( ) 
: toronto Ont ustroalian F. ¢ S dn N Ww 
’ 4 


64 
INDUSTR 
IAL DISTRIBUTION © OCT 
OBER, 1954 








THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD @e 


\ 
\ 
: 


“SHINY HEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
int. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock 


~ 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by he cold upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
siie strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexa ead style — to blue a 
epectoctions—haneees head 
polished if specified — threads — 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Sugoted in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shel!. 


j 
i 
7 
/ 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTOR 








+ 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





For the greatest 
service per dollar | 


of cost... 


USE 
NATIONAL 


in 
= 


@ NATIONAL Steel Pipe gives you the greatest service per dollar 
of cost for all-around use in all types of buiiding and industrial 
applications. Moreover, NATIONAL is tops in strength, durabil- 
ity and dependability. That’s why it’s the world’s largest sell- 
ing pipe. 











Here are just six of NATIONAL Steel Pipe’s many advantages : 


pw 2a Fe 


Gaiform Throughout — NATIONAL 
Pipe is uniterm in metallic struc- 
ture, ductility, strength, corrosion 
resistance, surface finish, wall 
thickness and diameter—a_ vuni- 
formity that is rigidly maintained 
at all times. 


Coils and Bends Well — NATIONAL 
Pipe has thot full measure of 
strength and ductility to meet the 
demands of smooth, uniform coils 
and bends. With NATIONAL you 
con estimate closely without 
worrying about excessive loss of 
material, time and labor. 


Threads and Cuts Easily — Strong, 
easily-made threads are possible 
because of the unvarying quality 
of the metal and the absence of 
slag inclusions, laminations and 
blisters. The steel cuts clean and 
retains its characteristic strength 
even in the lightest part of the 
smallest thread. 


SS 


TT 


Rigidly Controlled. — From the row 
material to the finished product, 
one organization has rigid control 
over the manufacturing steps that 
produce NATIONAL Stee! Pipe 





Makes Sound Joints. —For permanent 
soundness and tightness, the uni- 
formity and accuracy in manufac- 
turing have made unequalled 
pipe jointing records for NA 

TIONAL Pipe whether welded 
or coupled 


Thoroughly Tested. — During the 
manufacture of NATIONAL Pipe, 
each and every stage of produc 
tion is carefully checked by the 
finest instruments, operated by 
the most experienced men. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Steel PIPE 
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Longer, Stronger Life for Columbian Manila Rope 


Microphoto of treated Manila fibre ofter 
2-week incubation with green mold spores 
under optimum conditions for growth. 

spores applied for test ore 
Present. 


Microphoto of untrected Manila fibre 
efter some 2-week test shows jungle 
of “roots” feed on fibre, 
leoving it rotted ond useless. 


- COLUMBIAN 


\ 


/ Z 
(), TWINES 2 


\ = 


The Very Best Manila Fibres for Natural Strength... 


Columbian Anti-Rot Treatment for Natural 


Season after season, in all kinds of 
weather, you can depend on the 
original toughness and resiliency of 
Columbian Manila fibres! 


That's because they are protected at 
all times against the ravages of 
mildew, mold, and decay bacteria— 
even when continuous usage allows 
no chance for thorough drying. 


azards 
(Mildew, Mold, Rot Bacteria) 


Germ-carrying moisture cannot harm 
Columbian fibres . . . it can only 


increase their strength while wet ! 


Every foot of Columbian Manila 
Rope is adequately protected 
ogainst decay for YOUR climate, 
YOUR uses, YOUR methods of 
handling! 


COLUMBIAN ROPE COMPANY, Auburn, “The Cordage City”, N.Y. 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 


Entering production lines, all Columbion Manila 
fibres are saturated with friction-reducing lubricant, 
containing carefully controlled level of anti-decay 


substance. 
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Cables in motion flex their wire 

“sinews’’ over sheaves, pulleys and 
drums. Taking rough punishment, they’!! 
rub, grind or wear away unless they 

get the right kind of lubrication. 


Protecting wire cable is a “‘natural’’ for Keystone 

Penetrating Oil No. 3 and Keystone Wire Cable 

Grease. This hard-hitting pair of lubricants teams up 

in a one-two operation to keep cables stronger, more flexible, 
safer . . . with increased service life of 25% to 100° and more. 


Here’s how these versatile lubricants work. Keystone No. 3—the 
cleanser—quickly penetrates the cable, loosening and flushing out 
accumulated rust, grit, caked or gummed grease. Then Keystone Wire 
Cable Grease lubricates thoroughly and efficiently. Penetrating 

deep into the cable’s core, it retains a live, greasy film—resistant 

to fresh or salt water, acid or alkali fumes. Each strand of wire 

gets perfect lubrication and protection against wear and corrosion. 
The grease won’t cake or harden, either, thus assuring continuous, 
long-lasting cable lubrication from center to surface and from end to end. 


Take a long hard look at the vast market represented by users 

of wire cables—dragline, hoist, tramway, etc.—then take advantage 
of the many sales opportunities for these two fine Keystone 
products! KEYSTONE LUBRICATING COMPANY, 

21st, Clearfield & Lippincott Streets, Philadelphia 32, Pa. 


Mr. Distributor: Here’s another report on savings and 

increased production resulting from the use of a Keystone 

Specialized Lubricant. We urge you to utilize this, and 

former case histories: tell the Keystone story every 

chance you get . . . for it’s lubricant performance such as TRADE MARKS REG. U.S. PAT. OFF 
this that helps you win new customers and keep them sold. SPECIALIZED 


LUBRICANTS 
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Sall this 


F Hoce Line Kit 


CG ulr CORPO aTiOn . sacnSem , mecmCam 


ee & hs Wee Me. 
ae 8 = SOCKETLESS eres wo 


2 im Wa 


HOSE ASSEMBLE IN SECONDS! 


Never before have industrial hose lines 
been so quick and easy to make. The 
hose can be cut to required !ength and 
pushed on the SOCKETLESS fittings 
by hand. With this Aeroquip kit your 
customers are assured of quick hose 
line replacement at all times. 


SOCKETLELS FITTINGS AND 


HOSE MEET MANY REQUIREMENTS! 
Aeroquip SOCKETLESS fittings and 


hose have a wide range of industrial 
applications. They save time and money 
wherever fuel, oil, water and air lines 
are used. Recommend them to replace 
rigid tubing and other types of hose lines. 


SOCKETLESS rrnnes ano 
HOSE MEAN MORE SALES FOR YOU! 


Now, you can sell Aeroquip, a leading 
name in the industrial hose line field. 
And the limitless applications with the 
new Aeroquip kit mean more sales for 
you. Write today for complete information. 


e LOW COST ’ 
@ EASILY ASSEMBLED | 
@ REUSABLE FITTINGS 


=~\eroquip 


Mie New Aeroquip 


AEROQUIP CORPORATION, JACKSON, MICHIGAN 


LOCAL REPRESENTATIVES IN PRINCIPAL CITIES IN U.S.A. AND ABROAD @ AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A. AND ABROAD 
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230 SERIES — 4” 


Full polish. Lightweight — only 
3 Ibs. Six speeds. Anti-friction 
bearings. Heavy duty production. 


Full polish. Lightweight — 
only 3% Ibs. Low price. 


164 and 166 — 4” 





Full polish. Lightweight — only 5 
Ibs. No. 166 has pistol grip handle. 
Chuck guard available. Anti-fric- 
tion bearings. 








160 — x,” 168 — 4" 


Full polish. Lightweight — only 6 
Ibs. Removable chuck guard. Anti- 
friction bearings. 





161-5," 169~\%" 


Full polish. Lightweight — only 5% 


Ibs. Removable chuck guard. Anti- 
friction bearings. 








STANLEY’? 


Because Stanley offers a full line of full- 


powered dr 
the user. C 
making features. 


ills with more advantages for 
heck these numbers for sales- 


For more detailed information write to 
Stanley Electric Tools, 412 Myrtle Street, 
New Britain, Connecticut. 


STANLEY'S THE PROFITABLE LINE TO SELL. 





Full polish. Adjustable offset chuck, 
for close quarter drilling. Light- 
weight — only 934 Ibs. Removable 
spade handle. Thrust ball bearing. 


782 — 1” 


Ball bearings. Extra heavy 
duty. Removable spade 
handle. No. 3 external 
Morse Taper socket. 





163 and 165 — {” 


Full polish. Lightweight — only 7 
Ibs. Removable chuck guard. No. 
165 has pistol grip handle. Anti- 
friction ings. 





383 — 4" 
123 — 4” 


Full polish. Lightweight 
— only 9 Ibs. Removable spade 
handle. Anti-friction bearings. 








122 —" 
582 — 4%" 
345 — yj" 


Extra heavy duty. 
Anti-friction bearings. 
Removable spade 
handle. 








Extra heavy duty. 
Ball bearings. 
Removable spade 
handle. No. 3 internal 
Morse Taper socket. 


e\ 
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STAN 


TOOLS ° 


ELECTRIC 


HARDWARE ° 
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STEEL ° 


FY 


ie Locke 


A Division of The Stanley Works 


STEEL STRAPPING 











Whatever the job... 


tail 
pipes 


PERMACEL 97 
ACETATE FIBRE TAPE 


PERMACEL 306 
PLASTIC TAPE 


or 
water 


pipes 


PeRMaAcet lares 


In our complete line, there's a self-sticking tope for every job . . . write Permacel Tape Corporation, New Brunswick, N. J. 
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REPUBLIC 


SEMI-FINISHED AND 
COLD PUNCHED NUTS ARE 


TOP QUALITY 


FROM ANY ANGLE 


First chance you get examine any Republic nut carefully. 


Notice the sharp, accurate threads, the full threading 
area. This assures fast assembly —a firm, more uniform 
grip when nut is tightened. 


Notice, too, the clean, smooth faces, the sharply defined 
corners. Wrenches fit squarely and snugly with less 
chance for slippage. This reduces deformation — saves 
time and tempers. 


If you’re looking for quality fasteners, remember that 
Republic Bolts and Nuts come in over 20,000 different 
types, sizes and shapes. For more information write to: 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division « Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES * CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N.Y. 
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LOUIS ALLIS OPENS THE DOOR 
fo more motor sales for you 


with 
— an outstanding line of motors and adjustable speed drives 
— «a complete program of selling aids 


— national recognition and acceptance 


For more than 50 years, Louis Allis has been a 

“buy-word” for top-quality motors. With the in- 

dustry’s most diversified line of special motors 

and a complete range of standard motors, Louis 

Allis lets you offer the unit that fits your custom- 

ers’ job requirements exactly. 

And to help you do the best selling job, Louis Allis offers you this complete 

program of useful selling aids: 


LOUIS ALLIS CONSOLIDATED CATALOG 

The handy catalog that many industrial buyers reach for, when- 
ever they want electric motors. Complete price, dimension, and 
application engineering information. Your company name, im- 
printed on the front cover, shows prospects and customers 
where to contact you for every motor need. 


MOTOR-APPLICATION BULLETINS 

There’s a standard or special Louis Allis Motor for 
every job and a Louis Allis bulletin covering practical- 
ly every type and application. These bulletins, packed 
with complete, clear, concise information, let you talk 
authoritatively — sell better — insure the right motor 
for the job. 


\ TECHNICAL HELP AND ADVICE 
You get prompt and full cooperation from your nearby Louis 
Allis District Office on any unusual or difficult motor applica- 
tions. And Louis Allis’ familiarity with hundreds of special 
motor problems means extra business for you. 


THE LOUIS ALLIS €O. 
MILWAUKEE 7, WISCONSIN 


a 









om EXTRA SERVICE LIFE 


CATERPILLAR USES ATLAS 


..» for long life... low maintenance 


Where toughness is needed in roller chain the leaders choose Atlas 
Roller Chain and Sprockets. It is the super-life chain built to give 


longer service under the toughest operating conditions. Atlas Chain 


is scientifically pre-tested in every step of its manufacture... then 
torture-tested in our own modern laboratory to prove it can stand up 
and take it on any drive. 

That's why so many distributors are selling Atlas to manufacturers 
of original equipment . . . why they have convinced maintenance 
to replace with Atlas Chain. It is a “Super-Life” Chain for trouble- 
free performance. Take the step ahead to sales today . . . sign up with 
Atlas. 


ATLAS CHAIN & MANUFACTURING COMPANY 
Division of Prudential Industries 
DOYLESTOWN, PENNA. 





“ « ROLLER CHAIN 
AND SPROCKETS 


.ee When they work with 


It’s fast, easy cutting on any material... when the 
hand-frame holds the right ‘“‘Red End”’ Blade for the 
job. That’s why those who know, insist on the blade 
with this famous trade-mark. 

On the economy side, Simonds ‘‘Red End’”’ Blades 
are uniformly hardened for better cutting perform- 
ance and lowest cutting costs. What's more, teeth are 
accurately milled and precision-set . . . for straighter 


SIMONDS 
“RED END” Hacksaw Blades 


cutting and longer life. And Simonds offers a choice 


of three types of blades — Standard, Molybdenum or 
High Speed Steel — Hard Edge or All Hard — to 
provide a “‘right’’ blade for your job. 

Get delivery from stock from your Simonds 
Distributor. 


SIMONDS 


SAW AND STEEL CO 


is —_— 


Factory Branches in Boston, Chicago, San Prancisco and Portland, Oregon. Canadian Factory in Montreal, Que 


Simonds Diviston 


Simonds Steed Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 
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SARCO 


Thermodynamic 
STEAM TRAP 








SOLID STAINLESS STEEL DISC 
ACTS AS VALVE HEAD 


HERE'S HOW IT WORKS! 














— 








Air and/or condensate raise valve seat disc 
A, discharge thru E. When steam follows, 
greater velocity causes it to strike body at 
H thus building up pressure in chamber F. 
This causes disc to seat, closing tube B. As 
pressure in F decreases by condensation, 
pressure in tube B raises disc and cycle is 
repeated. 

The Sarco Thermodynamic Trap has 
proved successful on steam mains and sep- 
arators; headers and soot blower pipes; 
engine and turbine stop valves, separators 
and casing drains; alternate heating and 


cooling applications. 
2098-8 


is new trap 
virtually eliminates maintenance 


ACTUAL SIZE 


A solid stainless steel disc— practically 
indestructible —is the only moving part! 


osT striking feature of the Sarco 
Thermodynamic Trap is its 
simple maintenance-free design. 
There’s only one moving part —a 
solid stainless steel disc that practi- 
cally lasts forever. There are no 
other moving parts to wear out or 
cause trouble. 


Condensate, air and steam act 
directly on the disc valve which 
opens to discharge condensate and 
air — snaps shut to contain steam. 
There are no mechanical devices 
required to operate valve (see dia- 
gram at left). That means practi- 
cally endless trouble-free operation. 


Other advantages: small size, 
easy installation, not affected by 
shock or vibration, immunity to 
corrosive elements with all wearing 
parts stainless steel, same valve head 
and seat for all pressures to 600 psi 
and temperatures to 950° F. 


Check these advantages to your 
Own satisfaction at absolutely no 
cost. We'll send you a trap for trial. 
All you do is fill out the coupon 
and mail it in. 


SARCO COMPANY, Inc. 


Empire State Building, New York 1, N.¥ 


Sarco Company, inc., Empire State Bidg., New York 1, N.Y. 





Gentlemen 


Please send me a Sarco Thermodynamic Trap 


for a 60-day trial, requirements as checked 


MAll COUPON Size: “se”... 


For installation on 


TODAY FOR 


NAME 


. I”... Operating Pressure:........ psi 





TRIAL 


FIRM 


























Talk of the Trade 


“I DO” ON TV-—Last June Ronald Steck (Campbell, 
Barker & Co., Jacksonville, Fla.) got married all over the 
U.S What we mean is that Ron and his bride, 
Elizabeth Lee, were married on the nationally-broadcast 
['V program, “Bride and Groom.” After the cere 
mony in Radio Citv, New York, the couple spent five 
days in Old Forge, N. Y., travelling in a new car fur 


nished by the B&G program's sponsor 


DELUXE MAIL SERVICE: In the event that postal 
rates undergo an increase, Anne Green, Central States 
Secretary, Chicago, will understand . . . Seems a fairly 
recent letter she sent to L. W. Moss (Miller Bros. Hdwe« 
Co.) in Richmond, Ind., sped there by way of California 

No guarantee on speed, you understand, but all 
those postmarks look pretty when the envelope finally 


irrives! 


rHEY LIKE ’EM: A friendly tribute was paid to Red 
Gardner and Al Meredith when their organization, Gard 
ner & Meredith, Chattanooga, was featured in a-recent 
issue of the Cleveland Cap Screw Co.'s paper . Two 
pages of pictures and text told the story of Al and Red’s 
business association, which h ndured since the early 


I'wenties 


HEY, RIPLEY!—Bob Johnston (Whitman & Barnes) | 

probably the only golfer in Michigan to shoot a birdi 

and a bogie on the same hole He was playing the 

eighth at the Plymouth Country Club with George Ring- 

stad, also of W&B, and his second shot killed a bird in 

flight Then Johnston went on to putt out for a 

bogie five on the par four hole. . . . ’S’truth! And 

while we're on the subject of golf, a courier informs us 

that Sam Clark, Samuel Harris & Co., Chicago, whil 

YOUNG PREXY~—Richard B. Kline, president of Burke playing a hot round (100 in the shade) actually sold a 

Steel Co., Rochester, N. Y., was recently elected chair snow plow to his partner hat’s one time it paid 
of the upstate New York Chapt r of the Young pot to come in out of the sun 

dents’ Or 

men who became corporation presidents before+reach 

of 39 BOAT WRECKS CAR-—Add another hazard to this 

iutomotive age Warren Akerberg (Globe Machinery 

& Supply Co., Des Moines) drove down to Clear Lake 


] 


sanization, the national group composed 


; 


ig¢ 


N \MES RE THE SAME—1\ ilesmen of Franklin during a recent Iowa rain storm to check his boat moored 
eas Me Daiienin B ee ' 
Supply Co., Providence, R. I., Danny Kaye ind Leonard there. I'he full fury of the storm hit just as he reached 


Lyons, 1 one of our pereg g editors sO name the edge of the lake Suddenly a 14-ft. row boat came 


forgot to find out if by chance the flying out of the water into the front of Warren’s car 
’ ; "lerall , 
hy Kilgallen on . Pretty heavy damage to the car, but Warren cam« 
i hie mimeme & 
ied his pin-ups to the through without a scratch 


D. A. C. M. 
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Another Reason Why... 


RUST-OLEUM 
ETS to you! 


There is only one RUST-OLEUM. It is as distinctive as your own fingerprint, 
incorporating a specially-processed fish oil vehicle that may be applied directly over 
sound rusted surfaces, dries right, is odor-free, and penetrates rust to bare metal. 
What's more — RUST-OLEUM is available in many, many colors to 

beautify as it protects. 

This distinction of product, alone, provides a.tremendous “sales edge” and 
greater profit Opportunities for you. Yes, the RUST-OLEUM product is a ‘vital 
element in RUST-OLEUM .1954 Operation Teamwork with you. With 
RUST-OLEUM, you have all the exclusive features to sell — something the other 
fellow hasn't. You have the power to actually Stop Rust with RUST-OLEUM. 


SUR perela ath Mee) 20) v Sale]. 
2413 Oakton St. + Evanston, lil. 4 


RUST-OLEUM IS EXCLUSIVE | 


. 








— 


———————————————————— 























- Special heat-resistant cover compound, 


firmly bonded to carcass. 


. Non-charring asbestos cords interbraided with wires 


which dissipate static electricity. 


- High adhesion between plies provided by special insulative compound. 


. Steel wires of high-tensile strength braided to resist high steam pres- 


sures and make hose Burst-Proof. 


» Heat- and oil-resisting inner tube retains resiliency under high-pressure 





THEIR SAFETY IS YOUR CONCERN! 





Your customers have the right to expect that the products you 








RePuBLIC’S 5-POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited. 


A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected. 


A PRICE basis inducing and making pos- 
sible uggressive competition with reason- 
able profit return. 


FREEDOM irom competition from his source 
of supply, either direct or indirect, among 
the trade covered by his day-to-day s0o- 
licitations. 


SELLING helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a 
knowledge of the product sold. 


furnish them are the safest products available. 

You are doing that when you introduce them to Republic's new 
WIRETEX Steam Hose. WIRETEX Steam Hose will not burst . . . 
cannot suddenly spray out super-heated steam, blinding steam, 
maiming steam, yes, even killing steam. 

WIRETEX Steam Hose is another reason you can be glad you 
are selling Republic Products. It means more and easier sales 
for you. . . greater safety and increased satisfaction for your 


customers. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Why, Oh Why? 


Theirs not to reason why, 
Theirs but to do or die.” 


— ATELY, and unlike Tennyson’s gallant sol 
diers, we don’t face death because we lack the 


ypportunity to reason why. I'd like to suggest, how 


ever, that, in these davs when cost control is so vital 
to business survival, the “reason why” approach to 
every distributor operation tak« n particularly 


ompelling urgency 


Excuses, Not Answers 


How many times in the last month or so have you 
isked yourself or somcone else Why are we doing 
that?’’, or, “Why do it that way? 

Chances are you feel you’ve been so busy working 
that you haven’t had time for any such fancy mental 
exercise, for any taking time out for asking silly ques 


Why?’ 


You can give yourself, or can some very stereo 


tions, such as 


tvped replies 
“Because we've always done it that way 
“Because there’s no better way of doing it 
Because I was told to do it this way 
“Because .” Well, you know the pat replies as 
well as, if not better than, I. The big point is: “We 
ure just kidding ourselves; we can’t afford to accept 
these unthinking answers from ourselves or from 
others.” 


If there ever was, or is, or will be a better way of 


doing any one job, that way will be brought to light 
only after someone asks: ““Why? 

Opportunities for cost saving seldom present them 
selves in big chunks. Rather, the real savings are 
made in scores of small pieces. And, there are hun 
dreds of such opportunities around us all the time 

Conditions change, and the fact that “it” has al 
ways been done that way is a positive tip-off that “it” 
needs to be questioned now. In one southern supply 

| 
other, and could get no logical answer to, the ques- 
tion: “Why does our system call for all mail to be 


routed through us?” 


company, a president and vice-president asked each 


Che answer was simpk 

he solution was simple 

he savings were simple 

Actually, the system had bec t up during the 
manpower-shortage days; what with inexperienced 
help, the executives’ time was well pent reading 
mail, thus preventing many a costly error in action 
1 lack of action. Since that time, though, top flight 
personnel had replaced the novi But the old sys 


tem was retained. The vice-president thought the 
president wanted it that way; the president just hadn't 
given the matter any thought. 

Obviously, the system was inefficient, and inefh 
ciency is costly 

Even an efficient system, though, can stand peniodx 
critical examination and overhauling. Actually, it's 
when a system is efficient that you usually get the 
answer that, “We're doing it the best way possible.” 
How smug can we get? There isn’t a system in use 
today that at some time in the future— maybe even 
this minute —cannot be improved 

l'ake, for example, the distributor who studied the 
operating expense figures of dozens of his contem 
poraries, as reported anonymously by the distributor 
issociations. He was proud of his figures until he dis 
covered one set of figures that was far better than his 

‘If I can ever find out who that distributor is,” my 
friend declared, “I'll get on a plane tomorrow and 
spend as much time with him as he'll let me. He 
knows how to do something better than I.”’ 

rhen, there’s the third pat answer to: “Why?” 

‘Because I was told to do it this way.” Certainly, 
I do not want to argue that authority isn’t necessary, 
especially when it goes with responsibility. But, 
there’s a difference between following orders and 
following orders blindly. There’s no reason to rebel 
just because someone issues instructions on how some 
task should be performed; by the same token, there's 
no reason for not seeking a better, less costly, more 
efficient way of doing the same job. 


Where To Start 


W here can you start asking: “Why?” 

here is no place in your whole organization where 
you can afford not to ask why. 

Why are your quarters arranged the way they are? 

Why do I have the stuff on my desk I do at this 
moment? 

Why do we maintain all those file cases full of old, 
LSC less records? 

Why do we process our orders the way we do? 

Why is each step taken? 

Why do we get 80 per cent of our volume from 20 
percent of our customers? 

Why does one customer buy more than another? 

Why does one salesman sell more than another? 

In brief, why not start asking: “Why?” 


ey Lindl 
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Graphology Sells Industrial Supplies 
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You may not believe that handwriting 


reveals character—but this Milwaukee 


sales manager shows you how it does 


Milwaukee, has 


function as 


J A. Lirerman, Cordes 
e utilized his hobby 

ndustrial sales manager, 
with 


Suppl 
graphol gy—in his 
ictivifies as a 


ind also 


salesman interesting result 


Webster 


person’s character, 


graphology as the art of judging a 


ind 


defines 
iptitudes from his 
handwriting. Mr. Lierman has in this 
art for the last 15 years—and he finds that, while people 
may be skeptical, they are 

Graphologist Lierman, who has been connected with 
Cordes Supply Co. for the last 10 years, has been in- 
dustrial sales manager for three During that time 
he used his hobby to: 1 replacement salesman 
out of 75 candidates; 2 
Cordes, and 3. pep up sales meetings 

Recently he took over 112 accounts in the Milwaukee 
graphologic skill as 
with 


disposition 
interested 


} 
een 


interested too 


vyea;rs 
choose a 
customer attention 


rocus upon 


irea; in his selling effort he uses his 
1 door opener and to soften up tough customers 
gratifying results 

“About three vears ago,” savs M1 
uur salesman in Wisconsin 
1 replacement in the Milwaukee 
ind received approximately 

“Briefly d the applicants 
down to three. After a detailed study of the handwriting 
of this trio, we invited the final ipplicant to join Cordes 


Lierman, “‘we lost 
We advertised for 
Wisconsin 


> appli itions 


north 
ind papers 


analyzing these, I narrowe 


sight unseen.” 
Mr. Lierman lists the 


deduced from the rejected applicants’ handwriting 


defects, 
lack 
of imagination, instability, dishonesty, pessimism, intro 


of diploma \ lack 


following as characte 


ersion, exaggeration, crudeness, lack 


conscientiousness 


How It’s Done 
Here 1S 


} 


j sman’s 
hand, and how he arrived at his estimate of his 


what he read into th ted sal 
character 
It was obvious to me that this man possessed optim- 
line f writing 

\ good 
made 
mind 


His 


formed his 


sm and ambition, because his basi 


iscended above the average line of writing 
of humor was indicated by the small “‘i’”’ dot 


Astutenes nd a keen 


} } 


I m na n” 


ecnnse¢ 
like an ascending dash 
vere shown by his sharply point 
idaptabilitvy was shown by the fact that 
t” like an “Tl. Diplomacy, shrewd: ind executive 
ibility were indicated by wedge-shaped words, with the 
first small letters larger than the last letter of th 
The elimination of lower loops on “‘y 
that he was physically strong, eliminated un 
ind The 


ed tenacity 


same 
vord ind “g 


old m¢ 


necessary detail, good mathemati 


was 


small hooks on his “‘t’”’ bars showed DOSSs¢ 


of purpose 
The 


three vears 


firm 


ilesmen 


man who was hired has n n with the 
and ranks among the best Cordes 
fooled admits Mr. Lierman. “I 
picked out one man as being good sales material because 


each letter 


“T’ve been too.” 


his handwriting indicated great carefulness 


ICE BREAKER—out on the road Mr. Lierman frequently 
analyzes the buver’s handwriting for him—to gain his in- 
terest. and establish a future entree. Characteristics found 
in the prospect's hand also show Lierman how to approach 
from 


him 1 sales angle 


But he turned out to 
be too cautious to be a good salesman.” 

Mr. Lierman has also used his hobby as an advertising 
device for Cordes. Through the 
pany’s house organ, he offered customers a chance to 

More than 70 individ- 

which kept Mr. Lier- 
but the stunt underlined 
mental notebooks 


was made with extreme accuracy 


medium of the com 
have their handwriting analvzed 
uals took advantage of the offer 
man burning the midnight oil 

customers 


Cordes’ name in the 


Sales Meetings 
“We've also featured the handwriting analysis at out 
sales meetings,” said Mr Attempting it as a 


shock stimulus, | poimted out ou salesmen’s tailings 
pretty effective 


Lierman 


ind good qualities—and it proved a 
device.”’ 

Mr. Lierman lists those qualities he likes to see in a 
enthusiasm, conscientiousness, 


But he 
handwriting 


ilesman’s handwriting as 


imagination, and mechanical ability 


stresses the fact that he ha 
which would identify an individual as a poor credit risk 


honesty, 


never seen 


because. “In a man’s signature, he writes as h Ces 
himself.” 
Mr. Lierman, who now 


pends a large percentage of 


his time on the road, also uses graphology to open doors 
pretty hard to crack. I 
| hi ind also his 


vriting, gaimed his 
vy I'm i sale 


I found one new customer 


nalyzed hi interest 


ermission to return. I kno going to make 
there 

Also, many of my 
through their handwriting 


idea of how to sell them 


reveal themselves to me 
from what I read, I get an 
One of my customers got so 
interested he laid an afternoon and 
inalyzed the writing of all his office employees. His in- 
terest will give me an entree for some time to come.” 
Mr. Lierman has had a lot of fun with his hobby; in 
it has worked as 
ind as a useful yardstick in gaging character. 


istom 


aside his work for 


liis business in interest-catching device 
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Writing orders is nice, says Harvey Kester, but all of the job of . . . 


... Selling's Pleasant— 


Moral of this story is ““You seldom know as much as you think you know,” 


but North Carolina salesman puts it more politely, just keep learning 


success learned is that the more vou know _ trving is the thing and vou can’t lose 


HERE S NO ROYAL ROAD to 
selling industrial supplies and about your job the easier it becomes “Very early in mv selling expe 


in 
equipment but Harvey Kester, Jr., of It’s only when you're not sure of rience,” he explained, “I foun 
Kester Machinery Co., Winston vourself that vou suffer anv qualms necessary to make sketches of va 


Salem, N loesn’t believe that it Complacenc ibout yne’s wn ybsolete parts of equipmer 


has to be I ger\ ou nn t vilities, about what there IT 


is Of various drives 
} + ] ; } } ? ‘ 
n iown ou right pleasan the salesmans greatest 


What did I do abou 


ily 35. Mr. Kester makes it a poit evel course in mechanical 
earn all there is I could make proper 


f what was wanted. D 
it all now: in fact, I lil 


casicl 

by constant learning. Although o 

vears of age, Mr. Kester has ten vea pass up a chance 

of outside selling know about evervthing 

| the ot less has vith the job. Ouite imp bl ul me 
Y 


tr | 


him il} 
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WELI 


produ t 


EQUIPPED CAR 
data backs him up 


information for a 


COVER-TO-COVER READER of 


rion, he’s found a uNIquC f ““Sa 


lf You Make It So 


Base min vca f selling 


; 


prenticeship, Mr. Kester concentrat 
ilong three main lines of se!f-improve 
ment 1) products 


ind application 
market Z ’ 


techn 


It’s a never ending 


n his sales 


5 SCTVICE 
but perfe 
just improvement. 


of different 


ction is not the 


eSS 
The number rod 
the 


stant produ 


varicty 


T 
i 
if types and sizes, 


t development and 


provement, and flow of new prod 
to the market preclude any sal 
resting on any previous attainm 


It is Mr. Kester’s 


industrial buyers expect the suppl; 


experic mK 


‘ 


INDUSTRIAI 


Ch 
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— 


FOLLOW-UP of a motor sales to drive dye pump gives him 


i chance to learn more about product performanc« and cus 


tomer oper mons 


DisTRIBU- 


foatins ter ted 


iWquaimnteda 


ipment salesman to be up-to-date 


isn’t most of the they 
est in him and his company. 


try 
try to 


time, 


keep up-to-date 
manufacturer $ man 1s one of 
ster’s chief 
to developing product know 
W orking 

vou the feel of the prod 


thei You pick 


of new details of product and 


reliances when it 


with these men, h« 


functions 
vhen you listen to th 
facturer’s man talk with a plant 
ntendent or a foreman about it 
coal 
} 


is how it fits into an opera 
10w it performs a job 


vith 
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GUN COLLECTION, a hobby, helps him to become bet- 


mechanics showing a yen for firearms 


At products meetings held for sales 
men by the company (every two 
weeks), Mr. Kester likes the company 
policy of instructing the manufac 
turer’s man to keep technical language 
only whey necessary 
idk i ij 


pe ople 


to a minimum 


to give salesmen an 


terminology 


proper 
mong accus 
tomed to handling the item 
tion Ihe 
conductors of sales 
with 


ind 


in que , 


mpany also insists on 


meetings giving 
1 comparison mnpetitive ofr 
in idea of where 


Mr. Kester 


is usually an active participant in the 


similar products 
the product can be sold 


Continued on page 198) 





More suppliers’ field men are abroad today 


The job is to fit them into the distributor's 
sales effort for maximum results, BUT . . . 


It's Only A Matter 


@ Yes, it’s an old complaint—this hit-and-miss 
teamwork of manufacturers’ men; but do YOU 
have any wellintegrated plan to get the most 
out of them? 


@ Yes, they come in droves or not at all; but do 
YOU know how many resident field men there 
are in your territory and what schedules they 


operate on? 


@ Yes, they drop in unexpectedly when all your 
salesmen are out; but did YOU ever tell them, 
better yet, give it to them in writing on what 
they MUST do to insure fullest cooperation of 


vour men? 


@ Yes, they forget to do some things or to offer 
you some things to help your salesmen; but 
did YOU ever find out definitely what they 
had to offer in the way of service and materials? 


@ Yes, they want to put on a sales meeting every 
two weeks, or they never seem to get around 
to it; but did YOU ever find out from them 
just what their policies, procedures and sched- 
ules were for such activities? 


Answer “yes” or “no,” it doesn’t make 
much difference; but vou should read 
about the good results that a St. Louis 
distributor and one from Buffalo get be- 
cause they could answer “ves” to the above 
questions. 

; 


In St. Louis 


By Robert Slater 


Associate Editor, Chicago 


e i OUR ANNUAL SALES MEETING the subject of working 


with manufacturers’ salesmen was discussed and 
recognized as a top problem, requiring a survey if we 
want a sound plan for the future.” That is the opening 
paragraph of a letter sent out by F. C. Fischer, sales 
manager, Colcord-Wright Machinery & Supply Co 
to all manufacturers’ field representatives living in the 
St. Louis area asking their cooperation im a program 


designed to utilize most efficiently their knowledge and 


SCTVICCS 

[his movement took the form of organizing those 
factory men who had, in the past, made an informal 
gathering place of the Colcord-Wright office. Focal point 
of the scheme was a two-page questionnaire, handed t 
15 manufacturers’ representatives. 

he forms, which were accompanied by an explanator; 
letter, queried the factory men about such details as; how 








In Buffalo 


By George L. Bottari 
Assistant Editor 


wv — BELIEVE IN THE ADVANTAGES of manutacture 
Wi. tributor salesmen teams,” says Harry Lock 
sales manager of R. C. Neal Co., In And we appr 
ciate that the manufacturer salesman’s time is as impor 
int as our salesman’s time. To obtain maximum results 


] 


we use a Schedule and Report System that works to ou 
nutual advantage. Todav over 90° of our suppliers a 

perating 100‘ 

In the past, there were many days when three or fou 
ut-of-town supplier salesmen would arrive in Bufta 
ill expecting to spend time with Neal’s salesmen. But, as 
Mr. Lock points out, “Our salesmen are not sitting 
round the office, they’re out covering their territoric 
Frequently, the supplier salesmen had to return to his 
home office without getting together with our salesmen 
or seeing the accounts they should have contacted to 


gether.’ 
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Of Getting Together 


They Use a Survey 


far ahead of calls the representative planned his itiner 


iry, whether or not the salesman would be willing to 
file a copy of his itinerary in the Colcord-Wright office. 
whether or not the factory man compiled daily call re- 
ports when working with distributor salesmen, and num- 
other dealing with manufacturer-dis 
tributor salesmen relationship. | 
cism of Colcord-Wright’s operations was invited 
When the men read the first part of 
questionnaire,” Fr. C. Fi 
Colcord-Wright, who conceived the idea of the program, 


quiz 


crous 


questi ms 


inallv, constructive criti 


this 


manager fo! 


factor\ 


said scher, sales 


they were inclined to resent the 
But when they came to the questions on thi 
age, they realized that the 
more for their benefit as for 


most out-of-town manufacturers 


econd 


} 


idea was designed as much 


i 

ours 

salesmen ad 
us in advance of their visits to St said Mr 

Fischer’s covering letter, “we have given them priority 

It must be agreed that 


Since 
Louis,” 


over the resident representative 
the resident salesman is also a part-time salesman for us 
ilesmen do not benefit by his training and experi 


working 


Our 


cl while he (the representative ilone, anc 


our identity may be lost, resulting in the customer's get 
ting the idea that he should by-pass the distributor. There 
are certain objectives we share mutually 

“Our salesmen have placed this program on top of 
the list for 1954 because they want to get the most from 
their calls and, by combining vour efforts with theirs, 
maximum benefits should result 

“Your answers to our questions should assist us in 
planning how we can best work together. You may keep 
a copy of these questions together with your answers, for 
mailing to your sales manager.”’ 

\ tabulation of the first 12 completed questionnaires 
proved to be a revelation. One of the questions, directed 
at the possibility of setting up advance dates with the 
“Do you plan vour itinerary 
The TC 


manufacturers’ man, asked 
ihead of vour calls and how 
“ves” answers; the average advance planning time was 


far ahead?” were 12 


two months. 
“Could vou give us dates when in and out of St 
inother question asked. All 12 answers were affirmative 


Imost 
Louis?’ 


ndicating that the men were ready to cooperate to the 
fullest extent with Colcord-Wnght in setting up dates 
with their salesmen. 

Another 


question asked “Do you make daily 


Continued on page 88) 


rep rts 





They Use a Schedule-Report System 


lo overcome this, ed which 
follows 
tat ( r¢ requested to advise 


of th 


All supplier represen 


R. C. Neal two to three we 
to spend time in Buffalo 


id\ nic pians 
Specific information reque 
Arrival time? Date and 
How arriving? train 

ilesmen 

ort or the railroad station thus save 
Where staying? How 
What specific accounts do you 
Do you 
Details? 
Upon receipt of thi 


plane 


Sometimes Neal's 
meet the manufactur salesman at the 


tin 


want to 
How long 


have a sales meeting in mind? 


infort Mr. Lock checks 
lesman_ has 
nflict 


meetings or clinics 


manufacturer § Sal 


it does not « 


» be sure no other 


quested the same time, or that 
ny internal plans, such as sales 


Continued on pas 
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CALENDAR SCHEDULE shows prearranged dates of 
iles meetings and work days with manufacturers’ repre- 
sentatives for R. C. Neal’s three branches. ‘This enables 
Harry Lock, sales manager, te schedule supplier salesman’s 
time in all branch locations 
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Getting Together In St. Louis 


of your calls when working with distributors’ men?” 
(here were eight affirmative replies to this; two said 
usually”; and one stipulated “to my company only 

Eleven of the representatives indicated that 
would supply Colcord-Wright with a copy of 
made with their salesmen, giving suggestions for follow 
up or mailing of literature. Only one stated “It is not 
permissible for me to put out copy of office reports.” 

l'o the question, “How much of your total time is 
pent in making calls on users alone while in the St 


they 
C ills 


nine respondents indicated they spent an 
average of 75% of their working time calling alone. 
['wo said they preferred to work full time with dis- 
tributor salesmen; the twelfth withheld information 
However, of the nine who indicated they spent the 
all indicated they 


Louis area?” 


majority of their time working alone, 
were anxious to spend any reasonable amount of time 
with the distributor salesman in the event of emergencic 
or if it would do a better job on their line 

Chere were eight affirmative answers to the question 
“Would vou want our salesmen to provide you with 
list of calls to be made by you?” Of the four remaining 
one representative stated flatly, “Not workable,” another, 
“No—lI prefer to call with him.” Two agreed, with th« 
stipulation that it be made necessary by a problem o1 
to help the distributor salesman cover more ground 


Get Some Ideas 


The question “How would you handle complaints in 
volving the distributor?” 
Seven indicated they would investigate the complaint and 
I'wo said they 


received a variety of answers 


work it out with distributor management 


would call in the distributor salesman to work out th 


problem. One said that he would refer the matter to his 


Two left the question unanswered 


own regional office 
Another question, “Do you have any sugg¢ 
factory 


sound 


tions re 
visits, etc?” 


off. “We 


garding sal meetings, training 
gare £ Saics Cecrings, a ing, 


gave the representatives a chance to 
like to have 
distributor salesmen attend our school,” said one. “There 
is a necessity for 20 to 30-minute sales presentations ever 
12 or 18 months” 

“I am prepared to conduct sales meetings on my line,” 
another representative said. “As soon as all our new liter 


I'd like to have a 


sales meetings in the evening, and we like 


said another 


ature and catalog material is available, 
nother 

“If possible, I'd like to suggest you 
notice when making a joint factory visit,”’ was 
should be 


meeting,” said 


give a couple of days’ 


advance 


“T believe a sales meeting 


1 year by the local manufacturers’ man, 


another answer 


conducted once 
and a clinic or meeting by his plant every two or three 
years, but no factory visits, unless desired by vou,”” was 
one more answer 

“They should be built around a carefully-planned pro 
gram—scheduled and mandatorv,”” suggested another 
factory man. Another recommended “‘periodic sales meet 
ings and working with your salesmen—particularly on a 
specific item in my line.” “Allow us more time for group 


meetings and films,” asked one. One representative left 


I 


WEEE 


REPRESENTATIVES, 15 in all, received 
Among the first twelve to take advantage 
Cleveland 


RESIDENT 
quesfionnaires 
ot the cooperation program is Bob Hicks (The 
Drill Co 


I'wist 


the question blank, and two indicated they would speak 
to Mr. Fischer in detail later. 

One factory man, as a suggestion, recommended the 
use of a board to be hung near the door which would 
a glance which factory men are in town. This 
was seconded by another. Still another suggested that 
salesmen take full advantage of Colcord-Wright’s “good” 
stock 

“I would like to have 
trial arts school at least twice a year,” 
the building contractors and architects.” 

More men, more said 
Another recommended “Development of planned coordi- 
And another, “Maintain well- 


balanced stock to give better service 


show at 


your men contact each indus 


said another, “also 


mother simply. 


coverage,” 


nated selling programs.” 


Better Teamwork 
“The said M 
Fischer, full use of 
the manufacturers’ men. Our office had become a gather- 
this 


main purpose of this whok 


was to enable our salesmen to make 


prog! im 


ng spot for the resident representatives was fine 
with us, but we wanted to make sure we all benefited 
For that reason we volunteered telephone and mail 


facilities and desk space—and that’s also th 
the questionnaires. We also sent questionnaires to some 
into 


reason fo! 
yut-of-towners—but mostly so that they would all get 
the habit of giving us advance notice of their visits.” 

Mr. Fischer pointed out that one noticeable benefit 
of the questionnaires was that it cleared the air regard 
ids. “‘It 


representatives 


ing sales meetings and manufacturers’ training 


was surprising,” he said, “how many 
hadn't tokl us about the aids their firms were prepared 
to extend to us—just because we hadn’t asked.” 

Since Colcord-Wright embarked on this cooperation 
program, Mr. Fischer believes, have been 


ible to schedule their joint working time more efficiently; 


its salesmen 


sales meetings have increased in effectiveness; and rela- 


tions are more firmly cemented 
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Getting Together In Buffalo 


Then a letter is sent to all Neal salesmen informing 
them of the supplier's intentions. Neal's salesmen are 
requested to advise how much time they would like to 
spend with this individual, the most convenient time, and 
the accounts they want to contact together. They may 
ilso list accounts they believe the manufacturer's man 
should see on his own, with the name of the interested 
party, and other pertinent data. This eliminates “cold 
turkey” calls for the manufacturer’s man 

Mr. Lock says his notification letter to his sales force 
usually reads as follows 

“This is to advise that Mr of — 

Mfg. Co. will arrive in Buffalo late Monday, February 22 
ind will be available to work with you salesmen on Tues 
day and Wednesday, the 23rd and 24th 

“We would appreciate your taking him on any calls 
you may have, or turning in a list of calls which he can 
make himself 

“Please advise your schedule with him 

Another typical letter reads as follows 

‘This is to advise that Mr 
Mfg. Co. will arrive in Buffalo at noon, March 1, to 
spend the rest of the week with us 

He will be available to make calls with you on Mon 
day afternoon, all day Tuesday and Wednesday, Thurs 
day afternoon and Friday 

“He will also conduct a sales meeting at 4 p.m. on 
Friday, March 5, at which time he will show a film. 

“He has invited anyone who would like to, to stay 
down and have dinner with him after the meeting. Will 
you please indicate below whether or not you will be 
able to do so.” 

l'his letter indicates the degree of cooperation typical 
of manufacturer's men, who now supply as much specific 
information about their plans as possible. 

3. As soon as Mr. Lock receives his salesmens’ replies, 
he sets up a schedule. (Occasionally, his sales force needs 
less, Or more, time than the manufacturer’s man has 


planned, in which event he advises the supplier at once. ) 
Schedule Sheet Posted 


If there are any conflicts between salesmen, Mr. Lock 
reconciles them. From their replies he works out an In 
dividual Factory Representatives Schedule and Report 
sheet 

+. The schedule sheet is posted in Mr. Lock’s office 
the day of the manufacturer salesman’s arrival, so that 
he can tell at a glance how his time has been allocated 

If a sales meeting is planned, all interested inside 
personnel are informed. 

lop management gets a copy of the letter sent to the 
outside salesmen; this includes the purchasing agent (who 
might have a stock control problem to discuss), the 
department head (who might have internal problems, or 


his inside telephone salesmen may wish to spend time 


with the manufacturer’s representative ). 
The system has been explained verbally to all of Neal's 
suppliers. Mr. Lock pointed out to them that they want 


very much to work with supplier salesmen, but they also 





INDIVIDUAL FACTORY REPRESENTATIVE'S SCHEDULE AND REPORT 
‘Lama A é Jatemw Cldlaond 80S ASH 
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FACTORY MAN’S SCHEDULE is key to system devised 
by R. C. Neal Co., Inc. of Buffalo, N. Y. to insure maxi 
mum use of supplier salesman’s time when in their area. 


wanted to insure that time was utilized and allocated to 
their mutual advantage. 

It was suggested that, if the manufacturer's salesman 
could not plan two to three weeks in advance, he should 
at least phone Neal two or three days before arrival to 
give Mr. Lock an opportunity to work something out. 


Branches Cooperate Too 


R. C. Neal’s three branches use the same system with 
supplier salesmen who wish to spend time in their terri 
tories. The branch manager follows the same procedure 
as described above, but he must advise Mr. Lock of 
all prearranged dates. Mr Lock posts this information on 
a monthly branch calendar which enables him to advis¢ 
suppliers when to plan on working at the branches 

In these times, according to Mr. Lock, it is important 
for his salesmen to work with supplier salesmen 

“Our supplier salesmen,” Mr. Lock says, “are in a 
position to keep our salesmen well informed. On team 
calls, our salesmen can learn what sales techniques to use 
to promote that line most effectively. They can observe 
how complaints and objections should be handled, and 
learn how to answer technical questions, and cope with 
shop problems 

“The big advantage of our system is that new ou: 
salesmen utilize supplier salesmen on calls where they 
are needed—and this is not necessarily the big account. In 
the past, it was common practice to take manufacturer’s 
salesmen only to big accounts we were already selling. 
Today, the two-man teams work on accounts we haven't 
been able to sell—large or small—and our sales records 


indicate this is a vast improvement.” 
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onthly Two-Day Sales Meetings... 


ALES MEETINGS are considered mighty important at ifter several speeches “that didn't amount to anything 
Brown-Roberts Hardware & Supply Co., Ltd. In cording to Mr. MacDonald. 


fact, they are so important to the Alexandria, La., firn The program for every sales meeting includes at least 


that sessions are held monthly and each one lasts tw 1¢ presentation by a manufacturer's man; usually there 


full days. Yes, that’s right, monthly meetings start on a e two or three manufacturers’ men on the program. A 


Friday morning at 8 o’clock and don’t end until 4 or 5 lose check is kept on the time allotted to each represen 





the next afternoon tative; the visiting speakers are advised in advance as 


Product knowledge. of course. is a major goal row much time they'll be given on the program and an 


nN 


} irm clock is employed to make certain the scheduk 


iles mecting, but there are other objectives too 
naintained 

Greater aw Teness yf products carried in stock The dispensing of product knowledge is not limite 
Closer check vt edit standing of Customers though, to manufacturers’ men; frequently, a Brown 
Increased morale among staff member Roberts department head will discuss the products han 


] “)~<lat i} y lic . : 
Up-to-date mailing list dled in his unit. This practice, of course, is an axd in 


; t | mm) 1S . | | l mstrat 

Closer ch n use of samples and demonstrat keeping salesmen acquainted with the products in stock 
Product knowledg s offered at the meetings Previously, it had been the company s policy tO Issue 
} t nt | ~~ ] } } ous 
sual ways: a manufacturer speaks on or demonstrates 1 and out lists” for salesmen. The object was obvi 


“ee eanel eye 1» pe" ai 4 
his products; a Brown-Roberts department head talks o ilesmen were supposed to “‘push’’ that stock on the 


= . : y lect } 
products in his department st and place less sales emphasis on products listed 


, , ’ aw ‘rT he R \ hi racti 
Originally, there was no check made on material manu rut In theory, the system was fine but, in practice, 


" 
t sal had lo weekend tk to keep their 
facturers . itatives planned to pres nt Now ncant salesmen had to do weekend work fo keep Theél 
though. things are different: manufacturers’ men must ecords up to date on in and out. It was natural, therefor 
gh, ing ’ rent; mat re! 
It for the salesmen to dislike the program 


From their standpoint, it was a step forward when the 
ompany substituted a monthly tour of the plant for the 


outline in advance what they are going to talk about 
s not so much that Joe Pitts, president, and J. H. Mac 


Donald, treasurer, want a preview as much as it is that 
n and out lists. Here again, though. things did not work 


they want to make sure the manufacturer's presentation 
yut as smoothly as it seemed they would when the plan 


will be of he Ip to the salesmen. This policy was adopted 


was on paper. The tours were made in groups and, on 
verv tour, there would be at least one man lagging be- 
By Ray Barnett, hind, doing exactly what company officials wanted him 

to do, checking on items for sizes, stvles. etc.: a tour 
Managing Editor noved only as fast as the slowest man and in this truism 
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.. . Make Account Lists Accurate 
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lay the reason for the tour plan not being a complete 
success 

The new plan has been in operation for some littl 
time, now, and according to the president, Joc Pitts, it 
is working out fine. It is merely an allotment of time dur- 
ing the two-day sales mecting for salesmen to wander 
through the warchouse, checking on stock, looking for 
particular sizes or stvles, determining quantities or just 
talking with warehouse and stockroom personnel 


A Gripe Session 


Just as provision is made for learning about what ts in 
stock, so time is provided for the airing of gripes. There 
ire no holds barred here; if a salesman thinks some com 
pany practice or policy is injurious to the firm’s overall 
yusiness, he’s given an opportunity to vorce lis opnnon., 
[hese sessions, the management men believe, are defi- 
nite morale builders. It is at these meetings also that 
management tosses imto the hopper any suggestions for 
the taking on of new lines. The salesmen’s reactions 
frequently constitute the determining factor on whether 
to take on a new line. This practice, of course, is fol 
lowed only with major lines 

Brown-Roberts salesmen have more than an academic 
interest in building up the sales of lines; they, lke all 
other Brown-Roberts emplovees, are on a profit sharing 
plan. Under the plan, the first 10% of profit is allocated 
to pavment of stock dividends; of the remainder, 50% 
is plowed back into the business and the other half goes 
to the employees. ‘This bonus is paid out annually 

Employees’ interest in building up the bonus fund is 
reflected in their attitude on credit—they strive to keep 
credit losses to an absolute minimum. Both Mr. Pitts 
md Mr. MacDonald believe in salesmen being credit 
minded. ‘To their wav of thinking it makes much mor 
sense for a salesman to prod a slow-paying customer than 
for the credit manager to launch into a serics of letters 


mmediately an account lags. George Pitts, credit man 


iger, explained that the policy does not exclude the uss 
of credit letters. ‘They are used to supplement the work of 
the salesmen not as a substitute for salesmen’s work on 


redit 


Credit Discussion 


Just how any particular accounts will be handled from 
the credit standpoint comes up for discussion when, 
during the two-day sales mecting the salesmen get to 
gcther with the credit manager. Eliminated in this way 

the possibility of the credit department taking surprise 
ction so far as the salesmen are concerned 

\fter checking with George Pitts, Brown-Roberts sales 
men are under obligation to keep their account list up 
to date; thus, the promotion list is always current 

Another phase of the monthly meetings is the check 
ng on samples and demonstrators. At one time, sales 
men were permitted to take out samples and demon 
strators, always, of course, with the understanding that 
they would be put back in stock. The salesmen’s inten 
tions were good, but samples had a way of kicking around 
in the trunks of salesmen’s autos until they were no longer 
of maximum value. Now, lists are prepared for each 
meeting; if a salesman has had a sample out for a full 
month, it is charged to him at cost. 
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NO MORE TYPING of customer's written orders is the the editing on the customer's own order form, then send it 
le now at Carter, Milchman & Frank—George Ebbe dox straight to the shipping department 


Is All Your Paperwork Necessary? 


By Van Ness Philip, Assistant Editor 





Carter, Milehman & Frank saved $150 a month by eliminating statements and 


two steps in the order routine—and also speeded up shipments and collections 


HE HIGH COST OF OFFICE OVER month, in addition to the saving in in one typing operation Invoices are 
ieAD has led many a distributor the cost of discontinued office forms then mailed as they come, with no 
vonder whether all of it is neces The use of customers’ original or monthly statements following. If the 
sarv. Here’s how Carter, Milchman ders instead of the company’s own _ transaction includes out-of-stock goods, 
rank, Inc., New York City, all but forms in the first steps of the order the original customer's order goes to 
liminated three office operations by process, and the substitution of a new the back-order file, with suitable n 
imple changes in procedure that pre seven-part form for both the old in tations 
served accuracy and, at the same time, voices and other order copies made Before, customers’ orders were typed 


speeded up both hipments and col the shortcuts possible to a five-part form when received, 


lection rding to the manage lhe company sends almost all cus ind a second typing 
ment tomers’ written firming orders plied the invoices. Back-ordered items 


operation sup 


Che three operations either ended straight through order-editing and were transferred to still another 

w severely curtailed were: 1. monthly pricing departments to the layout der form. Another typing operation 

statements, 2. the typing of custom bins, without retyping. After the provided the statements 

ers written orders, and 3. retyping of goods are laid out, the data is trans 

back orders ferred to the seven-part form, which 
Ihe saving in time, says the man includes invoice copies, packing slip, Che management had other reasons 

iwement, vorth about $150 a_ delivery receipt and office copies, all besides direct cost saving for wanting 


Faster Collections Wanted 
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to expedite its order process and bill 
One 


ilwavs a 


was the colle 
matter of som 


he management 


ing paperwork. 
hions rate, 
concern these days 
felt it could be improved if customers 
paid on invoices rather than monthly 
statements, and if the gap between 
then 7 to 10 
Another ob 

It was felt 
that elimination of two copying op 
erations should speed shipments and 


shipments and invoices 
days) could be reduced. 


jective was better service. 


reduce errors. 
Results came up to expectations 
1. Some 93% of the firm’s cus- 

tomers now pay on invoices and 

fewer than 20 receive state 

ments 

Almost 85% of the 


confirming ot 


customers 
send in written 
ders promptly enough to permit 
their use in order processing 

Collections are 25 faster, H 


Milchman, president, estimate 


+ 


The gap between shipments and 
invoices has been narrowed from 
7-10 days to 2-3 days or kk 
Errors have been reduced, since 
there is less chance for shipping 
errors when the customer’s own 
form is used in order proces: 
raster, be cause 
them 


Shipments are 
less paperwork preced 


Customers Cooperated 


[he management had littk 
culty inducing customers | 

For one thing, dis 
monthly statements 
industry 


pt fol 


still insist on invox 


recognized 


customers ( exce 


inother 
practic ibility 
only. Many wer 
mvoices anywa\ 


It took 


hem in the 


somewhat 


sending 


habit of 


ten confirming orders promp 


i 


management and salesmen 


persistent drive by phon 


person to convince custome 


advantages of a written ord 
phoned order in clarity, accura 
in the long run, faster service 
Some 15% of orders are 
dled the old with 


firmation delayed until after shipment 


wav, either 


no written confirmation. This grouy 
includes emergency purchasors, small 


customers without regular purchasing 


SINGLE OPERATION puts all data on seven-part form, after customer's order form 
is edited, priced and sent through shipping for layout of goods 


procedures, and a few who insist on 


phone ordering alone for other rea- 


Che house insists on written con 


firming orders for all specials and will 


not proceed without them 


Procedure Is Short and Fast 


\ typical customer's order at Carter, 
Milchman & Frank goes first to the 
rder editor, who checks specifications 
in pencil, then to the pricing depart 
which is also pen 


ment for pricing 


on the original form. Its next 
s the shipping department, where 
ire taken out of stock 


n bins. Beside each item filled, 


ind laid 


1¢ shipping clerk marks an “x’’ sig 
iifving that the goods are laid out in 
tock. No symbol indicates the item 
f stock. In-stock orders then 
the invoice clerk who types the 
n-part form and inscribes the cus 
’s order number. The form con 
Original invoice white 
Duplicate invoice white 
Posting copy green 
Sales record copy yellow 
File copy orange 
Delivery receipt yellow 
no price) 
pink 
no price) 
packing slip and delivery re 
ire returned to the shipping 
to accompany the shipment, now 


for delivery 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 


An out-of-stock order goes directly 
to the purchasing department in 
stead of the Here the 
house’s purchase order number is af 
order is marked either 
with the word “Bearer,” to 
that the out-of-stock 
picked up first thing in the morning; 
or “Us,” to indicate that it is being 
ordered through regular channels 

On a “Bearer” order, the 
clerk goes ahead with the seven-part 
form 

An order marked “‘Us” is filed in 
the back order file. If part of it has 
been filled, the invoice number is writ- 


invoice clerk. 


fixed and the 
indicate 
item will be 


Invoice 


ten on the original order for a cross 


reference. 


Errors Infrequent 
ystem, Mr 


poss! 


A minor flaw in the 
Milchman 


vility of 


points out, is the 
invoicing a customer for a 
back-ordered item marked “Bearer”, 
on the strength of the supposition that 
the goods will be picked up the next 
morning, when actually a pickup may 
be delayed or impossible. This, how- 
ever, is a rare occurence, he says, and 
the elimination of much of the former 
paperwork of back-ordering on sepa- 
rate forms is worth the risk. 

“No system is perfect,” says Mr. 
Milchman. “We tried out this one 
to help solve a problem and so far 
have achieved some cost saving and, 
efficient inside 


we believe, a more 


operation.” 























COMPARISON 


Have You Looked at 
Your Bills of Lading Lately? 
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W S. Nort Co., Minneapolis, has ratings and rates. For example, “Anti 
— 


a new, revised bill of lading Freezing Compounds” is listed as 
efh Column 65 in “Boxes” and Column 
60 in “Barrels” by the railroads—and 
Columns 70 and 55 respectively by 


which is cheaper to print, more 
ent to use, and accurate 


menclature—classifications ar 
the motor carriers 


wossible freight rates Another good example is “Steel 
When our old bill of lading was . Shafting.”” This article “with fittings” 
is Column 85 by railroad and 2nd 


products shipped fall unde 


ic to be re-ordered il 
W. Woods, assistant treasure! Class by motor carrier; “without fit- 


tings, key seated”’ is Column 70 and 
nerchandise, a point whicl elieve 3rd_ class respectively; “without fit 
assed over by many fin ‘ tings, not kevseated” is Column 65 
Such a review is practica ce, . ind 4th Class respectively 

f naterials —_ hus, if a piece of steel shafting 


th the innovation of n 
ffs, i without fittings and no_ keyseating, 


’ 
decided to review the classifi 


id changing freight ta 


le that classificat was described only as “‘shafting, steel,”’ 


the carrier rate clerk would have no 

choice but to assign the highest rating 
PREASURER W. W. Woods worked ind rate (Column 85 or 2nd Class). 
lo help us we called in ( vith trathe expert and a forms special W. S. Nott officers feel customers 
1 al ae. = t to provide W. S. Nott Co. with a 
mS Man ana also a repre —_ ill of lading that was cheaper to print 


f a firm that specialize I rson isier to use, and legally accurate 
It also slashed shipping costs knowingly pay higher freight costs 


nave changed Ol even 
inies have never used a trul 


tic classification to begin with 


ordinarily are not prepared to verify 
charges which often means they un 


lized trafhe management 
With the help of these two orgai than necessary. Thus the firm, by 


itions, W. S. Nott Co. concentrate ised in the governing classifications giving proper attention to this phase 
) the design of 1 proper form ind rate tariffs, Mr. Wood said In of traffic operations, hy enabling its 
a » doing, provisions should ensure the customers to enjoy the lowest possible 
Printing description’s fitting not only the rail transportation costs. Since most of 
The size and punching lassifications and the motor carrier the firm’s customers add the com 
form (designated M3 we not lassifications (which differ on many  modity cost to the transportation cost 
changed, thus it can be d in tl but also the exception tariffs when pricing, the distributor thinks 
me register previously used ti classifications—and in some _ it may realize as good, if not better, 
The usual contract terms and i neces, certain commodity rate competitive position as other dis 


ditions, which usually cov tariffs tributors of the same products 


erse sides of the three-part n We learned,” said Mr. Wood, 
vith fine print, were omitted n if a description of material 
to the correct classifica Since changes in classification and 


tead, reference was made t he 
terms as contained in the gi ning ion, let’s sav one that would give a _ tariff description are being made con 
tinuously, the firm maintains its ad 


Use 


lassifications or tariff.” hi ond or third class rating, it is cus 
tomaryv for some carmers to put it vantageous position by two precau 
tions: first, the freight billing clerk is 


kept advised of all descriptive changes 


ence is contained in the 
raph of fine print at the t immediately into the first class classi 


bill of lading. Besides the advantag fication—which resul 
of claritv. this arrangement freight charge. so that all new and correct designa 
f print In some instances. we ship to our tions are utilized. These corrections 


dditional expense of 
des of the paper tome! printed description 
In addition, the first | raph of ip 0 
fine print makes the | f lading ngs derive 
pplicable to either railway or mot selves or to our customer spaces 
\ brief review with our shipping 
clerk on the new items and new classi 
Ww unnecessan this. the new bill fications on the bill of lading was 


[he above two chang ling : variou kinds of ufficient to use the new form effec 
bv the Interstat mmer Itin er belting” takes a_ tivelv,”” Mr. Woods said However, 


oved D 


prepaid, and in other cases are made in the 
n a collect basis—thus any if possible. If not, the changed de 


1 will be savings either scription is listed in one of the blank 


immer Carriage 


ving, since two 


esult of lumi + rail rating (these Col we go a step further in that we com- 
of course, govern the pare items on an invoice with 1 COpy 


(Commission as a 


iction by the ’ gs, 
ind shipper organizatio1 ites that are applicable to the of the bill of lading that is usually 
: ; ments), a Column 72 motor car ittached before the invoice is mailed 
Classification ng in certain territories. ind a to the customer! [his wav we note 
Most importa vell nd Class motor carrier rating in other iny merchandise that has been placed 
in the wrong descriptive category, and 
invas belting” are the shipping clerk and warehouse 
ratings. In other cases uperintendent in be advised by 

} lett 


ickaging affects the 
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To Sell These 


Plastic Clips 


armas 


A  Distributor-Supplier 


Team Helped Customer 


To Develop This Driver 
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Product Data 


Small manufacturers seek 
new products to make, but 
the search often leads them 
into alien fields and here’s 
where distributor and sup- 


plier can help 


By Jack Wertis 


Senior Associate Editor 








Is Service 


main reason fo1 


HIS IS A CUSTOMER'S sToRY, and the 
telling it here is to illustrate to what extent small manu- 
facturers rely upon distributors and their suppliers for 


information about products and applications. James C. 


DeShazor, Jr., president of Columbia Basin Plastics Corp., 
Portland, Ore., is a small manufacturer and knows the 
value of distributor services as he has been a customer 
of distnbutors for some time 

Mr. DeShazor’s experience with distributors and the 
products of their suppliers has made him conscious of 
the value of service. If he had to make any suggestions fot 
improvement, he would unhesitatingly say that the poten 
tial for greater services lies in closer cooperation of sup 
pliers with their distributors, particularly in the matter of 
technical assistance, a field which isn’t exhausted by any 


means 


New Products 


Like many another small manufacturer, Mr. DeShazor 
is ever on the alert for new products he can manufacture. 
This provides the product diversification which most 
small manufacturers need, not only to keep going, but to 
expand. Distributors and their suppliers, he believes, 
should be interested in any progress their customers may 
make. But the search for new products to make, Mr. 
DeShazor says, can lead fields. Here is 
where the distributors and supplier have opportunities to 


make service valuable and impressive 


into alien 


you 


Being products, Mr. De- 
Shazor was naturally interested in an invention of a Coos 
This is a plastic clip to hold 


being peeled for the veneer 


a manufacturer of plastic 


Bay logger, Irvin L. Pearce 


split logs together as they are 


on a lathe. By using this device, instead of an iron dog 
which had to be removed before the peeler blade reached 
veneer 


it, plywood mills would be able to get valuable 


a part. Low-grade 


from the entire log instead of onl 
logs, previously considered unsuitable for peeling, would 
be usable. The savings are estimated at $1,000 worth of 
veneer for $100 worth of clips 

he clips are rectangles of plastic, each 44 in. long, 13 
with ribs or splines spaced 


driven at an across 


in. wide and about # in. thick, 
across the width. They are 

radial cracks and pitch seams at the ends of peeler logs 
‘he plastic is soft enough to permit the clips to be peeled 
right along with the veneer without damaging the expen- 
sive blade of the peeler lathe. Since the clips have a 
tensile strength of up to 3,000 Ibs. each, thev can hold 


ingle 


the wood firmly together as the log is peeled 

Being a plastics manufacturer, Mr. DeShazor had no 
trouble tooling for the production of the clips, but that 
was only half of the problem. In order to sell the clips, 
some means had to be found to drive them into the logs 
quickly and safely. Here was a problem for a metalworking 
plant, let alone a plastics firm. The first thing was to find 


out whether or not there was a tool made which could 
do the job with the minimum of adapting. The first 
individual Mr. DeShazor turned to was Albert Bauer, 
vice-president, Woodbury & Co., Portland distributing 
firm. 
Mr. turned to his staff—Keith 
Eben Albert, sales promotion manager; and Earl Wal- 
dron, salesman, and discussed the problem. After a search 
through catalogs and product directories, and drawing on 
their own experiences in the field, they came up with the 
idea of adapting a pneumatic hammer. Mr. Waldron 
was assigned to cover the account a»< work closely with 
Mr. DeShazor and to keep up with developments, relay- 
ing any requests for technical assistance to the supplier. 
The market potential for the clip driver being limited, 
when viewed from the national scene, the burden of de 
veloping it naturally fell upon Mr. DeShazor. His tool 
and die shop (they use a lot of tools and dies in making 
an experimental laboratory. 


Baur Denney, buver; 


plastic products) became 
Tests with various size and type pneumatic hammers, all 
supplied by Woodbury, began. Mr. Waldron, the factory 
representative and the factory were pumped for product 
data—what the foot-lb. per blow rating of each hammer 
was, what kind of steel was used for pistons, what kind 
of valves in the hammer, what drawings were available, 
ctc.—Delays, probably inevitable, caused fretting but “the 
cooperation and patience of the Woodbury people,” Mr. 
Waldron commented, “were outstanding.” 

Experiments proved that, to do a proper job of driv- 
a slow, slugging action was necessary. 
bore of a stock hammer se- 
The cooling feature 


ing the clips 
To achieve this, the 4 in 
lected had to be rebored to 54 in. 
was dispensed with as the company did not want to 
increase the outside diameter of the hammer. Besides, 
it took only five seconds to drive in a single clip, not long 
enough for any overheating. 

After six months, the company contracted with three 
metalworking firms in Portland to produce magazine and 
head, and to adapt the hammers. With the clip-drivers 
going out to the plywood mills, it was then possible to 


sell clips “at a fast clip.” 


Provide Technical Help 

The small manufacturer’s only contact with the manu 
facturer-supplier whose tools or products he buys, Mr 
DeShazor explained, is through his distributor. Since the 
smal] manufacturers are the majority of the distributor’s 
customers, suppliers ought to give some priority to their 
requests for technical assistance. The customers have 
little or no facilities and can ill afford the time 
centrated product development work and all the technical 
data and assistance they can get is most welcome. After 
all, if they are successful, they become that much better 
customers of the distributor—and the supplier. 

Admitting that it might not be feasible in all cases, 
Mr. DeShazor nevertheless feels a supplier ought to have 
an engineering staff, probably an experimental laboratory, 
whose sole purpose would be to work out new applica- 
tions, techinques and provide engineering advice to 
solve field problems forwarded by distributors and field 
men. The more assistance the small manufacturer gets 
on products from the distributor-supplier team, the more 
he regards it as a partner in his progress. 


for con- 
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Here Are Advantages, Disadvantages 


High School Boy. Son 
Of Manufacturer's Man. 
Points Out That... 


“The customers are the most im- 
portant people besides the sales- 
man because they buy the products 


he sells.” 


“Being a salesman has many ad- 
vantages ... freedom of thought, 
freedom of action, contacts, com- 
fortable income, executive train- 
ing and chances for advancement.” 


“The only objections to selling are 
that the salesman works irregular 
hours ... Some time he will be 
entertaining a customer until all 
hours of the night.” 


Rower 


nanufacturer’ 


SHORTY who, as the 
had the opportunity 


is determined to 


Hor TON 


son of 


s salesman, has 


: ; 
to obser salesmen ction make 


selling his life 
W he iT vas 
Engh 


pring 


} 


ISS] to ite an article for h 

lass in Rocky River Senior High School last 
Shorty turned his attention to “Sales in Indu 
trial Distribution.” He interviewed his father, Robert 
LHe Holton, Cleveland representative for G 
Thompson & Son Co., and John Williams, president 

Mau-Sherwood Supply ( He alse 


id k 


gned WI 


nr Henry 
Cleveland 


InpusTRIAL DistrisutTion and a bo 

And he thet ( | ] ing a 

blished her ictly as written by Shorty 
English teacher 


vith 


mpany 





INDUSTRIAL DISTRIBUTION 


has to have 


the 
n 


ot 
interested 


HE SELLING Industrial Distribution is 
poet I am in. Selling products for a 
Industrial Distributor is a big job because he carries 
ipproximately fifteen thousand different items. These 
items are divided into three groups, Perishable Tools, 
Machinery and Maintenance Supplies 

Perishal 
hort life 


stroved 


1] ] e 
up, saws, grinding wheels, drills, files, abrasives, 


PART 


le Tools are tools that have a comparativel) 


hese tools are used until they are almost 


cle The following tools would be classed in this 
gI ind 
similar products. 


Machine 


nd non-production machinery 


sales consist of selling production machine 
lo this state 
ment let me say that production machinery is machinery 


clarify 


that is used to produce other machines or parts of 
nachines such as; lathes, drill presses, band and hack saw 
machines, milling machines, and gear cutters. The fol 
lowing are classified as non-production machinery; hoists 
lleys, pumps, boilers, ang valves 
Maintenance supplies would be such things as; re 
slacement parts for the different machines in the indus 


janitor supplies, paint, and similar repair materials 


I 


Ihe customers are the most important people | l 


MSICIC 
the salesman because they buy the products that he sells 


/ 
\ 


istomers and _ fabricators 
iv of these items to run this industry 
Vhe things 
first and most important, the knack of friendly associa 


The 


times 


ire manufacturers requiring 


ibility to sell is made up of a couple of 
tion with people, which is an art in itself sales 
nan Many 
must put aside his personal thoughts and opinions in 
to make a The salesman must be well in 
formed on the He 


The sales 


must maintain an even tempe! he 


rdet sale. 


merits of the products he sells must 


+ 
ts 


know all the answers concerning his produc 
He 


mn 


must alway 
In this case 


its cover,” 


man should be well groomed and neat 
mcd tic 


by 


be clean in phvsical and mental 
“You can’t tell 


be wrong. The salesman is always associating with peopl 


the old saving, 1 book may 


customer out for dinner and in 


to himself 


] 
takes the 


manv times he 
ill cases should be ab ymnduct in a proper 
manne 

Education plavs a 


Dg 


part In 
some technical } 
college by studving 
yractical experience 
1 Very good pe 
pi 


wrong 


Les cedures 


way to 
oht way Some ! 
ictual in« 
if it were only sell 


est possible experience vou 


ming an lust esman 


handy, 
The | 


come 


ing magazu 


could g 
in industrial salesman. would be 


ide man in an Industrial D nuitic 
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Robert “Shorty” Holton, a high 
school junior now, keeps himself 
busy with track and basketball in 
school. He’s an Eagle Scout and 
a Junior Assistant Scout Master. 
He’s past commodore of junior 
activities at Cleveland Yacht 
Club and now teaches sailing 
and rowing in the junior activi 
ties program. 


ne, executive training, orporations rise to high offices through the sales depart 
Freedom of thought means th rtunity of doi ment 

things as he thinks is rig! n reas f lhe only objections to sclling are that the salesman 

1¢ wants to sell his proc vorks irregular hours. Some days he may rise before the 


more or less his own | 


| icTe | company policy un to keep in early appointment many miles away 


cover most situations to him a Some phases of sales work keep a salesman away from his 


home and family for long periods of time. Some time h« 


how he applies this pol 


Freedom of action mea ’ ill o1 1 ill be entertaining a customer until all hours of the 


ght. Despite these late hours he may have an earls 


hen he thinks it is best 
to ¢ 1 VI ppointment the next morning. Some customers can be 


daily schedule of things 


business when he think ery unpleasant but a salesman must remain pleasant in 


Contacts. Under th ( rder to retain the business 

tv of the people that nan n ring Mien who are planning to become Industrial Salesmen 
work will be pleasant. M f these it 1 in get their training in one o1 combination of the 
will become personal friet nal *; formal education such as a college engineer 
1 group of trade school courses, courses con 


iw deg Yl 


S$ can Dé judged tO l f 4 ( 
through b ducted by a manufacture to teach the salesman the 


nds he has mad 
elling points of his products these are usually held at 


Comfortable incom« 


é' : 
in » work for it ilesn 1 a col he factory of the manufacture, at sales meeting held 


on basis. Under this 5s 1 he g | fo the Industrial Distributor’s place of business wher 
the manufacture’s agent explains the product and answers 


ind the mo 
stions about it, self-training through contact or the 


smc 
ind error method”’, and inside experience such as 
telephone salesman, and other inside job 


g out on his own to sel] 


The Conclusion 


rood deal of research into the field of sales in 

ry, | am even more interested in it. This spring 
m I made 1 trip to ¢ larkson College of Technolog 
e in Industrial Distribution. Thi 


uch a course. I am ver 
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i ae SS . 
Pt Se a = 
PRE-NUMBERED SALES BOOK is used at Harry tissue No. 2 copy remains in book when checked off and 
1 P. Leu, Inc. for all orders—phone, mail, outside returned to accounting department. It can be used for 
® sales, or counter sales orders. Sales book consists reference, but primary purpose is to check to determine if 
of white original No. | sheet, tissue No. 2 sheet, yellow No. all charge tickets are completed and billed. The pink No. 
3 sheet, and pink No. 4 sheet. All books are charged out 4 copy is customer’s copy, occasionally used as packing slip 
to each salesman and checked off when returned. The if order is written up from mail or phone order. 


What Happens to an Order 


Part Ill 


HE third, and final, illustrated talk on “What Happens 
lo An Order,” a highlight of this year’s Triple Indus 
trial Supply Convention in New York, was presented by 
Paul J. Stine, president of Harry P. Leu, Inc., Orlando, 
Fla 
Mr. Stine pointed out his company has been in busi- 
ness 54 vears and, in addition to the Orlando main store, 
the firm has a branch in Miami 
He explained that approximately 9,000 order tickets 
per month are processed with a total of 98 employees— 
88 in Orlande, 10 in Miami; 77 male, 21 female. There 
ire 2] outside salesmen in both units 
As pointed out in Part I of this series, types of equip 
ment and methods varied, but all three systems resulted 
from a study of individual past experience and the desire 
to maintain maximum efhciency in order handling ORDER PICKER in shipping department receives 
Mr. Stine concluded: “We do not feel that we have 4 orders from baskets shown in previous picture. All 
all the answers—we are constantly trying to improve ® order pickers use yellow No. 3 copy for assembling 
our methods and to learn from others better ways to do material. After order has been assembled, the No. 1 white 
our detail work. To improve—to grow—to progress—is master copy is carefully matched with yellow No. 3 copy, 
; and all essential information is placed on each ticket. On 
the need of every industrial distributor—so that we can some of the shortages, the material is picked up from local 
meet the ever-increasing costs and lower margins.” distributors by shipping department purchase orders. 
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with sales book. Several times each day the No. | 

copies are picked up by price clerk, and yellow 
No. 3 copies go to perpetual inventory for recording. After 
recording, the No. 3 copies are sent to shipping depart 
ment and filed in permanent alphabetical file. On phone, 
mail or outside salesmen orders, separate tickets are written 
for stock items and sent immediately to shipping depart 
ment. Non-stock, or special items, written separately, go 
direct to purchasing department. Outside salesmen either 
bring their orders in, or mail them at end of each day in 
special printed envelopes addressed to the company. 


9 COUNTER SALESMEN follow same _ procedure 
3 


if material is being shipped by common carrier, 
packing slip and bill of lading, etc., are attached. 
All back orders are taken off tickets and referred to purchas- 
ing department. After material has been shipped, or de- 
livered locally by truck, the No. 1 white master copy goes 


5 PACKED AND READY TO GO in shipping room, 
* 


immediately to the price clerk. The yellow No. 3 copy 
goes to the perpetual inventory clerk for recording. Note 
that, in contrast to Beals McCarthy & Rogers’ perpetual 
inventory procedure, Harry P. Leu posts after order is filled. 
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SHIPPING DEPARTMENT receives orders from 

originating point. Shipping clerk places No. | 

white master copy in day file—orders to be filled. 
Yellow No. 3 copy is placed in department file for order 
picker to assemble merchandise for shipment. Note baskets 
for various departments which help direct orders to proper 
location and speed-up filling. Orlando store has 88 regular 
employees, plus 10 in Miami branch; 21 outside salesmen 
are employed in both units, and approximately 9,000 charge 
tickets are handled per month. 


PERPETUAL INVENTORY 


ticket number from copy received from shipping 

department. Back orders are placed on small white 
cards shown on right of inventory card with customer's 
name, ticket number, and amount of item required to 
complete the order. Back order ticket shows original ticket 
number, and original ticket number bears back order ticket 
number for cross reference. Back orders, filed alphabetically, 
are maintained in purchasing department, and pulied and 
filled when stock order material is received from supplier. 


c PERPETUAL INVENTORY RECORDS show 
® 





What Happens to an Order (Cont’d.) 





special items, or items out of stock which have to 


7 PURCHASING DEPARTMENT takes care of 
* 


be back ordered. The latter are taken from cus COST AND PRICING of regular charge tickets 
tomer’s charge ticket, or an original direct ticket is written 8 is handled by price clerk from the No. 1 master 
fer purchasing for direct order with the supplier. When ® copies from the shipping department and_ those 
supplier invoices are received on direct shipments, the picked up from counter salesmen during the day. The price 
direct order clerk checks the purchase order copy, prices clerk extends all tickets, both cost and selling price, using 
and costs the charge ticket, and sends it to the accounting a Marchant calculator. A local problem is a state sales tax 
department for billing. Direct order clerk is also responsibl All tax numbers are kept on a Wheeldex file located on 
for pricing all local pick-up by shipping department. the left of the pricing desk. 


uf ACCTS RECEIVABLE POSTING 





Fen ° 


ACCOUNTS RECEIVABLE POSTING is the customer's statement is made on the machine. Cus- 

1 7 handled on a No. 200 Burroughs Sensimatic tomer’s statement is made in original and two carbon 

® machine. The No. 3 copies are kept in numer- copies. The Sensimatic machine has been found to be fast 

ical order, having been arranged alphabetically before num- with all transactions visible, and each item proves and 
bering. Simultaneous posting of master ledger sheet and balances. 
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DAILY BILLING is performed on electric 

1 0 typewriters. The original charge ticket number 

8 is shown on lower left corner of the invoice. 

Pre-numbered, fan-fold type invoice forms are used, making 

ACCOUNTING DEPARTMENT assembles all an original and three copies. The No. 1 and No. 2 copies 

g charge tickets received from pricing clerk. They are for the customer—if more copies are required, extra 

® are arranged alphabetically and checked for proper forms and carbons are inserted behind fan-fold form and 

name accounts to agree with ledger records. Then, charges typed at the same time. The No. 3 invoice copy is for th: 

are numbered with a numbering machine, and numbers accounts receivable record. Salesmen are sent the No. 4 
correspond with pre-numbered fan-fold billing forms. copy of the invoice. 


SALES ANALYSIS-1.BM 


orders. This puts order information into use- all data is placed on cards for accounting purposes. As their 

able form to enable company to analyze what salesmen are paid on a commission basis, the company has 
they are selling, to whom, and how often. The No. 1 found that the IBM machine shown is the cheapest and 
master white copy of the order, after billing and costing, most satisfactory way to obtain the necessary data. 


1 ? SALES ANALYSIS is made from customer’s proceeds to the sales analysis IBM machine operator where 
eS 
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What Happens to an Order (Cont’d.) 


ACCTS RECEIVABLE 


ACCOUNTS RECEIVABLE system, which 
7 3 has really paid off, involves the use of the car 
- bon copy of the customer's statement. This is 
printed so that it can be analyzed by the credit department, 
showing how much unpaid balance each account has each 
month. The second carbon copy of customer's statement 
is analyzed in like manner, and sent to Miami branch for 
their accounts. Each day, accounting department posts 
payments on management's copy of these statements so 
that management has current information on payments of 
accounts. Information on payments on the Miami ledger 
are teletyped to Miami branch on direct teletype line 





FAST MAILING is accomplished by using 

7 Pitney-Bowes folding machine on invoices, 
s which are then placed in window envelopes, 
stamped and sealed in a postage machine. Letters, state- 
ments mailed in small size window envelopes, direct mail, 


CREDITS 


CREDITS FOR RETURNED GOODS are 
7 4 also written up on the regular sales book forms 
@ and marked “Credit” across the face of the 


form. The information is written on the No. | master 
copy in the alphabetical file. Credits are handled in similar 
procedure to regular charge tickets, and proceed to account 
ing department alphabetical file. The credit ticket number 
is shown on master copy, and the original and master copy 
number is shown on the credit ticket to provide cross 


reterences. 


etc., are all run through folding machine. Addressographs 
are used to print statement headings each month from their 
regular plates. A separate addressograph in shipping de- 
partment is used to print customer's shipping tickets. This 
is found to save time and errors. 
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Management Under the Microscope 


Here are reasons why you should investigate, 


and suggestions 


four vital 


Human Relations 
Vital Ingredient 


OF MANAGEMENT TODAY 


HE TASK 
has become that of giving leader 
ship and direction to g1 ups of peopl 
I'his holds true not only of toy 
igement, but of all levels of supervi 


man 


sion 

Thus the manager today must have 
ibility: the ability to 
stand human relations. It is 
necessity. In 
tions, the ability to 


has become more important than tech 


i new unde! 


many imp rtant posi 


work with peopl 


nical training. 
Me TC 


small business are beginning to 


and more, administrato 


. 7 
rCailZ 


that their job is mainly fitting togethe: 


the logical conduct of operations, th 
social structure of teamwork, and th 


] 


emotional characteristics of indi 


uais 

[he most important new skill is tl 
ability to work together as a team. A 
group performance has replaced indi 
vidual performance, so the relation 
ship of each man to his job ha 


changed. 


1 business 


Decision-making has also 
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areas in business 





Editor’s Note 

These facts and recommen 
itions are derived from four 
texts in the Small Business 
Management Series. Booklets 
lealing with each subject can 
be obtained for a nominal fee 
from Superintendent of Doc 
ments, U. S. Government 
Printing Office, Washington 
25, Ea Se 











me interdependent. Sometimes 

n a little mistake can interrupt the 
production of an entire department. 
lar too many 
now for top management to be able to 
them all. So the 


ing power has been 


ther executives, with supervisors, and 


decisions are necessary 


mak decision-mak 


shared—with 


with employees. 

Good human relations simply means 
people getting along well together. 
Ihe measure of the human relations 
of an industrial distributor is whether 
he has achieved the purpose for which 
his group of people has come together, 

whether his employees’ eftective- 
is cut down by arguments, mis 
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how you can profit from, 


management 


understanding, hostility, suspicion and 
noncooperation. Accidents, labor turn- 
over, tardiness and absenteeism are the 
barometers of poor human relations. 

We should understand that people 
bring to their jobs all of their physical 
and mental differences, their individ- 
ual attitudes and personal problems. 
Punching a time clock doesn’t change 
them. 

A good foreman can work with each 
individual characteristic in mind. But 
management can’t leave everything to 
the foreman, nor are all human rela- 
tion problems individual. ‘Thus your 
skill in human relations also depends 
on your understanding of group be- 
havior; how groups are formed, how 
they work together, and how they re- 
act to new situations. 

If it has been management's policy 
to tell employees only “what's good 
for them,”’ employees soon learn that 
management frequently withholds in- 
formation. Thus, everything manage- 
ment says is gretted with suspicion. 

The following can be cited as the 
personality characteristics of a supply 

(Next page, please) 





Management Under the Microscope (Cont’d.) 


ise with good human relations 
1. There are a few serious crises, be 
use problems are anticipate d and 


P vided for 
} 


F-vervone has the information he 


weeds to do his job 
3. Decisions are made freely, even 
by foremen and employees 

4. Each employee knows where h« 


He knows hi 


ind his chances for promotion 


tands shortcomings 


5. Labor and executive turnover 
ire low 

The first and most important prin 
ciple of human relations is that the 
responsibility rests squarely on the top 
company. The example 
followed by his 


whether he so 


man in the 
he sets will be sub 
ordinates, chooses or 
not 


l'o tackle the 


another 


subject of human 1 


lations from ingle, ask 
self “Why 


consistently narrow your answ 


If vou 


dow i" 


im I in business? 


you will arrive at one answ lor 

satisfaction.” 
Satisfaction can mean 

the things 


escapt It is 


MOC ind 
money can buy urity 
essential that vou, as 
management, decide what satisfaction 
means to you—that vou arri t 
“self awareness 

you have met tl challeng« 
ct th 


nanagement 


(nee 
it will be easier for ve t 
ements of 
You will set 
to reflect 


management 


requ 
attituce 


time 


propel 
sic 


ibout the 


some reg 
recent 
past—vour ittitude re 
flected in the thin vou har 
md felt. Se mt will ac 
ept your own resp misibilit instead 
Whiv did that hap 
What did I do 


to hh ippe nN 


ular 


said 


don nadly 


of asking yourself 
pen?’’, vou will ask 
that caused it 

And finally vou 
tho three tough questy 
else dares ask you Why 
that? “How do I realh 
it?” “What would I h 
place?” 

An under 


ind company group feeling 


will 


tandin if 
¢ possible 
iluabl 


to achieve ind will be ini 


helping you maintain human tions 


An effort 
tion and the setting up of 


to build emplo itisf 


to measure it, will be casi 
weigh the cost vf cis 
expended, time 
lost, and the te 
wrking 


money 
tomers 
nonmonetarv cost—vw 
mosphere of hostility 

Perhaps In vour part 
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human relations functions 
be farmed out among all 


Perhaps, on the other 


tion, the 


can best 


vour executives 
hand, it will work better if you let go 
of some of the jobs vou are now doing, 
and pick up most of the human rela 


tions load vourself 
Most men of mind 
That is, perhaps, the greatest benefit 


good human relations offer any 


want peace 
can 


organization 


Sales Training 
Spadework for Stability 


ODAY, as sales managers brace 
T themselves to meet and beat in 
creased competition, personal selling 
rewe! 


is increasingly important. The 


salesmen a company has on the road, 
the greater responsibility each man has 
to carry. For this reason, time and 
thought 
training these men properh 


The 


salesmen is te 


careful must be spent on 


traimimng 
sales \ 


their turnover and, 


primary purpose m 


ncerease iT 


second is to reduce 
in this manner, cut the cost of selling. 


A third 


delavs and 


purpose s to reduce errors, 


irritations in selling. In 


iddition, sales training lowers 


super 
increases the 
total 


business, and permits the beginner to 
] 


visoryv costs, proportion 


f reorders to the volume of 


ichieve early selling maturity 
Frequently you, as the owner of an 
industrial supply house, act as_ the 
salesman as well as the office manager, 
production manager and credit man 


had 


salesman, vou know first-hand its value 


If vou have training as a 


to you and your business 
How can a small firm train 


‘ 


< sales 


handful 
mal 


men when it employs only a 


of men ind mav not hire a new 


for three vears? Training isn’t a mat 
ter of classrooms 
books ind 

msists of helping a man o1 
ideas so that they used to ad 
vantage in talking with other 


l'raining is know 


mstructors, text 


examination [raining 
ranize his 
an be 
people 
where to find 
to make sound 
earning to look 


motives as 


information and how 
use of it. Tr 
it other 
thev look at vou and vours 


In fact. the main objective 


ining 


peopl na the 
behind 
srovide him 


You 


determin¢ 


tramimg a salesman is to 

with the point of 
ced to teach him how to 
the needs of his prospects; vou need to 
icquaint him with the facts about his 


“vou” view 
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own company, product, and policies 
You need to help him match the need 
of the prospect with the services of 
his own lines, and to avoid attempting 
to do so when there’s no _ real 
advantage. 

Before what the 
tents of vour sales training program 
will be, you should outline and define 
the duties your salesman are expected 
to perform. Do you want a product 


specialist, a sales engineer, a nontech 


vou decide con 


nical salesman, or a missionary sales 
man? Or do you want a man who pet 
forms a combination of all or part 
of these functions? 

A job description, a written record 
of the duties, responsibilities, skills 
and requirements of a particular job, 
is fundamental should include 
the major functions essential for th« 


salesman, 


-and 


best performance of the 
which are: sales, service, sales promo- 
tion, executive duties and good will 

A recent survey of sales problems 
encountered by men selling machine 
tools showed that the top difficultic 
were high prices, efforts of competi 
tion, and general inability to see ke 
organizations 


men in customers’ 


[These problems justify a review of 


economics, accounting and_ busines 
practices 

Anv concept of training recognizes 
that the first essential is to know what 
must be learned. A second is, find out 
what the knows. To 
determin¢ application 


blanks, aptitude tests, 


, 
trainee alread 


this second, 
interviews, €X 
yminations, or rating sheets are valu 
able. 

The kind of ilesmen 
ilso determine the kind of train 
ing vou need. And the kind of sales 
men will be determined bv the places 
to which you turn for prospects, and 


by the products which vou stoc k. You 


1 
you’ scice 


will 


mav turn to vour competitors for men 
to vour own office and plant, to th 


universities or other sources—but each 


novice will present a different training 
problem 


In any dustrial sales 


b 


event, the 
must 


man, whatever his source, ( 
taught skills, facts and attitudes about 
the company, produc t, customer, com 
engineering, 


petitors selling, 


nomics and business 
The salesman can be 
office, the plant, on the road, or im a 
Each location has its ad 
consensus shows a 


practical and 


trained in th 


classroom. 
vantages, but the 


combination is most 





] 


I personalized 


should always include 
training and careful observation and 
regular evaluation of the individual's 
progress. 

Good training, like good selling 
good business management, demands 
a plan. Broadly speaking, there is a 
at deal in between the 
good teacher and the good sale 
The teacher’s job is to 
ind confidence and then, 
what the student knows and what he 


should learn next, to present the les 
imph 


common 
sman 
gain interest 


knowing 


son attractively, logically and 
To check understanding, he asks ques 
tions If the lI 
correctly, the 


questions 
answered 
been learned or 


How to sell industrial buy 


“sold” 
be cardinal lesson of vot 
training 
include 


tvpes of buyers, product features 


should 


motives and 


course, which 


buving 
and 


in buying, presentation 


proved sales pattern. Use of 
plan for selling is an invaluab] 
your salesman t 
wn his sales 
ives it. And finally, provi 
tinuation of training 
lanned training program 


tch results 


tr causes 


presentat 


Office Costs 
Skyrocket Nobody Sees 


Y' U KNOW YOUR WAREHOUSI 
when was the last time vou 
you! office 


know how 


serious thought? D 
much your offic 
one up in the last 10 \ 
do you honestly know 


your office costs 


l'‘he primary reason for tl! 


; } 
nce 


costs is that the bi 
thinks m 
1. For one thing, ofh 


big in relation to oth 


rally neve! 


nother, it appears a 
ind effort involved 
e costs will result 
best. Yet, the upw 
sts suggests 
that 


yntier” for 


her¢ 
majo! 
nig 1es 

Che first and most 


n reducing costs of 


etermine what they are at 
then you have a standard to 
gvainst. 


to segregate 


Thus, your first mov 


y Oul 


costs 


tim«¢ 
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penses will include all or most of the 
following items: clerical salaries; sup- 
ervisors salaries; employees’ benefits; 
traveling expense; office personnel; 
rent, light and heat; maintenance: of 
fice ofice ma 
chines and equipment; office supplies: 
and pur 


space; maintenance 


postage; communications; 
chase of equipment. 
When you have accumulated the 
general cost pattern for the past year, 
choose several vears and compile sim 
This will be 


ilar data. used for com 


parative purposes 
Your next step, an important one, 
will involve a complete breakdown of 
costs. From personnel records mate 
rials, divide the general licading “‘cleri 
cal salaries” into component parts. For 
example, stenographers, general clerks, 
or file clerks. The objective here is a 
ymplete, detailed record of costs in 


terms of office functions. The remain- 


} 


ng task is to translate cach expense 


nto a percentage of the total office 
that vear. 


controlled when the 


expense for 

Costs 
ofhice 
I'he data not only establishes costs, it 
trends. It is impor 


can be 
manager knows what they are 
ilso establishes 


check those trends and to 


int O 


er! out the reasons behind them 


Che following questions should be 
isked about an office operation during 
each investigation 
|. What is its purpose? 
Why is it necessary? 
When is it done? 
Where is it done? 
Who should do it? 
How should it be 
How many use it? 
Can it be 
Can it be 
nother operation? 


done? 


eliminated? 
combined with 
Can it be improved through 


rearrangement? 


\ work distribution chart takes you 
me step further into control 
of such a chart is 
not the load 


distributed among emplovees 


inalvsis 
The main purpose 
» discover whether o1 
being 

most efficient manner. It is a 

if th 


n your 


major kinds of work done 
office 


ich emplovee spends on each 


showing how much 


ictivity and what contribution he 
to it. By combining task-time 

lata with the pertinent cost data, it is 
sible to assign fairly accurate costs 


each task Chis 


u to find danger signals 


material will en 


ible \ costs 


be investigated 
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rhe following questions will suggest 
the major areas for investigation: 
What operations take the most time? 
Are these the operations that should 
take the What time is 
being used for unimportant work? Arc 
there 


most time? 


jobs spread too thin? Is too 
much switching from job to job? 

By repeating the procedure after 
introduced, a rea 
of sav- 


methods arc 
measurement 


new 
sonably 
ings effected can be recorded to justify 
the time spent in the methods study 

An analysis of weak links in office 
procedure may be made by the use 
of process charts, which give a step-by 
step account of what happens from 
beginning to end. Because the work is 


p! CCISC 


diagrammed, cach 
entire operation appears in bold relief 
The major reason for charting proce 


time 


SCqUCTIC e m an 


dures is to simplifv—and save 


and money 
Companies that have instituted a 
forms-control program have found that 
up to 15% of then 
This 


without loss 


forms could be 
represents pure 
in efheiency. A 
forms-control program = is 
difficult, 


ofhces 


eliminated 
proht 
simplified 
and 1s 


neither mystical nor 


overdue in most 
Knowing the facts in advance about 
ofhce comparative 


costs, advantages and disadvantages 


your machinery 
prevents you from investing m equip 
ment geared too high for your opera 
tion. Very 
rently-used standard office 


often, variations on cul 
equipment 
are the best prospect for the small 
business 

Finally, peak efficiency, office layout 
ind proper sclection of office person 
nel round off the steps recommended 


office 


produc tion 


to cut your costs and double 


vour office 


Communications 
Lifeline of Business 


FFECTIVE COMMUNICATIONS ts one 
E of the attributes of good manag 
ment. Effective 
tions between management and labor 
better 

Suspicion and 


two-way communica 


builds understanding between 


them resentment 


usually there is no 


exist only wher 
understanding 

Recently, forward-looking manage- 
ment leaders became concerned with 
the number of business problems 
which had their roots in some sort of 


Continued on page 194) 








Huddle on tool is held by Douglas Aircraft technical men before running tests with help of Lou Lussier, 


(right). 


How to Make “Service” Mean Something 


A California distributor and his salesmen dis- 


cover way of giving weight to an empty word 


NEW LAPPING MACHINE sold to Douglas’ big Torrance facility by Mr. Lussier 


is put to work 


abk 


tools maintenance 


super finishing” 


Mr. Lussier helped train machine operator 
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tool under watchful eye of Gabnel Roth, perish- 
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OT LONG aco, Los Angeles’ Gar- 
N ret Supply Co. sold a carbide tool 
lapping machine to the Torrance facil- 
ity of Douglas Aircraft Co.’s El Se- 
gundo division. But on delivery day, 
a lot more was moved into the vast 
naval aircraft plant than several hun- 
dred pounds of precision-made metal. 
Along with the machine went many 
years’ practical experience in product 
application—in the of Gar- 
rett’s sales engineer, Lou Lussiet 

As an industrial supply salesman, 
Mr. Lussier knew the technical men 
at Douglas Aircraft were interested in 


person 


one thing—longer life for their tools. 
He saw his job, therefore, as showing 
them exactly how the new lapping ma- 
chine would them what they 
wanted. 

Mr. 
Douglas engineers in conducting a 
series of stiff tests diamond 
capped tools. In he in- 
structed tool grinders in the of 
the new machine. 

From this close teamwork between 
the distributor’s and 


the men in the plant sprang improved 


give 


Liissier subsequently assisted 
on 
addition, 


use 


sales engineer 





Super finished tool is tested. 


ind swifter techniques. 

I'he tests with Mr: 
Lussier’s help involved super finished 
Unlike 


ing, super finishing is accomplishe« 


production 
Douglas ran 


carbide tools. ordinary grind 


] 
by bringing diamonds in the hyprez 
lapping compound into contact with 
the tungsten carbide surfaces. Polished 
by diamonds rolling freely 
the tool’s cutting edge can turn out 
which the customary “hills 
than on 


cross if, 
work in 
and valleys” are no greater 
micro-inch in depth. 

A direct result of super 
the tools was that turret lathes, trac 
lathes, and boring machines could b 
in 


finishing 


run at stepped-up speeds, thus 
creasing production. 

lathe 14- 
ba 


rpm 


For example, on a turret 

O.D. 4130 CM 
steel was being machined at 352 
it a feed rate of .007, approximately 
being the ultimate the old 
Super 


in hexagonal 


34 piece 
tool 
the tool was able to deliver 152 piec 
speed h 


in 


could handle. finished 
per grind, and the machine 


to 740 


id 


1 fee 


been boosted 
to .O18 


A fluid 


rpm 


Engineer Donald O'Connell 


heat-treated to 
A Carboloy 
80-deg. incline 


nm 4-in. O.D. steel, 
180,000-220,000 
D-12 tool at 
with a chip breaker 
cut 18 
It required three and 
cuts to complete one part, and only 
three to five pieces were being dc 
livered for each grinding of the tool 
After diamond-lapping, only one cut 
was needed to complete each part, 
ind 11 to 16 pieces could be produced 
from each grind. And speed of the 
increased from 172 to 


ps! 
set an 
was making a 
long and .273 in. deep 


sometimes four 


In. 


machine was 
390 rpm. 


This Bore’s a Pleasure 

A boring operation using a turret 
lathe was removing .040 stock with 
in eight-inch length of cut. The ma 
chine was being operated at 734 rpm. 
ind .01] After super finishing 
the tool, this job was accelerated to 
1,041 rpm and the feed to .015, with 
in tool Tife 
iluminum castings, the results 


\ 


feed 


1 substantial increase 
On 
turret 
fittings 


had a 


were equally spectacular. 
lathe 


ist from 75 


turning engine mount 


ST aluminum 
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inspects part. 


.° > 
Zs +0 


per tool. 
output 


record of to pieces 
After super finishing, this 
jumped to 206. Machine speed was 
increased from 296 to 504 rpm, and 
feed from .008 to .01] 

Standing well to the foreground 
in all this so much the fact 
that a distributor has provided extra 
to a Mr. Lus- 
interest customer's 


isn’t 


service customer, as 


sier’s in this 
productive problems is a rich accu 
mulation of Garrett Supply’s interest 


In 


its 


in all its customers’ problems. 
the distributor 
salesmen possess a deep knowledge of 
product application under a_ variety 
So Douglas’ 
technical Gat 
rett’s work with other customers; by 
the token, unnamed customers 
to will benefit Mr. Lus 
sier’s experience at Douglas. And, at 
future date, Douglas Aircraft 
will benefit from Garrett 
renders to these other customers. 

This conception of selling fits into 
an ever-widening circle embracing an 
ilmost limitless array of problems met 
ind products proved 


consequence, and 


of plant applications. 


men benefitted from 


Same 


come from 


some 
Services 





SALES QUIZ: Test your knowledge of .. . 


Products and Mar kets 











LUBRICATING SYSTEMS are 
available today to assure applica- 
tion of the right lubricant, in the 
right quantity, at the right time. 

An automatically controlled, 
automatically timed type system, 
recommended for mass lubrication 
of two or more machines arranged 
in a battery or single zone, is illus- 
trated. 

A. Can you identify the lettered 
parts, and briefly explain the oper- 
ating principle of this type system? 

B. Centralized lubrication sys- 
tems are said to effect a lowering 
of operating expense and improve 
productive efficiency. Can you 
name at least six specific advan- 


tages? 



































©) When properly cared for, and not 

=" overloaded, LEATHER BELTS have 
been known to last over 50 years. 
To help customers obtain maxi- 
mum efficiency, the industrial sup- 
ply salesman should possess a 
working knowledge of operating 
hints. 

The drawings illustrate common 
troubles that may be encountered 
in the field. Can you prescribe the 
remedies? 

A. Belt runs off the pulley 

B. Belt whips and flaps 

C. Cracked inside ply 

D. Peeling grain 




















3 Our cartooned Waltz of the WRENCHES shows 


~"* but a few of the many types of wrenches used 


in tool rooms today. 

A. How do you score identifying the chorus 
line of Wrenchettes? 

B. Size of the opening in open-end wrenches 
determines the wrench size. Is this determined 
by the distance across the flats of the nut or 
bolt, or the bolt diameter? What is the actual 
opening measurement? Why? 

C. When using an adjustable wrench, al- 
ways place it on the nut so the pulling force is 
applied to the stationary jaw of the handle, and 
always tighten the adjusting knurl so the jaws 
fit snugly on the nut. True [| False [] Why? 














industry is using FASTENERS more and more, 
All types and kinds are applied by the score 
With wrenches, screwdrivers, and power tools. 
Industrial salesmen know the right rules— 
Know your products to sell customers more, 
Spot these slotted screw heads, and score... 


vtrre 


. Sales can be FOUND for the type that is... 

. What do you BAT with the type that is .. . 

. No fuss or MUSS with the type known as... 

. No sales BAN on the type called .. . 

. Nothing COMPLEX about the type known 
Bee 

. Are you FINDING orders for the type 
called... 





”. 


You can’t mask lack of know-how in selling 
INDUSTRIAL TAPES. Knowing customer's op- 
erations will help find potentials for this item— 
provided you know what to recommend to meet 
specific needs. 

Here are some typical possibilities to test 
your knowledge of industrial tape and its ap- 
plications. 

A. A customer wants to ship some medium- 
heavy parts binding them together with tape. 
You would suggest a tape with: 

| paper backing 

| metal foil backing 

| cellophane backing 
cloth backing 

| acetate fiber backing 

B. A customer wishes to protect the bright 
metal surfaces of his newly-manufactured ma- 
chine tools from dust and moisture. His best 
choice would be: 

| double-thickness paper tape 
acetate fiber reinforced tape 
moisture proof cloth tape 

[] friction tape 

C. The tape universally used for masking in 
paint spray operations is: 

[] of simple paper type 

[] cloth backing 

|] glass-fiber backed 

D. To make repairs on cable, wiring, con- 
nections, etc., you would suggest a strong, 
quickly applied, moisture- and abrasion-proof 
tape like: 

[] glass fiber reinforced tape 

[_] waterproof cloth tape 

[] acetate fiber tape 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





A. Predetermined frequency of lubrication 
" cycle is set on adjustable time clock (A). Cycle 
is automatically started by closing electrical 
circuit in relay switch on time clock panel. 
Solenoid air valve (B) is automatically ener- 
gized by time clock and air supply is permitted 
to pass to air motor of pump (C). Lubricant, 
under pressure, is dispensed through supply 
line (D), and discharges injectors (E) at line 
pressure. When pressure is relieved in supply 
line, the injectors automatically recharge, thus 
completing lubrication cycle. 

B. Some of the advantages claimed for cen- 
tralized lubricating systems are: 1. prevent 
waste of lubricant; 2. reduce man-hours re- 
quired for lubricant application to a minimum; 
eliminate machine down-time for 3. lubrication, 
and for 4. repairs due to bearing failure or 
faulty operation due to inadequate lubrication; 
5. eliminate friction and reduce power re- 
quirements; 6. eliminate product spoilage from 
dripping of excess lubricant; 7. eliminate per- 
sonal injuries, and compensation costs, caused 
by lubricant application. 





A. Reading from left to right, the dancing 
Wrenchettes are: pipe wrench, single open-end 
wrench, box wrench, hook spanner wrench, 
monkey wrench. 

B. Size of opening is determined by distance 
across the flats of the nut or bolt. Actually, 
openings measure from 0.005 to 0.015-in. larger 
than the nominal size so they slip easily onto 
the nuts. 

C. True. Failure to use an adjustable 
wrench in the manner described will place an 
excessive load on the teeth of the knurl and 
jaw rack, and will shorten its life. 





_ Here are the slotted screw head types—if your 

* answers are wrong, forget the gripes. 

a. Sales can be FOUND for the type that is 
ROUND. 

b. What do you BAT with the type that is 
FLAT? 

. No fuss or MUSS with the type known as 
TRUSS. 

d. No sales BAN on the type called PAN. 

. Nothing COMPLEX about the type known 
as HEX. 

. Are you FINDING orders for the type called 
BINDING? 


») 


A. When belt runs off the pulley, check 
pulley alignment. This can be done by holding 
a line against the rim of both pulleys. On short 
centers, a straight edge can be used. The belt's 
side should also be checked for straightness. If 
straight, possibly the pulley crown is high. 

B. To overcome whipping and flapping, sug- 
gest the following: tighten the belt, straighten 
the belt, or try a thicker or wider belt. If none 
of these remedies is in order, consider support- 
ing the shaft bearing right, or bracing the 
motor or driven machine. Also check for lop- 
sided pulley, crooked shaft, or too much or 
too little slack. 

C. To lick the problem of cracked inside ply, 
tighten belt, use thicker or wider belt, decrease 
crown taper, dress belt. 

D. To overcome peeling grain, caused by 
belt slipping and squealing, suggest—cleaning 
belt with commercial solvent, scraping off 
loose grain, using right belt dressing; stop 
chemical fumes; keep oi! off belt. 








A. Cloth backing tape would be best choice 
because of its wear qualities. 

B. Moisture-proof cloth tape, almost by 
definition, fits all this customer's requirements. 

C. Paper tape is most widely used for paint 
spray operations. 

D. The name of the type should give you 
the clue—waterproof cloth tape. 
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A MESSAGE TO AMERICAN 


INDUSTRY *« ONE OF A_ SERIES 


RESULTS OF AN INTELLECTUAL REVOLUTION .. . 


‘The Western Miracle” Continues... 
More Automatic Controls for Industry 


Within recent weeks three new monthly tech- 
nical magazines devoted to automatic control 
systems for industrial processes and machinery 
have offered the public their first issues. One of 
these is CONTROL ENGINEERING,a McGraw- 
Hill publication. 

What has caused this surge of interest in the 
design and application of automatic control sys- 
tems? What does it portend for the future of 
American industry? More important, what does 
it promise for the American standard of liv- 
ing, of which industry is and must be the 
servant? And what is the role of CONTROL 
ENGINEERING in this development? It is to 


those questions that this statement is addressed. 


A New Intellectual Revolution 


It is frequently asserted that we are now in 
the throes of a new industrial revolution. The 
revolution is described as the eliminating of 
wasteful applications of human labor to repeti- 
tive tasks through new technology which makes 
it possible to transfer those tasks to automati- 
cally controlled machinery. 

It is perhaps more accurate, however, to say 
that we are the beneficiaries of a new intellectual 
revolution in the application of science to indus- 
try. This new intellectual revolution points the 
way toward giant strides in the continuing proc- 


ess of taking dull and laborious work off the 
backs and minds of men and transferring it to 
machines operating in large batteries under 
automatic control. 

The practical engineering work required to 
convert this intellectual revolution into a full- 
scale industrial revolution, however, in large 
part still remains to be done. It is to this task 
that CONTROL ENGINEERING will be de- 
voted. Its role is that of bridging the gap, in 
engineering and economic terms, between the 
new conceptions of automatic control of indus- 
trial processes and their practical workaday 
application. These conceptions run the full 
gamut from systems of control for automatic 
factories making heavy industrial products to 
highly personalized systems of automatic con- 
trol to warn people when they are approaching 
the broiling point in sunning themselves at the 
beach or becoming too drowsy to drive their 


cars safely. 


Enter the ‘‘Feed-Back”’ System 


Enough work has been done to move these 
conceptions out of the realm of interesting 
dreams and into the realm of practical possibili- 
ties, and in some cases into the realm of practi- 
cal realities. Crucial parts of this work were 
done during World War II when weapons were 
successfully equipped with “feed-back” systems 








that automatically corrected mistakes made by 
the weapons in locating their targets. 

The principle of the “feed-back” system is as 
ancient as the personal monitor that tells us not 
to run into each other as we walk along the 
street. It feeds back to our locomotion machin- 
ery the warning of a collision ahead. But the 
application of the principle to weapon control 
and then to more general machinery control 
required superlatively imaginative and skillful 
scientific development. 

When a “feed-back” system that monitors an 
automatic process and keeps it lined up pre- 
cisely is teamed up with a computing machine, 
capable of making lightning calculations that 
control both what goes into the process and 
what is done with the product, the horizons of 
automatic control become broad indeed. But in 
large part they still remain horizons. A vast 
range of practical engineering work remains to 
be done to realize anything like the full potential 
of automatic control of industrial processes and 


machinery. 


More and Better Jobs 


There are those who view the surge of interest 
in automatic control with alarm. They conjure 
up a situation in which automatic processes will 
at once expand the ranks of the unemployed 
and reduce many of those still working in indus- 
try to the status of robots or automatons. 

A look at the record of the American economy 
—a record of amazing growth, steadily improv- 
ing job opportunities and a constantly rising 
standard of living — demolishes the basis for 
such fears. The introduction of new and more 
efficient industrial machinery and processes ob- 
viously cannot be accomplished without creating 
some disturbance for some individuals and 
some companies. But consistently the longer 
range effect of such local and temporary dis- 
turbance has been more jobs and better jobs for 
Americans. 

It is no accident that, while the proportion of 
industrial wage earners in our population is 
virtually the same as it was in 1920, the pro- 


portion of professional and salaried workers has 
doubled. The proportion of unskilled workers, 
furthermore, has dropped by half. This has been 
an essential part of a continuing process by 
which drudgery has been transferred to ma- 
chines while the workers who formerly did the 
drudgery have been graduated to jobs calling 
for greater competence and providing better pay. 


Higher Living Standard 


A British historian, H. J. Hancock, has re- 
ferred to this general process as “the Wesiern 
miracle” —that of providing an ever higher 
and higher standard of living for more and 
more Americans. The key element in this miracle 
has been more and more reliance on power- 
driven machines to get the day’s work done. 

In the nature of the extremely complicated 
apparatus involved, full development of sys- 
tems which have passed through the “think 
stage” into the status of practical possibilities 
will be a time-consuming process. It will also be 
a very exacting process, celling for a tremen- 
dous application of engineering skill and in- 
genuity. However, the engineers who are con- 
centrating on this difficult, workaday phase of 
the development of apparatus for automatic 
control will be inspired by the knowledge that 
they are making a crucial contribution to tech- 
nical progress which holds great promise of 


good for the American people. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 

















How RB&W ives distributors 
inside track to fastener profits 


Four good reasons to stock...and sell... RBaw 


FIRST IN ADVERTISING AGAIN with the industry's hardest-work- 
ing campaign, RB&W ads sell the name, the product features, 
and the breadth of the line you handle. Campaigns in 14 bus- 
iness publications, including FORTUNE, MILL & FACTORY, 
MACHINE DESIGN, APPLIANCE MANUFACTURER and 
many others, blanket your market and steer prospects to you. 


EASIEST CATALOG TO USE is RB&W’’s illustrated catalog, double- 
tabbed for instant reference. Jam-packed with all types, sizes, 
weights, construction features — the facts on RB&W bolts, nuts, 
cap and set screws, silicon bronze, screw products and rivets. 
Heavy, flexible cover protects this hard-working sales aid. Yours 


for the asking. 


INDUSTRY'S BROADEST LINE of high quality bolts and nuts 
includes cap screws, finished nuts, rivets, machine, carriage and 
lag bolts. Allows you to meet all customer requirements easily 
and exactly. RB&W’s cold-forming of heads and threads, heat 
treating and complete quality control provide uniformity, accu- 
racy and holding power — insuring customer satisfaction. 


NEW, STRONGER PACKAGES of rigid kraft-board (larger sizes are 
corrugated) cut spillage, breakage. Upside-down box (another 
RB&W first) and oversized labels speed handling. Stock handling 
gets an assist, too, now that RB&W furnishes cap screws in 
standard case quantities. Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N.Y. 43 


ee RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK FALLS, ILL.; 


LOS ANGELES, CALIF. Additional sales offices at: ARDMORE (PHILA.), PA.; 


PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles agents at: SEATTLE. Distributors from coast to coast. 
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U.S. TOTALS 


July 1954 


Compared with 
June 1954 


-9% 


July 1954 
Compared with 
July 1953 


-17% 





Compi.ep sy Inpustaiat DistaisuTION 





Wd 


YY 





First 7 Mos. 1954 


Compared with 


First 7 Mos. 1953 


-13% 











Supply Sales Trend 


Final Figures For July 1954 





July 1954 
Compared with 
June 1954 


July 1954 
Compared with 
July 1953 


First 7 Mos. 1954 
Compared with 
First 7 Mos. 1953 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 
Pennsylvania 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 
lowa 
Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





-15% 


-16% 


-12% 


-15% 





22% 
-30% 


-19% 


-19% 





-11% 
-20% 


-17% 


-10% 
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threading at °- 
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Month after 
month eec0e 





-- With this 


In original cos 


No. 784 THRIFT MODEL! 


"# and non binding 
* an econom, 
wandard that’s hard 4. 


Mandar Mpe range—i* oo 4"; extras range ~ 
ndaod ' equal. te signe Mi 4"; bolt range—\4" to 5 Two quick. 
nd built to thread pi nd be ’ 
- _ thread pine a ne opening, detachable lever-operated die heads 
ethiciensy et it's pri “ Nar 
Priced m wer ONtire range fully atjustable for over 
any other machine o comparable range an nd 
a indersi-e threading 
Performance 
Features of the low veure 
This free thx 


om Thrift 


eMtormly ac “rate threads 


of highes: 


° ditions. Fron: 
Sipping chuc hand wheel 
changes quickly and easily 


Ne recemering chuck Universal wrenchless, te directs 
o let Ry — MANUFACTY 


RING Co. 
Moe Otine Oed fertery 
2039 Ease Glet Se, Cleveiend 3, Ohie 


a Builders of Cost Reducing Threading Equipment Since 1893 


advertising! 


i t, antiquated 
si lacing wornout, 
ur customers, responsible for a ee Ee 
ising 10 ‘ ; ; = 
month afer month, yea ater —- erect a you—the Oster Distributor. 
nm oe s for you— 
month after month, year after ye er saduamae on 
my we isi i t one 
: sons why it pays , a 
many sound reas | fon prea a : 
On S estinss art han eee b a 2 s why the Oster franchise is a ~— ter 
: . . . ' ) 
re | is appearing in leading industrial pu megs rein » Oster Sensei ae : 
aie | f the inherent or co a 
° . sut some oT t ad aetiined ye 3 : 
lications. It points « f the No. 784 Thrift line of ew ens ee 
i y yes O . i oy 
ag minder to the men single mac 
ri rve asare 
Model . . . will se 


MANUFACTURING CO. 
THE 


Main Office and Factory: 


i 
2041 East 61st St., Cleveland 3, Ohio 
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SALES TRENDS (Cont'd.) 





July 1954 
Compared with 
June 1954 


July 1954 
Compared with 


July 1953 


First 7 Mos. 1954 
Compared with 
First 7 Mos. 1953 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


SAST SOUTH CENTRAL 
Alabama 

Kentucky 

Mississippi 


Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 


Washington 





6% 


1% 


- 1% 


6% 


3% 


-15% 


-13% 


- 3% 


-14% 


-14% 








-12% 
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TRIPLE 
PLAY 


for profitable 
steam trap sales 


This team works together to make steam traps 
a fast-selling, money-making distributor line. 


YARWAY IMPULSE STEAM TRAP YARWAY Fine 


Screen Strainers. 
the modern steam trap with the little vaive "Police the pipe- 
that floats on the condensate load. Continuous Pwo he aime 
condensate discharge gets equipment Aot in a Se 
hurry and keeps it hot! Small size, lightweight, 
stainless steel construction. 


YARWAY FINE-SCREEN STRAINER... 


another profitable, fast-selling line, companion 
to the Yarway Impulse Trap. Has many addi- 
tional applications. 


YARWAY ENGINEERING SERVICE 
32 trained Yarway Steam Trap Engineers 


working with distributors from coast-to-coast 
on trap selection, instaliation and maintenance. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


e Write for full details on Yarway’s plan 
of selective distributor territories. There 
may be one open in your area. 


impulse steam traps 


And Yarway Fine Screen Strainers 
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Price Index for 19 Product Classes 


(1947-49—100) 


% Change 


July June July 


From 


NAME OF PRODUCT CLASS 54 54 "53 Year Ago 


Abrasive Products 116.9 116.9 116.6 
Cutting Tools 121.6 121.6 120.5 
Fans and Blowers 143.7 143.7 134.9 


Fasteners 153.9 153.9 151.1 


Incandescent Lamps 136.9 136.9 136.9 
Industrial Rubber Products 127.6 127.6 124.1 
Lubricants 69.7 69.7 
Materials Handling Equipment 133.8 133.8 
Mechanics Hand Tools 139.3 139.0 


(Files, saw blades) 
Metalworking Accessories 127.8 127.8 
Motors 111.4 111.4 
Paint 112.8 112.8 
Portable Power Tools 118.2 118.2 
Power Transmission Equipment 133.1 133.1 
Precision Measuring Tools 118.3 118.3 
Pumps and Compressors 131.9 131.9 


Steel Products 144.6 140.9 


(Pipes, bars, nails, eic.) 
Valves and Fittings 130.4 131.5 


Welding Machines 124.3 124.3 
(Equipment, rods) 


0 





Total Index 128.4 128.2 


Source: Bureau of Labor Statistics and Industrial Distribution 
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Conese (#8 


HEX HEAD 


CAP SCREWS 


STANDARDIZE ON “NATIONAL” i6 


... for highest fastener quality wae 


Wood Screws 
National maintains rigid quality control throughout the production Machine Screws 
of its most complete line of fasteners. In this way, you are Nuts 
assured of selling fasteners that are uniform in performance and Cap Screws 
in quality. And, National fasteners come in bright packages ve Tensing Sereus 
with easy-to-read labels for quick and easy identification. For 
; ’ ; Stove Bolts 
over 60 years, National has maintained a reputation for the best 
in headed and threaded fasteners. Carriage Bolts 
Lag Bolts 
THE NATIONAL SCREW & MFG. COMPANY Pee 
, 25 
Cleveland 4, Ohio Cotter Pins 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. + Los Angeles 22, Cal. 


Nati ona y Uf 
Fasteners P Hodell Chains Chester Hoists 
4 a 2) 
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Your New Income Tax 





HE FEDERAL INCOME TAX LAW has been revised and 
j fed will file your 1954 return under its provisions. 
There have been hundreds of changes made—for business 
and personal income taxes. Here are some of the key 


revisions you ought to be interested in. 


On Individual Returns 


Rates: They remain the same as those under the prior 
law, only the individual normal tax and surtax are com 
bined into one table. The rates apply to “taxable income” 
(gross income minus all deductions) 

Dependents: You can claim head-of-household relief 
(about 4 the benefit of split-income relief) if you provide 
more than one-half the cost of maintaining a parent 
A non-telative can now qualify as your dependent, if he 
is a member of your household and he or she lives in 
your home. . If a cousin was a member of your 
household before receiving institutional care for physical 
or mental disability, can claim him or her as a 
dependent Minors and college students (under 19) 
you support can be claimed as dependents, even if they 
do make more than $600 a year. 

Household Help: If your wife works also, and you 
have children under 12 years of age, you can deduct 
hiring of help up to $600; the same goes for hiring help 


you 


to take care of invalided dependents 

Separation Payments: If you make payments under a 
“written separation agreement” (court-ordered or not 
to your wife, you can deduct the payments. 

Contributions: Instead of the 20% maximum limit on 
contributions, it is now 30°‘ 

House Sales: All costs of fixing up and selling a home, 
made within 90 days of the sale, are deductible 

Installment Purchases: You can deduct interest on 
installment purchases, whether or not the interest is 
stated as such. 

Dividends: 
year is exempt from taxation, plus a credit of something 
like 4% of the tax on the remainder 

Outside Salesmen: As far as the law is concerned, out 
side salesmen aze independent contractors in that it 
allows them to deduct all their business expenses and 
also take the standard deduction. It defines the outside 
salesman as one who seeks business away from the office 
You can, for instance, write up orders, make or receive 
phone calls at the home office, but your principal activity 
Under 
the old law you had to choose either the standard deduc 
reim 


I'he first $50 of dividends you receive in a 


must be making calls on customers and prospects 
tion of $1,000 or list your expenses. If you are 
bursed for sales expenses, you have to give the amount 
of reimbursement as income 

Other Employees: Your job may require you to make 
a few outside calls personally, thereby incurring some 
expense which you may or may not be reimbursed fo 
You can make deductions for am 


by the compan 


transportation expenses (fares, auto, depreciation, cost, 
cte., but not commuting or meals and lodgings) anc 
still take the standard deduction. If meals and lodgings 
are a business expense, they are deductible, provided you 
waive the standard deduction or eliminate them from 
the traveling expense if you are away overnight. 

Medical Expense: The deduction has been liberalized. 
You can now deduct all expenses over 3% (it was 5%) 
of adjusted gross income. This means as much as $2,500 
per person, or $5,000 per couple, are deductible. 


For Business Returns 


Depreciation: The firm has the option of writing off 
equipment, bought after Dec. 31, 1953, under several 
methods which permit depreciation of around two-thirds 
of cost in half the normal useful life. 

Pay-As-You-Go: Corporations anticipating a tax of 
more than $100,000 must file a declaration of estimated 
tax (somewhat like individuals) with previous vear 1 
turns. Five percent of the estimated tax (less credits 
and a $100,000 exemption) in the ninth and twelfth 
months. The penalty for underestimating is 6% pet 
vear on the underpayment for the period of underpay 
ment. 

Surplus: The first $60,000 of accumulated corporate 
profits are exempt from penalty. ‘The ‘Treasury has the 
job of proving excesses unreasonable. 

Rounding: Returns can be filled in with whole dollar 
figures but returns can be filled out with cents figures 
included. 

Operating Losses: Instead of carrying back operating 
losses only one year, they can be carried back two vears 

Partnerships: Some loopholes in the old law have been 
plugged, particularly in the matter of using a partnership 
is a means of reporting ordinary income as capital gain 
But partnerships can now be treated as entities instead 
of as agents of the partners. In some cases, a partnership 
can get corporate tax treatment. 

Contributions: Three new types of organizations have 
been added to the list of permissible deductions for con 
tributions. Excess over the 5% maximum deductibk 
in one year can be carried over by 
ducted in the next two taxable vears. 

Real Estate: You can treat profits realized from the 
sale of improved property which you've held for 10 vear 


a company and de 


as a capital gain. 

Organization Expenses: Moncey 
other services to get the corporation’s charter, state fees, 
imortized 


paid for legal an 


temporary directors’ expenses, etc, can be 
over a period of not less than 60 months 


of issuing stock or reorganization expenses still have t 


Expenses 


be capitalized. 
Litigation Expenses: Litigation expenses over Federal, 
state or local taxes can now be deducted bv an individual 


iS a non-business expense 
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Thermoid Hose 
designed specifically for use 
in food processing plants 


Thermoid designs and manufactures many types of 
hose for a wide variety of specific industrial appli- 
cations. These 3 are ideal for use in food and 
beverage plants: 

VERSICON most versatile hose ever developed Handles 


air, water, oil, gasoline, dilute acids and gases 


CREAMERY for use with hot or cold water and low pres- 


sure steam, for cleaning and sterilizing 


BREWERS for use in breweries, wineries and food plants. 


Imparts no taste or odor 


Mr. Distributor: Thermoid ‘‘built-for-the-job’’ Hose, 
Multi-V Belts and Conveyor Belting can help you 
increase your sales to all industries. You can always 
rely on Thermoid service and the complete cooperation 
of experienced Thermoid Sales Engineers with their 
intimate knowledge of industrial rubber problems. 


7 
Conveyor & Elevator Belting » Transmission Belting hermol 
F.H.P. & Multiple V-Belts + Wrapped & Molded Hose ; 
" od 





Rubber Sheet Packings + Molded Products 
Industrial Brake Linings and Friction Materials 


Thefmoid Company * Offices & Factories Trenton, N. J., Nephi, Utah 
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Impact Helps You 
Hammer Home Sales 


First, 5 million monthly advertising mes- 
sages (like the one shown on the opposite 
page) directed to prospects in every in- 
dustry through SaturDAy EVENING Post 
and business publications meaning 
many new prospect leads for you. Second, 
a big, new book that will show prospects 
hundreds of ways to use B&D Hammers 
to speed up jobs . . . a book that will make 
hundreds of new hammer and hammer- 
tool sales. 

Next, special mailings to industrial 


prospects, showing B&D Hammers in use, 
to call attention to cost-saving possibili- 
ties. Plus a special sales kit that tells all 
about this new campaign . . . and points 
out how to use this package to make cus- 
tomers out of prospects. 

Put all these together and you'll see 
that B&D Distributors really have what 
it takes to build sales. So make the most 
of this extensive advertising and promo- 
tion activity. Use this B&D “tell”... 
to help you sell. 


HAMMER HOME SALES with highest 
quality money can buy! Every tocl o product of 
plenty of power to do 


HAMMER HOME SALESwith advanced 
product engineering. B&D's staff of engineers 
assure you of the latest advances in design and 


Y, 
Y HAMMER HOME SALES with the world's 


most complete line. The right tool, available now 
engineering advance 


desired job. 


for every job—right in type, in size, in speed, in 
performance, first 


Selling 


more , power 


power and price! 


Here’s 


HAMMER HOME SALES with special 
sales assistance. A highly trained Black & Decker 
Sales Staff is yours, to first-aid you—and always 
aid your sales. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


® Black & Decker 


HAMMER HOME SALES with B8&D 
Service. 39 centers, staffed by B&D-trained 
technicians, mean every factory is within 24 
hours of o Service Center. 


PORTABLE ELECTRIC TOO LS 


THE BLACK & DECKER MFG. CO., 610 Pennsylvania Ave., Towson 4, Md. 
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Georgia Firm Sells 
Plumbing Business 
To New Company 


Parker, 
Brunswick. has di posed of its 
plumbing and will 
concentrate as well as enlarge its opet 
industrial supply field 
firm dis 
httings, 

ind 

industrial rubber goads 
South Caro 
1 branch office 
Fla 
The plumbing supply busines 
the Tidewater 
UOo., 
ind 


Helms & Langston, Inc., of 
(,a., 
upply business 

itions in the 

lormed four 
tributes 


years ago, th« 


such items as pipe, 


valves, transmission supplies 
quipment, 
ind packing in Georgia, 
lina and Florida. It has 
ind warehouse in Jacksonville, 
Was 
sold to a new company 
which 


etail 
} 


Equipment and Supply 
will engage in 


lumbing and electri 


vholesak 
il appliance bus 

Parker 
into larger quarte: 
Che firm has remodeled the 
building on that site formerly 
pied bv the Butler Island Dairy 

Gordon Helms is president of Par 
ker, Helms & Langston. E. B. Lang 
has charge of the 
John W. Fin 
went for 
Tidewater 


Helms & Langston is moving 
it 1030 Bay Street 
two-stor 


occu 


ston, vice-president 
Jacksonville operation 
forme! 


levson purchasing 


the company, is joining the 


president 


hrm as vice 
I 


Central States To Hold 
22nd Annual Convention 


The Central States Industrial Dis 
tributors’ Association will hold its 
22nd Annual Convention at the Edge 
water Beach Hotel, Chicago, Oct. 31 
ind Nov. | 

As formerly, the contact booth pro 
gram will highlight the two-day meet 
ing, opportunity for 

to exchange in 
with their 


providing an 
member-distributors 
first-hand 


formation sup 


lic Ts 


lowa Executive Club 
Elects Conran Head 


M. R. Conran, Globe Machinery & 
Supply Co., Des Moines, has been 
elected president of the Sales Execu 
tives Club of Central Iowa 

Mr 
for Globe. 1S “oa 
10-man board of direc 


Conran, who 1S sales manage! 
member of the 


1 
tors of the club 
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French Distributors Study U. S$. Methods 


= 


Distributors from France visit U. S$ 
by the Foreign Operations 
supplies distributor; Emile } 


Victor Bourgeois, steel products 


under the 
Administration 
hardware 
salesman; Jules M 


( osquer, 


Technical Aid program sponsored 
from left) : Hughes Brussel, aitomotiy 
wholesaler and ship chandler 


Pelletier, general secretary of 


National Association of China & Glassware Dealers; Pierre Dupont, leader of group 


hina and glassware 


wholesalers’ as 


ind president of 
of national hardware 
sales manager; Murcel Fougere, ¢ 
Pierre R. Barbier, building materials 


from France last month came a 
group of 13 prominent industrial dis 
tributors, hardware wholesalers, and 
wutomotive suppliers to study distri 
United States im 
the U. S. De 
Commerce under the 
auspices of the Foreign Operations 
Administration, the five-week tour of 
the study included 
visits to 
tributors in 
ind St. Louis 

In charge of the group’s tour was 
Marshall N. Poteat of the Department 
of Commerce. Group leader of the 
French businessmen is Pierre Dupont, 
head of a large crockery and glassware 
wholesaling firm, and president of the 
National Association of China and 
Glassware Dealers 

Interviewed briefly by ID editors 
before visiting International Business 
Machine’s headquarters for a demon 
stration of tabulating machines used 
in distribution, members of the group 
described methods of training 
their industry had adopted in France 

Various he industry 
support a svstem of 


methods in 
Arranged bi 


bution 
dustr\ 
partment of 


French group 
premises of industrial 
Chicago, Minneapolis 


dis 


sales 


branches of t 
omprehensive 
schools for training apprentices, sales 
ind rs in product know! 


men, manage 


OCTOBER 


association; Maurice H 
sociation; 
reneral secretary of hardware wholesalers ass 
= 


1954 


Prudhomme, president 
Barbou, distribut 


ation 


Jean-Francois 


role sale I 


edge, product application, and distri 
bution management 

For example, in Paris the steel ware 
house and mill supplies branch of the 
industry maintain a school which 
puts voung (14 to 17-year-old) ap 
prentices through a stiff three-year 
course on products At the 
the three-year period, those passing 
the examinations are awarded a “‘ce1 
tificate of professional iptitude, 
which entitles them to begin employ 
ment. While this school trains junior 
personnel for the industry in and 
round Paris, a correspondence cours¢ 
is available to other students 

According to M. Emile Y. Cosque 


1 large wholesale 


end of 


general manager of 
hardware and ship chandlery firm, this 
school has a total enrollment of nearl 
S00 students throughout Fran 

In Paris, also, ] 


idvanced issroom 
conducted on the sales 


courses are 
man and management level, under th 
technical leadership of the Ministry of 
Commerce 

Upon their return home, the group 
will report on their tour to the indu 


trv. and recommend how certain 


American practices can be applied t 


distribution 


increasing 


France 





Thomas Truck & Caster | Walker-Turner Demonstrates Radial Saw 
Acquires Lanham Co.; 


Operates It as Division 


Thomas Truck & Caster Co., Keo 


; ; -* » - 
kuk, lowa, has purchased the machin - 
ery, goodwill and other assets of The Sy g, < +4 
Lanham Co., Louisville, K kid plat- | 7s : 
form manutacture! : 
Lhe Lanham firm is 
m of the Lanham Har 
g ( 
Thomas ‘Truck & Ca 
makes industrial trucks, trailer 
ers and wheels, will continue 
the Lanham trade name on Re-Nu top 
ind Rollaway steelbound skids, Cowan 
tvpe skids, stacking bins and _ steel 
bound boxes now being made in K 
kuk, the management announc« 
Construction of a new 
building to ¢ xpand the Tho Distributors were invited to a recent New York demonstration of a new light-heav. 
facturing facilities at Ke ik and i veight 14-2 HP radial saw introduced by Walker-Tumer Division, Kearney and 
tegrate the Lanham line I inde! lrecker Corp. Director of Education, Dr. F. G. Finsterbach, demonstrates features 
f new saw to audience comprised of Paul J. Luisi, Hansen & Hasle, Brooklyn; Jess 
Lanham Co name } Welch, Wilson, Haight, Welch & Grober, New York: Ben W loretsky, Central 
to The Lanham Skid Cx Machinery Co., Paterson, N. J.; W. J. Antener and E. G. Ryan, Walker-Turner: 
of Thome: Track & ¢ A. Y. Loftus Schultz & Anderson Co., Newark, N. J.;: Gerry Isaksen, Hansen & 
Pict nt ne alll ten cantinned te Ha le; William Cossin, P. C. Ric hard & Son, Inc., Ozone Park, L. |.; Larry Russell 
oie ‘ailiie ‘eiienmeneiiiiiemn dinette W alker-Turner; | \. Dorney, Klingelhofer Machine Tool Ce Inc New York; 
PE PECoee 5 . Martin Miller, Walker-Turner 
the country 





Scovill Enlarges 


| Los Angeles Quarters 


af » >; > 4 
Beaver I Ipe Pools S ill Nitg. Co. has moved its Los 


Names General Manager | Angeles warehouse and sales offices to 


v and larger quarters at 6464 East 
Charles T. Everett has been Ce lotilla St. 


} 
executi V1 NCS! t ! ! 
. itive <i aoe The headquarters will serve the mill 


manager of Beaver 


po a id manufacturing sales departments 


( the main plant in Waterbur 
Conn.; Waterville Division at Water 
lle, Conn.; and A. Schrader’s Son 
Division at Brooklyn, N. Y. Kenneth 
\l. Reid, district manager, said the 
nove from the firm’s old quarters at 
7 South Soto was necessary to ac 
ilditional space for stock for the 
Angeles and Pacific Coast area. 
Walter R. Allen is resident super 


James E. Kuppe 


Carver Pump Co. 
Fire Damages Names Sales Manager 


i 
| ~ ag ye) le > .—e 
vyracust Warehouse Carver Pump Co has appointed 


| caused several hundred thou James E. Kuppe as sales manager, suc 
ind dollars’ worth of damage to the ceeding Robert E. Tanner, vice pre 
Syracuse, N. Y., warehouse of Rose, | dent and general manager, in the post 
Kimball & Baxter, Inc.. Elmira, N. Y., | which Mr. Tanner held in addition 
n August 16 to other duties. 
Company officials said inventory on Mr. Kuppe has been a sales repre 
it the fire’s start was worth at | sentative for the company, and lately 
t $500,000. and damage was ex issistant sales manager In his last 
ive. The firm will ship merchan post he developed and maintained 
lise from its Elmira headquarters until the company’s sales and distributor 
. the damaged building can be repaired, organization and supervised the work 
Charles T. Everett the management announced of field representatives 
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Tube Turns Plastics to Make Pipe Fittings 


Carl McLaughlin 


Plastics, Inc., a new 
jointly by 
National 
Jackson & 
industrial 
custom 


lurn 
firm, has been 
lube ‘Turns Division of 
Cylinder Gas Co. and 
Church Co. to manufacture 
plastic pipe fittings and 
molded products 
Capitalized at 


Lubx 
organized 


$1.500.000. the 


Handling Specialist 
Joins R. K. Hanson 


L.. West Shea, past president and 
director of the Material Handling In 
stitute, has joined the staff of R. K 
Hanson Associates 

With Union Metal Mfg. Co. as 
manager of its Material Handling Di 
vision since 1939, he will devote his 
time to material handling sales, mat 
keting consultation and trade associa 
tion work 

He has also done material handling 
sales engineering for The Morrison 
Co. and Mullins Mfg. Co. 

Mr. Shea’s headquartets will be in 
Pittsburgh 


L. West Shea 





| thermoplastics and 


company will be located in Louisville, 
Ky. Its officials said they expect to 
market the fittings through industrial 
supply houses, pipe jobbers and other 
channels serving the oil, paper, chemi- 
cal, food and allied industries. 

\ patented process of injection 
molding ot unplasticized polyvinyl 


| chloride will be used in manutacture, 
| following the 


acquisition of injection 
molding machines from Jackson & 
Church. Fittings and custom molded 
products will also be made from other 
from thermoset 
ting plastics, it was announced. 

G. O. Boomer, chairman of the 
executive committee of National 
Cylinder Gas and president of The 
Girdler Co., is president of Tube 
l'urns Plastics. David L. Perrot, chair 
man of the board and executive com 
mittee of Jackson & Church, has been 
named board chairman, and Carl Mc- 
Laughlin, tormerly assistant to the 
lube Turns executive vice-president, 
becomes executive vice-president. 
James W. Hendry and John G. Seiler 


were clected vice-presidents 


Frank M. Goodman 


Maurey Mfg. Names 
Midwest Manager 


Maurey Mfg. Co 
M. Goodman district 
for Ohio, western Pennsylvania 
eastern Michigan. 

During some 24 years in the in- 
dustry, Mr. Goodman has worked for 
Delta Power Tool Division and Skil 
Corp., specializing to a large extent in 
fractional horsepower V-drive prob- 
lems. 

He will handle the complete 
Maurey line of fractional and multiple 
V-drive equipment, including V-pul- 
levs and V-belts, and drive accessories. 


has named Frank 
managet 
and 


sales 
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| quired by Republic recently. 


William C. Schnackel 


General Sales Manager 
Named by Round Chain 


William C. Schnackel has been ap 
pointed general manager of sales of 
Republic Steel Corp.’s Round Chain 
Division. 

With Republic’s New York district 
sales office for the last seven years, he 
will make his new headquarters in 
Cleveland. 

Mr. Schnackel joined Republic in 
1942, working first in the metallurgy 
department at the Cleveland Steel 
plant. In 1945 he was appointed ana 
lyst in the commercial research divi 
sion, and in 1947 was assigned to New 
York as a sales representative. 

Ihe Round Chain division, which 
includes the plants and business of the 
Cleveland Chain & Mfg. Co. and its 
affiliated companies, known as the 
Round Chain companies, was ac 
Plants 
are in Cleveland; Bridgeport, Conn.; 
Trenton, N. J.; Seattle, Wash.; and 
San Francisco, Calif. The division has 
warehouses in Los Angeles; Chicago; 
Birmingham; Portland, Ore.; St. Louis 


| and Kansas City. 





Calif., 


NEW PLANT at Costa Mesa, 
will give the year-old Tapmatic Corp., 
tapping attachment maker, some 94, 
000 sq. ft. of space. Part is finished. 








Mueller Brass Acquires 
Sheet Aluminum Corp. 
As Step in Expansion 


Mueller Brass Co., Port Huron, 
Mich., has purchased the entire capi 
tal stock of Sheet Aluminum Corp. of 
Jackson, Mich., for undisclosed 
sum from the estate of the late George 
\l. Carter and other shareholders 

I’. L. Riggin, Sr., Mueller Brass 
president, said the purchase marked 
“another step” in Mueller’s expansion 
and diversification program. In 1951, 
Mueller purchased Valley Metal Prod 
ucts Co. 

Sheet Aluminum, which was incor 
porated in 1925, will be operated as a 
wholly-owned Mueller subsidiary. At 
present, it is a producer of aluminum 
sheet and strip. No management 
changes are contemplated now, Muel 
ler officials said. 

Mueller Brass makes tube 
and solder type fittings, and valves, 
driers, fittings and accessories for the 
refrigeration and air conditioning in 
dustries 


an 


C Oppel! 


E. A. Bartolina 


Division Manager 
Named by Moorlane 


Moorlane Co., Tulsa, Okla., has ap 
pointed E. A. Bartolina manager of 
the Moorlane Manufacturing Divi 
sion. 

A graduate of the University of 
Oklahoma and an Air Force veteran 
of World War II, he was with Con 
solidated Gas Utilities Corp fore 
joining Moorlane. 

He succeeds Rex Bircket, 
with the company 


DE 


no longer 


Heads Haverstick Branch 


Frank Zahniser, formerly with Grin 
nell Co., has been appointed manager 
of the Niagara Falls, N. Y., branch of 
Haverstick & Co., Rochester, N. ¥ 








Republic Supply Co. of California, Los Angeles, recently held a special training 
course in human relations for this group of supervisors, shown meeting to receive 
certificates from John J. Pike, president (standing center rear). 


One-man rule in industry is becom 
ing a thing of the past, John J. Pike, 
president of Republic Supply Co. of 
California, told a group of the com- 
pany’s supervisors recently on com- 
pletion of a company course in human 
relations. 

“We are steadily moving into an era 
in business management in which rule 
by one man is becoming quite rare in 


larger organizations,” he said. “Also 


gaining momentum is the sympathetic 
understanding and application of good 
human relations by all levels of super- 
vision. Industry now has a trend toward 
a greater delegation of responsibility 
and authority with emphasis on hu 
man relations so that a well-run busi 
ness is virtually a joint enterprise with 
all of the employees participating im 
one degree or another.” 

Mr 
supervisors who had completed the 
course. He said similar training courses 
will be given throughout the organiza 
tion at all levels of management, in- 
cluding executive personnel 


Steel Service Mfg. Buys 
Former Advance Line 


Steel Service Mfg. Co. of Steuben- 
ville, Ohio, has purchased the Steel 
Equipment Line formerly manufac 
tured by Advance Metal Products 
Corp. of Chicago. 

Advance’s present operation will be 


Pike presented certificates to | 


Robert Keach 


Thermoid Names 


Industrial Rubber Head 


Ihermoid Co. has appointed Rob- 
ert Keach, former vice-president and 
general manager of Quaker Rubber 
Corp., as manager of its Industrial 
Rubber Division, succeeding Lloyd R. 
Leaver. Mr. Leaver is continuing in a 
consulting capacity. 

Mr. Keach has also been plant man 


| ager of the Industrial Rubber Products 


consolidated with that of Steel Service 


to offer a complete line for factories, 
shops, warehouses and other users, 

Steel Service’s management 
nounced. Steel Service makes lockers, 
ibinets and steel ceilings 


an- 


| 


Division of Firestone Rubber Co. 


Plan Power Show 


Plans are being readied for the 21st 
National Power Show, to be held 
December 2-7 at the Commercial 
Museum, Philadelphia. The event is 
sponsored by the American Society of 
Mechanical Engineers. 
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Cullman Wheel Co. Names Sales Managers 


Robert M. Miller 


( ull ha 


Robert M 


i Wheel ¢ has ippointed 

Miller as Eastern sales 
nanager and Roy C. Heinz as West 
m Divisional manager 

Operating out of Chicago, Mr. Mil 
Kast of the 
the Illinois and 
With the firm 
since been manager of 
industrial 1951 Before 
that he held various management posts 
ind worked in the company’s engi 
neering ficld sales division. 

Mr. Heinz’s territory extends West 
ward from the Mississippi and includes 
Illinois and Wisconsin With the 
company 1941, he started in 
city later held several sales 
executive posts. He became assistant 
1946 and manager 
distributor sales in 195] 


cl will SUPCTVISC sales 


Mississippi exclud 
Wisconsin territories 


1933, he 


lng 


has 


sale S$ since 


since 
sales and 


sales manager in 


John Weekes Moving 
to New Building 


John Weekes & Son, Watertown 
mh a started 
new warehouse and office building on 
the Black River Road to replace the 
company’s present headquarters 

John F. Shriver said the 
structure will be completed in about 
three s. The build 
ing which the firm occupies at 
224 I ictory st 


s out 


has construction of a 


president 
month three-story 
t now 
will be sold when the 
hrm move 
I'he new building 
sq tt. of floor 
it will enable the 
materials handling through use of a 
new covered loading dock 60 ft. long 
lhe company’s over-all activities at the 
new location will be expanded in the 
he said 


will have 16,000 
Mr. Shriver said 
hrm to improve its 


sp ict 


near futu 


district 





handling equipment 
| Sanitation equipment 


Roy C. Heinz 


New Sales Offices 
Opened by Chain Belt 


Chain Belt Co. has opened new 
sales offices in Charlotte, 
N. C.; Cincinnati, and Moline, III 

The three offices bring to 32 the 
company's total of offices and ware 
houses in principal cities. In charge 
of the districts are: Ray Traylor, 
Charlotte; Charles Stanton, Cincin 
nati; and Bruce Genzel, Moline 

All three managers have been sales 
engineers for the company for a num 
ber of vears—Mr. Travlor, 34 
Mr. Stanton, 9 years and Mr 
zel, 54 vears 

Ihe three offices will administer 
sales in the company’s complete line 
of chain, sprockets, bulk material 
bearings and 


VCa}§&s; 
Gen 


Heller Willi Head 
Foundry Group’s 
New Washington Office 


C. R. Heller, manager of Link-Belt 
Co.’s Washington, D. C., office, has 
been appointed executive secretary 
treasurer of the Foundry Equipment 
Manufacturers Association. 

He will head the new Washington 
headquarters of the Association, until 
now located in Cleveland 

One-time vice-president of The 
Jeffrey Mfg. Co., which he served fo 
30 vears, Mr. Heller headed the Wat 
Production Board’s Materials Han 
dling Equipment Branch for five years 
during World War II. He has 
aged Link-Belt’s Washington 
for seven vears. 

The Foundry 
consists of 61 


man 


office 


Equipment group 
COM pallies who ire 
major suppliers to the foundry indus 
trv. It was organized in Cleveland in 


1919 


Cc. R. Heller 





Why Is America Great? 


J. J. Badalli, president of Stand 
ard Equipment & Supply Co., 
Hammond, Ind., says he discov 
ered for himself recently one rea 
son for the United States’ world 
leadership 

During a three-month European 
tour, he made a point of talking 
to people wherever he met them, 
particularly in remote places. On 
his return he posted a note on his 
bulletin board, which said in part 

“Many people throughout Europe 
aren’t certain as to what really 
makes America great and gives it 





Distributor Has Answer 


world leadership. I'm convinced 
that we have the largest standard 
ized market in the Vhis 
came about through advertising 
media which supported personal 


T) 
ils 


wants 


world 


sales promotion in every field 
effort standardized 
throughout nation, which 
necessitated mass production, cre 
ited jobs, gave us low costs and 
This I believe the 
prosperity ind our 
the 
liffer 


cre ited 
Our 


high wages 
basis of our 
higher standard of living, 
big thing wherein 


ul] countries.” 


one 


from 
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The Electric Powered Yale Load King 


does big hoisting jobs 
at low cost 








Prospects become customers when you 
tell them about YALE Hoist features, like 
those listed below. And, you can easily 
find .. . in the complete YALE line... a 
Hand or Electric Hoist to fit the needs of 


everyone you Call on. 


Whatever YALE Hoist you sell, you 
know the purchaser is getting a trouble- 
free tool . . . developed after years of 
research and testing . . . built to highest 
standards of quality and performance. A 
smooth-running Hoist means a satisfied 
customer...ends unprofitable service calls. 

Equally important, you . . . as a Dis- 
tributor of YALE Hoists . . . benefit from 
the tested advertising program that tells 
the YALE story to every Hoist prospect 
on your list. 


Descriptive Data About 


The Yale Load King * 
Electric Hoist ; 
Capacities %, 5, &, 1, 1's ty 
tons (other Yale Hoists i nal 
available in capacities from : 


% to 40 tons). 


Automatic, st-scting load brake Ie INDUSTRIAL LIFT TRUCKS 


Cool running A.C. or D.C. motor. 


Availabe in wire rope or chain models Ja AND HOISTS 


Lug. trolley, and hook suspension. Also motor driven trolley. 
Push button control for easy, one hand operation *Reg. U. S. Pat. Off 


GAS, ELECTRIC, DIESEL & LP-GAS INDUSTRIAL TRUCKS - WORKSAVERS - HAND TRUCKS-HAND & ELECTRIC HOISTS + PUL-LIFTS 
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**Sellin Is M Business e ec oe Dol schedule my calls 
y 


on a “best time” basis? . . . Realize the importance of knowing about the products I sell? 


first and last calls with special care.” a regular calling time. It’s a nuisance 
One of the most effective methods _ If more did so, I'd waste, not conserv 

of annoying customers, he points out, my time. The opportunity to plan m 
to call at 8:30 a.m. or 4 p.m. on own schedule would be out the win 

those who don’t like to see salesmen dow as I couldn’t make it flexibl 

9-30 or after 3. But many other cnough to work.” 

customers—notably defense plants and 

mall shops—begin work at 8 and 

welcome early risers; still others are 

not in the habit of hibernating to 

clear their desks in the late afternoon 

Lunch hours varv also, so estimated 

place of arrival at midday 


ire important too, he points out 
Working the routines, habits, quirks 
ind prejudices of customers into the 
TED LAMB: chedule is a must, says Mr. Lamb 


One man may lunch from 12 to 1, 
inother from | to 2, still another from 


A Good Schedule 12:15 until 2. Mv own lunch has to 
Prevents 3:30 Letdown irv accordingly. Also, I have to know 
| 


vhether the man is in his most re 


time and 


When I first started selling,” says ceptive mood before or after lunch, 


led Lamb of Hansen & Yorke Co when he attends his meetings, when 
New York Cit | often found mvself he likes to get ready for the dash to J. C. SECCOMBE: 
out on the street at 3:30 in the after the 4:45 train.’ 

= 


noon, at losoe ends. I had made the Another principle is to group calls 


ills in the neighborhood, and the next in the same area for the same da Still No Substitute 
ustomer was miles awav. Or else L[had Once Mr. Lamb spent an entire da For Product Knowledge 


10 idea where to go next, because the making calls in a single office building 


uunds [I was prepared for were fin 1 rare opportunity but well worth “During my 28 years of selling 
ished. By the time I got oriented, it striving for, he thinks dustrial supplies,” savs J. C. Seccomb« 


vould be quarter to four, and soon Chen there’s the problem of flexi of Industrial Supply Co., De 
too late to see anybody. Then I bility. Mr. Lamb has no self-imposed have found no substitute 
began to realize that my time was rule to make every call he has sched- most cases a regular cali day 


vorth too much to fritter away in the ule 1 dav, or even a week. Some of vour customers will 


1 in 
late afternoons, early mornings and weeks, for example, he may make only _ saves time and makes it possib! 
midday hours. I believe a salesman half or a third of his usual number; on more people.” 


] 


who does not hedule his calls in but he will work into the next schedule Knowledge of the it 


some wav cannot be successful.” the important ones he missed. In- must, according to Mr. Seccomb« 
After that, says Mr. Lamb, he s quiries (which he collects nightly at cially since selling has becom 
up a scheduling system based on the office) may call for follow-up at and more specialized. As specializa 


quick-reference record of calls. Using odd hours, unanticipated delays crop _ increases, the trained salesman 


looseleaf pages. he listed all account up, and long (and often productive knows his house’s lines is gett 


I 
f y +} 
ul 


down column, and drew in other _ sessions in customers’ plants interrupt, ind more business awa\ 


vertica lumns representing week ind sometimes all but demolish, the who are content to b« 


After he makes the dav schedule temporarily. That’s why Mr “It has also been m 
them off in the appro Lamb maintains, “The first require savs Mr. Seccombe, “that most custom 
| 


Then, each evening, with ment is flexibility.” ers like to see and feel the items 


1 in front of him, he One wav he makes th hedule sell. It’s not enough to show a 
hedule of calls for the more flexible, and avoids the 3:3 from a catalog—vou have t 
pocket notebook down in case of unforeseen man a tool that he can feel 
the end product of ngs is by listing more call e work. This catches 
is on knows he can handle that day he won't forget wher 
f selli 


It’s bec 1LISC ft the need l method sc 


bility that Mr. Lamb dislikes appoint other 


Plot ments. “Several accounts do 
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Scouting 
for Customers? 


To reach out for more business, use 
the ‘yellow pages’ of the Classified 
Telephone Directory. 


That's a sure way to build sales. 
Surveys prove that the ‘yellow pages’ 
are used by buyers of industrial 


products and equipment all over the country. 


You can get new customers .. . keep 
contact with old ones... by advertising under 
appropriate classifications in the Classified 
where prospects are likely to look for the 


advertised brands and services you sell. 


Scouting for business is economical and 


effective when you use the ‘yellow pages’. 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Abrasive Belt 


Eliminates Fire Hazards 
And Oily Conditions 


coated-abrasive 
intro 


wide 
belt has 


A new 50-in 
Resinwet cloth 
duced 

According to the maker the new 
belts are sater because the water-cool- 
ant method eliminates fire hazards 
caused from sparks, and also eliminates 
caused by use of 


been 


oily conditions 
petroleum-base coolants 

[he new resin waterproof cloth 
belts are said to be more effective be 
use cutting grits bite more sharply 
ind remove greater amounts of stock 
than surfaces covered with oil 

Michigan Abrasive Co., Detroit 


Gear-Motors 


New FHP Line, 
Smaller, Lighter 


\ new line of FHP gear-motors, said 
to be smaller and lighter than previous 
designs, has been announced 

According to the maker, because the 


driving motor is close-coupled and 


INDUSTRIAL DISTRIBUTION 


positively geared to the output shaft, 
the right-angle and concentric-shaft 
gear motors offer trans 
mission of torque, uniform speed, and 
no slippage 

The motors are 
ternally to reverse the 
shaft rotation 

he concentric-shaft is available in 
ratings of 4, 4, 4 and 7 hp, from 
13.5 to 520 rpm, 115/230 volts single 
phase and 220/440 volts three phase. 

Uhe right-angle shaft gear motor is 
wailable in the same hp ratings and 
voltages from 24 to 148 rpm 

General Electric Company, Sche 


nectady, N. Y 


mMaxinuM 


reconnectable ex 
direction of 


Woodworking Machine 


Radial Arm, 
Multi-Purpose 


A new model woodworking ma 
chine, the GWI, has been added t 
the company’s line of “Power Shop” 
equipment 

Some of the features claimed in 
clude: new motor to develop full 14 
hp., provided with a voltage-change 
switch for operation on either 115 or 
230 volt, single phase current; 10-in 
blade standard cut-off 
capacity on l-inch material 16-inches; 


maximum depth of cut three full 


equipment, 


inches; multi-color Plextone finish, red 


control handles; safety lock 
carrying 


plastic 


switch; built-in handles for 
portability 

DeWalt Inc., Subsidiary 
Machine & Foundry Co., 


Pa 


American 
Lancaster, 
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V-Belting 
In 100-Ft 
Pull-Out Package 


A new V-Belting said to 
round leather belting for sewing ma 


1 
replac 
replace 


chines, shoe machines, business ma 
chines, printing equipment and 
ilar applications, has been announced 

According to the the new 


belting which is 1 


maker 
npletel m 
stretches less; resists slippage 
heat; fabric-and-neoprene con 
resists hook pull-out; splicing 
by use of wire belt hooks 

A modern 100 foot pull-out pack 
affords case of storage and conver 
in cutting required lengths 

Boston Woven [lose ai 


Company, Boston 


tr 


Speed Reducers 


New Line For 
Vertical Mounting 


A new line of Shaft-King speed re 








TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





base: two proce ody OCU] 
: m to permit unlimited exten 
new units are availabk both f table to ram height 
13 to 1 and 20 to | mos | ] c new press 1s available 
ments through 42 hp. The od having cylinders of 4, 
be supplied with a torqu m id in bores Power factors of 
load release said ( iplet s are 12.56, 19.63, 28.18 and 


protection to e driven machu . til ir line pressure respec 


motor and drive, for operatior 
hoke or shock loads m rice Machine Products, Los An- 
new units ar¢ ud ft 
to ipplic ition 


machine shaft 


n or nearly so 
i? 


Fire Pump 


For Fire Fighting 
And Booster Service 


\ new portable fire pump, powered 
in S4 hp gasoline engine, said to 
produce the capacity and pressures 1 
quired to effectively operate either one 
24-in or two 14-in lines, has been an 
ll yunced 
Ihe mplete pump is supplied on 
rigid welded steel base and i 
quipped with spring loaded and 1 
tractable handles. It measures 21-2-in 
: ; long, 204-in wide, and 22-in high, and 
Electric Hoists veighs 160 Ibs. complete 
According to the maker, the new 
Wire Rope, fre pump conforms with recommenda 
Drum Type tions of the National Fire Protection 
\ssociation, and its performance ex 
eeds the NFPA minimum requir 
ment 
Marlow Pumps, Div. of Bell & Gos 
tt Company, Ridgewood, N. |] 


ish button con 
Known as S 
ts, have 


wailable with 





Air Presses | capacities of 1000 and : 
gned r pl uction lifting 
Z bate von tas : Sprinkler Kit 
apacity Kange un nclud of 
For Installing Permanent 


Underground Lawn System 


\ new, Do-It-Yourself kit, said to 


nal 


le anyone to install his own pet 
manent underground lawn sprinkling 
tem, been developed 
I'he new Perma-Sprinkler is con 
tructed of corrosion proof polyethy 
Shaw-Box Cram ne plasti iid to withstand freezing 
f Mar g, Maxwell yore, It temperatures during winter month 
\fuskegon. Mich Continued on page 137 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 





BALANCED 








YOUR CUSTOMERS 
WILL AGREE THAT... 


For accuracy and long life, nothing equals the 












tehielalauee (aalela principle of tap rel -2 dle lal elaleMaalelal’ a 
2 = 
welal 1a And they'll agree It's penny-wise ~ . 
~ = 
and pound-foolish to compromise with the quality a 


of the tool 


AN 





Gr 
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f 








ft 
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Exact Flute Spacing Uniform Flute Contours Precision Chip Driver Contours Accurate and Concentric Chamfers 
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THEY KNOW NATIONAL REAMERS — 


—AND WANT THEM 


Your experienced customers know that long tool-life in reamers _ 
depends on (1) size-accuracy and proper design in the original — 
teol, plus (2) care in material selection and heat treatment. Your 


experienced customers know that Nationa! Cutting Tools have 
the Edge! 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, mat cage Distributors in principal cities. Factory Branches: 
New York rot * Chicago : Dallas . — 
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Foremen’'s Desks 

Service Carts Shelf Box Cases 

Cabinet Tables Stacking Boxes 

Drawer Cases Nesting and Stacking Pans 
Shelf Boxes Tool Boxes 

Too! Stands Metal Shelf Doors 














Three pieces of our new 
durable, practical shop 
equipment of heavy gauge 
steel. (Above) Shelf Box 
Case that holds up to 252 
or more sections for small 
parts. (Right) Shelf Box, 
with dividers. (Left) Fore- 
man’s Cabinet Type Desk. 





o broaden our usefulness to you and to your 
customers, we take pleasure in announcing that 
through our purchase of the production facilities of 
Advance Metal Products Corp., you can now sell 
your customers the quality steel equipment they 
need for their factories and shops — as well as the 
famous Steel-Pride lockers and cabinets already well 
known in their offices. They'll find greater conven- 





Steel-Pride Cabinet and Locker, both made 
with the famous JET-LOK® Construc- 
tion, which saves hours of assembly time, 
and makes these lockers and cabinets All of this equipment is of heavy-gauge steel, hand- 
rigid, durable, pilfer-proof. some, and built to stand rugged wear. Send the 

coupon today for the complete catalogue and price list. 


ience, greater economy — and so will you — from 
placing all these orders with the same source. 


We are equipped to make special items to your specifications 


WE SELL ONLY THROUGH DEALERS, 
NEVER DIRECT 


Steubenville, Ohio 


a 
steel-prid 


r 
STEEL SERVICE MANUFACTURING CO. ID 1054 
| 
l 


Please send me catalog and prices of 
() STEEL-PRIDE shop equipment: [] Lockers and Cabinets. 





MANUFACTURING CO. 
STEUBENVILLE, OHIO. 


{ ZONE __ STATE 
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On The Market Today 


Starts on page 132 





It does not have to be drained, and 
features water-tight threaded joints 
said to open to maximum efficiency 
on as little as twenty pounds water 
pressure. 

[he Perma-Sprinkler is 
in two standard kit 
100 ft of plastic pipe and seven sprink 
covering 1,600 


available 
Sizes: including 


ler heads, square-feet 


irea; junior kit with 50 ft plastic pipe 
ind four sprinkler heads, covering 900 
square-feet area. 

Only tocls needed are a spade and 
i knife; complete installation is said 
to take three hours. 

Quaker Rubber Corporation, Div 
H. K. Porter Co., Inc., Philadelphia 


(Next page, please 





Index 


Abrasive Belt 
Michigan Abrasive Co 
Gear-Motors 
General Electric Company 
Woodworking Machine 
DeWalt Inc., Subsidiary Amer 
can Machine & Foundry Co 
V-Belting 
Boston Woven Hose 
Company 


and R 


Speed Reducers 
The American Pulley Company 
Air Presses 
Price Machine 
Electric Hoists 
Shaw-Box Crane & Hoist Div 
Manning, Maxwell & Moor 
Inc 


Product 


Fire Pump 
Marlow Pumps, Diy 
Gossett Company 
Sprinkler Kit 
Quaker Rubber Corp., 
Porter Co., In 
Taping Gun 
Minnesota Mining 
turing Co 


ind Manufa 


Sander 
Wen Products, In 
Gyro-Vise 
The Columbian Vise & Mfg 
Co 
Spindle Stop 
T'age Anderson Machine W 
V Link Belting 
Brammer Cor 
Sealer 
Adhesives & Coatings Div., Min 
nesota Mining & Mfg. C 
Pillow Blocks 
Ahlberg Bearing Cx 
Centrifugal Pump 
Bell & Gossett Company 


oration 


mpan 


Grinder 
The Standard Electrical 
Company 
Indexing Chuck 
The Cushman Chuck Cor 
Acid Hose 
Republic Rubber Division, | 
Rubber & Tire Corporatior 
Gage Kit 
The Sheffield Corporation 





of Manufacturers’ 


Products 


Power Hack Saw 
Lipe-Rollway Co 
Motor Pulleys 
Gerbing Mfg. Corp 
Valve Body 
United States 
Poly Vv Drive 


Browning 


Rubber Co 
Manufacturing Com 
pany 
Abrasive Wheels 
Metal Removal Co 
Power Tool Workshop 
The Duro Metal Products Com 
pany 
Valve 
Ohio Brass (¢ 
Drill Kit 
The Black & Decker Mfg. Co 
Ball Valve 


Jamesbury 


mpany 


Corp 
Plastic Pipe 
Munray 
Chain Saw 
Porter-Cable Machine Co 

Neoprene Gloves 
Charleston Rubber Company 


Products, Inc 


Dispensing Nozzle 

OPW Corporation 
Sander 

Chor Power Tool Company 
Rivets 

Pheoll Manufacturing Co 
Cable Cutter 

(he Thomas & 
Vise 

The Ct 
Loc kers 

Penn Metal Cc 

P nna 

Belt Lacer 

Clipper Belt Lacer Company 
Cam Clutches 

Morse Chain Company 
Motor Switch 

In-Sink-Erator Mfg 
lap Bushing 

B Industries 
Motor Base 

| B W ood s Sons Co 
( ouplings 

Guardian Produc 
Steel Rules 

Brown & Sharpe Mfg. Co 


Betts Co 


tanite Corporation 


rporation of 


Company 


ts Corporation 
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this name 

on a chuck 

is your guarantee 
of 


dependability 
saleability 


customer 
satisfaction 





ite om 10 


| 
| 
| 
| 


standard and special applications. 
Get the Horton Story NOW! 


_ THE E. HORTON & SON CO. 
WINDSOR LOCKS, CONN. 





OVERHEAD 


“MATERIALS 
HANDLING 
EQUIPMENT 


GOOD... because you can recommend 
—without reservation—the CM Electric or 
Hand Hoist exactly right for your cus- 
tomer’s needs...and every industry is a 
customer. 

STEADY... because hoists are in year 
‘round demand. Convincing ads in lead- 
ing industrial publications maintain con- 
tacts...hold established CM prefe: ence... 
direct new customers your way. 


PROFITABLE... because Industrial 
buyers and executives recognize CM 
equipment as a service-proven line 
backed by over 70 years of hoist manu- 
facturing experience. No special sales 
training necessary and the unit of sale 
produces a well worthwhile net profit. 


HOISTS « TROLLEYS 
TRAVELING CRANES: 


Cif COMET 


Ye to 2 ton capacities. Portable, 
compact and rugged electric chain 
hoist. Available in push button 
and pendant rope contro! models 
Plug in on 110, 220 or 440 volt 
power lines 


Cif METEOR 


Y% to 5 ton capacities. Fast, low headroom heavy 
duty wire rope electric hoist. Single and two 
speed models. Many exclusive features. 


Cf CYCLONE 


% to 10 ton capacities 
Lightest weight and most 
efficient chain hoist. Rug- 
ged aluminum alloy con- 
struction for heavy duty 
and long life 


Cif PULLER 


%, 1%, 3 and 6 ton capac- 
ities. Lifts and pulls at any 
angle. For 1,001 jobs. Low- 
cost. Safe and easy to 


Cpewrereree 


eee 


g = 


operate 


Cc 


Cif TROLLEYS 


Low headroom. Tandem, Matchless 
and Moore styles. Plain, geared or 
motor driven. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 


TONAWANDA, NEW YORK 


DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKIMNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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Taping Gun 


Dispenses Plastic 
Electrical Tape 

A new “taping gun”, called Model 
E-2, specifically designed for 2-in. wide 
“Scotch” brand plastic electrical tape 
No. 33, has been announced 

Weighing less than 20 oz., with a 
36-yard roll of tape in the circular 
magazine, the gun is said to make it 
possible to bundle wires and cut tape 
in single motion taking approximately 
one second. 

With the exception of grip and cut 
ting button, which are molded from 
high-impact styrene plastic, the taping 
gun is of all-steel construction 

Minnesota Mining and Manufactur 
ing Co., St. Paul, Minn 


Sander 
New Type, 
Small Motor 


electric sande 


Model No. 303 
polisher recently introduced is said to 
feature a new type, small motor 

According to the manufacturer, op 
eration is quiet, smoother and cooler, 
with vibration reduced to a minimum 
Plugged into 110-120 volt ac, 60 cycle, 
it is said to deliver 14,400 strokes per 
minute. Throw is approximately 4 
under load: working area 13} 
inches; weight 24 Ibs 


It is available in complete kit 

















THE ALLEN NEWSLETTER 


TO INDUSTRIAL DISTRIBUTORS 


FROM THE ALLEN MANUFACTURING. CO. 


Gentlemen: 


We're already looking forward to 
our selling effort in 1955. On Sep— 
tember 20, 21 and 22 at Riversea Inn, 
Fenwick, Conn. we held a meeting of 
Allen District Representatives and 
Agents. We discussed business trends, 
selling problems, advertising and sim— 
ilar subjects. But important to you, 
we spent many hours on how to cooper— 
ate most effectively with the distrib-— 
utor. At the same time, future Allen 
products were unveiled. You'll hear 
more about this later. 


* * * * * 


MAN—OF—-THE—MONTH 


Friend J. Whitney, 

V.P. and Treasurer 

More than just a 
V.P. is "Whit" Whitney, 
who recently celebrated 
his 25th year with 
Allen. In that time, 
rising from bookkeeper 
to secretary, then 
treasurer and director, 
"Whit" has contacted many Allen dis— 
tributors on credits, billings and 
Similar problems. He's typical of 
Allen's progressive management who 
have never lost sight of their basic 
aim — a friendly distributor-—manufac— 
turer relationship. 


* * * * * 


WINNER OF THE JULY CONTEST 


(How valuable are inquiries 
referred to you from the plant?) 


BILL MORRISON 
Sales Representative 
Jones & Auerbacher, Inc. 
Newark, N. J. 

Limited space forces 
us to omit many of 


suggestions. Here are 
only a few of them — 

i. "...shows customer the 
close relationship between Allen and 
distributor. 

"... opening wedge to new accounts." 

General inquiries can be made more 
useful by — "...giving past experi-—- 
ence with account so we can be pre— 
pared on call." 





HARTFORD 2, CONNECTICUT 


TRY YOUR HAND 
AT THIS MONTH'S CONTEST: 


WHAT SHOULD WE FURNISH THE DISTRIBUTOR 
IN THE LINE OF SALES AIDS (SAMPLES, 
DIRECT MAIL FOLDERS, ETC.) AND WHY? 
For the best | 
letter post- 
marked before 
midnight 
December l, 
we'll award a 
Stanley Tool 
Board (mason— 
ite board with 
mounting hooks and 33 fine Stanley 
Handyman Tools). No entries returned, 
judges' decision final. Winner will be 
announced in the first issue of 1955. 








. * * . a7 


Here's remembrance ad-— 
vertising not as pretty as 
a "cheesecake" calendar 
but a lot more useful. 
It's a Key Fit Table, var- 
nished to prevent soiling. 
It can be hung in a con- 
venient spot in the plant 
for ready reference by 
everyone who uses Allen 
products. Space at the bottom is for 
your name and address to be printed. 
Order some from our Sales Represen-— 
tative or Advertising Department. 
They're free. 


* * _ * ” 


We're calling attention to the 
Pocket Calculator once more, not that 
it needs additional publicity, but to 
help in ordering them for your custo— 
mers' engineers and designers. To 
save time and effort in mailing, just 
send us the names of those you want to 
receive this handy calculator. We'll 
take care of the mailing and address— 
ing for you. 

Cordially yours, 


ALLEN MANUFACTURING COMPANY 


LOS 


W. D. Horner 
Sales Manager 
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PLATEGRI 


PLATE FASTENERS FOR CONVEYOR BELTS 








Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 
assures smooth 


So 2 Fee oe) Boo 8 2 oe ee eee 
5350 Northwest Highway, CHICAGO 30. U.S.A 


OLD FRIENDS 


ta You aud Your Customers 


PRENTISS 


“BULL DOG’ VISES 


For 85 years Prentiss have 
proven to be high quality 
vises that have stayed sold 
and brought distributors re- 
peat profitable business. 


The Sales Policy is 
100% through Distributors 


PRENTISS VISE DIVISION, MERIDEN, CONN. 


OF THE CHARLES PARKER CO. 


/-PRENTISS | 
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prised of sander-polisher in crackle 
finish metal box, 6 sheets of assorted 
garnet and aluminum oxide papers, 


plus 2 fine polishing cloths. 
Wen Products, Inc., Chicago 


Gyro-Vise 


Operates Upright 
Or on Its Side 


The new Gyro-Vise No. 724, said 
to work equally well in any upright o1 
on-its-side position, has been an- 
nounced. 

It rotates in a full circle and locks 
automatically when its jaws are tight 
ened. The jaws, 24-in. wide and 
4}-in. deep, have maximum opening 
of 5-in. Overall height is 104-in., 
weight 16 Ibs. 

The Columbian Vise & Mfg. Co.. 
Cleveland, Ohio 


Spindle Stop 


Fits Any 
Lathe Spindle 


A new spindle stop, said to be de 
signed so that it can be used on any 
attachment or fixture that employs a 
draw bar, has been announced 

[It is available in a compiete range 
of sizes to ft any common lathe spin- 
dle. Size of the spindle stop is de 
termined by the diameter of the lathe 
spindle. 

Advantages claimed by the maker 


S- 
































Pump room at State Teachers College in Fredonia, N.Y. “Featherweight” 85% Magnesia Insulation was installed on heating equipment 
and K&M Duplex Pipe Insulation was used on cold water lines. Plumbing and heating contractor — Sans Corporation, Jamestown, N. Y. 


Insulation contractor —E. J. Eddy, Ir Buffalo, N.Y Owner 


State of New York — Architect: Cornelius J. White, State Architect 


““FEATHERWEIGHT” 85% MAGNESIA 
keeps your inventory to a minimum 


Every size and thickness of “Featherweight” 85% 
Magnesia fits into or over another size and thickness. 
This feature makes it easier for you to stock, handle 
and sell this top-quality insulation. 

And—to makea more effective insulation—you simply 
add another layer. It’s easy to see how “‘Featherweight” 
85% Magnesia keeps your inventory at a minimum, 
cuts down on the number of special factory orders and 
enables you to fill many unusual requirements out 
of stock. 

What a top-notch product ‘Featherweight’ 85% 
Magnesia is! Made of 85% basic carbonate of 
Magnesia and asbestos fiber, it effectively insulates 


piping and equipment with temperatures up to 600°F. 

K&M Duplex Pipe Insulation has a universal finer of 
saturated felt impregnated with a special water-proofing 
compound. It is adaptable to hot or cold water pipes 
and is effective for temperatures between 40° and 212°F. 

New and now available is ‘‘Featherweight” Water- 
Resistant Magnesia insulation for temperatures up to 
450°F. It is used underground where severe water expo- 
sure may damage the insulation or on indoor steam 
heated lines and equipment where high humidity and 
moisture are present. 

For an exceptionally outstanding line of low pressure 
insulations, write us today for complete information. 


KEASBEY & MATTISON company «~ AMBLER + PENNSYLVANIA 


. Keasbey & Mattison has made if serve mankind since 1873 


Noture mode osbesfos . . 
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Expert CATALOG BUYING 
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r 
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was never more umportant 
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A sound catalog investment clearly 
calls for the following advantages: 
(1) the services of a catalog house that 
is equipped to proceed on its own, and 
leave your hands as free as possible for 
the extra effort of getting business; 
(2) a delivery schedule that insures you a 
supply of catalogs when you need and 
want them; (3) a catalog that is 
Quality-compiled and Quality-produced 
a credit to, your house, and a selling- 
and-service tool that will please the 
buyer, because it is built to promote 
the efficiency and satisfaction of his 
buying operation. 
When business must be fought for, the 
Quality catalog is the tool that will 
give the best account of itself in terms 


of cost and results. Call us! 





The Lakeside Press 
R. R. DONNELLEY & SONS COMPANY 


Catalog Compiling Department 
350 East Twenty-second Street 


Chicago 16 


PRINTERS * BINDERS * ENGRAVERS 


LITHOGRAPHERS 
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include: ease of installation; reduction 
of set-up time; can be used as collet 
as well as chuck or face plate adapta- 
tions; allows work to be held to full 
depth of hollow spindle; prevents spin- 
dle distortion; allows accurate duplica- 
tion of production pieces. 

Tage Anderson Machine Works, 
Rockford, Illinois 


V Link Belting 
More Plies 
In Each Size 


A new, improved ““V”’ link belting, 
said to incorporate a new rubber com- 
pound and special weave fabric, has 
been announced. 

The new detachable link type 
V-belting is said to provide greater 
resistance to stretch; more plies in 
each size for higher power capacity; 
improved flexibility; greater resistance 
to shock, fatigue and abrasion; and 
longer life, 

Part of the maker's identification 
system, this new belt is known as 
“Red”, as distinguished from oil- 
resistant “Green”, and static-conduc- 
tive “Black” belting. 

Brammer Corporation. New York, 
MN. 3. 


Sealer 


Protects Against 
Unauthorized Entry 


Positive protection against un- 
authorized entry is said to be provided 
by a new Tamper Proof Sealer EC- 
1252. 

The new fast drying sealer is ap- 
plied over adjustable or removable 
parts to indicate changes in adjustment 
or other evidence of tampering by a 
break in the seal when the part is 
altered in position. 

EC-1252 is said to be designed to 
adhere well to aluminum and steel. 
Low temperature adhesion is claimed 
to be good and dried sealer can be 
heated slightly above 200 deg. F. for 
short periods with no sagging or loss 
of adhesion, 

Adhesives and Coatings Division, 
Minnesota Mining @& Maaufacturing 
Co., Detroit 

(Continued on page 146) 





The CONBRACO Line Offers You 
a Beautiful Profit Picture 


iy SEN 








The many dealers and distributors selling to the ever-expanding 
circle of Consolidated Brass customers have found that with CON- 
BRACO fittings sales go up and STAY up. The complete line of 
Consolidated Brass Products covers a wide range—plumbing and 
heating supplies, gas and tube fittings, lubricating devices, etc. 
CONBRACO has all the facilities to meet any requirements when 
your customers ask for “specials.” With 50 years of progressive 
manufacturing experience, Consolidated Brass Co. guarantees you 
and your customers the best—based on its high standards of pro- 
duction, quality control and fair pricing. 


The widely diversified CONBRACO line, expertly manufactured by 
the Consolidated Brass Co., assures you of substantial initial profits 
and increasing repeat orders from the customers you are sure to 
establish in a great variety of industries. 


Let the soaring sales possibilities offered by the CONBRACO line 
complete your profit picture. Write, wire or phone . . . get the whole 
story now (and, if you wish, a catalog) about the fast turnover pos- 
sibilities with the dependable, well established line of Consolidated 
Brass Company profit producers. 


“WHEN YOU THINK OF BRASS .. . THINK OF CONSOLIDATED FIRST” 


| : BRASS COMPANY 
DETROIT 9- MICHIGAN 
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Clinton Service is everywhere. Over Clinton backs you with hard hitting prc- This new, lightweight 4-cycle gasoline 
6000 Clinton Service Centers are motion directed to the industrial buyer. engine packs tremendous power—weighs 
located throughout the nation. Clinton presells your market. only 19 pounds. 
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Meet The 


| BIG NEW NAME IN 
INDUSTRIAL SALES 


A frank discussion of new, profitable lines for you to 
handle and why you will want to handle them. 


These are the facts about the Clinton Line. 


1. There are 14 basic models of Clinton Gasoline 
Engines from 1 to 9 horsepower in 2 and 4 cycle opera- 
tion—with innumerable variations in design to meet 
any industrial need. 

2. Recently, Clinton has added 3 new basic models of 
engines to its line . . . a new lightweight 4-cycle model, 
as well as 6 and 9 horsepower models. Clinton gives 
you the most wanted features your customer is looking 
for—Quick, Easy Starts—Less Weight—Greater Power 
—Plus Thrifty Operating Economy. Clinton is first with 
the new developments in Gasoline Engines. 


3. Over 2,500,000 Clinton Gasoline Engines are now 
in use throughout the world. Clinton Engines are widely 


accepted in industry—a fact which makes your selling 
job infinitely easier. 

4. You handle America’s new best seller in chainsaws 
when you carry the Clinton Chainsaw Line. You are 
able to offer industry 3 conventional models of chain- 


saws—plus the new Clinton Bowsaw—plus a full line 
of chainsaw attachments. Clinton Chainsaws have big 
chainsaw features including the Tillotson Diaphragm 


Carburetor—split second swivel to any cutting position 
—and a new safety sight guide. 

5. Service on Clinton Products is available to your 
industrial buyers from the more than 6000 Clinton 
Service Centers located across the country. Service 
like this can help you make the sale. Refer to the map 
below. Each of the dots on that map is an actual 
functioning Clinton Service Center. 

To be frank—the potential sales volume on these 
Clinton Products is tremendous. Clinton furnishes the 
promotion fuel to help you set your industrial area 
afire with demand for the name CLINTON... the 
promotion that gets your name and the name of Clinton 
into the minds of every prospect. 

We offer you here the great adventure of going up 
and up with one of the growingest companies in America. 
You now have a satisfying and profitable opportunity 
facing you—opportunity in the form of a double bar- 
relled line of products with the new features, new 
tempting prices, and a new power range that makes 
sales to industry easy . . . opportunity to make a worth- 
while addition to your line. If you see the great potential 
in affiliating yourself with Clinton, and would like a 
more complete picture of Clinton and you working 
together, would you send the coupon, wire or phone 
us immediately. 


CLINTON MACHINE COMPANY 


Engine Division Dept. L-3 


Maquoketa, lowa 


Chainsaw Division 
Clinton, Michigan 


Over 2,500,000 Clinton Gasoline Engines Now In Use Throughout The World 


ao 











this is a 
GREAT OPPORTUNITY FOR YOU! 


CLINTON MACHINE COMPANY— Dept. L-3 
Engine Division, Maquoketa, lowa 
Send me additional information on a Clinton Industrial Franchise 


[_} Please have your representative call. 





ally hundreds of industrial applications. horsepower model. 


Here's Clinton's new 6 horsepower gaso- The most powerful engine in the Clinton Name 
line engine. It's the ideal engine for liter- Gasoline Engine Line—it's the husky 9 


Firm 


Address 











City 
State -_ 


Seeeeeeeeeeacaseseeenaucaed 
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THIS AD SALESMAN 
IS ON THE JOB 
WORKING FOR YOU! 


Crosby LOAD-RATED Blocks rate 
high in sales power because they 
are backed by a hard-hitting 
national advertising capaign, plus 
a yeor around direct mail promo- 
tion, telling your customers every- 
where to specify Crosby Blocks. 


Cash in on this growing demand 
by asking for your order of 
individually-packaged Crosby 
LOAD-RATED Blocks on every call. 


Industry’s “First Choice” For Safety 


For safety on the job, the 

Crosby Products working capacity of each 

Division block is embossed on the 
American Hoist & Derrick Co. _ side plates. 


St. Paul 1, Minnesota 
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Pillow Blocks 


Improved Shaft Locking, 
New Lubricant Fitting 


Improvements in the maker’s light 
duty ED series of regular and rubber 
insulated ball bearing pillow block and 
flange mountings have been an- 
nounced. 

According to the manufacturer, all 
are now equipped with double set 
screws for more permanent shaft lock 
ing, and units now have a standard 
gun type of lubricant fitting instead of 
the ball check oil fitting formerly used. 

Ihe series includes the ED pillow 
block, the FED flange, and the EDR 
rubber-insulated pillow block with rub- 
ber mounting. 

Ahlberg Bearing Company, Chi 
cago, Illinois 





Centrifugal Pump 


Boosts Inadequate 
Water Pressures 


\ centrifugal pump of corrosion 
resistant bronze construction, recom 
mended as a pressure booster where 
pressures developed by existing pump- 
ing stations are inadequate, has been 
introduced. 

\vailable in many sizes, it is said to 
utilize a specially designed and con- 
structed sleeve bearing motor for quiet 
operation. ‘Lhe pump can be installed 
directly in the lead-in pipe from the 
water main and is operated auto 
natically by a switch which detects 
changes in water pressure. When city 
water pressure drops below a mini 
mum setting, the switch is said to start 
the pump to increase water pressure. 

Bell & Gossett Company, Morton 
Grove, Illinois 





FREE Offer Set to Boost Sales 
for Luffy SLING Distributors! 


Users Urged to Try a 
Tuffy SLING 


at No Cost! 


Union Wire Rope Announces a new, enlarged 
advertising campaign. It’s based on a pre- 
vious limited test which proved a tremendous 
business getter. 


Page Advertisements running in leading 
industrial magazines offer a 3-ft. Tuffy 
Sling absolutely free. Readers are urged to 
make any test they want...compare Tuffy 
to any other sling. 


The Hundreds of Inquiries will be turned 
over to Tuffy distributors. Your salesmen AR ie the tougheat ng fon zl that Tully 
will be talking to prospects who are look- ¢ that mates! © speciatly uectnat’s Tortere- ost Your p 
all-ar ufty Slings in fentatne machine Tralded sitive! The 
re fabric 


ing for a nearby outlet for this entirely ; abeorbe Inad nhegittness. Tutt " Construction taken reanet, 
‘se ° . ° <n rae Png ‘ ordinary reo int that cay 

different 9-part machine braided wire es of - "0p? slings to tai; 
ahric cling shaties ’ 

fabr 1c ing. tions j ra complica rm ~ resist Kinkings sone extra-fexible to 


yOu can str, uu can k 
"al ink i 
terial damage whiten it out Without m 

a 


leop iy faeces 
find your Tere Kink ty dork Ht Youn 


“See Your Distributor” is given strong mia ~ 
° . ’ y 

emphasis in each advertisement. A . ‘ ‘ rence Ture ne and ie 

copy block, circled in the ad shown mene Service wow) 


* and savings; *** for you 


here, tells buyers to contact their - 
Tuffy distributor and emphasizes the 

service distributors offer. Following 

ads will cover other aspects of distrib- 

utor services, while continuing to 

direct the reader to his Tuffy Dis- 

tributor 


UNUSUAL 
“REPEAT-ORDER RECORD” This advertisement, 


appearing in the OCTOBER issue 
4 of NATIONAL SAFETY NEWS, PLANT ENGI- 
Proof of Growing Demand NEERING, FACTORY MANAGEMENT & MAIN- 
TENANCE, MILL & FACTORY, STEEL, FOUNDRY, 


STEEL EQUIPMENT & MAINTENANCE NEWS, 
for Tuffy SLINGS PURCHASING, PETROLEUM REFINER, PIPE LINE 

INDUSTRY will be telling more than 305,753 
readers to see you for Tuffy Slings! 


One Tuffy Sale Makes Many for the 


distributors who handle Tuffy TEAR OFF AND MAIL COUPON NOW! 


Slings! Users try ’em once, then re- 


order time after time! That’s proof Fxiyr ' 

Tuffy Slings are made to ot the UNION (Here Kone. corporation | 

service your customers want... Sx 

proof Tuffy Slings are a good turn- 

over and profitable line for dis- 
| ’ 

tributors to handle! Yes! | want to cash in on the extra-profits opportunity that the new Tuffy Sling 

campaign offers me! Please rush complete information on the Tuffy Sling plan. 


2236 Manchester Avenue, Kansas City 26, Missouri 
Specialists in High Carbon Wire, Wire Rope and Braided Wire Fabric 


Get Your Share of the sales that the 
new Tuffy advertising campaign 
will be sending your way—sales you FIRM NAME 
will be making in a ready-made 
market! Mail the coupon today for 
complete information on the Tuffy 
distributor plan of your area! 











ADDRESS___ 


CITY. ZONE STATE 
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CALDER ... the Dresser Line 


for Bigger Profits ... Easier Sales 





BUILT RIGHT—Best materials throughout tool 
steel cutters .. Right and Left hand Threaded Bushings 





for Automatic Tightening 


Grinder 
Adjustable Guards, 
Quick Wheel Change 


Ihe addition of a new grinder to 
their line of infinitely variable speed 
snagging grinders has been announced 
by the company. 

EASY TO HOLD— Extra Type 10GVS double end grinder 
is said to feature guards of structural 
plate steel with adjustment to com 
for smooth handling. pensate for wheel wear. Each guard 

has stationary exhaust outlet. Wheel 

Aliso CALDER Fine Diamond Dressing Tools change is facilitated by quick-acting 
latches securing the hinged guard 

SOLD ONLY THROUGH DISTRIBUTORS covers, and no wrenches are needed. 
Some of the features claimed by 

the manufacturer include: 10 HP 


C A L D ig R M A N U FA C T U R | N G C @) a motor on rear of base moves in a dove 


9049 North Prince Street . Lescaster, Pennsylvania sg which = an a gib 
gidity; grinder accommodates 

two 20-in diameter x 3-in face grind 

ing wheels and the infinitely variable 

speed drive maintains constant cutting 

speed through wheel life with simul 


* tancous adjustment of grinding wheel 
guards for maximum protection in re¢ 
lation to worn wheel diameters 


Ihe design for vitrified bond wheels 


Weight well distributed 





will maintain 6500 SFPM, for resi 


* 2 a 
gives Equipto Units noid bond wheels 9500 SFPM 


throughout wheel life 
The Standard Electrical Tool Com 


3 big advantages pany, Cincinnati 


60% FASTER ASSEMBLY. No QUICKER SHELF ADJUSTMENT. Can ; 
fumb! with nuts, bolts, be instantly shifted without moving ad- Indexing Chuck 


end 8. Fewer Parts. jecent units ... adjusts on 142" centers. Lee 
2-Jaw Power Or 


GREATER SHELF CAPACITY. 
Cech shelf will carry 600 Ibs. 
without manent deflection 

2000 ibs. when reinforced 


Scroll Operated 


’ 
. 


New 2-jaw power or scroll operated 
indexing chucks for holding work 
pieces having opposed and angula. 
surfaces in specific relation to one 
SHELF ASSEMBLY another, thereby permitting precision 
(Right Diegrom)— machining of all faces without having 


_ FRONT VIEW &  's to unload and rechuck the workpiece, 
showing how stud tight- & 

ens against shelf in sloping keyhole as have been deve loped. 
more weight is applied to shelf ~~ According to the manufacturer, a 
(Left Diagram)—BOTTOM VIEW CROSS gene: . ) 4 . 

Sal cscs tuner 0 cued witch eneral descriptic n of the chuck is as 
combines with slope in keyhole to form follow 3. | he Cc huc k body has two 
Menten! and changeset of gripe. arms extending outward from the face 


and on which are mounted special 
master jaws. The master jaws are 


enna ocean Qrueeaeree ayer 
¢ 
. 
- 


+... 


*IRON-GRIP 


~ 


Send for complete 32 page free catalog 





DIVISION OF AURORA EQUIPMENT COMPANY actuated by levers and move in and 
825 Prairie Ave., Aurora, Ill out in relation to center of chuck face 
Stee! Shelving Parts Bins . . . Drawer Units plane. Centered on the master jaws 
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We're choosey 
“9 about friends 


ys. 


— lf. 


Heller distributors enjoy the advantages and 
protection of a highly selective sales policy. 
Heller goes all out to give the best in factory 
service and friendly cooperation. Our sales 
representatives are always available, aggres- 
sive advertising builds national acceptance, 
product development gives you a complete 


line. 


We pick our friends and we keep them. 


America’s oldest 
file manufacturer 


... and still pioneering 


HELLER BROTHERS CO. 


FILES and TOOLS 
ANew leey Corporation «= sl CNNEWCOMERSTOWN, OHIO, U.S.A. 
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are the revolving jaws which rotate at 
right angles to the master jaw action 
lkormed jaws, which actually hold the 
workpiece, are fastened to the revoly 
ing jaws, permitting the workpiece, 
though secureiv held, to be rotated 
between the master jaws. Thus, the 
machine operator can revolve the 
workpiece from station to station for 
each machining operation 

[The Cushman Chuck Company, 
Hartford, Conn 


Acid Hose 


For Concentrated 
Acid Solutions 


\ new type of hose tube compound 


3 habbitts and 1 solder for bath suction and discharge hose i 


a wide variety of sizes has been an- 
nounced. 


do a job together According to the maker, the new 


acid hose will safely conduct sulphuric 
icid 66 deg. baume, 70% hydrofluoric 


The job is to make you money. Federated 


icid, concentrated chromic a ind 


Castomati Bar Solder and Big 3 Babbitts do it concentrated nitric acid 
Republic Rubber Divisio: Le« 
consistently because they sell easily. ag : 
Rubber & Tire Corporation, Youngs 
town, Ohio 


Castomatic Solder is macfiine-cast, as opposed to 


the usual hand-cast bars. Its advantages are commonly known G Ki 
i age Kit 
in the trade. Only Federated can make it. It sells. g 


3 to 12-in Range 
The Federated Big 3 Babbitts—-\ XXX Nickel, Of Adjustment 


Merit Metal and Frictionless cover the full range \ new adjustable Airebore gage kit 
for inspecting any size hole between 

of white bearing metal needs. You can stock only . _s ; 
}-in to 12-in diameter for size, taper 


ind out-of-roundness, has 
, : nounced 
Federated leaders . . . you'll sell them fast. The gage consists 


these three and satisfy any babbitt need. Stock these 


shaped spindle bod\ 
mounted a Plunjet 


Federated Metals Division 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5S, N. Y. 
tn Canada: Federated Metals Canada, Lid., Toronto and Montreal a. 
Aluminum, Magnesium, Babbitts, Brass, Bronze, Anodes, Zinc Dust, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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ARMSTRONG 


TOOL HOLDERS ... 
for every operation! 


There are ARMSTRONG TOOL HOLDERS in sizes and types 
for every operation on lathes, planers, slotters and shapers— 
for the heaviest cuts; for the most delicate cuts. 

With Standard shaped cutters, bits and biades of 
ARMSTRONG HIGH SPEED ARMALOY (Cast Alloy) and 
ARMIDE (Carbide-Tipped) they provide a system of tooling 
that assures maximum production per machine hour, lower tool 
costs, and high machining profits. 

Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are being 
bought continuously . . . are a constant source of profit to 
the Industrial Distributors who catalog stock and display 
them. It is a profitable practice to put the question, “What 
ARMSTRONG TOOL HOLDERS do you need?” 


Write for our New $-48 Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave., Chicago 30, Illinois 
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MORE RUGGED!| 


SLUGALL 


WINCH HOIST) 


NEW MODELS 


...plus new, 


LARGER 
DISCOUNTS 


Now, Lug-All, the leading portable winch- 
hoist. introduces newly designed, job- 
tested models—huskier than ever! Not a 
“warmed-over” design, but THE really 
new portable winch-hoist. 


3 CAPACITIES 


All improvements are included on every 
model without any increase in price—on 
the 1% ton, the Ty ton and the % ton 
Lug Alls. 


MARINE MODELS OPEN 
NEW SALES OPPORTUNITIES 


All three capacities also avaiiable in rust- 
resistant, corrosion resistant models that 
have passed severe salt-spray tests. Open 
up new hoist accounts with mines, chem- 
jcal plants, ship owners ... wherever 
corrosion is a problem. 

Some territories still open for aggres 
sive, established distributors. 


WRITE TODAY... 
THE LUG-ALL COMPANY 


WYNNEWOOD 11 PENNA. 
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interchangeable 
ents: centering foot, handle connector, 
length extensions, and adjustment 
screw. The gaging cartridge, connected 
to a column type Precisionaire is said 
to provide 1000 to 1 amplification. 

Another new product announced by 
the company is Plunjet steel and stone 
flatness gages. 

The standard steel flatness gage 
has a 4é-in x 6-in serrated surface 
plate with an overall flatness of fifty 
millionths. Standard stone flatness 
gages are made of pink granite, four 
inches thick, and have same flatness 
as the steel. 

They are available in four standard 
sizes: 8 x 12-in and 12 x 12-in with 
two ledges; 12 x 18-in and 18 x 18-in 
with four ledges. 

The Sheffield Corporation, Dayton 
Ohio 


and these compon- 


Power Hack Saw 


Portable, Works 
In Any Position 


\ new Hand-I-Hack portable power 
saw, said to cut metal, plastic or fibre 
stock of 3-in. or less diameter, at any 
angle from 45 to 90 degrees, in any 
position, has been announced. 

Weighing 48 lbs., the new saw blade 
draw cuts and then lifts on its re- 
turn stroke, said to eliminate the 
necessity for weights. This action is 
claimed to enable use vertically, hori- 
zontally or upside down 

With its work vise clamped to a 
stanchion or pipe, the saw is self- 
supporting, ready to make repeated 
cuts within a tolerance of .010-inches. 

Lipe-Rollway Co., Syracuse 
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It's easy to see 


@@@ what CARBORUNDUM 1s doing for 
Distributors in '54. Just look at this 
compelling, full-color ‘stopper’... 
read the thought-provoking story 


Your customers, foo, 
will find 


It's hard to mise 


e seas they see this powerful mes- 
sage and many others like it— 
in their favorite metal-working 
magazines throughout the year. 


[t's yours to use 


eeea hard-working tool to help you 
sell more quality abrasive products 
to customers and prospects... 


abrasive products by 


CARBORUNDUM 


REGISTERED TRADE MARK 


Tue CarsorunpuM Company, Niagara Falls, N. Y. 








Slice through any metal in second 

12 to 20 times faster than with a 
power hacksaw. Keep tolerances 
within thousandths. . . eliminate de 
burring and smoothing needed 
after shearing or flame-cutting. Do 


all chis— and lower production costs, 


too—with Abrasive Cut-Off Wheels 
by CARBORUNDUM. Rubber Bond for 
wet cutting ... smooth, clean, close- 
tolerance cuts—free from burr, discol- 
oration and other surface change 
Resinoid Bond for dry cutting 

when speed is more essential than fin- 


Through application “know-how” and product quality 


ish. Tough, reinforced CARBOFLEX 
Wheels for more severe operations, 
including portable cut-off. Get expert 
counsel from your CARBORUNDUM 
Distributor or Salesman. He's ready 
to serve you—with complete stocks, 
prompt delivery. 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually puts more in your abrasive 





OUT OF STOCK-- 


and in trouble 


on standard 


products? 


YOU'RE 
IN STOCK - - 


and far ahead with 


HARTFORD 24-HOUR SERVICE 


When HARTFORD is your source of supply you're way ahead — both 
in time and money. HARTFORD'S 24-hour service means that you don’t 
have to tie up working capital in extensive stocks of standard products. 
Yet, you can still give your customers the prompt service they demand. 
That's because your orders are shipped within 24 hours of the time they're 
received in fact, many orders are en route the same day they come in 

HARTFORD inventories 2,371 standard products for “right-now’ 


shipment you know you can get it from HARTFORD. ITEMS FOR 
“RIGHT NOW” 
SHIPMENT 


Remember too, HARTFORD has long experience in manufacturing 
to the exacting demands of the aircraft industry. With HARTFORD'S 


men and machines tight tolerances are the normal order of business. 


THE HARTFORD MACHINE SCREW COMPANY 


P. O. BOX 1440 @ HARTFORD 2, CONNECTICUT 











Now... 


You can produce MORE for LESS with 
“ONE STOP” TOOLING SERVICE 


Profit, today, must come from 
production . . . with overhead, 
sales, labor, and material costs at 
constant or increasing high levels. 
The need to produce more prod- 
uct for the same money or the 
same volume of product for less 


money makes tooling the key to 
profit! 

Only Firth Sterling can serve 
you so completely in solving the 
tooling problems that enable you 
to make production profits . . . for 
these six convincing reasons: 


UNBIASED RECOMMENDATIONS Because Firth Sterling makes both 
steel and carbide tooling materials, you get completely unbiased 
recommendations. The exactly right tools or tooling materials will be 
matched to your production needs, resulting in better, faster, cheaper 
production. 


UNLIMITED SELECTION On/y Firth Sterling offers so many grades, 
styles and sizes of both steels and carbides from one source of supply 
... 16 High Speed Steels, 53 Tool and Die Steels, 6 High Temperature 
Alloys, 12 Tungsten Carbides embracing standard tools and tips, 
toolholders and inserts, dies, perforators, and “specials” plus Chromium 
Carbides, Stainless Specialties, Titanium Carbide Cermets, Firth Heavy 
Metal, and Zirconium! 


EFFECTIVE NATIONAL DISTRIBUTION Three plants, 4 warehouses, 11 
branch offices and 135 distributors strategically located in the manu- 
facturing centers of the country assure readily accessible supply sources 
for all your tooling needs. 


CONSTANT RESEARCH Continuing full-scale research with emphasis 
on product improvement, specialty steels, carbides, new metals and 
new methods assures you years-ahead tooling procedures when you 
make Firth Sterling your one-stop source of supply. 


PACKAGED TOOL LINE The most complete line of packaged tools 
available comes in standard quantities, easy to handle, stock, identify 
and inventory ... in both steel and carbide. 

ONE SOURCE MAKES SENSE Yes, only Firth Sterling can so adequately 
provide one-stop, one-source-of-supply tooling service with its assur- 
ance of unbiased recommendations, simplified lower-cost ordering . . . 
resulting in better, faster, cheaper production. It makes sense, doesn’t 
it? Ask Firth Sterling to analyze your tooling problems . . . to produce 


more for less. 


Eisth Sterling 


—Inc— 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 


PRODIICTS OF FIRTH STERLING METALLURGY 


Sintered Tungsten Cartide 
Firth Heavy Meta! 
Chromum Carbide: 

High Temperature Cermet 


High Speed Steels 

Tool and Die Steels 
Stainless Specialties 
High Temperature Alloys 


OFFICES AND WAREHOUSES*: BIRMINGHAM CHICAGO* CLEVELAND DAYTON DETROIT* HARTFORD? 
HOUSTON LOS ANGELES* NEWYORK PHILADELPHIA PITTSBURGH WASHINGTON WESTFIELD, NJ. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 





ANOTHER ap 
nOW @Ppearing in aa, , 
nes to 


help sell Your customers on U-w quality. 





Motor Pulleys 
Variable Pitch, 
“A” Section 


\ new addition to the maker’s linc 
of Var'A’Cone variable pitch motor 
pulleys, the No. 30, has been an 

Weldiess hex heads are drilled nounced 


and tapped in perfect alignment Said to be small, compact, and eco 


nomical, the No. 30 is recommended 


so that end fittings pull even! 
95 P ve for office equipment, blowers, con 
eyors, and low cost machinery 
Standard “A” section belts are used 


] 1750 


maximum hp. rating is 4 @ 


RPM. The new pulley is machined o 


+ 


Reins are designed substantially : fee 7 
cast iron, with no interlocking discs, 
wider than end fittings to pro- and features oi) impregnated bearings, 
tect threads. with easy through shaft mountin 
Gerbing Mfg Corp., Northbr 
Ill 


End fittings are straightened be- 
fore threading for free turning 
with close tolerances, 


Drop-forged flattened steel hook 
has extra thickness at point of 


greatest stress. Valve Body 


Corrosive-Resistant, 
Non-Contaminating 
\ new lightweight, valve body mad 
f styrene copolymer called Uscolite, 

@ Upson-Walton rope fittings are has been announced 
sold through selected distribu- Its 3-in diameter is said to handle 


tors everywhere to assure you: food products, sensitive chemical solu 
' ‘ tions and acids destructive to ordinary 
ps co delivery from stock. Be, pipe. Described as odorless, tasteless 
an opportunity to see Upson- . ind non-porous, thus bacteria-proof, 

» een products before buying. the valve body will not 
materials being handled nor will it 
ibsorb ingredients of one batch from 
Write for free catalog. transmission to the next, rding 

to the manufacturer 
sf THE UPSON-WALTON COMPANY Abo snnounced 1s complet 


ntaminate 
3. other valuable distributor services. 
] 
of three and four-inch pip hitting 


12500 ELMWOOD AVENUE - CLEVELAND Ill, OHIO f+ 
made oO le Same material 
Yi . Chi . Pittsbur . . 
New York icago ittsburgn United States Rubber ( _ 
YOU CAN DEPEND ON UPSON-WALTON’S LONG EXPERIENCE— ESTABLISHED 1871 York 
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It’s New! Tested! Proven! 


HY-PRO TAPS now come in 


RANSPARENT PACKAG 


«+e For Immediate 


Visible Identification! 


HY-PRO’S NEW PACKAGE CUTS COSTS! 


These new Hy-Pro containers have been designed to 
save you money in inventory counts, size and thread 
checks, storage space, shipping and handling... at 


no extra cost to you. 


Commercial ground taps are carried in blue boxes 
the precision ground in red. And a handy pocket 
reference chart is included under each tray. 


Recommend Hy-Pro to your customers. These new 

packages carry a full line of top quality taps, pro- 

duced by Hy-Pro’s engineer specialists. 
ADDITIONAL WAREHOUSES: 


OAKLAND 18, CALII DE 
PIEDMONT 5-433 UN 


6046 COLLEGE AVE 10428 W. MeNICHOLS RD 
r 
r 


ROIT 21, MICH 
VERSITY 4-1077 


6141 N. ELSTON AVE 9 EDISON PI 
CHICAGO, ILI NEWARK 5, N. J 
NEWCASTLE 1-648¢ MARKET 2-4318 


Here’s what Hy-Pro’s exclusive 
reinforced plastic packages 
mean to you: 


e Immediate visible identification 

e Faster Inventory 

e Quicker Running Counts of Taps Used 
e Instant Size & Thread Checks 

e Less Storage Space Needed 

e Greater Strength, No Warping 


e 80% Lighter Weight for Shipping 


..- Aft no extra cost to you! 


2 Re AS ce TNE I? FA ys BE 6 ad 


- PRO TOOL CO., NEW BEDFORD, MASS... U. 
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FITLER 


PURE MANILA 


ROPE 


“W ATERPROOFED” 


and 


“MILDEW-PROOFED” 


For your protection when buying rope look for 
the Blue and Yellow Registered Trade Mark 











Fitler research has developed a powerful 
new substance for the control of mildew, | 
mold fungi and bacteria with which each 
fiber of Fitler Pure Manila Rope is thor- 
oughly impregnated. Now, these age-old 
scavengers of cellulos>—digesting fungi 
which for hundreds of years have robbed 
good rope of useful service, can at last 
be controlled. 


CELEBRATING OUR 150TH ANNIVERSARY 1804-1954 


THE EDWIN H. FITLER CoO. 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 











Ks TYPE CHUCKS 


operating time 


MAGIC-TYPE CHUCKS 


Reduce production costs with Collis Magic Chucks. Now tools can be 
changed without stopping or slowing down the spindle. Boring, counter 
boring, drilling, reaming, tapping, etc., can be performed practically con- 


tinuously 


Let our 40 years of manufacturing experience help your customers select 
the proper equipment for the job. 


"Call COLLIS For Service” 
worm" THE COLLIS COMPANY iiiancarwscsse 


Dept. A, CLINTON, IOWA 
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Poly-V Drive 


Multiple V-Belts 
In A Single Unit 


Multiple V-belts moulded as a 
single unit and running on matching 
sheaves, have been added to the 
company’s line. 

According to the manufacturer, the 
Poly-V_ (Raybestos-Manhattan, Inc. 
registered trademark) drive combines 
the advantages of V-belts with the sim 
plicity of flat belts. Eliminating belt 
matching problems, it is claimed the 
units provide space saving with nar 
rower sheaves, shorter centers, and 
higher capacity with all members “in 
match” for constant and continuous 
uniform pull across the full belt and 
sheave width 

Browning Manufacturing Company, 


Maysville, Ky 


deTeos 


Abrasive Wheels 


Reinforced Against 
Peripheral Stresses 


\ recent development in grinding 
wheels has been made for applications 
where jamming, wedging, taper cut 
ting, notching, or portable cut-off 
work create a job hazard, according 
to an announcement from the manu 
facturer 

Designated as Saftex, regular hard 
resin wheels reinforced to take peri- 
pheral as well as side bending or 
wedging stresses, are available as 
straig ht wheels in thicknesses of 4-in. 
to lin. Available from 3-in to 12-in 
diameters, they are recommended for 
same applications as conventional 
wheels, but are claimed to provide 
greater measure of safety because of 
reinforcement against shattering. 

Saftex is also available in 7-in and 
9-in diameters as depressed center 
discs in 4, *s, 4 and #-in thicknesses 
for use on right angle grinding 

Metal Remo al Co., Chicago 




















Modern Functional 
Packaging 

by Mellowes 

LOCK WASHERS in COIN PAK 


Power Tool Workshop — with New Machine Crimped Tube! Sold only through 


Recognized Distributors 
Features Quick-Change 
Motor Mount Attachment 2-LABEL Telescope CARTONS 

A new power tool workshop com , 
posed of an 8-in tilting arbor 
+4-in jointer, 15-in jig saw, 
press, and a 27-in gap lathe has 
innounced. 


According to the manufacture: 
“quick-change” motor mount attach 


Te pe ene er te Cpe USE THEM LIKE THIS — | OR THIS — Yellow top | AND THIS — Open car- 

iny number of full size tools with a h pene - d insid 

wok nse: that tal es mone Black bottom up for the § up for conventional she ton telescoped inside cov- 

Se eS ne See we SEnemn new “upside down"’ shelf ff} stacking. er with readable right- 
Each power tool has its own mount stacking. side-up end label. 

ing bracket and belt tension rack. The 


otor has an attached motor mount 
ing tal which Sis eabe tes tool er LOCK WASHERS in JOB-PAK 
J lan: 








ket and locks automatically 


Optional units include a 10-in band f ie Wie : for 
saw, 6-in sander, a 10-in x 31-in lathe, wes  . “=e <z a= V | 
Wood top tool eo. Be Be ) oiume 


5-in and 6-in jointers | 
stands are also availabk : s : U 
[he Duro Metal Products Com vy mS S } sers 
pany, Chicago _ : 4 Sg , The contents of a keg 
in ONE Shipping Con- 
tainer, divided into 


Valve , than 6 equal cartons — 


Labeled and Counted. 
For Cleaning And 
Spraying Equipment 





\ new lever operated globe 
for use on cleaning and spraying equip 
ment has been introduced 

According to the manufa 

} 


can be used with steam at 1] I} y, 
pressure or water, oil or gas at 300 Il Sw, 
a 

ij PLEASE SEND US ITEMS CHECKED 


Free sample box of Lockwashers in Coin Pak 

Full information on Coin Pak Trial Order 

Free handy home assortment of plated lock Washers in Miniature JOB-PAK 
| List Prices and Discounts on all sizes of Lock Washers 


l 











COMPANY NAME 
BUYERS NAME 
ADDRESS 
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OVER YOUR TOOL 
STEEL FLAT STOCK 


... then try ATKI WS Silver Steel 


@ Oil hardening, electric furnace tool steel made to rigid 
specifications—latest metallurgical development. 


@ Precision-ground on all four surfaces. Sides parallel and 
square, free of defects and decarburization. 


@ Hardens deeply with closely refined grain structure —unusu- 


ally tough! 
@ Withstands many grinds—gives long production runs. 


@ Tendency to warp or change dimensions as result of heat 
treatment is negligible. 


@ Now available in all standard sizes. 


Use for dies in operations such as: Blanking ¢ Trimming ¢ Punching ¢ Forming 
@ Piercing @ Perforating ¢ Embossing . . . any work that demands accuracy. 


Cutting and finishing non-ferrous metals—particularly brass and bronze. 


Call Your Atkins Distributor 


ATKINS SAW DIVISION ATS 


BORG-WARNER CORPORATION See Sus | 
Indianapolis 9, Indiana 
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pressure. It is said to be leaktight, and 
is made of bronze with a reinforced 
stecl insert in the stem to prevent 
excessive wear from contact with the 
lever. 

The new valve is available in five 
sizes from 4-in to l-in and the } and 
j-in sizes can be used as compressed 
air blowguns. 

Ohio Brass Company, Mansfield, 
Ohio 


Drill Kit 


For Installation 
And Repairmen 


\ new 2-in. Utility drill kit, includ 
ing a steel box with g-in. Utility porta 
ble electric drill and an assortment of 
twist drill bits, carbide-tipped masonry 
bits, wood augers and hole saws, has 
been announced. 

The new drill, which has a no-load 
speed of 1,000 RPM is said to be 
powered and geared to correct torque 
and speed for maximum drilling efh- 
ciency with all types of bits, including 
wood augers up to j-in. and masonry 
bits up to 4-in. Drilling capacity is 
g-in. in steel and 3-in. in hardwood. 
The drill drives hole saws from ?-in. 
to 14-in. and aiso will drive the maker’s 
new saw attachment. 

The Black @& Decker Mfg. Co., 
Towson, Marvland 


Ball Valve 


Available In Same 
Material As Pipe 


New double-seal ball valves avail- 
able in the same material as pipe it 
self, thereby eliminating electrolytic 
action and corrosion, have been de 
veloped. 

According to the maker, use of th« 








THE FITTINGS THAT 
CAN REALLY TAKE IT! 


bow, tee and cross in a high pressure piping system is a point 
concentrated stress. W-S Forged Steel Fittings take this tough 
fervice in stride because they're fabricated and designed to resist 
pressure, heat, shock and vibration. They're drop forged of highest 
quality steel to produce a dense, tough, forged-fiber structure that 
can really take it. And careful heat treatment after forging develops 
the metallurgical properties of the steel to their fullest. 

Notice, too, how Watson-Stillman engineers have designed extra 
strength into the fittings. Long bands extend well beyond the threads 
or sockets to provide extra reinforcement. Wall thickness is carefully 
calculated to put extra metal at points of severest stress. 

W-S high-precision machining and rigorous inspection follow 
through to give you the fittings that mean stronger, tougher pipe 
joints. W-S Forged Steel Fittings are available in both Screw-End 
and Socket-Welding types in carbon, stainless and alloy steels. 


Sold Throuyh Leading Distriburors 


WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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WaSOY 
WITT CANS 
INWint \>- 


guaranteed 


~~ 1 
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— 
Pe em 


~ : 
¢ 
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= aa) f ae 
oe arene semen ead | = BF on 


<A at eet 


onees Cate ret Gere 


A pn ce Ti tum, F 
ee 


+ 
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WITT CANS and PAILS are guaran- 
teed to outlast 3 to 5 of the ordinary 
kind. Yet, in 54 years, not one guar- 
antee claim has been reported. It's 
no wonder, for today many WITT 
CANS and PAILS are still in excellent 
condition after five, ten, fifteen or 
even more years of service. Genera- 
tions of satisfied users report that a 
WITT survives severe treatment that 
soon wrecks the ordinary container. 
They prefer WITT as the best buy, 
regardless of price. 


Sell WITT CANS and PAILS . . . the 
WITT gucrontee will mean greater 
customer satisfaction and surer 
profits. 


WITT CANS AND PAILS 


HAVE THE “RIGHT“ANGLE fi 
rr, 


“Originators of the Corrugated Can™ 


| THE WITT CORNICE COMPANY 
1 2111 WINCHELL AVE, CINCINNATI 14, OHIO 


Please send me your FREE Catolog. 
Neme 


Address 


ee | 


double-seal ball principal has made 
possible production of valves in alu- 
minum, brass, bronze, monel, stain- 
less, carbon steel and other wrought 
alloys, with seats and packages in 
Buna-N, Neoprene, Silicone, Teflon 
and Kel-I 

rhe ball-type valve is claimed to 
permit full, round, non-turbulent flow; 
positive shut-off is maintained under 
vacuum and abrasive and corrosive 
service conditions at 300 and 600 psi 
working pressures 

Valve opening and closing is ef 
fected through } turn of lever handle. 
Valve stem may be removed for re 
packing while valve remains in line 
Sizes available range from }-in to 2-in 
inclusive 

Jamesbury Corp., Worcester, Mass. 


Plastic Pipe 


Lightweight, Withstands 
Effects of Sunlight 


A new polyethylene-base flexible 
plastic pipe, designed to eliminate the 
deteriorating effect of sunlight, has 
been announced 

Said to be non-toxic and non-con 
taminating, it is recommended by the 
maker in buried as well as above-grade 
installations in all types of domestic, 
farm, industrial, chemical and food 
processing applications, within its 
tem perature and pressure properties. 

rhe new all-purpose plastic pipe is 
furnished in 9 standard sizes up to 
6-in. in diameter, in continuous coils 
up to 400 feet depending upon di- 
ameter; complete line of fittings are 
ilso available 

Munray Products, Inc., Cleveland 
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\You can probably put up a pretty 
sharp sales argument. But when it 
comes to pressure gauges, you don’t 
have to go on the defensive. Not if 
you recommend MARSH! 

We couldn't say this if the Marsh 
line hadn't already done its OWN 
talking . . . on the job. Practically 
all the big developments in pressure 
gauges and dial thermometers were 
pioneered by Jas. P. Marsh... 
and now look at those current 
developments—the Conoweld tube, 
the Marshalloy case, and the ad- 
vanced movement. All this and the 
“Recalibrator” too! 

Advertisements like that above are 
telling the story of Marsh leadership 
in publications read by your cus- 
tomers. There is a Marsh gauge or 
dial thermometer for every need — 
each the best of its kind. Just say 
MARSH and end all arguments! Ask 
for latest information. 


MARSH INSTRUMENT CO. 
Sales offiliate of Jos. P. Marsh Corporation 
DEPT. C., SKOKIE, ILL 


GAUGES + VALVES + TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 











$700 was saved because Weldolets were 
used on the welded header shown at left. 
(Actual on-the-job photo.) 

if you are interested in saving money 
for your customers write us for further 


particulars. 
Weldolets are available in all principal cities 
from selective warehousing distributors. 


WELDING FITTINGS DIVISION 


FORGE & TOOL WORKS 


734 MEADOW STREET, ALLENTOWN, PENNA. 
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HOLDING POWER >—— 


ANCHORING 


& DRILLING DEVICES 


SST OSeScce 


ARROFIUTE CARBIDE MASONRY DRILL 7 


CaS 


LAG SCREW EXPANSION SHIELD 


A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 


odie 


O-E EXPANSION SHIELD 


MACHINE SCREW ANCHOR 


STUD BOLT ANCHOR 


'EAD SCREW ANCHOR 
hy 


4 | 
wre | 


MAL-LEAD BOLT ANCHOR 


smd) 


TWO WING 
SPRING-TYPE 
TOGGLE BOLT 


g Sita. 
SPRING HEAD 
STEEL TOGGLE BOLT 


a RIVETED ~ 


TOGGLE BOLT 


C=) 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 


THREE-POINT DRILL POINT 


S—— 


FOUR-POINT DRILL POINT 


| 


TWIST DRILL POINT 


RUBBERGRIP 
DRILL POINT HOLDER 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., 


Marion, Ohio 
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Chain Saw 


Can Be Held One 
Hand In Any Position 


\ new electric chain saw, kn 
\lodel 128 Limb Saw, 
lbs and measuring 16-in ov 
been introduced 

l’eatures claimed includ« 
steel cutter bar with Oreg 
chain that runs at 1100 fmp; | 
steel and bronze worm gears 


weig! 


cquipment includ round 
sharpening, oil can, 50 ft 
lock, grease 
clectri gene! 
not availal 


1 
to the 


ord, cord 
p rtable 
where current is 
According 
new chain saw quickly prune 
boughs up 


mant 


and lops off 
ameter; is recommended 
ind de-limbing; will fell 14 
tree by pivoting 
Porter-Cable 
cuse, N. Y 


Saw I und ) 


Machine 


Neoprene Gloves 


“Grip-Saf” Hand 
Or Smooth Finish 


\ new 


tective glove, 


industrial pro 
has been it 


all-neoprene 
““Neo-Sol’ 
nounced. 

The new glove is 
inner lining and red roll 
Made with curved fingers, 
either “Grip-Saf” hand or 
finish, it is available in five 
weights, and lengths 
| S8-in. 

Charleston Rubbe 
South Ca 


black with red 
it the cuff 
ind with 
smooth 
zes, four 


from 104-in 


Charleston, 








‘ | | 


YOU 
TRUST: 


Ai SI 


No. 1250 9” High Speed 


Heavy Duty Sander } orta ble Sa nders 
No. 1259 9” Standard Duty 


Sander 


Smooth, dependable SIOUX yond a doubt, the SIOUX 
Sanders assure the highest reputation for precision engi- 
quality work with cost-cutting neering and quality manufac- 
speed and efficiency. ture. There’s a SIOUX Sander 

Forty years of outstanding to meet each requirement. 
service have established, be- 


* BALL BEARINGS * PERMANENTLY LUBRICATED *% HEAT 
TREATED ALLOY GEARS *% CYCLONE FAN VENTILATION * 
PATENTED SPINDLE LOCK FOR CHANGING DISCS % THREE 
No. 1267 7” High Speed CONDUCTOR CORD FOR GROUND % DURABLE ALUMINUM 

Heavy Duty Sander METALLIC FINISH %& OIL PACKED AND SEALED * NEEDLE 
No. 1265 7” Special Electric ROLLER BEARINGS 


“RESIN BOND” ABRASIVE DISCS 
Z A Type For Every Purpose 


~ INDUSTRIAL + REGULAR + OPEN COAT 





use SIOUX ALL THE WAY THROUGH! 


Electric Drills, Sanders, Polishers, Bench Grinders, Abrasive Discs, Portable 
Grinders, Valve Seat and Face Grinders, Electric Hand Sows, Flexible Shefts 


Sold Only Through Authorized SIOUX Distributors 
No. 1256 7 


Lightweight ALBERTSON & CcO., INC. 
Electric Sander 


SIOUX CITY, IOWA, U.5.A. 
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THEY are your PROVEN Selling Points 
USE THEM TODAY 


Our Hamoves C OUR TOOL STEEL) /( 00K arouR 
SOLID STEEL 


, 
STAY PUT. . seu sre 
- oa) 


(SUPERIOR. ) 
Sass) 


‘Sine 
= NUT, — yy, 








Dispensing Nozzle 


For Handling 
Hazardous Liquids 


The Sales Policy is 100% through Distributors le Ae ee 
THE CHARLES PARKER co. MERIDEN, CONN. constructed of hi tensile ‘ghenioum 


alloy, has been introduced 


p 7. "/ i Ihe body, cap, tube and disc hold 
«) ers of the No. 2190 nozzle are of 








; aluminum alloys; lever pin and main 
ila $ First | ise Maker spring of stainless steel] 

The new nozzle is said to be 
specially designed and recommended 
for aqua ammonia, _— nitrogen 
and acetic acid, and may » be used 
to dispense other chemic al that do 
not effect and are unaffected by alu 
minum and _ stainless stecl 

OPW Corporation, Cincinnati 





, . 
A century end © quarter's experience in j 8 ch Stocks: 
producing to highest quality standards goes 
into every foot of Wall Manila Rope. Re- | Baltimore 
sult . . . rope that takes the toughest job bores 
j ' uttaio 
in its stride, turns in consistently good j Chicago 


pertormance. Cleveland 


Wall is now available packaged in the F.. Ellsworth, Me. Sander 

popular sizes, in compact handy-dispensing Pan 

cartons which keep the rope clean and Memphis Heavy-Duty 

ready for sale. These cartons occupy mini- New Orleans : Oa 

mum floor space and .are attractive dis- ' ———o Orbital-Motion 
* ' Odessa, Tex 

plays for “impulse” buying. Phitedeiphis \ 


Pittsburgh . 
Portiand, Me Speedsander, featuring full load speed 


WALL ROPE WORKS, INC. San Francisco of 5500 rpm and a 44-in x 9-in sanding 

48 South Street, New York 5, N.Y. 2 g 
Sestenn @ . : area, has been introduced. 

' The No. 1500 Speedsande 


new, heavy-duty, orbital-motion 


r weighs 
72 Ibs., and has an overall length of 
1l-in. Other features claimed by the 
maker include all ball bearing, direct 
connected, air cooled motor, with 
easy handling and abrasive pad chang 
ing 


, [hor Power Tool Company. Aur 
MANILA’, ROPE Illinois 
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DUTCH BRAND 


CLOTH TAPE 


for: SEALING © BINDING @ HOLDING @© PACKAGING © PROTECTING 


One of the most universal of all pressure sensitive tapes) C H A R A CT E R's 2 t-¢é€ S: 


Made from strong closely woven fabric, treated with water- 


proof plastic backing, usually Olive Drab in color, made Color: Standard-Olive Drab; also Red, Yellow, Black 


Dry tensile strength: av. about 50 Ib. per in. width 


with a quick-tack adhesive that sticks and stays stuck... 


#353 tape was developed to meet a Government Specifica- Wert tensile strength: 35 Ib. per in. width 


tion for protecting and sealing overseas shipments. Proving 4,., resistance: 500 grams in weakest direction 
i in t kaging, bind- ~~ Sak Oy Meee" 

itself adaptable again and again to new packaging, bi Adnan to detti bi. ab an. ei i 

ing, holding and waterproofing applications, its uses have = ————— 

expanded broadly into industry where it is now a standard 
tool. Available in 60 yard rolls. . . all widths from “2” and 


up ... bulk packed. Stock and sell DUTCH BRAND #353 Water penetration rate: 30.0 grams per hundred sq. in. 
24 hrs. max. 


Adhesion to backing: 35 oz. per in. width 


Moisture vapor transmission rate: 5.6 


Waterproof Cloth Tape. ae cena 


Pe cmahon am ape - Johns-Manville 
DUTCH BRAN 


Friction @ Rubber and Plastic Electrical Tapes © DB Wire D U Cc T sy 
Connectors © Sponge Rubber ¢ Rubber and Cork Composition ‘ CLEEF BRO * 
© Rubber Cements and Molded Mechanical Rubber Goods w awh avin 
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No. 99 
Combination 
Nut Driver 


Screwdriver 


40% Weight Saving 
BY WHICH OTHER Titanium Alloy 


PLIERS ARE JUDGED New Hi-Shear Rivets, manufactured STILL Top ya 


: | from C-130AM titanium alloy, said to 
a a Mle have a minimum shear strength of @) Th KIT d | 
iers hav n - 
. : 95 Of . 
standard of quality with + 10 psi, iy a ae eae n e para e! 
men who know good - snagge ene Yes, the 99 is still No. | with the experts. It’s our 
tools. Today, Klein necessary, and the rivets are said to re largest seller. And why not? Here are 9 nut 


‘ g . . drivers, 2 Phillips and 2 regular screwdrivers in 
offersthemostcomplete | tain uscful strength at elevated tem ste GIAE tene ceiaebee sels ent o 


line of quality pliers for peratures from 800 to 1.800 de g. | fast-moving item. Stock ‘em—display ‘em—you'll 


tandar ializ sell ‘em! 
: d of spec ed | Other features claimed include: cor 


service. Keep a repre- XCELITE, INCORPORATED 
sentative stock onhand | 'Si0n resistant; unaffected by marine NeeLITE, 1 Metal. 


for your customers who itmospheres and sea water; resistant to => gre.) 
want the best. chemical environments that attack at hs 


most other metals. 

Hi-Shear rivets are available in the 
same types and sizes as alloy steel | 
Hi-Shears furnished to HS, NAS or } ‘Rele) aie, 
customer specifications 

Pheoll Manufacturing Co., Aviation 








tinge SALES POINTS 


Cable Cutter 


For Armored BX 
Electrical Cable 


that help you SELL 


I&B No, 364 cable cutter 
» cut armored BX electrical cablk 
IS COpper ind aluminum con- 


GRINDERS 


BALDOR Grinders have totally enclosed, splash- 
proof motors protected against dust, dirt, grit 
and metal particles. (less servicing) 


. Motors are dynamically balanced for smooth op- 
Write for your free copy eration. (wide clearance between wheels and mo- 
of the Klein Pocket Tool : tor frame for fast, precision grinding) 
y “* a — ” . Large ball-bearings, lubricate for life. 


; ; 
Guide today . Wide range; “% to 3 hp., 6” to 12” individually 
balanced wheels. Bench & Pedestal types for 
DISTRIBUTED shops and industry 
. Sturdy-built for heavy-duty and fully guaranteed 
THROUGH by Baldor—a basic manufacturer of grinders for 
more than 30 years 
sOSSERS . Competitively priced—a better value considering 
initial cost and years of service 


Foreign Distributor: 
internationastnd: BALDOR ELECTRIC CO. 


d Elect ‘ 
— Se HPs 4364 Duncan Ave ST. LOUIS 10, MO 


ASK 

FOR 
BULLETIN 
321-J 


ABOVE: Baldor Bench Grinder, No. 8200 series 
¥y hp. motor, 8” wheels, List $94 
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Which is the 


...the one that’s 


always ready for you 
TTI, 


We're never “out of stock” on any of the popular 
sizes in High Carbon Heat Treated Cap Screws — 
CleCap’s pride and joy among tough dependable 
hex head screws. 

One thing you'll soon learn when you deal with 
CleCap—as cap screw specialists, we haven't so 
many irons in the fire that we can’t keep our pro- 
duction well balanced and maintain stocks to meet 
demands. And we make it a point to stock many 
sizes and lengths not commonly listed. 

It’s good business for you to have these extra tough 
1038sin stock. And it’s good business to order them 
from the hustlers at CleCap. 


Approximate Tensile Strength* 
(Lbs. per Sq. In. Minimum) 


Stock screws are double heat treated 
to SAE Grade 5 physical properties 


Up to %”" dia. inclusive 
Over %"" to 1” dia. inclusive 
Over 1” to 14”" dia. inclusive 


*Based on mean thread area. 


The Cleveland Cap Screw Co. 
2931 EAST 79th STREET + CLEVELAND 4, OHIO 
VU Ican 3-3700 TWX CV42 


Warehouses: Chicago « Philadelphia > New York « Providence + Los Angeles 


| 
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' 
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Originators of the Kaufman AXTRUSIONS Process 
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AANGLE 


for heavy-duty dressing 


Desmond's Heavy Duty Dresser 
makes quick work of truing large, high 
speed rubber- or resinoid-bonded grind- 
ing wheels. Shears and picks at same 
time with patented angle-set Desmond- 
Huntington cutters. Dust-shielded ball 
bearings guarantee lasting precision. 
Cutters easily replaceable without ad- 
justing bearings. Ask your Desmond dis- 
tributor how proper dressing can make 
your grinding wheels serve better — 


longer. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE 


DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Another sales-building advertisement from 

Desmond, addressed to your prospects 

through Mill & Factory, American Machinist, 

Modern Machine Shop, Foundry, and other 

publications. Total circulation more than 

135,000. For steady repeat business— 
w. Promote Desmond. 


| 
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ductor to 4/0 AWG, has been an 
nounced. 

Features claimed include: blades of 
forged steel with 4-in overlap; heart 
shaped opening provides sliding, slic- 
ing action that forces cable toward ful- 
crum; after cutting, cable retains round 
shape; specially ground and hardened, 
blunt cutting edges. 

Other cutting jobs recommended 
by the manufacturer include: non- 
metallic sheathed cable, multi-tele- 
phone and communications cable; 
flexible conduit, trench lay cable, etc. 
up to a maximum diameter of one 
inch 

The Thomas €& Betts Co., Eliza 
beth, N. J. 


Vise 
To Hold Objects 
Of Irregular Shapes 


An improved Model B Prestoflex 
Varijaw speed vise, designed primarily 
to hold irregularly shaped objects, has 
been introduced, 

Features claimed include: individual 
locking cams for each series of self- 
contained jaw plates; individual re- 
placement of jaw plates easily accom- 
plished; jaw retainer pins now pr 
drilled and tapped with -in. x 18 
thread to permit quick attachment of 
drill bushings or other fixture parts. 

I'he Custanite Corporation, Larch 


mont, N. Y. 


Lockers 


Provide Maximum 
Natural Ventilation 


New Penco all-mesh “Air-Lite”’ 
lockers featuring }-in diamond-shaped 
openings in 14-gage expanded steel 
sides, back and door, have been an 
nounced. 

In addition to maximum ventila- 
tion, the new lockers are said to permit 
visual inspection of contents while 
doors are closed and locked, thus 
preventing concealment of unauthor 
ized or pilfered items. 

Available in 15 single tier sizes 























ON THIS NOW FAMOUS LAMP MENAGERIE ? 


Pictured are some of the weird and wonderful 
creatures that are leaping out of the pages of lead- 
ing industrial magazines — capturing the attention 
and interest of the men who buy lamp replacements 


by the thousands. 


Why not take a fresh slant on your lamp business 
and get yourself new lamp volume and profit with 
CHAMPIONS. Let us show you how it can be done 


to your everlasting satisfaction and advantage. 


igrere eel 
| Midaee 
oC aan TA aga 


Over two million of these original and 
unusual messages on good lamps and 
lighting are being delivered this year by 
these leading publications: 


FACTORY MANAGEMENT & MAINTENANCE 

MILL & FACTORY 

ELECTRICAL CONSTRUCTION & 
MAINTENANCE 

ILLUMINATING ENGINEERING 

INDUSTRIAL EQUIPMENT NEWS 

NEW EQUIPMENT DIGEST 

ELECTRICAL EQUIPMENT 

QUALIFIED CONTRACTOR 

CONTRACTORS ELECTRICAL EQUIPMENT 


Massachusetts 


Afi 
eats CHAMPION LAMP WORKS 


au WL lie pe 
a) 0) Ue le ut Lynn, 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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NuMBERALL 


Used for 30 Years 
In All Types of 
Metal Working 
Industries 














Model N 


TYPE and HOLDERS 


aS For stamping into metal, ete 
Hand or Press style. Types can and 10 double tier sizes, the new 
easily, quickly loaded and un- 


he ya 

ROTARY STEEL STAMPS loaded, Simplest construction . . lockers are finished in electrostatically 

ae 6 cae Ee Some Se ee yravyed, green or gray baked cnamel 

“Bais . , “— securely. © screws nor springs. 5 < dl, - d c - el, 
SINGLE WHEEL SE paeet, eee Gay Semel camel 

3 Rotary Stamps do away with various sizes: 1/32" up te Ys and furnished with coat hooks, number 
40 single Hand Stamps. Changes slates, chrome handles and choice of 
ef characters are quickly made b ocks. 


merely by rotating the Type wheel. MULTI-WHEEL (Model 70) ; Penn Metal Corporation of Penna., 


FIGURE ROTARY STAMP NUMBERING MACHINE Philadelphia 
1234567890 X — The most efficient methed of 


(all on one wheel) stamping sumbers into metal. 
Repeats the same numbers until 
Hand shank i! 


furnished in leatherette case. changed. Used in all industries 
to mark various parts. Stamps lustrated. Press 


LETTER ROTARY STAMPS Any numberof wheels irom 3% or plower 
ABCDEFGHIJS KLM & — ‘Yritiah Soures sharp face gotnie Presses also 
(on wheel of one stamp) ——— ee 
NOPQRSTUVWXYZ— 
(on wheel of other stamp) NUMBERALL STAMP & TOOL CO. 


DISTRIBUTORS invited to write HUGUENOT PARK STATEN ISLAND 12..N. Y 
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Belt Lacer 
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For Conveyor And 
Corrugator Belts 


SSA 
A 
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A special No. 9 Conveyor-Corru 
gator lacer, mounted on a multi-pu 
pose stand, has been introdu 

Designed to make better joints un 
der conditions of limited working 
areas, the new lacer is recommended 
| by the maker for lacing igator 

belts in the container manwufacturing 
S$ T bE £ L 5 HH E L V | he G industry and through con elts 
for the milling industry 
The smart materials handling house carries a A new larger size belt hook ) 
diversified line of steel shelving—to suit Is — a re — : 
number of hooks identical to m 
the varied requirements of al] customers. We ai ete ha tinal enteteer of tis 
believe that Estey Steel Shelving fits these needs. [his package of hooks is off 


If interested in Dealer Representation, please write for complete detoils lv f j 
& our fully illustrated catalog. marily for joining W ide conve’ 
having full 3-in thickness 


ESTEY METAL PRODUCTS, INC. Clipper Belt Lacer C 
ONE CATHERINE STREET . RED BANK, N. J. Grand Rapids, Michigan 


SOW, 
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How can you miss ? 





OU’RE bound to boost your 

sales score when you take 
full advantage of your selective 
Osborn franchise. The market 
for industrial brushes is vast. 
Osborn top-quality brushes have 
been recognized as the leading 
brand for 62 years, and their 
acceptance is now being 
expanded by more than a million 
advertising “calls” every month. 
Are you converting this 
acceptance into sales? The Osborn 
Manufacturing Company, Dept. 
R-22, 5401 Hamilton Avenue, 
Cleveland 14, Ohio. 


born ESruslvoat) 


O SB OR N MAINTENANCE, PAINT AND POWER BRUSHES - FOUNDRY MOLDING MACHINES 


* 


AAO 


acide 
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LANTERNS 
& TORCHES 
i 


DIETZ TUBULAR 
LANTERNS 


A complete line of eco- 
nomical long burning 
kerosene lanterns available 
with Ruby, Clear, Blue, 
Green Amber Globes. 
Dependable, rugged qual- 
ity backed by the oldest 
and largest manufacturer 
of Portable Light. 


DIETZ-EMBURY 
“TRAFFIC-GARD" 
SAFETY LANTERN 


"*"Magnaified-Beam"™’ 
seen for great dis- 
tances. Wide, non-tip 
base. Long burning, 
economical. Stands 
rough usage. 


“NIGHT WATCH" 
SAFETY LANTERN 


A miniature beacon— 
with new “Pencil 
Beam" — visible from 
any direction, near 
and far. Longest burn- 
ing—over 100 hours on 
a pint of kerosene. 


DIETZ HIGHWAY TORCHES 


Complete line of bomb and flat base, Dietz 
Blue threaded collar burner models, and 
Dietz-Embury Red cam lock burner models. 
Tops ia rugged quality. 


Send for 


Descriptive folders 


R.E. DIETZ COMPANY 
SYRACUSE 1, N.Y. 


Cam Clutches 


For Indexing And 
Backstop Applications 


A new line of extra heavy duty ball 
bearing overrunning clutches for in- 
dexing, backstop and general duty 
machinery applications is now avail- 
able. 

Called the K series, and featuring 
a toothed inner race driving member 
that actuates closely spaced indepen- 
dently sprung cams, the new clutches 
are recommended for dual drives, two- 
speed drives, centrifugal water pump 
drives, forced and induced fan drives, 
and ventilating fan drives in power 
plants, mines, steel mills, foundries 
and other heavy industries. 

The new clutches are made in four 
standard sizes: K-145, K-150, K-160 
and K-175; each have made-to-order 
bore and keyway sizes 

Morse Chain Company, Detroit 


Motor Switch 


Automatically Reverses 
Direction of Rotation 


A new development said to make 
the reversability of FHP single phase 
electric motors completely automatic 
has been announced. 

According to the manufacturer, it 
consists of a reversing switch integrated 
with a starting switch to permit the 
motor to reverse the direction of 
rotation each time motor is turned 
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on. The switch replaces the conven- 
tional type starter switch and is said 
to eliminate the need for external 
relay circuits. 

One of the principal features claimed 
is that the new switch will also auto- 
matically reverse direction of rotation 
whenever an unusual overload condi 
tion occurs. 

In-Sink-Erator Mfg. Company, Ra- 


cine, Wisconsin 


Tap Bushing 


Cuts Breakages, 
Assures Better Thread 


A new chrome hardened, precision 
made tap bushing, said to be easy to 
install and disengage, has been intro- 
duced. 

It has a square broached hole to fit 
and drive all standard diameter taps 
from No. 0 to 1-g-in and pipe taps 
from 4-in to l-in. 

The new tap bushing comes in five 
O. D. sizes to fit 4-in, g-in, l-in, 1}- 
in, and 14-in tap holders. 

Byco Industries, Minneapolis. 


Motor Base 
Provides Center Distance 
Adjustment Variable Speed Drives 


To provide for take-up on wide- 
range, variable-pitch sheave installa- 
tions, a new “Quick-Slide” motor base 
has been designed. 

According to the manufacturer, the 
unique feature of the new base lies in 
the provision for releasing the adjust- 
ing screw, which permits the motor to 
be moved freely and quickly after the 
base is bolted down. 

I. B. Woead’s Sons Co., Chambers- 
burg, Penna 





for finishing 
hard-to-get-at 
jobs— 





sell them a 


: Strand FLEXIBLE SHAFT MACHINE 


NO HEAVY, BULKY MOTOR TO HANDLE! You can 
offer your customers positive control of the 
operation because the machine operator 
holds only the handpiece, not the heavy, 
bulky motor. That means less operator 
fatigue, higher production, fewer rejects 


WIDE RANGE OF Uses! You can sell a Strand 
Flexible Shaft Machine for grinding, rotary 
filing, wire brushing, drilling and many 
other preparation and finishing operations 


; 


And a strong selling point m your favor is 
the new Strand Quick Change Coupling that 
lets users change tools in seconds without 


using wre nehes Simple press type locking 


Full Strand line includes direct drive and 
countershaft machines up to 3 H.P. Also 
all accessories and tools. If you're not 
already handling this famous line write 
for literature and open territory data. 


button on the hand-piece does the trick! 


WIDE RANGE OF SPEEDS! [3est of all, you can 
offer a choice of two 4-speed ranges or two 
5-speed ranges when you recommend a 
Strandflex machine speeds range from 
850 to 12.000 RPM motors up to 1H.P 
Change speeds without changing pulleys or 
drive belts by the patented Strand Gear 
Drive Unit standard on all Strandfler ma 
chines. And. for an even greater range of 
speeds you can offer the new High-Speed 
Attachment that actually triples rated 
snindle speeds Onerates at up to 27.000 


RPM for high speed steel or carbide cutte rs! 


FRANKLIN BALMAR 
CORPORATION — 


N. A. STRAND DIVISION 
Woodberry, Baltimore 11, Maryland 
5001 N. Wolcott Avenue, Chicago 40, Ill 
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the “CHICAGO” line 
of threaded products 


is a good line to follow 
1 





ee me eee we we we we ee he ee we we ee we oe ee 
ee cr ee ee ee ree ee eee ee ee ee ee ee 


re ee ee ee ee ee me ee ee ee 


* Less sales resistance becauvse— 
“Chicago” Threaded Products have been known as a qual- 
ity line for 82 years. 
* “Chicago” Threaded Products are preferred for original equipment assembly. 
* Your customers con economize on production costs because “Chicago” 
Threaded Products assemble faster with less “on the job" trouble. 
* Greater customer acceptance means larger and continuous repeat orders 
—more profits for you. 


It’s just plain good judgement to recognize that “‘Chicago’”’ Threaded 
Products offer you a better line to follow “all down the line’, and 
remember too, our long established policy of selling through service- 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “Chicago” Threaded Products, write for samples 
and full details today. 


story of the “Chicago” complete line of 
threaded products. Ask for your copy 
today. 





a 4 This new 36 page catalog tells the whole 


wT) Ml N HEA 

CAP SCREWS 
All “Chicago” Screw Products come 
packed in strong, easier-to-see packages. 
Color coded labels mean faster selection, 
greater savings of time in your stock- 
rooms. 


HIGHLIGHTS OF THE “CHICAGO LINE: 

* High Carbon Heat Treated Cap Screws give added wearing 
qualities due to uniform hardness through entire thread struc- 
ture. Ideal for all heavy-duty equipment. 

* Larger size Hexagon Head Cap Screws than normally stocked 
are available for immediate shipment. 

* Anti-corrosive “Chicago” stainless steel and brass fasteners 

in a large range of sizes and styles 
available for immediate shipment. 


7ze CHICAGO par. 


14°44), 4°), 12:1, R48 2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 


“SAFETY PLUS” Socket Set Screws, alloy and stainless + Socket Head Cap Screws, alloy and stainless, Flat Head, alloy 

« Socket Head Stripper Bolts « Socket Pice Plugs *. Square Head Dog Point Set Screws * Socket Keys and Key Kits « 

CHICAGO” Sey Head Cap Se’.ews, bright, heat treated stainless and brass « Square Head and Headless Set Screws 
ad 


Fillister and Flat He 


174 


Cap Screws + Milled Stee! Studs « Hexagon Nuts, stee! and brass « Castle Nuts » Taper Pins 
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Couplings 
One-Piece Construction, 
Special Overall Lengths 


A new Series No. 5-R Dyna-Line 
flexible coupling rated at 3 HP @ 
1750 rpm has been announced 

Rated respectively at 2, 4, 3, 14 
and 3 HP, the couplings are of one 
piece construction said to contribute 
toward quieter operation and _ self- 
alignment. 

The couplings are available in bores- 
to-size, or with master bores and 
bushed-to-size, and keyways in ap 
plicable bores. Special overall lengths 
are said to be available without pre- 
mium-price for non-standard lengths. 

Guardian Products Corporation, 
Michigan City, Indiana 


Steel Rules 


Chrome Finish, 
Flexible & Tempered 


['wo new steel rules, featuring 
figures and graduations said to be 
clear and distinct in any light, have 
been announced : 

No. 312 is a chrome finish flexible 
steel rule; No. 316 a chrome finish 
tempered steel rule. 

lhe chrome finish is said to be rust 
and stain resistant, non-glaring, and 
long wearing. 

Brown & Sharpe Mfg. Co., Provi 
dence, R. ] 








handy HANDBOOK 
FOR TAP USERS informs 
yu on up-to-date tapping 
ye 


lection 
methods and tap sel 


: Y. 
W rite for your FREE CoP 


This 


- « - and to Help You Get More 
Big Volume Cutting Tool Business 


Besly Distributors make more than their 
share of sales to “big users” because Besly 
teams up with distributors especially to help 
sell and service those 25% of the plants that 
buy 75% of all cutting tools. Count on Besly 
for engineering council, order handling and 
delivery to get—and hold—the big volume 
customers . . . with “standard” and “special” 
tools made to surpass the exacting standards 
of the biggest users. 

If you are interested in sales teamwork aimed 
at getting more big unit sales with lower 
sales cost and higher profits, ask us about 
the Besly Plan today. 


UNSURPASSED TAP ACCURACY AT All VITAL POINTS 


Microcentric CHAMFER @ Solid-Ground THREAD FORM 
Accurate RAKE ANGLE @ Mirror-finish FLUTES @ Tru-Squere DRIVER 


BESLY-WELLES 
CORPORATION 


Established as Charles H. Besly and Company in 1875 
106 Dearborn Street, Beloit, Wisconsin 
BESLY Drills, Reamers and End Mills . . . High Speed Cutting 
Tools in all types and sizes. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 





Sales Helps f 


rom Manufacturers 





Johnson’s Story Is in the Bag 


Distributor salesmen handling its 
line of coolants and lubricants have 
been issued smart green briefcases by 
S. C. Johnson & Sons, Inc., Racine, 
Wisc. Each plastic case is packed with 
sales punch, in the form of several 
pieces of literature comprising a com- 
plete sales presentation. 

For example, there is a series of 


leaflets describing the general char 
acteristics of Johnson’s industrial cool 
ants, machine cleaner, and lubricants 
A space is provided on each for the 
distributor's imprint. 

Then there are two manuals show 
ing practical applications of the firm’s 
cutting fluids and drawing lubricants. 
An issue of Johnson’s “Metal Talk” is 


included to remind salesmen that 
copies (carrying the distributor’s im- 
print) can be sent to the customer 
every two months. 

“Sales lever” of the package is a 
performance guarantee certificate, 
agreeing to refund the customer's 
money in case cutting fluid doesn’t 
meet standards. 

To assist the salesman in recom- 
mending the proper coolant to his cus- 
tomer, a selection chart printed on 
heavy paperboard has been included 
in the briefcase. Also included are 
two tags the customer can use to 
identify machines charged with “Wax 
Cool” or water-soluble cutting fluid. 

Star of the whole aggregation, ac- 
cording to Johnson’s sales depart- 
ment, is the plastic-bound ‘sales 
prompter,” which helps the salesman 
organize his sales points. Consisting 
of flip-over leaves that read into one 
another, the prompter devotes its first 
section to discussing wax quality in 
metalworking, the second part to John 
son’s individual products. 

“We at Johnson,” says assistant in 
dustrial advertising and sales promo- 
tion manager R. W. Solon, “are 
pretty proud of this piece of work. It 
is one of our efforts to assist distributor 
salesmen.” 





Training Courses Pay Off, 
Says Lunkenheimer 


The Lukenheimer Co., Cincinnati, 
has just cast a thumping vote of con- 
fidence in the idea of training courses 
for distributor salesmen—by calling to- 
gether its 150th sales school. 

Ever since 1921, the valve manufac- 
turer has been holding from four to 
six such schools each year. “They 
definitely pay off,” states general sales 
manager Melvin W. Pauly. “And 
what’s more. we've got the sales 
figures to prove it.” 

In recent years, Lukenheimer has 
conducted two spring meetings and 
two fall meetings at its Cincinnati 
headquarters. Each meeting is at- 
tended by 35 to 40 distributor rep- 
resentatives, who spend two full days 
being briefed on the firm’s products 
and policies 

As far as possible, Lukenheimer at- 


176 


Distributor salesmen at a Lukenheimer 
sales course watch testing operation 
on a valve 


tempts to confine each sales training 
session to distributor salesmen drawn 
from a territory covered by one 
Lukenheimer factory representative. 
Thus, one meeting may be made up 
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of Midwest distributor men, another 
of Pacific Coast men. Although all 
meetings are identical, this regional 
selection permits the company to 
tackle specialized sales problems—as, 
for example, when distributor repre- 
sentatives from the Southwestern oil 
country studied the market problems 
peculiar to their particular market. 

Lukenheimer’s intensive two-day 
course ranges over all sales aspects of 
valves, affording salesmen a briefing 
on everything from the firm’s manu 
facturing methods to a question-and 
answer sales clinic. 

The first day’s training includes a 
classroom session on valve fundamen- 
tals, then a guided tour of the Lu- 
kenheimer plant where bronze valves 
are made, followed by a classroom 
session on the company’s various sales 
aids. 

On the second day, the men are 
guided through the plant where iron 
and steel valves are made. The rest 








Literature ¢ Training Courses 
Displays « Packaging « Films 





of the day is taken up with a sales Hammond aepeneweies Pays a Visit 


conference, during which sales and 
installation problems are discussed in = ibis 


= expense of these courses is a . 2 STRCNEAL Comm) 


The 
shared by Lukenheimer and the dis- J = 
tributors involved, the latter paying . ; , on 1e0 g—( 
the men’s travelling expenses to and 
from Cincinnati and the manufac 
turer picking up the tab for the men’s 
two-day stay in the city. 
The favorable reaction the training 
courses have had among distributors 
has prompted Lukenheimer to plan a 
new series—an advanced sales course 
for experienced salesmen. The new 
series will also serve as a follow-up for 
salesmen who have attended the pres 
ent course. 


TAILGATE DEMONSTRATION of power tools is put on by representative 
of Hammond Machinery Builders, Kalamazoo, Mich., for sales personnel of R. C 
Neal Company, Inc., Buffalo. Station wagon carrying the demonstration equipment 
s making circuit of distributors and users 


Delta Active in Sales Training 


wth Mogers. ) 
Delta Equipment | ) 
—BELTA— 


Milwaustt 





New Link-Belt Catalog 
Full Guide to Products 


Link-Belt Co., Chicago, has just 
published a new 340-page catalog (no 
950), which provides an_ indexed, 
classified guide to its complete line of DELTA Power Tool Div., Rockwell Mfg Co., Pittsburgh, was busy in the west 
products. Replete with capacity and in the east) with sales courses. In Oakland, Calif., (above) Delta put 35 
distributor salesmen through three intensive one-week sessions. The school, 
econd in a series of three, covered a three-week period during the summer to keep 
lasses small, graduated 12 “students” a weck. In Brooklyn, meanwhile, Delta 
vegan a series of courses on its “Homecraft’’ line for dealer and jobber sales 
veople Running from Monday to Thursday every week, the course will 
ommodate from 15 to 20 salesmen. 


charts and dimension tables, photo 
graphs and line drawings, the publi 
cation has a soft cover for easy usé 
The products shown fall into sev 
eral major classifications: chains and 
sprockets for conveying, elevating, and 


power transmission; enclosed gear 
drives; transmission products, con There's the newly-developed parallel Stock products are identified in 


veyor components; vibrating screens; shaft helical drives, the new JPA the book. These, with tables of pre- 

light-duty ball bearings and LPK mill- selected assemblies, will help indus- 
Many of the company’s new prod-_ type roller bearings, and a new ball trial users considerably in choosing 
ucts are included in the catalog. bearing trolley for trolley conveyors. equipment. 





etc 
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Are you getting maximum profits from your socket screw business? 

Socket screws are a virtual gold mine! Use of these fasteners is now 20 
times greater than 20 years ago . . . and there is no ceiling in sight! With 
today’s machinery and equipment required to operate faster and longer 
under heavier work loads, alloy steel screws are indispensable fasteners 

An increasing number of alert distributors are capitalizing on the profit 
potential of socket screws with the Mac-it line. Mac-it offers distributors 
important competitive advantages: 


@ Mac-it has a complete line of alloy steel screws—not just a few big 
volume items. This means distributors can go after more sales, 
secure more accounts. Yet, with Mac-it’s fast delivery, inventories 
can be moderate. 

@ Specials are a specialty with Mac-it .. whose engineering and 
production are geared to solve tough fastener problems. This means 
better service for customers and more sales from them. 


7 Mac-it’s energetic promotional program gives real assistance to dis- 
tributors. Sales aids, product literature, publication advertising—all 
are part of Mac-it’s “distributor-profit” program. 

They add up to more socket screw sales with Mac-it—‘‘your key to 
better profits”. 


Mac-it distributorships are available in 
several marketing areas. You are in- 
vited to write for complete information. 
Also, send for new Mac-it Catalog. 


ann AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


mac-it screw department 


STRONG, CARLISLE & HAMMOND COMPANY 


1392 WEST 3RD STREET ° CLEVELAND 3, OHIO 
Manufactured by Mac-it Parts Co., Lancaster, Penna. 
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HARDNESS TESTER — Barber-Co! 
man Co., Rockford, Ill., has issued a 
two-page brochure on its “Barcol Im 
wressor,” a portable hardness teste 
for aluminum, aluminum alloys, cop 
per, brass, and other materials 


CHUCKS— Westcott Chuck Co 
Oneida, N. Y., has issued a folde 
GGL-100) illustrating and describ 
ing the firm’s line of special hand 
wheel-actuated —glassworking lathe 


chucks. 


WATER REPELLANT~—Spceco, Inc., 
Cleveland, has issued a catalog pags 
describing “Dam-Tite,” the frm’s 
ilicone-base water repellant for above 


rade exterior masonry surfaces 


FASTENERS National Machine 
Products Co., Utica, N. Y., has is 
ued a 12-page brochure describing 
ts new “‘12-Pointer” nut. The pub 
lication compares the advantages of 
using its product over the standard 


ncxagon nut. 


For? WorTH 


Fort Worth Catalog 
Describes Fans 


Fort Worth Steel & Machy. Co 
Fort Worth, Tex., has issued a cat 
ilog (no. 500-B) on its S-2 exhaust 
fan. It contains descriptions of var 
ious applications, types, and construc 
tion, together with dimensional data 
ind capacity tables. Also described 
ind illustrated are standard and long 
cone “Cyclone” separators. 


PUMPS-— Marlow Pumps, Ridgewood 
N. J., announces a new bulletin (n 

D.C.-04) covering the company’s self 
priming centrifugal pumps used _ pri 
marily for circulating solvent through 
washers and filter systems 


POWER TRANSMISSION — Morse 
Chain Co., Detroit, has brought out 
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Regular slimline, left, gives 620 units of light. New High Output Rapid Start lamp, right, gives 840 units of light. 


NEW GENERAL ELECTRIC FLUORESCENT 


LAMP GIVES /3 MORE LIGHT 
THAN ANY PREVIOUS FLUORESCENT 


LIGHTS ALMOST INSTANTLY— Genera! Electric announces 
the most important advance in fluorescent lighting in 10 
years: the new High Output Rapid Start huorescent lamp. 
The 96-inch High Output lamp gives 36% more light 
than the most powerful G-E fluorescent lamp previously 
available. 

For new installations, General Electric High Output 
lamps offer this “4% bonus of light without increasing the 
number of fixtures or maintenance costs 

This big increase in light, with no increase in lamp size, 
has been achieved through a special cathode developed by 
General Electric which permits a boost in lamp wattage to 
100. Because the cathode is of the famous General Electric 
triple coil design, these Rapid Start lamps light up almost 


instantly. General Electric High Output lamps have a rated 


life of 7,500 hours, the same as all General Electric genera) 
lighting fluorescent lamps 

A new G-E base and socket design protects the lamp 
contacts by recessing them. A simple push-pull sets the lamp 
in its fixtures. 

HAS VARIETY OF USES 

The new General Electric High Output fluorescent 
lamp is especially suited for use in areas with high ceilings, 
in factories, warehouses, offices and stores. Also in store 
windows, showcases and other places where you want higher 
lighting levels in keeping with the modern trend. New 
fixtures designed for the G-E High Output lamp will soon 
be available from a number of lighting fixture manufacturers. 

For information, write to Lamp Division, General Electric 


Company, Dept. 166-I1D-10, Nela Park, Cleveland 12, O. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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an eight-page catalog (no. B20-53) 
describing its complete line of me- 
chanical power transmission products. 
Included in the publication are silent 
chain and Hy-Vo drives, sprockets, 
cable chains, drive shafts, couplings, 
and clutches. New information is 
included on “Taper-Lok” sprockets, 
cam clutches, and _ torque-limiting 
clutches. 


CONNECTOR — Pyle-National Co., 
Chicago, has released a _ four-page 
pamphlet (no. 612) covering its new 
connector for liquid-tight conduit. 
Information on each hub size is tabu- 


Waren : : 
your profits soor when you stock and feature the late d. 
complete Champion DeArment-Channeliock line. Get your 
display boerds ovt front where your customers can buy from the 
wide Ch Hock selecti Millions of readers every month 
are being told about the Channellock line! There are real profit possi- ’ caw “© nes 
bilities for you in the »ph Ch Hock line of highest quality tools. 
Check your stock fodey . . . be sure it's complete! WORM GEAR 
SPEED REDUCERS 


Qs“ 


IT 


THE PLIER DESIGN THAT OBSTWLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 





























EV GOR TREC Ea CRE Winsmith Brings Out 


New Reducer Bulletin 


CUTTER | Winsmith, Inc., Springville, N. Y., 


has published a new bulletin (no 
HW654) covering its “C” line of 
worm gear speed reducers. Photo- 
graphs and drawings illustrate each 
of the three designs in the line—CB, 
CT, CV. Dimension and specifica 
tion tables are included. 


BRAZING—AlIl-State Welding Alloys, 

White Plains, N. Y., is offering a How- 
Patent Number 264890! , to-do-it book containing data for braz 
ing shapes, sheet, castings, tubing, 
and assemblies of copper, brass, steel, 
aluminum, and cast iron. 





The lightweight Manco Strap Cutter is a 

real = and effort saver for shipping and FASTENERS — Lamson & Sessions 

receiving rooms, warehouses, freight trans- Cn: Cte distributing t 

portation companies, etc. Wedge-shaped -0., Cleveland, is distributing reprints 

bottom jaw easily slips under the tightest of a recent adv ertisement it ran in 

Manco Stee! Strapping Cut- bound strap. Entire tool made of tool steel ID to industrial distributors. The 

ter. Weight— Ib. Length— forgings with special heat treatment on cut- advertisement contains suggestions on 
9”. Capacity %” x .035 ting edges. the use of tapping screws. 

Mailing stuffers available free of charge. 

Write for Complete Information MOTOR COURSE —National Car 

Dept. 1D-10 bon Co., Div. of Union Carbide & 

Carbon Corp., New York, is offering 

free of charge a two-vear course in 

motor and generator maintenance 

Known as the National Brush Digest, 
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THIS “SELLING-PACKAGE” 
MEANS MORE SALES 
FOR YOU 


Advertising: Ads like this, ap- 
pearing consistently in numerous 
business magazines, pre-sell your 
customers on the American 
Pulley line. 


Delivery: Fast deliveries are 
more than just a claim. Over 
90% of standard items are de- 
livered from stock. 


Technical Service: On-the-spot 
engineering aid when you need 
it, is available to help you solve 
customers’ transmission 
problems . . . and make extra 
sales. 


Full Product Line: American 
Pulley’s broad line of power 
transmission equipment offers 
one source of supply for your 
customers needs 


Now—by American Pulley—a complete 
line of steel conveyor pulleys with split 
tapered, clamp-type hubs at no extra cost 


For the first time, you can buy conveyor 
pulleys with split tapered hubs in all sizes 


down to 6” diameter x 12” face! Moreover, 
this new line, Type “HD”, is designed and 
built to take the extreme loads of today’s wider, 
larger-capacity, more rugged belt conveyors. 

Heart of the “HD” pulley is the “WT” 
(Wedg-Tite) hub. This massive, split tapered 
hub squeezes its shaft with a bulldog clamp- 
grip to prevent hub wear, bell-mouthing and 
pulleys from “‘walking” on their shafts—makes 
pulleys easier to install or remove from shafts. 
Keys now become necessary only on drive 
pulleys. 

American Type “HD” Conveyor Pulleys 
with split tapered hubs are available as stand- 


ard—crown or straight face—in sizes from 6” 
through 60” diameter, 12” through 66” face, 
and for shaft sizes through 10” diameter. 
Larger sizes are built to specification. 

For applications where lagged pulleys are 
required, be sure to investigate American 
Pulley’s exclusive Griplex Spiralagging. This 
unique, inexpensive, top-quality covering can 
easily be repaired or replaced. 

Two other pulleys, Type “L’—for light 
duty applications—and Type “O”—where 
split construction is required—are also avail- 
able. See your local distributor or write today 
for full information, The American Pulley 
Company, 4216 Wissahickon Avenue, Phila- 
delphia 29, Pa. 





s split tapered Wedg ~ 
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Tapered hub shoulder locks onto machine 
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At the Profit End of the Machine 






Power Transmission by 


AMERICAN 


PULLEY COMPANY 





the course consists of a series of 
pamphlets mailed to electrical and 
maintenance supervisors and operating 
men every second month. Each instal- 
ment is short, brief, and readable, 
says the company, and can be bound 
together as a handy reference manual. 


ACCESSORIES-—South Bend Lathe, 
South Bend, Ind., has issued a new 
40-page catalog (no. 5418) covering 
the firm’s complete line of machine 
tool attachments and accessories 





PUMPS — Allis-Chalmers Mfg. Co., 
Milwaukee, has released a new folder 
(no. 52B8156) covering its line of 
“Type NRL” rubber-lined pumps for 
handling abrasive, fine-mesh material 
(4” to 325 mesh), such as sand, taco 
nite, grinding mill discharge, et« 


VALVES—Kennedy Valve Mfg. Co., 


Elmira, N. Y., has issued a new bul 


MODEL J letin (no. 110) describing the firm’s 


new “500 Brinell” line of bronze 
globe and angle valves 


XTREME 





The Big Sturdy =e = 
JOHNSON 10” x 18” Folder and Brake Bulletin 


. Niagara Machine & Tool Works, 
BAND SAW Is Mac ine Buffalo, N. Y., has issued a 12-page 
bulletin (no. 74-B) featuring the firm’s 


new air-driven adjustable bar folder. 
| 


to the Closest Sta nda rds Included in the bulletin, ilso, are 
illustrations and descriptions of Ni 
agara’s complete line of hand- and 

a foot-operated folders and brakes 


WRITE FOR DETAILS OR ABRASIVES—Norton Co., Worces- 
SEE YOUR JOHNSON DEALER ter, Mass., has issued two new cata 
logs (nos. 1052 and 1233) covering its 

most widely-used grinding wheels and 

a wide assortment of diamond grinding 


JOHNSON ee CORP wheels and hones. Catalog 1052 con- 
° tains 28 pages of illustrations and 
ALBION. MICHIGAN text covers not only grinding wheel 


types, but gives specifications for nu- 
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We make just one call 
to get the bolts we need 


“We used to shop around for bolts. But no more. There's too much lost time 


that way. Now we make one call, for Bethlehem bolts, and we get the types 


and sizes we need. There's no delay at all.”’ 


ETHLEHEM STEEL COMPANY, BETHLEHEM, PA 
f t Bethlehem products are sold by Bethlehem Pacific Coast Stee! Corporation 


Distributor: Bethlehem Stee! Export rporation 


Bitilihem supplies coy Tyee of Fasttner 
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HARD-N-TUFF 


steel hardening compound 
PRESENTS 
dumali: 
PROOF OF PROFIT 


for every customer 
you call on! 


AUTOMOTIVE PARTS 
MANUFACTURER 
“HNT on 1020 steel 
gives ductility plus 
hardness. We're 
sold on HNT.” 





RAILWAY COMPANY 
“We just can't wear out 
door catches and brake 


rod grommets hardened 
with HNT.” 








MINING COMPANY 
“HNT treated bit 
goes five times 
farther in 
flint-hard rock!” 


AVIATION COMPANY 


“Our specifications for 
hardening special tools 
and parts used in the 
manufacture of Aircraft 
call for HNT.” 





CHEMICAL CO. 
“HNT and 1020 
>») steel — perfect for 
conveyor pins 
and parts. Solved 
our problem!” 


DIE MANUFACTURING CO. 


“HNT treated tool of cold 
rolled steel outlasts high- 
speed tool 17 to 1!” 





wnd dozens m 

’ sel] mainten , 

| j ¢ on men ry ey 
you Carry 


; stimulated 


vrotorr 


DOUGHTY LABORATORIES, INC 
500 Fifth Avenue, New York, N..Y 
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merous common applications. Catalog 
1233 presents 52 pages of detailed 
information on diamond wheel mark- 
ings, wheel selection, suggested uses, 
etc. In both catalogs price and order- 
ing quantity information is given. 


PROTECTIVE COATINGS~— Magic 
Chemical Co., Brockton, Mass., has 
issued a revised catalog covering its 
“Magi-Vulv” protective coatings for 
industry. A leading feature of the 
publication is its material on applica 
tions of the product. 





Lima Mobile Display 
Tours the Country 


Lima Electric Motor Co., Lima, 
O., has fitted out a fleet of station 
wagons with its industrial motors and 
gearshift drives and sent the displays 
touring the country. Currently the 
displays are travelling through all the 
states east of the Mississippi. After 
each territory has been covered, the 
cars are returned to Lima, to be re- 
fitted with another group of models. 


WELDING-—Eutectic Welding Al 
loys Corp., Flushing, N. Y., has issued 
a four-page illustrated news sheet on 
its newly-developed copper and cop- 
per-base welding alloys. Five new al- 
loys are listed, each with distinctive 
properties and designed for a specific 
purpose. 


HANDLING—William — Bal 
Newark, N. J., is offering a 
folder on its hard vulcanized 
materials handling equipment 
boxes, tote boxes, fibre barrels, 
hampers, etc. 


ALUMINUM-Revynolds Metals Co., 
Louisville, Ky., has published the 
1954 edition of its “Aluminum Data 
Book,” a 220-page compendium of 
detailed data on the properties and 
characteristics of aluminum. 


Corp., 
new 
fibre 
mill 
fibre 


FITTINGS—Chiksan Co., Brea, 


Calif., has issued a 32-page catalog 
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(no. G-4) covering the complete line 
of ball-bearing swivel joints. Included 
also are data on loading racks, mani- 
folding lines, all-metal marine and 
barge hose, and flexible aircraft as- 
semblies. 


LATHE CENTERS — Sturdimatic 
Tool Co., Detroit, has issued a four- 
page catalog describing and illustrat- 
ing its “engineered” live centers for 
lathes. The device is designed to give 
a slight cushioning action to take 
care of expansion due to heat, shock, 
or excessive thrust. 


STEEL — Ulbrich Stainless Steels, Wal- 
lingford, Conn., is offering a stain- 
less steel strip calculator. Made of 
plastic on the slide-rule principle, the 
calculator is intended for plant per- 
sonnel buying stainless steel. 


LUBRICANTS — Gredag, Inc., Ni- 
agara Falls, N. Y., has released a 
folder describing characteristics and 
applications of its line of graphited 
and nongraphited industrial lubri- 
cants. 


GEAR DRIVES—Cleveland Worm 
& Gear Co., Cleveland, has issued 
a folder entitled “Keep "Em Rolling” 
showing various installations of the 
company’s worm gear units in various 
industries. 


Johnson Gas Brings 
Out New Catalog 


Johnson Gas Appliance Co., Cedar 
Rapids, Ia., has just issued a new cat- 
alog (no. 55) which illustrates and 
describes the firm’s line of burners, 
furnaces for hardening, tempering, and 
annealing, valves, torches, mixers, 
blowers, and water warmers. 


CLAMPS—Design Aids Co., Newark, 
N. J., has issued a catalog sheet de 
scribing and illustrating its ““Compen- 
sating Equalizer,” a device which can 
be used im a vise or as a component 
part of a jig or fixture for clamping 














We sell “performance” backed by 
know-how and 64 years of spe- 
cialized experience—that’s what 
counts with the customer. Sales- 
men are armed with a collection 
of illustrated and documented 
case histories that prove conclu- 
sively how Faultless Casters are 
making a notable contribution to 
better materials handling. They 
can show which Faultless Caster, 
and what kind of wheel will 
deliver more loads quicker and 
cheaper. That’s the Faultless way 
to boost your caster sales, cus- 
tomer after customer. 

It’s part of the Faultless Selec- 
tive Distributor Plan that enables 
your salesmen to recommend the 
Faultless Caster Series, size and 
type wheel best for each specific 
materials handling job. 


4 Pages of ‘‘FACTS”’ 
for you every month 


HOW 10 HANDLING OPERATIONS AND COSTS ARE ELIMINATED 
AT INTERNATIONAL HARVESTER'S EVANSVILLE PLANT 


Obstruction-free angle iron tracks and 2” channel 
guide trucks around long oval. The V-grooved wheel 
automatically follows the angle iron track produc- 
tion line. All units are power driven at rate of 134% 
feet per minute from under-floor pit. Ten handling 
operations were eliminated with the installation of 
this new system. 

International Harvester Company engineers esti- 
mate a 15% reduction in handling costs may be 
attained by the installation of their new door assem- 
bly handling system. With the objectives in mind to 
improve production and assembly costs, IH engi- 
neers selected Faultless engineered casters to accom- 
plish these aims. The rugged proportions and fine 
workmanship that characterizes these and other 
Faultiess casters provide one of the means of keeping 
this production line moving. 


PANS GO On Ment 
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The installation of 43 door- 
panel assembly trucks at 
International Harvester's 
Evansville plant may reduce 
handling costs by 15%. Em- 
ployees enjoy comfort of 
being able to work around 
door-panels that are auto- 
matically brought to their 
stations at convenient height 
for quality workmanship. 
Faultless 606-4V and 806-4 
Series casters assure continu- 
ous operation of these trucks. 


ret any 
roms coed 
t +t +4 3 





The Series 600 Faultless medium-heavy duty 
swivel plate truck caster is made of a special 
high tensile alloy material for extreme strength 
and high ductility to withstand shocks. Yet the 
material is hard enough to resist indentations 
from the ball bearings. Close-fitting, precision 
assembly of parts is made possible by two com- 
plete rows of balls filling raceways and prevent- 
ing wobble. The Series 800 rigid plate caster 
is a companion to the Series 600 in overall 
height and load capacity. 
This is another unusual material handling 
achievement for men in industry, made possible 
by Faultless Casters. Competent engineers, a 
ye soetary, ame — 4 rsonnel combine 
7 . ' to furnish you the dependable casters you no 
Each month the solution 8 real for your individual operation. Factory trained 
materials handling probiem is fully representatives and selected distributors are on 
presented in a handy size folder. call to help solve your material handling prob- 


Free copies are sent to every impor- lems, no obligation. 
tant industrial concern in your terri- 
tory. It is a valuable sales tool for 
hundreds of distributors’ salesmen. 
It’s part of the Faultless Selective 
Sales Plan. 
To get the complete story, write 
today for your 1954 Faultless 
Franchise. 


SERIES 
800 
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up to 10 parts at one time. The de 
vice automatically compensates for 
size differences in the parts 


This 7...) THREADING HINTS — Tubula 
and similar ads : Products Div., Babcock & Wilcox 
Co., Beaver Falls, Pa., is offering a 


are appearing in . folder entitled “Helpful Hints on 
29 ’ Hand Threading Stainless Steel Pipe 

Ay \ ( one you OUTGROWN and ‘Tubing.” ‘The publication dis 

, cusses die stock, dies, speed, cutting 


LEADING he | 1 Os inc 1¢ swscmMpDIy O threadec 
PUBLICATIONS [eat your pumps : » agar {mal maaan 
If the efficiency of your 


TO HELP . AN pumping system has not kept rAPPING POOLS Automatic 
\ =? pace with your company’s. Methods, Inc., Elizabeth, N. J., has 
growth, teke @ new put out a bulletin (no. 201) describ 


YO U SE LL : look at Viking Rotary ‘ vi = 
Pumps. It is the most ing and illustrating “Auto-Tap,” a 
Che 


complete line in the lead screw tapping attachment 


VIKING PUMPS field, with sizes from idvantages of this method of tapping, 


dy eon ~ tihver simple fixtures, and ty pu i ipplic i 
models and thousands 

/ of specials . the right 
To start, write for pumps for most needs. COMPOUND & CONTACTS-—Pre 
folder 55SMM . cision Supply & Machine Co., Fait 
Pume Company Lawn, N. J., has released new folders 
on its diamond compound and on its 
long-wearing contact points. The fol 
der on diamond compounds contains 








tions are explained 


* Cedar Falls lowa 
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Made by CHICAGO-LATROBE 


Chicago-Latrobe Folder 
Features Drills 


Chicago-Latrobe, Chicago, has is 
sued a folder presenting data on its 
high speed “Utility” drills 


WHEEFLS—Hamilton Caster & Meg. 
Hamilton, O., has published a 
technical study entitled “Rolling Re 
1 report of tests of 39 com 


; of wheels, tires, ixies, and 
bh 


W E I N B E H G & mt h EF E, I N C. - b oe th oa ees he . 


600 W. JACKSON BLVD. CHICAGO 6, ILLINOIS 





their performance characteristics, and 
methods by which resistance n be 


measured 
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Binks Mfg. Brings 
Out New Display Board 


Binks Mfg. Co., Chicago, has | 
pared a new display board called the 
Binks SK-518 display board. In con 
trast to previous model, the new board 
carnes a minimum of equipment 
model A-O 120 oil and water ex 
tractor, 25 ft. of H-105 hose, a model 
18 spray gun, and a model 81-50! 
siphon cup. These pieces are hooked 
up as a working unit 


LATHE COPIER—A_four-pag« 
lustrated leaflet describing the “‘C op' 
Master’, a new portable device for 
duplicating on engine lathes has been 
issued by D. C. Caufield Copv-Mas 
ter, Manchester, Conn 


CONTROLS-—Lawler Automatic Con 
trols, Inc., Mount Vernon, N. Y 

has issued a 12-page bulletin (no. S- 

covering the firm’s “Type S” thermo 
static temperature regulator Che 
publication also explains where and 
when to use direct-acting, reverse 
acting, and three-way type regula 
tors. Engineering specifications are 


also listed 


POWER 'TRANSMISSION-— Brown 
ing Mfg. Co., Maysville, Ky., has 
issued a bulletin (no. 2089) illustrat 
ing and describing its new “Poly-\ 
drives. Benefits of the new units arc 
treated in detail, and applications set 
forth. Also shown are Poly-V sheaves 
and the firm’s malleable split taper 
compression bushings 


CUTTING POOLS Cleveland 
I'wist Drill Co., Cleveland, O., has 
issued a folder describing and illus 


trating its ““Mo-Max” and Mo-Max 


Chatu 
YOUR, PROBLEMS 
solved by ACME engineers 


Engineers of the ACME CHAIN Corporation are anxious to cope 
with any of your roller chain problems. A gratuitous service to 
our customers... the service of roller chain experts, with 35 years 
of experience and chain efficiency know-how. 


Write or call Holyoke 2-9458. 











STANDARD ROLLER « MULTIPLE WIDTH . DOUBLE PITCH ° CABLE CHAIN 


ae hy FP Tay | 


RUGGED PRECISION CHAIN for EVERY NEED 




















: 


Write Dept. 10-N 

for new illus- . 
trated 76 page re li 0 fl 
catalog on use n ] 0 jl 

and a plication 0 { HOLYOKE 
sai sane MASSACHUSETTS 
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An Extra Sale... 
Additional 

Profit for You 

at the Same 

Time You Sell Those 
Grinding, Buffing 
or Polishing Wheels! 


Ci 


* COLLECTING 


ON A 


Plant Operators 
Welcome the 


ate 
as a Protection 


to Workers’ Health 
and Expensive Equipment 


So you sold the man some Grinding, 
Buffing or Polishing Wheels! Why jet 
dust settle on a good sale? It’s a more 
profitable sale for both you and your 
customer when you sell him The Cin- 
cinnati AIR MASTER, too. This efficient, 
self-contained dust collector unit is 
urgently needed in every plant where 
grinding, buffing or polishing of any 
kind is done. 

Designed to thoroughly filter dust and 
grit laden air from all makes of Grinders 
and Buffers regardless of whether new 
equipment or equipment already in- 
stalled and in operation. 


Get the facts—get more mileage and 
profit per sale with the AIR MASTER 
and other The Cincinnati products— 
QUALITY equipment since 1902. 





THE CINCINNATI ELECTRICAL TOOL CO. 


2686 MADISON ROAD 


CINCINNATI 8, OHIO 


| 
| 
| 
| 
| 
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Cobalt high speed ground tool bits 
and cut-off blades. Sizes and packag 
ing quantities are presented in tabular 
form. 


POWER TRANSMISSION—Ameri 
can Pulley Co., Philadelphia, has 
brought out a new four-page bulletin 
containing brief descriptions and pic- 
tures of the firm’s complete line of 
power transmission equipment—drives, 
speed-reducers, sheaves, pulleys, etc. 


THE REVOLUTIONARY 


Termite Drills Have 
New Display Unit 


A new four-color display is being 
offered to distributors and dealers by 
l'ermite Drills, Inc., Pasadena, Calif. 
Made of Masonite, the unit shows four 
of the firm’s rotary masonry drills, and 
a close-up showing a patented feature 
of the tool. 


INSTRUMENTATION — Minneap- 
olis-Honeywell Regulator Co., Phila- 
delphia, has published a bulletin (no. 
100-C) listing all the firm’s current 
literature: catalogs, bulletins, specifi- 
cation sheets, and instrumentation 
data sheets. 


DRESSERS & TOOLS—Desmond- 
Stephan Mfg. Co., Urbana, O., has 
issued a new catalog (no. 75) fully 
describing and illustrating its com- 
plete line of wheel dressers. ‘Tables 
show recommended applications of 
various dressers. Also included in the 
catalog are pictures and descriptions 
of the firm’s tools, hand tools, and 
vises. 


PUMPS—Deming Co., Salem, O., has 
brought out a 108-page catalog (no. 
I-54) illustrating and describing its 
complete line of industrial pumps 
Contained in the catalog are new 
models the firm recently added. Fea 











tures of the catalog are construction 
characteristics, performance and selec 
tion tables, and information related 
to handling certain liquids 


DRILLS—A four-page booklet describ- 
ing its new “Series 24” Automatic 
dnll unit has been issued by the 
Dumore Co., Racine, Wisc. Fully 
illustrated, the folder gives specifica 
tion details, motor control, capacity, 
ind lubrication facts. Also, various 
optional attachments (hydraulic con 
trol accessory, electronic cycle timer, 
stands, tables) are described 


HYDRAULICS — Denison Engineer 
ing Co., Columbus, has prepared a 
color slide lecture program describing 
the operation of various hydraulic 
units—axial piston pumps and motors, 
vane pump/motors, directional valves 
surge damping valves, flow controls 
ind hvdrostatic valves 


HAMMERS-—Black & Decker Mfg 
Co., Towson, Md., announces a 20 
page “how-to-do-it” book covering th« 
uses of the company’s line of portable 
electric hammers and hammer tools 
lhe publication contains over 50 pho 
tographs showing applications for the 
tools, plus charts showing relat 

penetrations of the firm’s hammers 
versus hand operation with the same 


size drills 


HAND TRUCKS—American Pulles 
Co., Philadelphia, has a new ill 
trated catalog on its complete line of 
ippliance-handling equipment 


VALVES—Edward Valves, In 
Chicago, Ind., has brought 
technical tips” booklet di 
ind illustrating data gathered 
firm’s laboratories on valve ma 
installation, and us¢ Mani 
tests used in the book resulted 
inquiries made by users of Fd 
valves 


STEEL—Firth Sterling, Inc Pitts 
burgh, has issued two catalog sections 
overing the firm’s CYW Choice and 
['yvpe 420 stainless steel. The sections 
give information as to typical analysis 
characteristics, typical applications, 
forging, general heat treatn 

nealing, hardening and _ tei 


data 


LUBRICATION Alemite 
Stewart-Warner Corp., Chi 
brought out a comic-book 
tion in behalf of its “A 
method of automatic lubri 
2+ small-size pages, amusing 
ind text portray the short 
traditional lubrication 
, vantage 


int up t} 


\ccumet 


¢ 


by... 
ROCK ISLAND 
MILLWORK 
COMPANY 


%e 30% HARDER THAN MAPLE x MUCH LOWER IN COST 
%& SMOOTH, SPLINTER PROOF %& CORE OF KILN-DRIED PINE 
*% WON'T CHIP OR WARP W PRACTICALLY NON-INFLAMMABLE 


%& BONDED WITH WATER RESISTANT GLUE ¥& WILL NOT PEEL 


for... NEW WORK BENCHES 
fer...REPLACEMENT BENCHES 


INDUSTRIAL DISTRIBUTOR: 

ShopTop and CrafTop resist 
acid, alkali, oil, and grease. 
Special solid core construction Let us send you full information about 
provides @ built-in impact: this revolutionary new work bench top. 
cushion for harder use and 
longer wear. ShopTop and CrafTop 

Sold only through Selected Industrial Distributors 


IDEAL FOR: Complete support includes monthly ads in the six lead- 
ing shop magazines illustrated below over 250,000 


circulation 


SALESMEN’S HELPS 


Colorful circulars, imprinted mailing pieces, catalog 
sheets, price lists, sample tops—for a complete program 
Write today while territories are still open 


Made in any size 
to meet all requirements. 


A Product of 
cele Geka my ic Liem fo) sd Gao) | ree BG 


RESINWOOD DIVISION 
ESTABLISHED 1868 ROCK ISLAND 2, ILLINOIS 
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For controlled air volume .... 


depend on Sherman 
AIR NOZZLES 


Tapered air control permits graduation of 
air volume to exact amount required. 


Reduced air aperture back of tip prevents 
air waste if tip is lost or removed. 


High quality phosphor bronze spring. Air 
joint automatically closes and holds disc to 
seat with both spring and air pressure, 
thus insuring a tight seal. 


Removable tip for 
quick replacement. 


Stuffing box prevents air leakage around 
the stem when valve is open. 


Especially compounded disc gives long 
wear and is easily renewed. Enclosed to 
prevent spreading 


Designed by engineers who un- 
derstand air problems, Sherman 
Air Nozzles furnish the exact 
air you need .. . just where 
you need it . . . without air 
leakage or waste. Check the 
Sherman Air Nozzle features 
listed at left. 


® Write for industrial brass goods catalog today. 


BATTLE CREEK, MICHIGAN 
Industrial Brass Fittings 


YORK, PENNA. 


Standard Oftemilier products are sold thru Mill Supply 


Houses 


direct to W. H. O. for quotations on your 


INDUSTRIAL DISTRIBUTION « 


Send prints, specifications and other information 


special’ jobs 
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D-A-T-E-§ 
TO REMEMBER 


Oct. 3-5—Tri-Regional Conference, 
Associated Equipment Distributors, 
Roosevelt Hotel, New Orleans. 

Oct. 3-6—National Hardware Conven 
tion, Atlantic City. 

Oct. 31-Nov. 1—Central States In 
dustrial Distributors Association 
22nd Annual Convention, Edge 
water Beach Hotel, Chicago. 

Nov. 1-5-—Metal Show, American So 
ciety for Metals, Amphitheatre, 
Chicago. 

Nov. 1-5—National Fall Meeting, 
American Wekding Society, Inte: 
national Amphitheater, Chicago 

Nov. 4-6—Joint Regional Meeting, 
Associated Equipment Distributors, 
Broadmoor Hotel, Colorado Springs 

Nov. 8-1 1—Annual Convention, Wire 
Association, Statler Hotel, Detroit 

Dec. 2-7—21st National Power Show, 
American Socicty of Mechanical En 

1| Museum, Phil 





gineers, Commerc! 


Klelphia 
1955 

Jan, 12-15—Annual Mid-Year Mect 
ing, Southern Industrial Distribu 
tors Association, and _ Regional 
Meeting of Southern and American 
Associations, Edgewater Gulf Ho 
tel, Biloxi, Miss 

Feb. 28-March 1—Regiona! Meeting, 
National Industrial Distributors As 
sociation and American Supply & 
Machinery Manufacturers Associa 
tion, Warwick Hotel, Philadelphia 

March 14-18—Western Industrial Ex 
position, Shrine Auditorium and Ex 
position Hall, Los Angeles 

\pril 18-20—Annual Triple Industrial 
Supply Convention, Cleveland 

June 19-23—36th Annual Interna 
tional Cost Conference, National 
Association of Cost Accountants, 
Waldorf-Astoria Hotel, New York 
Citv 

1956 


May 20-23—Triple Industrial Suppl 


Convention, Atlantic City 





GOODBYE, DOBBIN 


Last vestiges of the horse and buggy 
era are disappearing, National Pe- 
troleum News, McGraw-Hill publica- 
tion, reports. A large oil company has 
discontinued the sale of its oldest 
products, Mica Axle Grease and Eureka 
Harness Oil 














The Johns-Manvi 
~ Packing of the Month 


eee one of the lead . 
ers ina li ° 
profitab , ee ity line that wi 
able business in replacement A ie help you build a 
ckings 


— srv'e No. 911 


Durable, corrosion- 
resistant pipe-fiang® gaskets, 
especially designed to 
compensate f 
—— and contracti 
Style No. 912 remperature 


Where to sell them: This is the ume of the year HOW FURNIS 
tility and factory steam plants can use Style 911 SP 
Style Nos- 911 and 912 spirotallic gasket centering 
The »ndable gaskets # Iso have cast iron flanges OF © 
rine and other ap and female facings --* 
d in high tem valve bonnets. Made 
shapes- Other shapes can 


Flange Gas . 
a partuc ularly wide sale 
plications where pipe fl 
perature steam ser’ ice. 
what their selling points are: spirotallic gas- In addition to its Spito- 
kets are made of interlocked plies of preform i equipped with @ 
yshioned ith spirally wound asbestos strip- i jrioning the 


metal, ¢ 
d metal strip te 


When com 
under cof 


pressio 
' warped faces- 
ed construction frequen flanges in Pi 
ing pressures 


” to 24” and for work- 


ies of this advertisement for distribution to 
. York 


Note to salesmanagers: For co 
s-Maoville, Box 60, New Yor 16, 


your sales organizatiom, write Joho 
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a Do You Remember? 


(Answers on page 194) 


rul:la 41am) 





Al ee Ae 


When these four new members joinedthe National Association? 


When disaster 

thing thot - 
moves See vo Z threatened this 

be marked and to- ss ' : " 
day more than ever, ° a , : a at, ir 
correct and dependable : New York State 

identification is vital to all e . 
industries distributor? 
For over a hundred yeors Old 
Faithful and American Markers 
hove been produced for every 
industrial process end pur- 
pose—special crayons that 
ere engineered for the job 
—that work hand-in-hand 
with employees to do fas- 
ter and better work 


Stock and sell the 

morkers your custe- 

mers ask for, Ameri- 

can and Old Faithful 

—the only depend- 

able line all from 
one source! 


Old Farthtul’s repu- 
lotion means more 
repect and tie-in 
soles for you! Write 
fer more informo- 
tron and complete 
coteleg. Dept. ML- 
76 


5a THE AMERICAN CRAYON COMPANY 
wae SANDUSKY. OHIO NEW YORK 


When violence swept a city thousands of miles further West? 
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ALEMITE HAND GUNS! 


All springs High pressure Head 
are special, -high- pistons f castings are 
tempered steel are machined and malleable 
will not “fatigue finished to closest iron. Heat treated 
maintain proper . tolerances to to withstand 
tension * avoid loss of stress and 


pressure strain 


Case- 
hardened 


follower rods will 
All 


Alemite guns 


not score or 


jam 
available with 


fitting 
for automatic 
loading 


All ball checks 
are super-hard 
precisely fitted to 
avoid leakage 

contamination. £ 
Perfect seal to service easy 
with long last “hat aaa 
ing follower is 
assured by extra 
smooth barrel 


surface 


@ Hand guns may look a lot alike on 

the outside —but once you tell your 

customers the inside story of Alemite Hand 

Alemite Lever Gun. Up to 10,000 pounds pressure. Positive Guns—you’ll make more sales in a hurry! Here 


delivery assured by heavy priming springs behind top y = 
grade double cup leather follower. Follower rod slides are the hidden features that make Alemite 
back into gun after filling. Handles all types of regular Hand Guns outlast — outperform their many im- 


pressure gun greases. Capacity 1 pound. Model 1056-SE itators. Tell your customers about them — sell 


— this hidden superiority! 


Alemite Heavy-Duty Lever Gun. Extra rugged construc : FREE 
— new sales film! 


tion makes this gun ideal for use wherever operating con 

ditions are severe. Handles all types of pressure gun A hard-selling sales film, “No 
greases, heavy or light. Combination of spring and vac Margin for Error,” now avail 
uum priming assures positive delivery. 2l-ounce capacity able for your sales meetings or 


plant personnel meetings. A 
fifteen minute, sound-slide 


presentation that dramatically tells and shows in color, 
how modern lubrication methods cut production costs. 
A request on your letterhead will bring you complete 


site i! ; information without obligation. Address: A.emrre, Dept. 


Model 6243-J with extension No. 54269 
- PROoUCT OF 


Ask Anyone In Industry H-104, 1850 Diversey Parkway, Chicago 14, Illinois. 
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you can build CUSTOMER 


by showing that... 


7 sizes of collets avail- 
eble from 1/16” to 
4". Complete set in 
herdwood holder $8.75 


EXCELLENT 
MARK-UP 
FOR YOU 


REMEMBER — it's 

good business to sell 
CHUXRITES because 

it’s profitable for your custom 
ers to use them 


GOOD WILL 


OLE 
vist 


FOR CYLINDRICALLY-SHAPED 
PARTS TO 14” DIAMETER. USE 
WITH DRILL PRESS, MILLING 
or TAPPING MACHINE, LATHE, 
etc. and ON THE BENCH for 
ASSEMBLY WORK, POLISHING, 
CLEANING, SOLDERING, etc. 


(collets $1.40 ea.) 


The growing trend toward smaller parts makes the low-cost CHUXRITE 


(built specifically for small-part pro 


duction) a REAL NECESSITY. 


Ask us about CHUXRITE distribution in your area. 


FOREDOM ELECTRIC CO. Dept. 2314 


27 Park Place 


3 Good Reasons Why 
DAVIS YOUR REGULATOR HEADQUARTERS 


Hess is the complete line of 
precision regulating equipment. 
Give your customers the benefit of 
better control and longer service 
life by furnishing them Davis 
equipment. No matter what you 
require in sizes, types or metal 
specifications, Davis can furnish it 

and on good delivery schedule. 
Make Davis your headquarters for 
precision regulators and allied 
equipment. 


© RELIEF VALVES 
© FLOAT BOXES \ 

© BACK PRESSURE VALYES 

© MOTOR OPERATED VALVES \ 


© SOLENOID VALVES 

@ WON-RETURN VALVES 
©@ DIAPHRAGM VALVES 

© STOP & CHECK VALVES 


compleie line. 





2544 S. WASHENAW AVENUE 


194 


Send for complete catalogs 
and information on Davis’ 


New York 7, N. Y. 


You Should Make 


1. PROVEN QUALITY 
2. COMPLETE LINE 
3. PROMPT DELIVERY 











STRAINERS 


PRESSURE 
REGULATORS 


~ 


FLOAT 
VALVES 





CHICAGO, ILLINOIS 
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Answers 


(To Questions on page 192 





At the San Francisco Zone Meeting 
of March, 1941, new members posing 
for this picture were Wallace Camp- 
bell, Campbell Hardware & Supply 
Co., Seattle; J. H. Leeds, Robert M. 
Hartwell Co., Los Angeles; and B. C. 
Mills and E. A. Stern, Miller & Stern, 
San Francisco. 


A three-hour fire swept through part 
of the warehouse of Buffalo Mill Sup- 
ply Co. in Buffalo, N. Y., Dec. 30, 
1938, causine estimated damage of 
f-am $60,000-$70 000. 


San Francisco’s truck transport was 
paralyzed in the longshoremen’s strike 
of July, 1934. Police surround a track 
overturned by strikers. 





Management 
Under the Microscope 


Starts on pig 105 
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ment do its job. 
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Most business mes 


when a certain kind 


of message is repeated at frequent in 


tervals, as in the case of 
clerk notifying the front 
rival of a shipment, t 
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4-BOLT FLANGE 
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to the { BRONZE BAR STOCK 

move BRONZE BUSHINGS 
wilds PILLOW BLOCKS 

sf pmen SHEET LUBRICATOR 
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methods of exerc 
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Every Randall pillow block utilizes 
the exclusive Randall “deep 
well’® ball assembly shown im 
mediately below. It offers a unique 
double lubricating principle which 
results from combining Randall's 
exclusive graphited bushing with 
oil or grease type lubricants. This 
assures controlled, self-lubrication 
for long periods of trouble-free 
operation It's found only on 
Randall pillow blocks and of- 
fers increased sales for you 


LIGHT DUTY 


Randall enables you to offer in- 
dustry the most complete and ex 
clusive line of graphited bronze 
sleeve bearing pillow blocks avail 
able anywhere. Shown above are 
only a few of the many Randall 
models that are packed with out- 
standing and exclusive sales fea 
tures. Write today for more details 
on Randall products .. . the com- 
plete line for sleeve bearing dis- 


tributors 


GRAPHITED BEARINGS 
THRUST WASHERS 
SAFETY COLLARS 
BRONZE CASTING 


1009 S. GREENLAWN AVENUE, LIMA, QHIO 
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A source of 
good repeat business 


This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected— 
four separate rolls, each a different 
gauge. Your customer just snips off 
stock as needed. When roll ends, you 
get an automatic reorder. Available 
in 6” x 100” rolls, brass or steel stock. 
Your name printed free on top of rack 
when you order 25 or more racks. 





© LAMINATED © 





4110 Union Street, Glenbrook, Conn. 























. . . with o CLEMENTS -CADILLAC 


Save your equipment. Remove 
dirt, dust, grit, filings from every 
erack and crevice before they 
damage your machinery, de- 
crease its efficiency. You'll 
reduce repairs, 
replacement, 

down-time. 


scrric 
Ask your mill supply er 
dealer for a demonstra- 
tion, or write us for 


information. 


er 
ion Clean 
bination Blower-Suct bom 
Taatt 
-* 7 ei sis wLUs 





“Mlost Useful “Jeol in the Plant™ ~ WRITE FOR. 
FULL DETAILS, 


CLEMENTS MPG. CO., 6624 S. NARRAGANSETT AVE., CHICAGO 38, ILL. 


Esco sss nw nous on sont nas vets TODAY 
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choice between leading men or driv- 
ing them. 

The cost of punishment as a 
method of control is staggering—ac 
cording to one estimate, 65% of all 
separations in industry result from a 
failure in the relationship between 
management and workers. 

Internal communications is not a 
one-time program. It is a way of get 
ting along with people by giving them 
a sense of “belonging” and raising the 
level of their self-respect. 

Control is largely a problem in 
mutual understanding. A few rules, 
followed consistently, will soon knit 
a group of unrelated individuals into 
an effective work team: 

|. Give workers a sense of partici 

pation. Ask their advice, when 
ever they are competent to 
give it. 

Make them feel important. 
Avoid issuing commands. En- 
courage voluntary effort 

Praise your men when _ they 
have earned it. 

Listen even when you know 
what a worker is going to say 
Show them the same courtesies 
ind consideration you would a 
friend. 

Show confidence in your men 
Keep lines of two-way communi 
cation open. 

Better management is built with 
better communications. Success lies 
in establishing two-way communica 
tions within vour firm and _ two-wa\ 
communications with outside groups 
—customers and the community 

Ihe channels of communication in 
a firm are never completel\ 
Unless you take the lead in giving di 
rections and meaning to company 


( losed 


communications, you are in danger of 
losing your privilege of leadership to 
less responsible individuals. Planned 
two-wav communication is essential to 


modern management 








BIBLEMOBILE 


A used truck trailer has been con- 
verted into a chapel on wheels in 
Memphis, Tenn., reports Fleet Owner, 
McGraw-Hill publication. The “Bible- 
mobile,” particularly designed to pro- 
vide an opportunity for high school 
students to worship during school re- 
cess periods, has attracted thousands 
of young people to the brief curb-side 
services, according to the magazine 

















All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s... 


ADVERTISING AND SALES HELPS 





Factory-Field Engineering Service 


rng 


Advertisements in 50 trade and business publications 
reaching all industries tell the advantages of Raybestos- 
Manhattan industrial rubber products and services. Tech- 
nical data, books, catalogs and bulletins keep R/M Distrib- 
utors’ salesmen and their customers up-to-date on product 
information, application, and maintenance. 


me Effective sales aids and direct mail material are supplied 
A Business Relationship that “Wears Well to help distributors keep their customers informed about 
new engineered developments in R/M Hose, V-Belts, Flat 


Belts, and Conveyor Belts. 


Raybestos-Manhattan welcomes the opportunity to discuss 
with you other benefits that will bring you more sales from 
every dollar of selling effort . .. and to your customers 
“More Use per Dollar” with R/M Industrial Rubber Products. 


Strategic Warehousing, Dependable Delivery 


mt 


RAYBESTOS-MANHATTAN, INC. 


G@GDeere yr tk 


Flot Belts Conveyor Belts Air, Water, Steom Hose Oil, Suction Hose Industriel Fire Hose 


MANHATTAN RUBBER V Ot PASSAIC, NEW JERSEY 











Other R/M products include: Industrial Rubber * Fon Belts * Radiator Hose * Brake Linings * Brake Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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HOT FORGED from solid, 
rectangular steel bars, de- 
om and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 


( Standard & Double) 
Extra Heavy 
UNIONS 
Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 
6000-lb. sizes Ye” 
to 2”. ) 


ORIFICE 
Ac. 

















UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 6000- 
Ib. service. 














(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib. 


oo only, 
(FULL STAINLESS & 


FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib. 


\ service. = 


WRITE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 




















300 MILL ST. - CATAWISSA, PA. 
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Selling’s Pleasant. . . 
If You Make It So 


(Starts on page 84) 





question and answer period, anxious 
to clear up dubious points, regard- 
less of how obvious they may seem. 

Another source of product informa- 
DisTRIBUTION. 
Test 


tion is INDUSTRIAI 
Such features as “Sales Quiz: 
vour knowledge of Products and Mar 
kets”, he admits, are most helpful. 
It doesn’t disturb him that he knows 
many of the answers, but there is 
always a challenge when one stumps 
him. It helps him keep on his toes. 
It’s one feature he doesn’t miss. 

Che advertising, Mr. Kester says, 
gives him an up-to-date picture not 
only of the products he handles, but 
also of competitors and new products 
which may have a potentia! in his 
market. But, he looks at his own 
supphers’ ads first. They have often 
reminded him to make them the 
subject of his calls. And, when plan- 
ning calls, he scans the ads for talk 
ing points. 

Other trade and technical publi 
cations are of considerable help also 
Most waiting rooms in plants with 
purchasing agents and plant superin 
tendents are furnished with plenty 
of such reading matter. These maga 
zines are a good gage of what cus 
tomers are interested in and what's 
involved in their operations. A cut 
sory glance through them often un 
folds a sales opportunity. 


Sales Technique 


Manufacturer's men and Inpvus 
rriAt. DisrripuTion are also two of 
Mr. Kester’s main sources of improv 
ing his sales techniques. When call 
ing on customers with a manufacturer's 
man, he watches his approach to the 
purchasing agent, to the plant super- 
intendent and the man in the shop 
very closely. Usually manufacturers’ 
men are individuals with broader con- 
tacts and of greater experience with 
their product than industrial supply 
salesmen and, if there is something 
to be learned from them, Mr. Kester 
just doesn’t care to miss it. 
Knowing the characteristics of the 
key individuals in the plants he calls 
upon, Mr. Kester is always interested 
in how a manufacturer's man ap- 
proaches and interviews them. He 


knows when a manufacturer's man 
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[| Warner ALUMILADDERS 


=| help you profit from the big 
| swing to aluminum indus- 
trial ladders and staging! 
































Easier to sell because they're 
built of tough, tempered 
aircraft quality aluminum, 
Werner Alumiladders are 
half the weight of wood ... 
so light they can be hand!ed 
easily by only one man! Yet 
so strong they'll stand up 
for years in even toughest 
service! Werner Alumi- 
ladders won't crack or rust. 
Non-sparking. Can be steri- 
lized for use in food plants. 
Realistic prices... value 
you'll proudly recommend 
to your customers! And 
each sale gives you three 
times the profit! Complete 

i line of single ladders, ex- 

“tensions, platform ladders 
and stepladders. Write to- 
day for catalog and full 
information. 





Extra strength at point of 
greatest stress is gained by 
patented Werner reinforced 
double-swaged rung con- 
struction. Exceeds 4600 inch- 
Ibs. torque test. Here's real 
strength plus dependability! 


Kone Bo Mites Koons tees 


WERNER ALUMINUM SWING STAGE 


R. D. WERNER CO., INC., Dept. 127 
Sales Office: 295 Fifth Ave., New York 16, N.Y. 
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has scored and when he hasn't and 
he learns what he can from watching 
ind listening. He has learned a f 
ingles, such as working I 
quest for an 
tion of a 
»Dyechons 
Probably the 
technique Mr 
manufactur 
luct surve 
e with field 
closely to t 
the customer, 
1 survey, and 
results, he feels competent 
riginate and execute such 
himself Admittedly, the 
manufacturer's man in su 
vey is of inestimable valuc 
nfidence of being able to origin 
ind conduct one himself has enabled 
Mr. Kester to rely more and mor 
upon himself in initiating such su 
Mr. Kester has sold plant 
1 the idea of surveys for grit 
vheels, power transmission and < 
pressol Not only ve the 
veys increased sal but they 
been of demonstrated benefit 
customers r grinding 
tion, greater powc transmiussiol1 
ficiency and elimination of 
time for pressure buildup 
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irger COM press rs 


Learn By Reading 


In the same category, 
ind equipment salesmen’s expert 
teach Mr. Kester something 
why he likes to read INpusrrRiat 


4 


DIsTRIBUTION. Ag 


~ 


he reads can be of much valu 


has picked up 


would have 
the troubk 
him confide 
that makes 


1m 


thing definite 
Chis was 
ind plant super 


ibout th men 


in, not eve thing 





4768 Holes 2 inches Deep 
Drilled in Valve Guides — 


993 feet of Drilling 
Before Resharpening 


Carbide -Tip-ed 
Tool 
performance 


DOUBLE-CIRCLE Carbide Tipped Tools 
Give Greater Cutting Mileage 
@ DOUBLE-CIRCLE Tools are manufactured with 
extreme care by Chicago-Latrobe engineers all the 
way from raw steel to the finished product. They 
make sure Carbide Tipped Tools have ample meto/ 
backing of carbide insert. Inserts are checked to 
“close-limit on analysis” specifications . .. bodies or 
hardened high speed steel. This results in a hig’: 
quality tool that gives long life . . . cuts fast. . 
smoothly ...easily...and gives greater cutting mileage. 
The wise buyer of tools, interested in stretching 
dollars, will profit by specifying DOUBLE-CIRCLF 
Send for descriptive data and specifications — ask 
for booklet No. 186. 
TOOL BUYERS EVERYWHERE TOLD AND TOLD OF 


& QurIcnw% SERVICE & 


FROM A CHICAGO-LATROBE DISTRIBUTOR 








DOUBLE CIRCLE 
TOOLS 





a ite Ulli W wa fe) :13 








DRILLS © REAMERS ¢ COUNTERSINKS ¢ COUNTERBORES « CARBIDE TOOLS « SPECIAL TOOLS 
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now... more important than ever... 


the efficiency, economy and dependability 
of Wells Heavy-Duty Cut-Off Saws 





DESIGN DETAILS 


@ Cutting action parallel to 
bed 


®@ Easily controlled depth cut- 
ting. 

® Automatic frame return and 
blade motor shut off. 

®@ Large capacity — 12" x 16”, 
rectangular; 12%", rounds; 
die blocks; 12%" deep, 16” 
wide, 18” clearance bed to 
blade. 

® Selective speeds: 60, 115, 200, 
300 Ft. per min. 

® Ample power: | H.P. blade 
motor, Ys H.P. hydraulic sys- 
tem motor. 

@ Weight: approximately 1845 
Ibs. 











Coupled with the Wells-O-Bar Feed 
Master (an optional extra) the Wells 
Ne. 12 becomes a fully automatic 
cut-off machine. Ask tor further in- 


SEARCHING for a way to reduce 
metal cut-off costs? Here’s an answer 
—the Wells No. 12 Heavy Duty Saw. 
It’s a hydraulically operated, metal 
cutting band saw designed to step up 
production with greater accuracy and 
eliminate unnecessary hand labor in 
cut-off work. Featuring an automatic 
cutting cycle, the Wells No. 12 also 
provides controlled blade tensioning, 
parallel-to-bed cutting and a wet cut- 
ting system. 


For the efficiency, economy and 
dependability that you need to meet 
that “tougher competition ahead,” 
find out more about the Wells No. 12. 
Ask your Wells Dealer for full infor- 
mation or write direct to the factory. 











great way. To some of the mechanics 
| have known for a long time—and if 
they have the time—I show them the 
quiz, and it leads to some good in- 
terviews with some very interesting 
comments.” It starts the boys on ap- 
plications which have taught Mr. 
Kester a lot. 


Service 


Product knowledge is fine, accord 
ing to Mr. Kester, but you have to 
take time to make sure that the cus- 
tomer gets the right service that would 
make him want to deal with your 
company continuously. Therefore, 
he takes a lot of pains to see that an 
order is written correctly, just as an 
instance. Correct writing of orders 
minimizes chances that the storeman 
will mis-read the order, or have 
trouble locating items, or that the 
shipment will be delayed. 

Or, for example, each Saturday 
morning, Mr. Kester checks in at the 
office and goes over orders for the 
week, If there is an order for some 
material that he’s not sure of, he 
makes it a point to check the manu- 
facturer’s catalog. He reviews the 
high-lights and specifications, He may 
be able to talk to the customer more 
assuredly about the product when he 
thanks him for the order. Then again, 
there is always a chance that the cus 
tomer didn’t order the right product 
or material. This sort of thing pays 


off. 








“The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 


“Now that you've got his annual order, 
maybe we can win one, hmm, dear?” 
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COMPRESSED AIR... 
do you get it economically? 


a 


FOR SMALLER QUANTITIES of compressed air, Worthing- 
ton’s Balanced Angle Compressor is your best bet. Mills, 
machine shops and laundries all over praise the quietness 
and efficiency of this dependable unit. Sizes range from 
lg through 15 hp 


COMPACTNESS AND EASY INSTALLATION are the big ad- 
vantages of Worthington Radial Air Compressors, used 
where larger quantities of air are needed. Like all Wor- 
thington: compressors, the radial is equipped with our 
exclusive Feather* Valve. Sizes from 25 to 100 hp 


* Reg. U. S. Pat. Off. 





If you can’t answer this one, you might find some 
investigating worthwhile, 

Economical operation depends upon wise com- 
pressor selection and proper application, and 
they, in turn, depend on answers to questions 
such as: When is a compressor worn out? What 
model and horsepower are the best answer for 
your applications? How much reserve capacity 
should you allow for? 

Providing the answers to these and other ques- 
tions about air compression is all in the day's 
work for your local Worthington industrial dis- 
tributor. Give him a call today and make use of 
his background. He’s got the widest line to choose 
from, so you'll know any new Worthington 
equipment you get from him is “right” for your 
particular job. 


FOR THE REALLY BIG JOBS, specify the horizontal, water- 
cooled HB—the work horse of the Worthington compres- 
sor line. We've had reports about 30-year-old HB’s that 
are giving the same good service as when first installed. 
Sizes from 74% on up to 125 hp 


Get the whole story about these modern compressors. See your Worthington 
distributor or write for Bulletin WP-1099-B52 to Worthington Corpora- 
tion, Pump and Compressor Merchandising Division, Harrison, New Jersey, 
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for permanent high 
pressure installations 


More and more socket-weld 
couplings are being used. 
CAPITOL makes every type 
of coupling required by in- 
dustry. Now you can obtain 
all your coupling require- 
ments from one source. 


Socket Weld Couplings and 
Caps are available prompt- 
ly from stock — 


for 
EXTRA PROFIT 








™ 


U AR lu 


MFG. & SUPPLY CO. 





COLUMBUS, OHIO D 





COUPLINGS — NIPPLES — UNIONS — RADIANT 
HEAT FITTINGS — FURNACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 





Book Reviews 





HOW TO FIND AND QUALIFY 
PROSPECTS AND GET INTER- 
VIEWS, by Charles B. Roth, Pren- 
tice-Hall, New York, $4.95. Despite 
its imposing title, this book will be 
of limited value to industrial distrib- 
utor salesmen. Like many books of 
its kind, it is a discussion of selling 
generally, and therefore spends much 
of its substance talking about sales- 
manship methods far removed from 
the industrial field. 

(he author, a sales counsellor by 
profession, has filled the book with 
numberless anecdotes to press home 
his principal point that effective sales- 
manship is getting in to see “Mr. 
Rightman.” For Mr. Rightman is 
the right prospect whom the salesman, 
by the application of proper sales 
methods, can transform into a cus- 
tomer, 

Many methods suggested by Mr. 
Roth are indeed worthwhile; it is only 
unfortunate that they are smothered 
by so many of the aforementioned 
anecdotes, some of which are too cute 
for even the brashest distributor sales- 
man. One may wonder if the anec- 
dotes are put forth to illustrate the 
iuthor’s arguments, or have just been 
interjected to add a leavening of wit. 

In fact, it is this reviewer's opinion 
that Mr. Roth would have improved 
his book immeasurably if he’d resisted 
the anecdotal urge, and instead pro- 
vided his salesman-reader with some 
concrete detai! in his chapters on 
planning calls, cutting down on waste 
calls, finding prospects. These happen 
to be areas where most salesmen need 
the most help and guidance—yet Mr. 
Roth has skippéd over them like a 
ballet dancer en pointe. 

But to be charitable, these chapters 

plus the one on handling interrup- 
tions—contain enough worthwhile ma- 
terial to merit a salesman spending 
the time to read them. Apart from 
that, however, the book seems once 
more to underline the need for a sales 
manual beamed to the specialized 
problems confronting distributor sales- 


D.A.C.M. 


men 


CREDIT AND COLLECTION 
MANAGEMENT, 2nd Edition, by 
William ]. Shultz & Hedwig Rein- 
hardt, Prentice-Hall, Inc., New York. 
$9.00—The techniques. principles and 
policies of mercantile, bank and retail 
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credit analysis are covered in this new 
book. 

The book analyzes various sources 
of credit information—discusses and 
clarifies the making of credit decisions 

outlines collection procedures and 
privides tested examples of effective 
collection correspondence. 

According to a U.S. Bureau of Cen- 
sus, Census of Business, Wholesale 
Distribution, 86.7% of 1948 wholesale 
sales of machinery, equipment and 
supplies was credit sales. Some of the 
subjects of particular interest to in- 
dustrial distributors in the text are 
Credit Information—Dun & Brad- 
street, Trade Association Credit De- 
partments, and a discussion of such 
other sources as credit manager, sales 
man, customer, banks, etc.; Credit 
Use of Financial Statements; Analyz- 
ing the Credit Risk; Credit Limits; 
Collection Principles and Procedures; 
Collection Correspondence; Protection 
of Creditors’ Rights; Adjustments; 
Liquidation of Insolvent Customers. 

Office routines are thoroughly ex- 
plored along with office equipment and 
credit and collection personnel 

A set of review questions and a list 
of suggested outside readings appeat 
at the conclusion of each chapter. 
Nearly 100 illustrations, forms and r 
ports are also featured 

Up-to-date credit problems ar 
treated both from the credit man- 
iger’s and sales manager’s viewpoints 


G.L.B 


SALESMANSHIP AND BUSINESS 
EFFICIENCY by James S. Knox and 
John Knox, Knox Business Book Com- 
pany, Oak Park, Illinois—According to 
the authors, “This text is not studied 
by all students because they expect to 
sell merchandise. It is studied to help 
them develop better personalities, to 
increase their efficiency, to learn more 
about human nature, to become bet- 
ter leaders, to understand how to in- 
fluence the conduct and actions of 
people and to know how to sell their 
services.” 

Divided into three parts—Person- 
ality Development, Salesmanship, The 
Human Element—the text is concise, 
and each subject is usually developed 
in simple terms along with inspira- 
tional anecdotes about well known, 
successful people. Charts and plates 
also illustrate the text. 


The authors cite ficures 


research 








MILWAUKEE 


as a one source of supply 


FOR INDUSTRIAL BRUSHES 


is a big aid to your sales 


The good service that you give to your customers 
is as important to us as it is to you. To make your 
° Industrial Brush service a top notch one we are 
organized to give you a service complete in every 
Your sales job is simplified through a detail. Our job is to see that you are supplied promptly 
service complete in every respect and that you get the quality products 
that promote sales. 


MILWAUKEE Production Brushes for 
Almost 40 years serving industrial dis. power use—production brushes for 
tributors with top quality. hand use—brushes for various main- 
tenance needs. Your good service 
° today will pay off time after time. 
For Industrial Brushes, be sure— 

Here is the brush line for every industrial make it MILWAUKEE. 


requirement. 


From receipt of order we work to smooth 

the distributors sales job j f 
e : 

Repeat orders of any quantity are exactly 

the same as initial orders. —- 
« ) 

Lay your problem in our lap and we will ’ 

have the right answer for you 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 





that claim approximately one-third of 
an individuaul’s success depends upon 


40-A Series—Double - : 
technical knowledge and _ two-thirds 


Boll Race Structural Stee! 


Swivel Caster 


for Efficient 
Materials Handling 


Br 


CASTERS 
are Best 
for Your Customers 


1-A Series — Station 
ory Coster 


Industrial distributors know... 


that year after year Bond casters 
“ring-up’’ remarkable records in ser- 
vice. The designs, the materials and 
the workmanship of these casters are 
constantly being proved and improved 
to guarantee peak performance 

Your customers will be glad that 
you suggested Bond materials han- 
dling equipment because it’s built to 
do the dest job. And remember, the 
Bond line is a profitable line for you 
to sell. Write today for your copy of 
Bond Catalog K-38— it’s packed 
with facts 


BOND FOUNDRY 
& MACHINE CO. 


Manheim, Pennsylvania 


3-A Series —Singie Boll 


Roce Swivel Caster 


23-A Series — Double 
Boll Roce Swivel Coster 


36-A Series—Double 
Boll Race Swivel Caster 


40-AH-VG Series— 
Double Bal! Roce Struc- 
tural Steel Swivel Coster 
with V-grooved Wheel 


».." 
; 


Bm 


DRUM 
TRUCK 


a 


@ Reduces hondling effort to 
minimum. 


* Spring action chime hook 
for easy engaging and 
releasing of drum or barrel. 

e Maximum drainage. 

@ Stands upright when not 
in use. 


Write for Bond Bulletin R-61 
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upon personality development. In its 
sixth revision, this book emphasizes 
the importance of personality in such 
Part 1 chapters as: Personality and 
How To Develop It, Why Develop 
Your Personality, A Definite Purpose 

Part II includes chapters on: Your 
Pre-Approach in Sellmg, The .\p- 
proach, Arousing Interest, Producing 
Conviction, Creating Desire, Closing 
the Sale, Fifty Salesmanship Funda- 
mentals. 

The Human Element, Part III, 
features such helpful chapters as: Over- 
coming Your Difficulties and How To 
Sell Your Services. 

For the comparatively new salesman 
in the industrial field, or for those in 
need of a review this book offers an 
inspirational presentation of _ basic 
fundementals for getting along with 
people and selling your services. GLB 





NEW LINES 
taken on by 
DISTRIBUTORS 





Cowan Supply Co., Atlanta, Ga., has 
been appointed to handle the stand 
ard line of gages, magnetic chucks 
and toolroom equipment of The 
Taft-Peirce Mfg. Co. in Georgia. 


Allis-Chalmers Mfg. Co. has ap 
pointed the following distributors 
¢ McJunkin Corp. 
Marietta, Ohio 
¢ J. H. Nicholson Supply Co 
Omaha, Neb. 
¢ Industrial Supply Co. 
Bellingham, Wash. 


Dietz Industrial Supply Co., Aurora, 
Ill., has been appointed distributor 
for Carboloy Department of Gen- 
eral Electric Co. 


Van Duren Supply Co., Paterson, 
N. J., has been appointed distribu- 
tor for John W. Masury & Sons. 


Industrial Hardware & Mill Supply 
Co., Newark, N. J., has been ap- 
pointed distributor Lyon Metal 
Products, Inc. 


White Sales Corp., Scotts, Mich., has 
been appointed distributor for 
Chain Belt Co. 


The Stambaugh-Thompson  Co., 
Youngstown, Ohio, has been named 
distributor for the Illinite line of 
Illinois Tool Works. 




















Have You Heard This? 





WERE TELLING 
YOUR CUSTOMERS 
“I Happened to Be 
In the Neighborhood” 
It seems that lack of pre-approach, THAT 


or pre-anything at all, is regrettably 
outstanding among many of our young 
salesmen of the present era. ‘I was in 
the neighborhood, passing by your 
plant, and thought I'd drop in and 
get acquainted.’ To make simple con 
fession, I’m often reminded of dear 
Because, the ZIP line of T . , 
. Hex Wuts, Wash ’ old Glencannon’s rejoinder, under the 
e Siot Nuts ‘ 
ae te ob ee i effect of a severe migraine the day 
t ‘ ver ne = . ‘ 
shop. Without ther ute after, ‘My guid mon, I dinna know 


sham Without them i 

be impossible te clamp work . 

te machine tool tables. Every vou, nor wud I care to. . Another 
‘ “ leas ? 

fe opening line that has become quite 


sure prompt customer service 


wow Gooventones 1 rubber stamp goes this way: ‘I’m 
eae | 1 new man in this territory, succeeding 
Joe Mulhooligan, regrettably no longer 

vith us—he was sent to Leavenworth 

1 month ago. Of course you remem 

ber good old Joe?’ Of course I don’t, 

ilthough perhaps I should, if he actu 

lly has such an unmellifluous name” 

Roy Leighton, The Chicago Pur- 


TAPS SOAS MT cliesor, Aug. 1954 “ 
DREXEL HILL PA rate , P asy as 

Time for Re-appraisal 
Recession talk some months ago 
was not all politically inspired. We 
recal] that many responsible, non 


imate ee = political economists at that time were 


convinced our economy was in for a 


for 
= rough time. 

D Y K t pA : Today any re-appraisal of our econ 
$aaae BLUE: 7 omy must show reasons for a high 
— eh, degree of optimism. The bellwether 

ze: —S/ industries are investing in the con 


sumer. ‘Their present and future plans 
for expansion and growth are greater 


<a than at any other time in our history. 
Di d d Che need for more products for more ; & I 
eS ON people shows up in our steadily grow- 


Templates ’ ing population. 

“No one at this time can say that 
we're completely out of the economic 
woods. We'll know better this fall 
and winter. But the interesting fact 
to us, is, the consumer seems to have see pages 44.45 
switched to optimism. Things look ———__ > 
better to more people.’ — Printers’ 
Ink, Sept. 3, 1954 


Reciprocity Out of Favor 
Po package 8-oz. can fitted with 


r = 
Ba elite cap holding soft-hair brush Reciprocity as a means of gaining 

ior applying right at bench; metal sur- ' . 

toao seedy tee lageut as & business is looked upon with disfavor 

Hb yt = | by most companies cooperating in 

prevents metal glare. Increases effi- : this month’s survey of business prac 


= tices. The great majority . . . believe 
puniecampenged = | that making sales on the ground of 


THE DYKEM COMPANY reciprocity alone stifles competition 
Established 1920 and runs against the grain of the free 
2305A North 1th St. + St. Lewis 6, Me. enterprise system’”—National Indus 


trial Conference Board, July 1954 
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See Us at Booth 1309, National Metal Show, Chicago 


Commander 


TAPPER 


SALES TIPS 


PROFITABLE 
SELLING 


what are its advantages? 


® Handles a wider range of tap sizes — #00 to 4" — 
the range of 4 conventional tappers! 

Adjustable torque control prevents tap breakage. 
No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 

Minimum operator pressure operates it—eliminating 
lead error caused by forcing tap into hole. 

Does precision tapping —even with inexperienced 
operators . . . it’s “the Tapper that thinks for its 
operator”. 


features that help you sell 


@ Wider range provides greater utility — reduces tool 
investment for your prospect. 

® Adjustable torque control assures positive tap 
protection. 

® Automatic sensitivity of torque control stops the tap 
when it’s dull, “loaded”, hits a hard spot or bot- 
toms in a blind hole. 

© Compact, rugged, light-weight—built for production 


tapping. 


Commander mec. co. 


4217 W. Kinzie Street . Chicago 24, Illinois 
Product of Commander Builder of Production Tools 





THE MOST COMPLETE SOURCE 


STAINLESS STEEL 
SCREWS 


BOLTS NUTS 
a ee a 


RIVETS — FASTENING. DEVICES 
ALL TYPES 
ALL SIZES 
ANY QUANTITY 


Safety Car 
Mover 


Av 
EVERDUR 
ALUMINUM 
NICKEL ALLOY STEEL 


NAVAL BRONZE 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 


Stiinfess 


SCREW & BOLT CORP. 


STREET 


also 


®@ MONEL 


ti tete)(:) 


More push 
per stroke 


Only 16 Ibs. light, including rugged 
53'_" hickory handle. Its special 
heat-treated steel spurs grip securely 
on the edges of the rail to prevent 
dangerous slipping. Ask us more 
about this top performing Swaco 
Car Mover. 


Lowell Wrench Co. 


WORCESTER, MASS. 





131 CHURCH NEW YORK ZN Y 
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FROM THE 


ov FILES 


25 YEARS AGO 





A spot check of distributor opinion on 
business conditions got varied an- 
swers. Most firms noted a slight 
drop in volume but expected im- 
provement next year. One, Hughes 
Supply Co., Mansfield, Ohio, 
sounded a prophetic note: “Busi- 
ness is slowing up materially 
We feel that some far-reaching 
cause is responsible for this—not 
local causes. We are wondering if 
too much money is in New York, 
on Wall Street.” 


nes McGraw, Inc., started some- 
thing new in promotion—a full 
dress parade led by motorcycle cops 
and a brass band. Following were 
the company’s trucks and salesmen’s 
cars, decked out in signs, with horn 
buttons held down for the duration 
of the march. The procession w 
routed to pass as many customer 
plants as possible. 


Peerless Mill Supply Co., Buffalo 
N. Y., purchased Niagara Asbesto 
Co. 

Couch & Heyle, Inc., Peoria, Ill., was 

| reorganized on its 50th anniversary 

J. W. Hartz, president, and five em 
ployee-stockholders took over the 
former Hartz-Heyle interests 

rhe Faeth Co., Kansas City, entered 
the “aeroplane” supply field 


Chicago Engineer Supply Co. moved 
to new quarters at 116 West Illi 
nois St. 


A National Committee of Calendar 
Simplification was checking public 
sentiment on the proposal for a 
13-month year, every month with 
28 days. Some problems to b« 
ironed out first: what to call the 
13th month; how to handle the 
extra day at the end of the year; 
what to do about the maturity of 

during the 


bonds and mortgages 


changeover. 


| Cleveland Twist Drill Co. heard from 
its Tokyo, Japan, representative in 
the record-breaking time of nine 


days. His letter had been flown by 





25 Years Ago (Cont'd) 


the Graf Zeppelin on its latest East- 
ward journey. 


Aviation Corporation of the Americas 
bought a 500-acre tract near Todd’s 
River, Baltimore, as plant site for 
the manufacture of all-metal flying 
boats 


The Andrascoggin textile mills in 
Lewiston, Maine, announced plans 
for a $1,000,000 expansion project. 


Munnell & Sherrill, Inc., Portland, 
Ore., moved into a new three-story 
building with 20,000 sq. ft. of 
floor space 


10 YEARS AGO 
Newly commissioned second lieu 
tenant after a vear’s service in Aus- 
tralia and the South Pacific was 


Henry Idema, Manufacturers Sup- 
ply Co., Grand Rapids, Mich 


George B. Hays, of Hays Supply Co., 
Memphis was promoted to lieu 
tenant-colonel while working on 


plane salvage in Ital) 


Mars, general manager of 

R. S. Mars Co., Duluth, 

ssed the Minnesota State CIO 
onvention as representative of the 
luth Chamber of Commerce, of 


president He t ld 


which he was 

. . 
his listeners Labor and manage- 
ment alike should recognize the fact 
that they have 
have a definite responsibility 


1 other but to tl 


come or 


|. B. Jo f W. S. Wilson Cor 
New York City, succeeded N 
G od. Clipper Belt | iC 


president of the Powe 


SHELDON 


CHICAGO U.S. A. 


| gst RE -— ooo 
Se a a eee = dante whe 
| 


Zero Precision 
Taper Roller Bearings 


1%” hole thru Spindle 
(greoter copacity 


Scientific distribution of mass 


(Rear View) gives bed extreme ngidity 


ze : wt 
Efficient 4-step (8-speed) 
V-Belt Underneath Motor 
Drives carries thru standard 
— . bed — no cut-away or 
opp! ra split’ beds 


Tokes up to 1 4% H.P. Capacitor Type 


Motor 





TS-56 B 
1114" Swing, 56” Bed 


Large Full Bow! Headstock Complete- 
ly enclosed 
with hinged 


cover 


Double V Belts 
to sp.ndile 
deliver more 
power to 
point of 
work 


Heovy 
Saddle has 
extra bearing 
on bed 


Each Sheldon lothe 


} must poss 18 tests 


for extreme occu 
acy before leaving 
factory 


THESE QUALITY TOOL FEATURES 
MEAN MORE SALES 


By any measure, Sheldon Precision Lathes give more per dollar: 
More quality lathe features, more productive capacity, greater 
accuracy, more power at the cutting point, more weight, more 
stamina, more advanced engineering, more convenience, more 


styling and “class.” 


More lathe per dollar translates into more lathe sales for 
Sheldon Distributors, who are today getting more profitable 


repeat orders from satisfied Sheldon Lathe users. 


Look into this 


“more sales” opportunity and you will find it pays to show 
Sheldon machine tools in the portable power tool department. 


Write for Catalog 


SHELDON MACHINE CO., INC. © 4244 North Knox Ave., Chicago 41, Ill 
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HERE’S A MAN YOU 
SHOULD KNOW 


10 Years Ago (Cont'd) 











He’s one of hundreds of trav- 
eling MALL salesmen whose 
mobile tool ‘““warehouses’”’ are 
equipped with an unusually 
wide assortment of fast-selling 
MALL tools. Tell him of a 
difficult ON-THE-JOB 
DEMONSTRATION needed 
to clinch a sale. He’ll work 
with you al! the way to help 
you get the order! Phone or 
write our Chicago home office 
or the MALL Service Ware- 
house nearest you (there are 
40 from coast to coast). You'll 
get FAST ACTION! 


THE BIGGEST ASSORTMENT 
OF POWER TOOLS OFFERED 


BY ANY MANUFACTURER 


Yes, Sir, the MALL line is the 
complete power tool line. You 
can give your customers the 
EXACT tool for every job 
requirement. The MALL line 
includes many styles and sizes 
of: small drills—heavy duty 
drills—portable saws—chain 
saws—bench grinders — 
polisher-sanders—screwdrivers 
—impact wrenches—flexible 
shaft machines—and MANY 
OTHERS! 


‘MALL TOOL COMPANY 


PORTABLE POWER TOOLS 
Gascline—Electric—Air 
7802 S. Chicago Ave., Chicago 19, Illinois 


Please have one of your traveling MALL 
salesmen call on me 


Name 
eee 


Address__ 


sion Council’s New York Chapter: 
Republic Supply Co., Los Angeles, set 
up its industrial division to operate 
independently in separate head- 


quarters 


H. C. Porter, Inc., Somerville, Mass., 
idopted a new slogan for the post 
war cra Auld Acquaintance Shall 
Not Be Forgotten.” Promotion 
pieces scored the current talk about 
reorganizing distribution for mor 
direct selling; ““We shall have non« 
of it,” the management proclaimed 


Machinists Supply Co., Chi 


remodeled its 


Pulver 
cago, cnlarged and 
headquarters, part of which ar 

shown in this picture of the new 


machinist tool section 


Lhe Henry Walke Co., Norfolk, Va.. 
celebrated its 60th anniversary 


Business Week predicted that the end 
of the war would not bring immedi 
ate relief for U. S. taxpayers. There 
was talk that a cut of as much as 
one-third in business and individ 
ual taxes might follow the European 
victory 


Shadbolt & Boyd Co., Milwaukce, 
purchased Northern Hardware & 
Supply Co. of Menominee, Mich 

they would 

owned sub 


owners said 
a wholly 


The new 
operate it as 
sidiar\ 


Ihe Cameron & Barkley Co. opened 
1 new branch in Savannah, Ga 


Van Horn & Son, New Orleans, an- 
nounced it was re-entering the ma 
chine tool field after an absence of 
five vears 


Stacv C. Hinkle, Mine & Smelter 
Supply Co., Denver, attended hol- 
ing-through ceremonies for the new 
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industrial Distributors who sell these 
famous lines made by a century 
old company noted for its production 
accuracy know they are selling 
Tt) eo a 
and please every customer. it will be 
advahtageouws for you to investrgate 


the Horrisburg franchise 


MAIL THIS COUPON 


OR WRITE FOR DETAILS 


mea 


Harrisburg Steel Corp., 

Horrisburg 18, Pa. 

We ore interested in selling Morrisburg Covp- 
lings ond Flenges in our territory Please 
send vs your Catelogs. 


Nome 
Compeny 
Address 


City shéeses State. . 


Lenaeoanaseaanaeoed 
HSC-1D-1/54 


(iz) 101 Years ia Peansyl-cvia's Capital ) 
arrisburg Steel 


corerpPoR ATIon waARaISBuURG If 
PENMMETiVANMIA 














10 Years Ago (Cont'd) 





Big Thompson Tunnel in the 
Rockies. 


Michigan distributors gave a gold 
watch to W. C. DuComb, of W. C 
DuComb Co., Detroit, in recogni 
tion of his services to the industrn 


(he Government announced it would 
keep hands off materials after the 
war, but no promise appeared forth 
coming on labor policy. The word 
was going around the industry that 
any way they looked at it, distrib 
utors were in for a tough time when 
the shooting stopped. One typical 
appraisal: “No one can _ predict 
whether it will be a period of ram 
pant boom or bleak depression 


“Manufacturers and suppliers will 
soon find in the air transport in 
dustry a market for their products 
comparable to the steamship, rail 
road and automotive industry mar 
kets of the Twenties and Thirties’ 

Fowler W. Barker, editor, Ai 
l'ransport. 


Distributors were more than a little 
disturbed about a policy statement 
from OPA expiaining why the price 
of workgloves would be advanced 
four percent at the manufacturers 
level, without any increase in th 
consumers’ price: “Since suppliers 
prices have consistently increased 

from 1939, a smaller percentag« 
margin is required to give dis 
tributors the same dollar margin 
which they had in the past. Fur 
thermore, certain costs covered by 
the margin, such as promotional 
ind selling expenses, have been re 
duced in recent vears.”’ 





TIGHT SUPPLY 


In just one M-48 tank there are 
4,000 Ibs. of aluminum, 1,000 Ibs. of 
copper and 1,400 Ibs. of cast iron, but 
those metals comprise only five per 
cent of the total weight of the vehicle, 
Welding Engineer, McGraw-Hill publi 
cation, states. The other 95 per cent 
consists mostly of steel. When these 
figures are multiplied by the number 
of tanks the army has (a military 
secret) it is understandable why criti 
cal shortages occur during national 
emergencies, the magazine notes 











COLUMBIAN 


PIPE VISES 


meet the needs of 


Heat-treated tool steel 
jaw faces are interchange; 
able, reversible and re- 
placeable... assure long, 
efficient vise life. 


CALL YOUR COLUMBIAN INDUSTRIAL DISTRIBUTOR TODAY! 


DOUBLE GUARANTEES. Your Distributor 
backs our Columbian guarantee with his own. 
He gives you double assurance that you are 
buying the world’s finest vises. A-s08? 


CLEVELAND 4, ONIO 


SLEDGE-TESTED 
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Obituaries 





Charles Bond 


Charles Bond, 
Charles Bond Co. 

Charles Bond, 91, president of 
Charles Bond Co.., Philadelphia, died 
August 23 at his home in Elkins Park 


near Philadelphia 
Mr. Bond came to this country in 


1882 from England, where he had 
learned the belt making trade. The 
same year, at the age of 19, he founded 
Charles Bond Co., now parent organi- 
zation for other firms he headed, in- 
cluding Bond Foundry & Machine Co., 
Christiana Machine Co., and Bond 
Engineering Works, Ltd., of Toronto, 
Canada. 

When his interest spread to power 
transmission processes, he organized in 
1895 Bond Foundry & Machine Co. 
in Manheim, Pa., then, in 1911, Man 
heim Mfg. & Belting Co. which began 
operations the following year with an 
annual capacity of some $500,000 
worth of belting for industry, railroads 
and agricultural use. In 1916 he ac- 
quired Christiana Machine Co., 
Christiana, Pa., and shortly after be- 
came president of Bond Engineering 
in Canada. 

He was instrumental in founding 
U. S. Asbestos Co., now a division of 
Raybestos-Manhattan Corp. 

After school in England, he at 
tended the first classes of the Philadel 
phia Textile Institute, later becoming 
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Silent Salesmen ! ! 


Every Capital Industrial Brush & Broom you 
sell makes more customers for you. Their 
high quality has long been an established 
fact and actual test proves they outwear simi- 
lar equipment. Plant managers re-order on 
the strength of these facts which we call 
“Silent Salesmen.” You always can supply 
the right brush or broom for a given job 
from the Capital line. We urge users to buy 
thru their local distributor. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


Corner of Brush and Broom Streets 


INDIANAPOLIS 7, INDIANA 
Est. 1890 
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a member of the school’s board of di 
rectors and serving as treasurer. 

Always interested in music, he was 
tenor soloist in his youth and was 
president of the Mendelssohn Club of 
Philadelphia. He also organized the 
choir of the Ashbourne Presbyterian 
Church in Elkins Park before the turn 
of the century and served as trustec 
of the church. He was onetime presi 
dent of the Cheltenham Township 
School Board. 

A 32nd Degree Mason, he belonged 
to the Independent Order of Odd Fel- 
lows, Union League of Philadelphia 
and the Society of St. George. 

Mr. Bond’s wife was the late Emma 
Burr Bond. He is survived by three 
sons, Louis B. Bond, general manager 
and vice-president of Christiana Ma- 
chine; Joseph B. Bond, and C. Carter 
Bond; a daughter, Mrs. Charles F 
Whiteman; two sisters, Mrs. William 
E. Bryce and M. Florence Bond; five 
grandchildren and three great-grand 
children. 


Clifford M. Sears 


Clifford M. Sears. 
R. C. Neal Co. 


Clifford M. Sears, 64, former vice 
president of R. C. Neal Co., Buffalo, 
N. Y., died August 28 at his summer 
home at Consesus Lake, N. Y. 

Bom in Buffalo, Mr. Sears started 
his career with R. C. Neal in 1924 
in the firm’s Rochester, N. Y., office. 
He was vice-president for nearly 20 
vears, retiring in January of this vear. 

Mr. Sears was past chairman of 
the Rochester Chapter, American So 
ciety of Tool Engineers, and past 
member of the executive board of 
the American Society for Metals. 

A member of the Rochester Club, 











GET THE NEW 


CARMET 
CATALOG 


Just out 32 well- 


CAMMET [fl 


illustrated pages, 
containing data on 


all Carmet grades, and on Carmet blanks, 


tools, die sections, punches, draw die in- 


serts, etc.; also special preforming to order 
@ Write for your copy 


ADDRESS DEPT. ID-58 








CARBIDE METAL 


STANDARD TOOLS AND BLANKS 


Need cutting tools in a hurry? Just name the standard styles 
and carbide grades desired ... get prompt shipment from a 
distributor's stock near you, or from the Carmet plant. 

Our line of carbide “standards” is complete. It covers 90% 
of all single-point operations. Carmet Standard Tools come 
ready to use... easy to modify for special purposes, by 
grinding. Style C, illustrated, is designed particularly for 
conversion into various shapes for numerous applications. 

Other standard Carmet styles also are immediately avail- 
able from local stocks. 

Order Carmet Tools and Blanks for better, faster, cheaper 
cutting. There is a grade to take care of every need. Write 
the Allegheny Ludlum Steel Corporation, Carmet Division, 
Wanda and Jarvis Avenues, Detroit 20, Michigan. 


For complete MODERN Tooling, call 


Allegheny Ludlum 





FINE Too. stem 
Since 1854 
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The best ‘soft 


hammer your 
money can buy! 


Tough, resilient water 


buffalo faces deliver 


plenty of power with 


full protection for 


deli 


sate parts and 


finishes. Faces are easily 


replaced, and comfortable 


Safety-Flare handle 


gives you non-slip grip 


Work goes better with a 


C/R 


See 


RAWHIDE Jaw-Head. 
for yourself 


CHANGE FACES 
IN SECONDS 


@ Available from lead- 
ing industrial sup- 
pliers. Also C/® Raw- 
hide mollets and Raw- 
hide movuls. For fur- 
ther information write 
Dept. 22 


a lid lee Hauhide MFG.CO 


1301 Elston Ave 


Chicegeo 272, II! 
Super O Seal Mig ; 


» Onforic 


he also belonged to the Buffalo Con- 
sistory, F. & A.M. and Shrine Patrol, 
Ishmalia Temple, Buffalo. 

He is survived by his wife, Mrs. 
Edna Sears; a son, Clifford Sears, Jr.; 
a daughter, Mrs. Glenn A. Poyzer, 
and three granddaughters 


J. Clifford Berthiaume 


J. Clifford Berthiaume., 


Nicholson File Co. 

J]. Clifford Berthiaume, 41, Mid- 
west district manager for Nicholson 
File Co., died Saturday, August 28, 
in St. Joseph’s Hospital, Elgin, Il. 
He was buried in All Saints Cemetery, 
Mount Prospect. 

Surviving are his widow, Renee; a 
son, Joseph, Jr.; and two daughters, 
Judy Ann and Jill Elyse. 


Eugene A. Malone, 
Malone-Day Co. 


Eugene A. Malone, 51, president 
of the Malone-Day Co., Warren, 
Ohio, died of a heart attack Septem- 
ber 8. 

Mr. Malone headed the industrial 
supplies and wholesale plumbing and 
heating firm since its formation in 
1945. Active in Youngstown, Ohio, 
business and civic organizations, he 
was a member of the board of gover 
nors of the Mahoning Valley Build- 
ers’ Association and the Central Sup 
ply Association of Chicago. He was 
a director of Scarsella Furniture Co 
and ‘Tippicanoe Country Club, and 
first president and organizer of Ameri 
tal Club. He served as permanent 
committee chairman of the Ohio State 
Credit Bureau. 

Besides his wife, Helen Mancino 
Malone, he is survived by two daugh- 
ters, Jo-Ann Malone and Mrs. Mat 
thew Quinn, Jr.; and a brother, John 
Malone. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 


LOCK OUT 


SABOTAGE 


As America girds for the “Battle of 
Production,” industrial facilities as- 
sume greater importance . . . must 
be better protected against loss, 
carelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers 
a favor when you remind them 
of these security measures and 
recommend 


Master "a 


Built Like a Bank Vault Door! 
Laminated steel cose for powerfu! 
protection, world's strongest con 
struction . . . pin tumbler security 
° . Precision brass cylinders for 
long life and easy action. 


Master [pck Company 


Milwaukee 45, Wis. 


Special service 
on master- 
keyed and 
keyed-alike 
sets for 
industry 








\ World’s Leading Padlock Manufacturers ] 








Hyman Goldburg 


Hyman Goldburg, 
Parker-Kalon 

Hyman Goldburg, 52, r of 
sales and service of the Parker-Kalon 
Division of General American Tran 
portation Corp., died September 1 in 
Columbia-Presbyterian Medical 
New York City, after a short 


direct 


] 
the 


Cente 
illness 

Mr. Goldburg had been asso 
vith Parker-Kalon almost 
founding, first as an associate 
brother, Louis Goldburg, in th 
Supply Co., and later as trea 


the Parker-Kalon Corp. After 


quisition of the corporation by 
h 


American in 1953, he continued 


in the positi n of director of 


Cla 


SecTVICce 
He 


uSINeSS 


many trade and 
including th 


Machin 


active in 
organizations, 
American Supply and 
Manufacturing Association 
Mr. Goldburg was a 32nd D 
Mason and member of Mecca 
of the Shrine. He was a former se 
ind trustee of the Congregation S$ 
of Israel of Suffern, N. ¥ 
Surviving, besides his wife, M 
Ruth Ballen Goldburg, are tw: 
Arnold and Roger Gokburg: hi 
mother, Mrs. Rose Goldburg: thre« 
brothers, Louis Goldburg, who is presi 
dent of the Parker-Kalon Division; and 
Irving and Sydney Goldburg, of Laurel 
Wholesale Hardware Co., North 
Plainftekd, N. J.; and two sisters, Mrs 
Estelle Aron and Mrs. Eva Pailet 


was 


Tempk 


retary 


sons 


Samuel J. Gibson, 
Bigelow-Gibson, Inc. 

Samuel J. Gibson, 42, president of 
Bigelow-Gibson, Inc., Toledo, died 
August 1 in Toledo Hospital after a 
heart attack 

Mr. Gibson and Warren C. Bige 
low started the company in 1946. M1 
Gibson formerly with Hewitt- 
Robins 


was 
Inc 





WHY IT PAYS TO 
RECOMMEND 
RAWLPLUGS 

TO CONTRACTORS 


VETERANS HOSPITAL 
N.Y. CITY 


re @ahreay ee 
SERRREREEREaE 
aaa 


SEGRESEEREESI 
SGRRGEeeeen Es, 
SSRSUSCReeees 
PEL i itirr tie 

* © SSGESeeeeeees 

© Seeereeeease: 

SSSeeeeesenee 
_ Saeeeee 





Seseeeeaeueaeauas 


4 


Gentlemen: 


hours over that of others. 


gate. 


RAWPLUGS—Universal screw anchor for 
any material. The original fibre plug for 
wood ond lag screws 
RAWL-DRIVES—Drives like ao nail into a 
drilled hole. Holds like a bolt. Use only 
in hord moterials 

RAWL-TAPERS—A machine screw anchor 
thot fits the hole drilled either by a new 
or worn drill 

RAWL TOGGLE-BOLTS—For 


ony fixture or utility in hollow wolls or 


anchoring 


ce lings 

RAWL CARBIDE DRILLS—Spirol precision 
tool for rotory drill or hand broce. Sizes 
5/32” to 1-1/2”. 


tae RAWLPLUG 


271 CHURCH: STREET ° 
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INSTALLATION SUPERINTENDENT SAYS: 


As superintendent of a leading hospital equipment company 
responsible for the erection and installation of metal cabinets 
and laboratory equipment at the N.Y.C. V.A. Hospital, | 
used Rawlplugs extensively. This was in preference to any 
other type fasteners being used in a similar type of construc- 
tion. My experience with many types of fasteners has proven 
to me that the Rawlplug has saved my company many labor 


(signed) Joseph Turkowski, Supt. 


You, too, can save money with Rawlplugs. Why not investi- 


OTHER RAWLPLUG PRODUCTS 


RAWL HAMMER-SETS—Heovy duty 
threaded type machine bolt anchor. 
RAWL-ANCHORS—For holding bolts per 
manently in moterials such os concrete, 
marble, stone, brick, etc. Heavy duty 
type 

RAWLDRILLS——For drilling holes in oll 
masonry shorpened. For hand 
and power drilling. 

RAWL LAG SCREW SHIELDS—I!deo! for 
all mosonry fastening especiolly where 
problem masonry,” is encountered. Hove 
tremendous biting power. Rustproof 


DIMENSIONAL CHART of above products. 


Easily 


COMPANY, Inc. 


NEW YORK 13, N. Y. 











PORTABLE 


LEA 


THE TOOL 
YOU CAN SELL 4 
TO ALL AND BUILD 


REPEAT SALES ON 


INDUSTRIES ro 


POWER SAW BLADES 
The Key-Hok SELLS FAST because it cuts wood, —" Cae. Coell Wether 


cuts metal, cuts costs on all types of installation P = 
and maintenance work. Cuts steel plate, transite, Cecil Welker. 

pipe, corrugated metals, all kinds of building mate- Leite a Hardware & Supply Co. 
rials, etc. Can't be beat for heavy duty cutting jobs, ; 5 . 
in Ve" and heavier steel and other alloys—even Especially designed for use With Cecil Welker, 71. former secretan 
stainless steel! Here is a tool that makes ALL Key-Hak Power Sow of The Hardware & Supply Co., Akron, 
industry your ready customer. Key-Hak fits any And for every Key-Hak Saw you Ohio. died September 29 1 Palo Alto 


. Ags i k sell, there are continuing sales of : : 
heavy-duty ‘%4” electric or air drill with chuc Ab Pens tee Dinka’ Then ‘ts Calif. 


speeds of 2000 to 3000 R.P.M. a PAD High Speed — , every Mr. Welker had ret 1 from ti 
cutting purpose, especially designed i. IACI AC Ctired froi 1e 
KEY-HAK DIVISION for o with the Key-Hak The firm and moved to California in 1948 


combination of the Key-Hak Porta- 


PRODUCERS & DISTRIBUTORS Inc.|  S'ufersuisyois. So Sates i 
Eric Guilbert 


714 South Sixth St Allentown, Pa. a industria! distributors 











Avildsen Tools 











Eric Guilbert, 56, safety 
Avildsen Tools & Machines, 

July 21 after an illn 
months. 

Mr. Guilbert held his safety 
since the founding of the company in 
1940. 

He was also an official of the Elm 
hurst, Ill., Safety Council and had 
been active in clubs and civic groups 
throughout the Chicag rea as a 
home safetv counsel] 





v Constant Consumer Demand 
/ No Factory Sales to Users “BASIK” SALESMANSHIP? 


Deliberate mis-spelling on store 


{ . ° 
d Nationally Advertised window signs, in order to get people's 


attention has increased an appliance 


dealer's electric houseware sales at 


i . ] . lj 
\ Firm Resa e Price Po icy least ten per cent a year, Electrical 
f . e - Merchandising, McGraw-Hill publica- 
é, Highest Uniform Quality tion, reports. Advertising of “swepers”’ 
, and lektrik! suplise,” usually brings 
j about 30 to 40 phone calls to the 
Sold ONLY / se store, advising the owner thet “sweep- 
7 i “ j ers” and “electrical supplies” usually 
Through Authorized Distributors y y : are considered the better forms of 
English spelling. The callers are in- 
vited to the store to be sold on the 
advertised item. The “gimmick” is 
used about six or eight times a year, 
usually when a new model is coming 
out, or when the store wants to get 
rid of older stock, the magazine says. 
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The Buyer Looks 
at Business 


Composite opinion of 
agents who comprise the N. A. P. A. 
Business Survey Committe¢ 





purchasing 


Mild Noted 


Despite the normal Summer slump 
in July and August, industrial 
iness has fairly well maintained 
mild advances made in the 
ond quarter. Production, because o 
plant vacations and strikes, dropps 
a bit, while orders held very close 
the improved pattern established 
the Spring. Of particular intere 
the comparison of this Au 
with that of Augt 


1 . 
was reported that the usual 


Advances 


sec 


survey 

when it 
August pickup was disappointing and 
the Winter upswing might 


Fall and 
be a slow starter. This year, a prod 
tion pickup and new-order increa 
are reported by a substantially larg 


Che in 


indicate 


number of the committee 
not large; 

1 strong upsurge of industri 
They do confirm trend 
gradual improvement that has 
shown in the reports since last March 

Adding to this comparative of th 
recessionary trend of August, 1953 
the strength currently reported in tl 
industrial materials price stru 
improved inventory positi 

: 
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tretch in buying 


tretc poli 
trong nstru 
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yf strikes 


ith few 
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ish 
W 
exe 
through the balance 
boom, but no bust. 


excepti 


for 


itives look 


Prices Trend Firm 

lustrial materials price 
1 marked trend to firm or a 
One-third, (the highest num 
rded hig! 


vf 1953) rec 
Steel and aluminum wet 
f this movement, followi 
H r, the burd 
hat, so far, these small 
w to move int 
tiff 


we 


restraining ini 
neral tone of 

re +, net +} 

— : i nm vse Lick 


mont 


been reported in many 


Inventories Decline 








Advertising 


























had bed = 


and Sales Material 


Helps You Sell More 


Each month, thousands of your customers are told about the 
advantages of Flex-O-Tube hose, reusable fittings and hose assem- 
blies in leading trade journals. 


Are they interested? You bet they are... 


i 
we have the inquiries 


to prove it. This kind of consistent, effective advertising helps you 
sell your present customers more easily and opens important new 
doors for these and your other lines. 


But that’s not all; Flex-O-Tube also provides you with effective 
selling tools. Catalogs are easy to use and contain complete tech- 
nical information—price lists and other material are simple and 


clear cut. 


Wose 


If you are an established supply or 
engineering specialty house, we will 
be happy to discuss our industrial dis- 
tribution program with you in detail. 


REGISTERED TRADE MARK 





COUPLING 
SPECIALISTS 
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DIVISION OF MERIDAN CORPORATION 


2535 JIM DALY ROAD * INKSTER, MICHIGAN 
Flex-O-Tube Co. (Canada), Ltd., Windsor, Ontario 
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SELLING 


“4 y, 
f 


there's more 
money in @. 


/ 
ROPE 


...than you 


may think ! 


how come? 


Big industrials go for New 
Bedford pre-measured manila 
rope in cartons as the best for 
stockroom dispensing. Your 
customers too can save time, 
space and money this way by 
buying high quality New Bed- 
ford rope ... and you sell 
more rope! 

And don’t forget, you both 
get all these plus advantages: 
@ “Pre-Measured” cuts han- 

dling time with rope marked 

in red at 10’ intervals. 

@ All orders — large or small — 
filled from full or half-coil 
cartons — all rope is usable. 

@ Eleven rope sizes from 3/16” 
to %” dia 

@ Sealed cartons keep rope fac- 
tory-fresh, free from dirt, 
dust and grease. 

Rope draws easily from car- 

ton — stays snarl! free. 

Cartons easily stacked on end 

or sides to save valuable floor 

space. 
DID YOU Know — you pay 
no more for New Bedford 
top quality manila or sisal 
in cartons than regular 
coiled rope? That's just 
another reason why you 
can make more profits 
when you stock 
New Bedford. 
Send for descriptive 
folder today! 


tinue to decline, but at a slower pace 
than the average of the first six 
months. Some members doubt inven- 
torics will materially increase with the 
generally anticipated improvement in 
activity for the balance of the year. 
Short procurement time and ready 
availability are expected to keep in- 
ventories on the low side. 


Strikes Hurt Employment 


Were it not for the spate of strikes 
both large and small, August would 
show a slight increase in pay roll addi- 
tions. There are scattered reports of 
increased work time and call-backs of 
lay-offs. Very active construction work 
has absorbed some of the industrial 
unemployment this Summer. 
Buying Policy Lengthens 

Buying policy remains predomi 
nantly 60 days and under. However, 
there has been a slight movement into 
the high side of that bracket; also, 
into the 90-day and over columns. 
Reduced inventories, price strength, 
and increased production schedules ac 
count for this moderately longer view 
of future coverage. 

Specific Commodity Changes 

More ups than downs this month, 
led by basic steel and aluminum. 
Changes have been moderate. 

Up were: Aluminum, bolts, brass 
ingots, cotton, steel containers, ethy- 
lene oxide, glycols, lumber, mercury, 
nails, wastepaper, steel, steel pipe, 
rubber, steel cutting tools, wire. 

Down: Automobiles, burlap bags, 
formaldehyde, gasoline areas ), 
tin 

Hard-to-get 


um 


SOTHC 


Lumber, nickel, selen 


Canada Activity Spotty 

Industrial activity in Canada is re- 
“spotty,’ some up—some 
down. The expected Summer pickup 
did not occur. Production has held 
to the June level but new orders are 
lower and are below the United States 
average. Prices have increased but not 
as much as below the border. Inven- 
tories are about the same. Employ- 
ment is off a bit. Strikes are bother- 
ing. Buying policy is somewhat longer 
than in the United States 


por ted 








Creates new sales 
opportunities 


“MORE POWER 
PULLER” 











The many uses of the More Power 
Puller creates innumerable sales 
opportunities for distributors’ soles 
men. 


Highway Departments, Truck 
Lines, Railroads, Factory Mainte- 
nance Departments, Ship Yards, 
Drilling Contractors, General Con- 
tractors, Utility Companies and 
many others now use More Power 
Pullers for all sorts of jobs. 


The More Power Puller requires 
no electrical or fuel connections— 
is operated by one man—is a com- 
pact, light weight unit—is always 
ready for immediate use. 

it comes equipped with 20, 
30 or 40 feet of cable 
List Price $22.75 to $33.80 F.0.B. Factory 
Distributor and Dealer openings 
Write, Wire or Phone 


The WYETH-SCOTT Co. 


Newark, Ohio 











P "7 





Riveting Hammer 12 oz 


Setting Hammer 18 oz. 











BARGAIN HELICOPTER 


A “poor man’s” helicopter, to cost 
$560 if produced in quantity, is being 
tested in England, according to Avia- 
tion Week, McGraw-Hill publication. 
The copter now is undergoing tethered 
tests, limited to 10 feet above the 
ground. 








‘W. A. WHITNEY 
HAMMERS 


@ PERFECT BALANCE 

@ LEATHER GRIP—<an’‘t loosen 

@ BLACK or POLISHED 

@ SHEET METAL EDGE—<can't 
damage handle neck 

% Handle is in one piece which prevents 

breakage and splintering. These Hammers 

and W. A. Whitney Lever Punches are good 


business builders—get them in stock. Get 
your copy of our pocket-size catalog today. 





W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 
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Operations Idea— 
Can You Use Any? 





Wire, Cable Handler 
Rider Pallet Truck 
Printing Wheel 
Perforated Panel 
Pallet-Rack System 
Intercom System 
Memo Book 
Reproducing Unit 


Calculator 


Wire, Cable Handler 
Reels of wire and cable can effec 
tively transported, rotated and stacked 


ot 


by a special hydraulic 
tator and reel clamping device 
nounced by a manufacturer of 
trucks. Reels can be rotated 360 deg 
either th 
clamp 


lines 


mcans ro 


direction by means of 
Lhe danger of fouled hydrau 
hic eliminated by ho 
ups at the side of the fork truck chan 
I'he attachment in no 
with the lift of the 


stacking is easih 


in 


1S take 
ne ls. 
interferes 
ind high 
plished 


Rider Pallet Truck 


Lhe manufacturer of the wire 
cable handling attachment has 
just developed a new electri 
low-lift pallet truck capable of han 
dling loads up to 4,000 Ibs. Designed 
for operation in ind six foot 
uisles, the truck is short in length and 
light in weight for low floor capaciti 
and elevators. It has a pallet fork lift 
of four-inches and has a lifting tim 
of approximately five seconds for full 
lift with full load. The overall spread 
of the forks are in standard widths of 
25, 27, 30 and 36 in. Fork lengths 
wailable from 36 in. to 60 in. in step 
of six \ two-position speed control 
right hand 
's compartment can be 
convenience 


SATLiC 
and 


rick I 


five 


> 


in 
lever located on the 
of the operator 
positioned foi 
in facing either direction of travel 


side 


operator 


Printing Wheel 


marking or ad 


cartons, 


Fast, economical 
dressing of shipping 
metal, rubber goods and other cury 
or flat promised th 
manutacturer of a new printing wheel 
It 
vheel with spring return and handk 
that Ipp.les 1 mark by rolling. Special 


sheet 


ed 
DY 


surfaces 1S 


consists of a selfinked printing 


7 


This True Ball Joint Makes the Difference 


Yes, Dart Unions are the choice of boss pipers, master mechanics, 
foremen and superintendents not only because they do the job but be- 
cause they go on easily — and can be used over and over again. Re- 
sult: no leaks, no drip, no time or money wasted. Make them your buy! 


QUICK FAC 


Ts 


© Leakproof because precision ma- 
chined to a true ball joint and 


spherically ground 


@ Bronze alloy seats are 


extra wide, resist 


pitting and corrosion 


DART UNION COM 


The Fairbanks Co. — Distributors: Boston + 


INDUSTRIAL DISTRIBUTION 


© Shoulders are heavy — can take 
abuse. (Severe wrenching is never 
needed, however) 


@ Practically indestructible Nut 
and Body . . . of air- 
refined, high test mal- 
leable iron 


UNIONS 


PANY . 


© OCTOBER, 1954 


PROVIDENCE 5, RHODE ISLAND 


New York « Pittsburgh + Rome, Ga, 
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would you 
recognize 
these as 


tubes? 


Pressure Cartridge in ao 
Fire Extinguisher 


Rollers for 
Roller Chain 


Help your customers produce a better product at less cost by 
recognizing the advantages of using GLOBE steel tubes! 


DAY, with cost conscious buyers de- 

manding more for their money, it's 
important to develop new and better manu 
facturing methods. There may be parts of 
your customers’ equipment now forged, cast 
or machined which can be made better from 
Globe tubing. Result . elimination of 
costly machining operations, and a part that 
is made betrer, faster, and at lower cost. 


Point out the possibility of using Globe 
tubing in their product. Globe's “‘one- 
source’ supply offers seamless carbon, alloy, 
and stainless tubing in a complete range of 
sizes and anaiyses. It will pay you to stock 
and sell Globe Steel Tubes 


175,310 
Per Month... 


* M 





Dramatic, 


Producers of Globe 
seamless stainless 
steel tubes — Glo- 
weld welded stain- 
less steel tubes — 
alloy — carbon — 
seamless steel tubes 


GLOBE 
— Globeiron (high- 


purity ingot iron) STEEL TUBES CO. 
seamless tubes — Milw qi 16 
Globe Welding ns 

Fittings 


vv 


Readers 


ore leads 
* More prospects 
* More business 


action-provoking ads are being seen by mil 


lions of prospects in the industrial field as a result of a 
most extensive and consistent advertising program. Pre 


tested appeals 


in “proven best’ magazines are only 2 


of the many factors resvon-ible for the ever increasing 


Alert Dis 


demand for Procunier Tapping Attachments. 
tributors who stock and recommend Procunier to quality 
and cost conscious users are cashing in on the current 
eccelerated demand for “Procunier’’. Versatile Procun‘er 
Tappers have been aptly called “the line that sells 
automatically” —here's why: 


They're built to rigid standards of accuracy ond depend 
ability; they provide longer hours of efficient tapping, 
with fewer costly shutdowns, less parts spoilage and 
broken taps; they enable operators to handle more work 
with greater ease; they offer faster, smoother action, 
longer life. less wear, with a minimum of maintenance. 


Find out how you too can get on this bandwagon of 
sales profits by stocking and selling Procunier Tapping 
Attachments—-write today for details. Dept. 10. 


inks can be used for marking rubber, 
glass, plastics, ferrous and non-ferrous 
metals, wood, cloth and paper. It 


weighs only 23 ounces. 


Perforated Panel 


A four-foot square panel is now b« 
ing offered as a base for fluid maps, 
charts, diagrams, displays, production 
and inventory controls. It lends itself 
to a combination of permanent and 
changeable data that can be easily 
done without any special training. 
It also has the advantage of color. 
Permanent data such as graph and 
chart lines, roads, rivers, highways, 
etc., are shown with ink and colored 
striping enamels. Changeable data 
such names, numbers, gas, oil, 
electric, railroad, bus lines, etc. arc 
shown with removable letters and fig- 
ures, gummed labels and tapes. The 
fraine is 4 in. pressed wood, per 
forated with .079 in. holes on } in 
centers and mounted on a 2-in. wood 
frame with glued mortised corners 
It is finished in a flat diagram green 
lacquer. 


as 


Pallet-Rack System 


A new, simple type of pallet-rack 
system which the manufacturer claims 
increases storage space at little addi 
tional cost has just been introduced 
The system is built around one basi 
part: a unique tubular steel frame 
Shelving bars and connectors provide 
a slip-ft connection between frames 
Two men can easily assemble the rack 
using an ordinary wrench for fasten- 
ing cross braces. No cutting or fitting 
of parts is necessary. Racks can be 
erected two, three or four pallets high 

as high as a lift truck will reach 
and extended indefinitely in length 


Intercom System 


\ six-station wireless selective master 
intercommunications system, requil 
ing no cables or installation, has just 
been introduced. It has a six-channel 
selector which enables each unit in 
the svstem to transmit to any of the 
six separate channels and receive calls 
on any channel it selects to use. As 
many as three separate conversations 
can be carried on simultaneously over 
the system. Wireless selective com 
munication, enabling any master to 
select and carry on a conversation 
with any other master separately is 
another exclusive feature 


Memo Book 


Chis itinerary-diary expense-appoint 
ment-address book can be carried in 





PROCUNIER Safety Chuck Co. 


12-16 S. Clinton St. Dept. 10 Chicago, Ill. 


no more space than a wallet. It per 
inits the user to plan work at least a 
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month ahead, to carry a complete 
record of appointments and future 
trips, engagements, etc. Ample room 
tor each day’s notes is furnished. Fle 
ments include an alphabetical index 
tor names, addresses, phone numbers; 
‘ complete month’s diary with spac« 
tor daily “must” entries, expenses, 
notes and reminders, and carry-forward 
notes; a three-month calendar; ampk 
space for cards, driver's license and 
personal papers. It is available in 
cither calf or morocco. 


Reproducing Unit 


A low cost, tabletop direct repro 
duction machine has been introduced 
by a manufacturer of large equipment. 
(he new machine has an operating 
speed of 12 ft. per minute and has a 
printing width of 11 in. Conse 
quently, it can be used to make copies 
of small material. It is a completely 
self-contained copying unit based on 
the diazo copying process; it doesn't 
require any exhaust ducts, dark room 
facilities, special lighting or plumbing 
It makes positive copies directly from 
the original of anything drawn, writ 
ten, printed or typed on ordinary 
translucent paper. An electrical con 
nection with any standard 115-v. cir 
cuit is all that is required for its 
operation 


Caleulator 


y 


{4 new hand-operated calculating 
machine has been added to this man 
ufacturer’s lines. Not much larger 
than an office telephone, the machine 
is a modern streamlined version of a 
prior model and, the manufacturer 
claims, is adapted to both large and 
small businesses where portability is 
essential or where electric outlets are a 
problem. Precise multiplication, divi 
sion, addition and subtraction is ac 
complished on the machine with 
clearly visible setting, tabulating and 
operating control, all on 10 keys in the 
span of a hand. It comes in a simu 
lated leather travelling case. 





ANTI-CORROSION CURRENT 


A preservative process involving 
electrolysis is being used to reduce 
corrosion on reserve vessels anchored 
in salt water, according to Product 
Engineering, McGraw-Hill publication 
Rectifiers set up a direct current volt 
age between the submerged portion 
of the ship and the water, preventing 
the ship bottoms from rusting, accord 
ing to reports. The process is esti 
mated to be saving the government 


$3,250,000 per year 


Load Lifter’ 


‘ , 
Budge 
Electric Hoists 
Battery-Operated Hoists 
fer Trucks 
Chein Blocks 
Trolleys 
Bridge Drives 
Crene Assemblies 
Gantry “A” Frames 
Cord Reels 








Cerd Conductor 
Trolleys 


Accessories 


‘TUGIT’ 


The hoist-like lifting 
and pulling tool 


‘Tipit: 


The tipping and 
lifting sling 


a HH ZZ 4 

















DISTRIBUTORS SELL MORE 
.o.. they have more fo sell 


Naturally a line that's really complete opens the doers to more 
prospects for ‘‘Shaw-Box"' Distributors. But it's more in quality 


throughout the line that makes selling easy. 


At “Shaw-Box"’, quality means the best of materials skillfully en- 
gineered and manufactured into products whose performance and 
durability result in substantial economies for every user. And, back 
of everything bearing our brand names is more than 66 years 


of experience in building load-handling equipment exclusively. 


“Shaw-Box"’ Distributors know why our products offer the most in 
functional perfection and low maintenance, that our in-plant sales 
training for their salesman is backed by the co-operation of our 
field staff. Furthermore, we provide practical sales materials and 


consistent advertising geared to their markets. 


Every ‘“‘Shaw-Box"’ Distributor has the protection of an inflexible 
sales policy that makes every product in the complete line profitable 
to sell. This policy will always be maintained to help contribute te 


your continued success. 














MANNING, MAXWELL & MOORE, INC. 


Shaw-Box Crane & Hoist Division 
MUSKEGON, MICHIGAN 


Hoists and other lifting speciolties Mokers of ‘Ashcroft’ Govges, 





ond Aircraft Products 
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Builders of “‘Shaw-Box"’ ond ‘Load Lifter’ Cranes, ‘Budgit’ and ‘lead Lifter’ 


“Hancock” 


Valves, ‘Consolidated’ Safety and Relief Valves, ‘American’ Industrie! Instruments, 
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NEW 50 TON NEWS 


CENTER-HOLE Starts on page 124 


HYDRAULIC PULLER 





Pulling the Drawing Gear on a 
Paper Shearing Machine with the 
New OTC Hydraulic Puller 


Conde Hamlin 


DeWalt Elects 
Sales Vice-President 


Conde Hamlin, former general sales 
manager of DeWalt Inc., has been 
elected vice-president in charge of sales 

FOR TOUGH CUSTOMERS WITH TOUGH JOBS and a director of DeWalt. 
Mr. Hamlin has been DeWalt’s 
Ton Ram general sales head since 1952. He 
Saves time, money—Eliminates broken parts—Pays for itself on a haade Geet olen or. 
few jobs. subsidiary, earlier the same year as 
' #% ; assistant to the director of sales of the 
The NEW Hydraulic Ram does jobs 75°; faster—Eliminates torque General Products Group. The previ 
iccidents. Completely portable—can be used any- ous seven years he had been with th 
Ozalid Division of General Aniline & 
a) tt Ole alae aia Film Corp. as export manager, Chi 
maintenance pulling jobs on all types of machinery. = cago office supervisor and Detroit 2 

aaa . write gional sales manager, successively 
Designed with the famous CENTER-HOLE that al son Declan Weeld Wer Il be 
lows fast, easy adjustment to the job — plus interchange FREE seven vears as an Army officer. His 
from push to pull or used as a production holding fix- Booker career included assignments as assist 
ture. Big brother to the 17'¢ and 30 ton rams. De- ant chief of staff for Army forces in 
a . , Booklet describes com> the Middle East and executive officer 
scribe it, show it, and you'll sell it. plete line and uses of of the Wat Department's Sannly 1); 
OTC equipment - , | 
2 in Washington 


Sell your toughest customers easily with the new OTC 50 


and the danger of : 


where. With its attachments, the 50 ton puller can do hundreds of 


Vision 


FEATURES: 
Van Duren Supply Co. 


. Calibrated Pressure Gauge - : 
Adds to Sales Staff 


. Interchangeable Ram Heads : 
as. Jack H. Whiting 


: ™ has joined Van 
+ Rem Travel of 3 per Duren Supply Co., Paterson, N. J., 
. Weighs only 45 Ibs. mS is outside salesman covering new 
territory for the firm. 
» aenele Camara Puntp ; \ native of Paterson, he worked 
. Six Foot Hi-Pressure Hose : ' : at one time for National Mill Supply 
Co., later sold real estate and adver 
tising on the West Coast for two 
vears. He is a veteran of four years 


° WAT ONWNA T ° OL COMPA N Y of Navy service as a signalman during 
359 CEDAR ST. OWATONNA, MINNESOTA World War II. 


. Hi-Pressure Quick Coupler 
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Vinson Supply 
Builds at Amarillo 


Vinson Supply Co., Tulsa, Okla., 
has started construction of a new ware 
house and office building at Amarillo 
lexas, as part of a major expansion 
program begun this year. 

A new warchouse for steel, alumi 
num and supplies was recently opened 
in Dallas, and a new building was 
idded to the company’s Odessa plant 
Pipe warehousing space at Tulsa has 
been doubled. 

[he company recently opened a 
new sales office at 331 N.W. Third 
St. in Oklahoma City with George 
McDannold, formerly in Tulsa, as 
manager. Vinson has a similar sales 
office in Kansas City 

L. O. Barnett, formerly with the 
company, has returned as manager of 
inside control sales in Tulsa 





Robert L. Ford 


Deluxe Saw & Tool 
Opens Chicago Office 


Deluxe Saw & Tool Co., Rockwell 
Mfg. Co. subsidiary, has opened a 
new Midwest regional sales office and 
ervice facility in Chicago. 

Robert L. Ford, sales engineer with 
Deluxe for the past year, has been 
named Midwest regional manager, in 
harge of the new office at 645 
North Neva Ave. An authorized fac 
tory service station will be located at 
5401 West Lake St. to provide 
facilities for repairing, resharpening 

retipping irbide-tipped saws and 
tools. 

Mr. Ford, before joining Deluy 
was sales manager of Western Slop 
Auto Co., Grand Junction, Colo. He 
had also been with C. E. Niehoff ¢ 
Chicago, as purchasing agent. He is a 


eteran of World War II Marin 


Corps Service 





THE MOST MODERN 
HIGH PRODUCTION 
DIVERSIFIED, 
COST CUTTING 
LINE on the MARKET 
TODAY! 


Grinders . ++ ALL KINDS! 


Buffing and Polishing Machines Too! 

Sizes ¥2 HP to 60 HP with “Special” control Air- 
rester Dust Collecting Units for all types of in- 
dustrial dust. 

Speed Chucking Lathes Sizes 4 HP to 5 HP. 
Automatic and Semi-Automatic Equipment. 


1. Twin Motor Infinitely Variable Speed Snagging Grinder 
2. Twin-Wheel Tool Grinder for carbide and high speed steel tools 
3. Twist Drill Grinder Capecity 14" to 21/2" 

4. 12” Pedestal Grinder with Air-rester Dust Collector 


SEE US IN BOOTH 1028, 
METAL SHOW, CHICAGO, NOV. 1-5 


the STANDARD electrical tool co. 


MACHINE TOOLS 
2520 RIVER ROAD @ CINCINNATI 4, @ OHIO 
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Super-Sellers 


BECAUSE THEY’RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


You make more than steady profits 

with Belt-Saver Pulleys; you also 

make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

: In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face’’ line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron pulleys! 
Sprout-Waldron 
& Co., Inc.,3 Logan 
Street, Muncy, Pa. 


Write for free booklets! 


SPROUT-WALDRON 





S CAST IRON 
* PULLEYS 
WUNCT, Pa. 
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Jack E. Heuser 
Vice-President for Sales 
Named by Le Roi Co. 


Le Roi Co., Westinghouse Air | 
Brake subsidiary, has appointed Jack 
IK’. Heuser as vice-president in charge 
of sales. 

Recently Engine Division sales man 
ger, Mr. Heuser has been with Le 
Roi since 1939, when he graduated 
from the University of Wisconsin. 
In 1941 he joined the Ampco Metal 
sales organization and served as man 
wcr of its Pittsburgh district and 
later the Los Angeles district. In 
1946 he became assistant to the gen 
eral sales manager. 

He will be responsible for the com 
pany’s newly created Sales Division 


Rochester Mfg. Co. 
Elects General Manager 


Allen H. Ottman, former vice 
president and director of American 
Hard Rubber Co. has been named 
executive vice-president and general 
manager and a director of Rochester 
Mfg. Co. 

Clark L. Hastings will continue as 
vice-president in charge of sales and 
cnginecring 

Mr. Ottman was at various times 
with Elliott Co. and The National 
Supply Co. in executive posts 


For further information 
write 160 Canal Street 


CLarK Bos Bort (1 
Allen H. Ottman 
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Cooper Alloy Foundry 
Shortens Name 


Cooper Alloy Foundry Co. has 


shortened its name to Cooper Alloy 
Corp 

Management said the change better 
describes the Hillside, N. ]., firm’s 
function, since it has expanded be 
vond production of stainless steel cast 
products into other special product 
lines 

In 1931 Cooper Alloy began pr 
duction of stainless steel pipe fittings 
and accessories and in 1945 entered 
the steel valve business. Welding and 
specialty fittings were later added and 
in 1947 the company began produ 
ing steel rings for aircraft 

I'wo years ago, the firm 
producing stainless steel castings 
shell molds 

The management — recenth 
nounced pians for a new plant 
Clark, N. J., where the rings fo 
tary aircraft will be made 

The new name, management said 
makes possible individual identity fot 
the company’s four divisions: Foundry 
Products, Valve & Fitting, Aircraft 
Products, and Stainless Enginecring 


and Machine Works 


Set Screw & Mfg. 
Names Sales Head 


Karl J. Clark has been appx 
general sales manager of Set ‘Ser 
Ni fg Co succeeding Russell Li 
ston, resigned to enter another f 
business 

Mr. Clark ha ecn sale nana 
for two national firms in the course of 
the past 20 vears. He will spend 
siderable time in the field 
sultant on set screw problem 
management said 





GENERAL MANAGER of Triangl 
Steel & Supply Co., Los Angek 
James | \icLaughlin promoted 


ntl from ile manage 


50 tons of power... 


positioned in seconds! 


It’s a cinch with the new HEIN-WERNER 
model 50.12AA hydraulic jack | 


No “spotting” drudgery here! 

The sturdy positioning handles 

on this new HEIN-WERNER Model 50.12AA 

offer a firm, secure grip. .. permit easy 
maneuverability. Handles of new 50-ton and 

100-ton Hein-Werner Jacks fall flush 

against jack housing when not in use. 

This HEIN-WERNER model of 50-ton capacity 

is ideal for industrial use to move heavy machinery, 
pull gears and pinions, bend pipes, and as the 
power unit for presses. Like all HEIN-WERNER 
hydraulic jacks, it is powerful. ..safe...easy to 

use. Tandem pump speeds jacking and saves effort. 
Base is drilled for installation of pressure gauge. 
For further details, write us. 


Made in models of 1%, 3, 5, 8, 12, 20, 30, 50 and 
100-tons capacity. . Hein-Werner also makes “Push and 
Pull” Hydraulic Jacks of 4, 10 and 20-tons capacity. 


HEIN-WERNER 


CORPORATION 
WAUKESHA, WIS. 


Meme 
fase UUS, 
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Plan Your Next Catalog 
for Years of Selling... | 


ad nae | 
Meteas 
LLLE ST TY 
SOntais 
tT? 
Gans ORinena 


with HEINN W 
Loose-Leaf Binders 


Unless all your lines change every year, why 
reprint your entire catalog? Low-cost, easily 
inserted sheets or sections keep it up to date 
and in sequence... when you enjoy the sales 
advantages Heinn Loose-Leaf Binders bring. 
You measure your gains in at least six 
important ways: 


> More efficient catalog distribu- >» No more staggering bills for tight- 
tion, with sections going to some bound catalogs that may be obso- 
customers,complete presentations lete before they're in the field. 
to others 

> Greater customer interest because 
of logically presented catalog 
information 


> Easier selling, with no need for 
supplementary catalog bulletins 
that often cause confusion 
> Less sales correspondence about > Custom styling that fits your 
catalog errors “business personality.” 
Hundreds of manufacturers and wholesalers place repeat orders with 
Heinn. They would advise you to mail the coupon for the whole story. 
Representatives Originators of the Loose-Leaf System of Cataloging 


in Principal Cities Leaders in 1896 ... and Still Leaders 


> » Probable Probable 
° » < 
Infort vation, | lease Quantities Quantities 


CATALOG BINDERS INDEXES 
SALESMEN’S PRICE BOOKS 


CATALOG BINDER COUNTER CATALOG 
WITH HANDLES PLATFORMS 


Have your representative call. 


NAME 


TITLE 


FIRM NN 
ADDRESS El 
<se 


CITY, STATE 
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W. A. Boone 


Bell & Gossett Names 
New Vice-Presidents 


Bell & Gossett Co. has appointed 
four new vice-presidents, including 
W. A. Boone, assistant sales manage 
in charge of its Industrial Products 
Division. 

Mr. Boone becomes vice-president 
and treasurer. He is also a director 

Others named were: H. A. Lock 
hart, chief engineer since 1934, vice 
president and chief engineer; R. A 
Marquardt, vice-president and comp 
troller and assistant secretary; and 
C. R. Smith, vice-president in charge 
of industrial relations 


Farris Flexible Valve 
Names Sales Manager 


Robert N. Gierse has been named 
sales manager of Farris Flexible Valve 
Corp. with responsibility for develop 
ing outlets for the company’s line of 
diaphragm seal type valves through 
distributors and consulting engineers 

Mr. Gierse has been industrial sales 
manager of the Instrument Division 
of Thomas A. Edison, Inc., for the 
past five years. He was connected for 
20 years with The United States Gage 
Division of American Machine & 
Metals, Inc., where he held various 
sales engineering posts 





ELECTRONIC ALARM 


Engineers at one of the major au- 
tomobile firms are exploring ways to 
detect symptoms of auto drivers’ 
drowsiness by means of electronic de 
vices, which then would warn them 
it’s time to pull off the road, Ameri- 
can Machinist, McGraw-Hill publico- 
tion, reports 














the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel —famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 


grinding, and machine tool applications. Chicago 


Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. ID 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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BARNES 


NEW 
HARD EDGE 
BAND SAW 

BOX 


FOR 
100 FT. COILS 
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District Managers 
Named by Jeffrey 
Jeffrey Mfg. Co. has appointed for 


new district managers and announced 
i number of other promotions and 
transfers of district otfice personnel 

Walter J]. Hulsey, sales engineer at 
Birmingham, Ala., has been named 
district manager, Conveyor Division 
at Birmingham. l[loward S. Davies, 
former Conveyor Division district 
manager in Chicago, has been movex 
to a similar post in Pittsburgh. Jam« 
B. Green, for a number of years assist 
imt to the chief engineer at the com 
panys home office, succeeds Mr: 
Davies at Chicago. ‘Travers W. Nel 
son, sales engineer at Pittsburgh, ha 
been named district manager of th« 
Jacksonville, Fla., office 

Other changes include 

J. Thomas Berg, transferred from 
the home office to become sales eng 
neer in Birmingham; E. E. Balduff 
moved from Pittsburgh to the O 
lando, Fla.. office to work in th 
Jacksonville district territory; William 
\. Cheney, transferred from the Mer 
chandise Sales Department at Co 
lumbus to the post of sales enginec 
in the New York District; Vernon | 
Kkblad, former sales engineer in the 
General Engineering Sales Division in 
Columbus, named to a similar post in 
Houston; Robert | 
sales engineer in Columbus succeed 
ing Robert D. Henning, who has been 
moved to a similar post in the home 
ofiice Products Engineering Sales Di 
vision; Robert M. Dunn, appointed 
to a sales engineering post in th 
Knoxville district; George S. Keple 
transferred from Coal Preparation En 
gincering Sales in the home office to 
the Pittsburgh office; and Edward G 
Braun, formerh ike enginecr at 
Buffalo. also transferred to Pittsburgh 

Following the shifts 
Division held a series « 


meetings for field m 


| 1IT¢ ll, named 


its nine major sales 
division consist yf 
Crusher, Raylor Vibrating Equipmen 
Distributor Genel Eenging ns 
Foundry Engineering, Sanitation En 


gineering, Coal Preparation Engine 


ing, and Export 


IS Zen 


JET FLIGHTS INCREASE 


Jet operation flying hours for the 
Air National Guard will increase 233 
per cent during fiscal 1955, Aviation 
Week, McGraw-Hill publication, re 
ports 





William Morrison 


Powell Valves Names 
Sales Representative 


Ihe William Powell ¢ 
inted William Morrison 
entative for Powcll Val 
) TK ATCa 
lormerly with Jones & Auerbach 
Inc., Newark, N. ]., Mr. Morrison wa 
lso at one time connected with the 
Newark branch of Crane Co 
Ile is a former ‘Township Council 
nan and member of the Board of 
I-ducation in his community. During 
World War II he d in Europe 
ith th \rm 


Schirmer-Dornbier 

Acquired by Wayne 
lhe Wayne Pump Co. of Salisbury, 
\id., has acquired The Schirmer-Dorn 

ier Pump Co. of Cleveland 

\\ H. Bateman, Wayne Pump 
president, said no changes of person 
nel or pt duction plant location of 
Schirmer are contemplated. Wallace 
Schirmer and Richard Knaus will con 
rine to head u thi mpan man 
ent Sal the 
npany 


ducts and 


quality ind 


Ip iin 


Quinn Bros. Supply 
Names Secretary 
Edward J. Quinn has been elect 
secretary and vice-president of Quinn 
Bros Supply Co., Paterson, N. |] 
Vice-president of the firm sinc 
1940, Mr. Quinn has worked for the 
ompany for 39 years. J. I Ouinn 
president of the firm which was 
founded in 1892 by John H. Quinn 
ind R. E. Quinn 


Because they have made Flexible Plastic 
Pipe so much easier to install, and have 
virtually eliminated after-installation 
maintenance and repairs, Mulconroy 
Metal Fittings are in demand wherever 
Plastic Pipe is used. 

Made exactly to Piastic Pipe sizes 
(which are not standard |. P. T. dimen- 
sions), these quality brass or electro- 
plated steel fittings have greatly im- 
proved the efficiency and economy of 
Plastic Pipe installations of every type 
— plumbing, irrigation, underground 
sprinkler, water well, drainage, indus- 
trial. They form tight, streamlined con- 
nections without damage to the pipe 
under clamp pressure, and there is no 
possibility of later breakage. Their 
anti-corrosive properties also contribute 
to long, efficient service. 

Following are the styles available 
for immediate delivery: 


ADAPTERS 
COUPLINGS 
ELLS 
TEES 
WELL-SEAL ELLS 
WELL-SEAL TEES 
WELL-SEAL 
PRIMING TEES 
VENTURI JET 
ADAPTERS 
SPRINKLER HEAD 
ELLS 
SPRINKLER HEAD 
TEES 
WATER MAIN 
ADAPTERS 
VICTAULIC GROOVE 
ADAPTERS 


H rite for Illustrated Literature, List Prices 
and Discounts . . . your “work-kit” for 
building more sales among all users of 


Flexible Plastic Pipe. 


“MULCONROY Siar... 
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ee oes 


COUPLING 


ADAPTER 


WELL-SEAL ELL 


iadith rrr 


SPRINKLER HEAD TEE 





with 
HARGRAVE 
Standard 


>. 
Carriage Clamps 
STEEL ESPECIALLY TREATED 
FOR GREATER STRENGTH 
STEEL TIP SINGLE "ACME" THREAD 
STURDY DESIGN — 


STANDARDIZE | 


STEEL WING 
FORGED 
INTEGRAL 
WITH SCREW 


HARGRAVE 
STANDARD CLAMP -TESTED 





@ The “Standard” of industrial plants— 
a size for every production application. 


® Only Hargrave Industrial Clamps are 
“Load Tested” at the factory to prevent 


structural failure in use. 


@ The No. 540 Hargrave “Standard” Car- 
riage Clamps furnish unusual strength 
with exclusive construction—stronger than 
conventional malleable iron—yet priced 
competitively. 


ASK YOUR INDUSTRIAL DISTRIBUTOR 
for additional details on these DIFFERENT 
clamps for industrial use. Also request a 
copy of the new HARGRAVE Catalog No. 
65 furnishing selection-application inform- 
ation in easy to use form. 


The Cincinnati Tool Co. 


4032 Montgomery Rd. Cincinnati 12, Ohio 


Another 
HARGRAVE 
Sales 
Message— 
to your 
Customers 
in User 
Magazines 


Another 
HARGRAVE 
Sales Help— 
To 

assure you 
dependable, 
profitable 
repeat sales. 


Another 
HARGRAVE 
Sales Help— 
A 

complete line 
for every 
need in 
industry. 


Another 
HARGRAVE 


Sales Help— 


Sales 
meetings 
for your 
Sales 
personnel 


Another 


A-P Controls Buys 
Milwaukee Valve 


A-P Controls Corp. has purchased 
all outstanding stock of Milwaukee 
Valve Corp., manufacturer of brass 
and aluminum valve products. 

A-P Controls, with two plants in 
Milwaukee, makes oil valves. It was 
founded in 1931. Milwaukee Valve, 
founded in 1901, was operated for 
many years by V. Fina as president 
Earher this year, his son, Phillip Fina, 
took over the presidency. He will con 
tinue as vice-president of Milwaukee 
Valve Co., continuing operations as 
in the past and manufacturing the 
same products. 

Sales will be continued through the 
sume distribution channels as formerly, 
the new owners announced, and new 
products will be added as they are de 
veloped. 





Chelsea Fan & Blower 
Names Representative 


Chelsea Fan & Blower Co. has 
appointed George C. Blew as repre 
sentative in Kansas City, Mo. 

Former service manager in Chelsea’s 
home office in Plainfield, N. J., Mr 
Blew has also been sales representative 
for other firms in New Jersey. His 
territory includes Kansas, Ne- 
Oklahoma, northern Texas, 
Missouri and Fort Smith, 


new 
braska, 
western 


Ark. 


To Handle Syntron Lines 


Syntron Co. has appointed Ira 
Benowitz & Co., Rutherford, N. J., 
to handle the firms lines of electric 
hammer drills, electric hammers, elec 


HARGRAVE 
Sales Help— 
Easy to use 
Catalogs, 
Bulletins, 
etc., plus 
nationally 
known name. | 
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tric screw drivers and impact tools. 





=GRIP ON DRILL SALES! 





A NEW Concent 


FOR EASIER DRILLING 


Puts the PUSH Where It Belongs... 


In DIRECT LINE With The Chuck « 


Study the photo above and you'll quickly see what we mean. Here's 
a drill that’s ALL New . . . New in idea, in design, in power and 
IN SALES POSSIBILITIES. 


<~<In Line= design provides a straight line push from the elbow 
through the wrist and right on through to the twist drill. The result 
. less wrist fatigue, truer holes, fewer broken twist drills and 


no blisters from switch trigger 


SEE IT IN ACTION 


To fully appreciate the performance and sales possibilities of this 
new <IeeLine= holeshooter, you must see it in action. Just write 
us and a trained representative will give you an actual drilling 
demonstration . . . no obligation on your part. He will also be glad 
to explain the many advantages of becoming a MILWAUKEE 


Distributor. 


MAINTENANCE IS 
NO PROBLEM 


Easily removable inspection 
cover affords quick access to 
all motor parts and switch. Drill can 
be operated even with cover removed 
Brushes can be replaced easily from 


outside of tool 


Mest Powerful 


DRILL OF ITS SIZE ON THE MARKET 


Made of the best materials and Fully Guar- 
anteed. It's powered by an entirely new 
motor . . . that develops more than 1/5 
horsepower. All ball and roller bearings .. . 


lifetime lubricated. 


NOT A HOME WORKSHOP TOOL 


Here's truly a top quality drill built for heavy 
duty production work. We do not make 
home workshop tools . . . but design and 
build MILWAUKEE tools specifically for the 
man who must depend on GOOD TOOLS 
to make his living. 


AVAILABLE IN 6 MODELS 


Speed Ranges 380 to 5000 rpm for drilling 
in wood, metal and numerous other mate- 
rials. Chuck capacity sizes Y%4", 5/16” or 
%,". Available too with Jacobs Keyless Im- 
pact chucks. 


Get Complete Facts Today! 


Write For FREE Folder D-10 
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tHe licy fe ’ 


INDUSTRIAL 
DISTRIBL TORS 





THE WEATHERHEAD COMPANY 
300 East. 13lst Street . Cleveland 8, Ohio 
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Establishment of a fair, fixed policy 

for Weatherhead industrial distributors 

is yet another step in the reorganization and 
expansion of the company’s activity 

in industrial distribution. It follows 
Telgel-Mlilda-1-1t-) lit] (-t i ol-la tel lal-] melo ha-Teitilile 
and promotion, and the other phases 

of a new and complete 


marketing program 


The publication of this policy is another reason 
for the movement that finds the nation’s leading 


_ industrial distributors becoming Weatherhead distributors 


a7 YOU'RE AHEAD WHEN YOU SPECIFY... 


This trademark @ appeers on every moke of cor, truck, bus 
end tractor @ on equipment for machine tools, diesel and 
hydraulic applications G@ on equipment for instrumentation, 
oi! drilling, mining, reed building G for circraft, reilwey 
end marine engines G) for LP-Gos ond anhydrous ammonio 
control equipment @) this symbol represents more then 1500 
products mode by Weatherheod .. . 
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/ CRYSTAL 
iY CLEAR 


PLASTIC DISPLAY 


it’s Free § 


SEL-FAST DISPLAY 
TD-48 


Here's the most attractive, 
practical and sales produc- 
ing Display Assortment ever 
offered! Sparkling new and 
uniqve permanent self-ser- 
vice Display hoids minimum 
stock of 48 fast-moving 
Hold-E-Zee numbers. Takes 
only 5” x 14° counter space. 
Each driver clearly marked 
on Display for number and 
price. Packed filled as 
shown—goes right to work! 
ALREADY AN OUT- 
STANDING SUCCESS! 
Order from your Jobber. 


HOLD-E-ZEE 


UPSON BROS., Inc. SCREWDRIVERS 


ROCHESTER 14, N.Y. 











CARBIDE TIPPED 
Work Support Blades 


eran — for Centerless Grinders 


TOOLS 


WRITE FOR CATALOG 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged — re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy. 
For prompt quotes, send prints - or sample of blade 
you are now using, and specify material to be machined. 


WILLEY’S CARBIDE TOOL CO. 


1942 W.. Vernor Highway Detroit 1, Michigan 
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Allan W. Martin 


J. H. Williams Makes 
Territory Changes 


]. H. Williams & Co. has appointed 
\llan W. Martin as sales representa 
tive in Oklahoma, Arkansas and 
Louisiana succeeding Dale Bethke, 
who has been assigned the company’s 
Michigan territory 

For the past several years Mr. Mai 
tin has been in the company’s Buffalo 
sales department handling sales-factory 
liaison. He will make his home in 
Tulsa, Okla. 

Mr. Bethke’s headquarters and resi 
dence will be in the Detroit area. He 
will work with distributors and thei 
customers throughout Michigan. 


Dale Bethke 





Penflex Names Director 


Sidney S. Blake, vice-president of 
H. M. Byllesby & Co., has been elected 
to the board of directors of Pennsy] 
vania Flexible Metallic Tubing Co. 
Howard A. Hoffman, Penflex comp- 
troller, has been named assistant to 
the secretary and assistant to the trea 
urer 





All Dressed Up in NEW  artons 


Ohio Brass valves now are going to your customers in new 
cartons. The new design has simple, modern lines with lots 
of space on the end for product identification. We have re- 
tained the bright orange color which identifies Ohio Brass in 
the minds of users of quality valves. 

We know from many years of experience and comments 
by customers and distributors that people appreciate recé.v- 
ing valves in individual cartons. They keep them factory- 
fresh and ready to go to work— the way quality products 
should be delivered. 


BRONZE GLOBES ° CHECKS @ FOR INDUSTRIAL SERVICE 
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THERE'S 


BIG MONEY 


VARIABLE SPEED TRANSMISSIONS 


GET- YOUR SHARE! 


STANDARD TRANSMISSION EQUIPMENT CO 
‘0 West. Union Street, Pasadena 1, Cailf 


STOCK 


STANDARD 


VARIABLE SPEED TRANSMISSIONS 


The Packaged 


MUSIC WIRE 
Vhat...§ells! 


Precision 
Brend 


MUSIC WIRE 


oh 








@ The only “tangle free” package 
in the market. Wire is simply drawn 
from center of patented carton as 
required. Easy to stock and use 

saves time. A fast seller with the 
quality that builds soles. Packages 
marked with size, weight, and gauge. 
The wire is highly polished and ex- 
tremely tough. Used for springs for 
tool and die makers, factory and 
machine shop, and scores of other 
applications. Cellophane wrapped. 


Wore Sates 4bction 


@ Shim Stock — pockaged in dispenser cartons 
for over-the-counter soles. Available in brass, 
steel and stoirless 

@ Feeler Stock — another packaged item cello- 
phane wrapped for moisture protection 


PRICES AND DISCOUNTS ON REQUEST 


PRECISION 
STEEL WAREHOUSE, inc 


Monuta } 


John Cook 


Grinding Specialist 
Retires at Norton 


John Cook, grinding foreman and 
former salesman of Norton Co., has 
retired after 43 years with the com 
pany 

lor many years he was a demonstra 
tor and salesman of Norton machines 
at one time serving as district manager 
of the Philadelphia and Syracuse areas. 
When distributor selling replaced di- 
rect selling in those areas, he was 
returned to Worcester to apply his 
grinding experience to Norton's own 
production. In recent 
been the company’s grinding depart 
ment foreman. 


vears he has 


Employ-Handicapped Week 
Planned for Oct. 3-9 


he tenth celebration of National 
imploy the Physically Handicapped 
Week will take place this year Octo 
ber 3-9, 

Major Melvin J. Maas 
USMCR (Ret.), chairman of the 
President's Committee on Employ 
ment of the Physically Handicapped, 
has appealed to all businesses and in 
employment 


Gencral 


dividuals to  imecreas¢ 
opportunities for the handicapped. 
“These men, women and children, 
he said, “are our most priceless assets, 
ind, should a major armed conflict b« 


citizen powecl 


forced upon us, our 


will become even more vital Phe 
handicapped might well mean the dif 
ference between survival or defeat with 
a foe numerically fat supenor to u 
and our allies.” 

Estimates of the handicapped w 
rehabilitation to b« 


range up to 


need only 
emplovabk 


Second Paint Class Planned 


Binks Mfg. Co. will hold the second 
session of its Fall Spray Painting 
School Oct. 4-8 at its Chicago plant. 
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1” 
FLEXIBLE 
BELT 
GRINDER 


1012" 
THROAT 
DEPTH 


BENCH MODEL F-1 


* 


POLISHING GRINDING DEBURRING 


Here is the answer to costly hand fil- 
ing and costly grinding, polishing and 
deburring. It is amazing the uses 
found for this machine. 


DISTRIBUTOR INQUIRIES ANSWERED PROMPTLY 
MF, 
hemmon’ hackertry Llucldees 


1617 Douglas Avenue @ Kalamazoo, Mich. 


FITS BOTH 
BIT BRACES 
ELECTRIC DRILLS 


CUT OFF HERE 


2-Way “Hex” Shank 
fits both Bit Brace and 
Electric Drill Chucks 


‘““HEX’’ SHANK 
WOOD BITS 


Use new Irwin Two- 
Way “Hex” Shank 
wood bits in Bit 
Brace. Remove and 
use in Electric Drill 
‘*Hex’’ Shank fits 
both — perfectly! No 
wobble, no runoff 
Users can speed-up 
work on the job 
reduce replacement 
stock and handling 
by 50%. Sizes 4/16” 
to 17/16”. Write The 
Irwin Auger Bit Co., 
Wilmington, Ohio 
for complete 
details and 
prices today. 


HEX SHANK 
WOOD BITS 





TRADE MARK 


REG US PaT ( 


TWO OF THE GREATEST NAMES IN FIRE PROTECTION 
HAVE JOINED FORCES 


PYRENE and C-O-TWO, world-renowned manufacturers of approved fire protection equipment, are now 
unified under the same management to give you the finest and most complete line on the market today... 


built-in fire detecting systems that quickly respond to smoke, heat 
or flame. . 

all types of portable fire extinguishers and built-in fire extinguishing 
systems that kill fire fast... 


pius an expert fire protection engineering service that gives unbi- 
ased advice on what is best for the particular fire hazard concerned. 


The many benefits resulting from combining the extensive facilities of PYRENE and C-O-TWO make 


handling this top quality, well-rounded line more profitable than ever before. Get complete facts today ! 


_ PYRENE-—- C-O-TWO < 


4G rene NEWARK 1 + NEW JERSEY (Go-1w0) 


le kee Sales and Service in the Principal Cities of United States and Canada 


COMPLETE FIRE PROTECTION 


portable fire extinguishers . . . built-in fire detecting and fire extinguishing systems 


CHEMICAL VAPORIZING LIQUID - SODA-ACID « WATER CHEMICAL FOAM «+ AIR FOAM 
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No Tool Holder 


eCOPPER @MONEL 
*NICKEL e@BRASS 
eEVERDUR @ ALUMINUM | 


tog | 


4 
spur legether Tips @STAINLESS STEEL by 


HARRIS 


ort ® tanks © coils © bends | 
— + Adjustable Vee Block 


— ® expansion joints 
Grip 


Full Length Tool 
® heaters @ coolers Contact 
®@ chemical apparatus © Powerful Clamping e One Holder Handles FRANK G. STEWART, of Standard 
| Force Many Bit Sizes Automotive Supply Co., Washington, 
dustry for the past 68 years No Harmonic Vibration ¢ Carbide Models Also D. C., is chairman, Joint Operating 
with these very necessary prod- «No Chatter Accommodate Boring Committee, of the Automotive Service 


ts. The de . 
ucts. The demand is always con Grips Round, Square, Bars Industries Show, to be held Dec. 8-10 


stent and with today’s heavy . . 
manufacturing schedules there Rectangular and Cut- e Tilted Head Improves in Chicago. Here he is shown with 


ic an even greater demand. Our Off Too! Bits Vision Ruth Hall, show manager 


engineers are at your service for 


consultation without charge SPECIFICATIONS 
Specify Right or Left Hand Offset! 


ARTHUR HARRIS & CO. | Foncanniocs P 
RTHUR HARRIS & C OR CARS! coomes eal Pan | San Robertshaw-Fulton 


Chicago 7, it | y hi diy Model 60 | 61 62 Plans $2 Million Plant 


SiZE 0 1 2 . : 
= Robertshaw-Fulton Controls Co 


ARTHUR 17a” | 3716" | 174” 
TOOL CAPACITY to to has broken ground for a new two 


s to 
5/16” | 3/8” | 1/2” a 
ARRIS & CO. an i eee million dollar plant near Bridgeport, 
218 North Aberdeen h A : ; = Conn., for its Bridgeport Thermostat 
ie sire nig ROBERT H. CLARK COMPANY Division 


9330 Santa Monica Bivd., Beverly Hills, Calif 


® kettles © evaporators 


HARRIS has been supplying in- 
































he one story structure, containing 
180,000 sq. ft. on a 15-acre site, wil 
be double the size of the old plant 


OW CONVERT YOUR STEEL HAMMER TO A | Completion is scheduled for June 


1955, when the present plant will be 


sold. 


Executives Promoted 


Robertshaw-Fulton has named two 
new vice-president and three assistant 





vice-presidents. 

Woodford D. Miller, manager of 
the company’s Robertshaw Thermo 
stat Division, has been promoted from 
assistant vice-president to vice-presi 
dent. Wilbur Jackson, former assist 
ant vice-president and works manage! 
at Gravson Controls Divisions, contin 
ues in the same post as vice president 

lhe new assistant vice-presidents 
are Frank H. Post, Alton W. Beck 
and John A. Robertshaw, Jr 


HAMMERHEADS ae cer ee 


with COPPER, LEAD or PLASTIC INSERTS ~s . 
’ ‘ PATENT NOS 251543 AND 2499802 Holds First Meeting 


OTHER PATS PENO 
[he New York Chapter of the 


Strong steel cup with a soft metal or plastic insert which Power Transmission Council opened 
can be quickly fitted to your present hammer and held the season with its first fall meeting 
firmly in place by taut steel coil-spring as shown. recently in the Roger Smith Hotel. 
iste nade ed James Adams, belt engineer with 
Manhattan Rubber Division, Ray 
bestos-Manhattan, Inc., spoke on ap- 
plication of the Poly V-Belt, which 

he originated and patented 
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NYBeP distributors have all this 


GPAAMOu 


Flat Transmission 
Belting 


and Gj/mer“TIMING” BELTS, too! 


Industrial Hose 
for Every Need 


Gilmer V-Beits Conveyor and 


Elevator Belting Packings 


The “Timing” Belt. Drive is the dig 
plus value in the NYB&P franchise. 
NYB&P distributors not only sell 
Standard Stock Drives for individual 
applications but also sell in quantities 
to O. E. M. accounts. 

During the past eight years the 
Gilmer ‘“Timing”’ Belt Drive has won 
wide acceptance as a new means of 
transmitting power, on a par with V- 
belt, chain and gear drives—but with 
distinct advantages of its own! 

It is the only positive, non-slip drive 
that requires no lubrication. It makes 


practical very compact, short-center 
drives and high speed ratios. The belt, 
which has a steel cable load-carrying 
element, is extremely light in propor- 
tion to strength, does not stretch and 
is practically 100% efficient in trans- 
mitting power. More than half-a-million 
““Timing’”’ Belt Drives are now in use on 
machines bearing the names of many 
of America’s leading manufacturers! 
The ““Timing” Belt Drive has defi- 
nitely come of age! Today, it is truly 
the hottest item in the whole field of 
power transmission equipment! 


No wonder the NYB&P franchise—covering the combined 
NYB&P-Gilmer line and backed by a truly protective, dis- 
tributor-centered sales policy—is one of the most highly 








prized in the field of industrial rubber products! 


Gaskets and 


__) America’s Oldest Manufacturer of Industrial Rubber Products 
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FULL 3 Mowe SHIFTS 
WITHOUT A GRIND 


: 


These standard W & B high speed drills keep going for a full 
eight hours on each grinding—no shut-downs during shifts for 
resharpening or replacement of dull drills for this manufacturer 


of oil and gas well head equipment. 


Casing heads are alloy steel having a Brinell hardness of 
185-260. Drilling of bolt holes in casing head flange is done 
on a 16 spindle “Hole Hog.” Operated at 126 R.P.M. and with 
a .015” feed per revolution, the high speed W &B drills 
quickly and efficiently complete the drilling of twenty 1%” 
diameter holes 3” deep in each flange. 


This example of unusual drill durability and efficiency is indica- 
tive of the high performance you, too, can have by specifying 
W & 8B for your drilling operations. 


YOUR INDUSTRIAL DISTRIBUTOR 
Can Give You Quick Service 
On Whitman & Barnes Tools. 

Contact Him Today! 


Charles W. Fuhrer 


Diamond Expansion Bolt 
Names Sales Executive 

Charles W. Fuhrer has been named 
assistant sales manager of Diamond 
Expansion Bolt Co. 

With the company for the past 20 
years m various sales capacities, he 
recently covered the state of New Jer 
sev. He will continue this assignment 
as well as special assignments through- 
out the country. 


Dien Bien Phu Nurse 
Accepts Scovill Gift 


Scovill Mfg. Co. has presented 
the replica of an historic bon-voyag« 
gift made for General Lafayette in 
1825 to Mlle Genevieve de Galard 
Terraube, “The Angel of Dien Bien 
Phu.” 

The gift to Lafayette was a set of 
13 solid gold buttons bearing th« 
profile of George Washington, pr 
sented to the famous French general 
by “L. H. & Scovill, Button Manu 
facturers, Waterbury, Con.” The 
firm later became Scovill Mfg. Co.. 
producer of brass in all forms and 
other metal products. Mlle de Galard 
Terraube’s gift was cast from the 
original dies used for Lafavyette’s sct 
of buttons. Lamson Scovill, great 
grandson and namesake of one of the 
partners in the predecessor firm which 
made the original buttons, made the 
presentation to the French nurse in 


New York City 


Buys Company Plane 
Red Devil Tools has added a fourth 








ASS 
Ww ui | T iN] f | 4 4 f a Hh t S eo a said small plane travel 


enables field men to keep close con 

tact with sales outlets, providing bet 

ter service. The company’s planes 

NEW YORK + CHICAGO «+ ANGELES a one have flown a total of a half-million 
miles so far, he reported 


company plane, a twin-engine Beech 
to its fleet. John Lee, sales 


40010 Plymouth Road * Plymouth, Michigan 
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Former Police Sergeant 
Joins Canton Firm 


Don Bole, former poli 
ind head of the Canton, Olu 
Bovs Club, has been named 
manager of Northeaste 
Corp. in Canton 
Mr. Bok vh cent 
1S vear on the police fo 
been active since 1949 in B 
work. Mavor Carl F. Wise of 
nd other citv officials pra 
work with the #0-member b 
ind other youth groups, a 
resignation with deepest 
Mr. Bole was also presiden 
Mighty Mite Baseball Cc 
in organization of 23 t 
from Y t 

Mave 
“Don 
outh 
ndivid 


pcrsoni n if acpa 


Monarch Rubber Co. in i rtvill 





BECAUSE STAR QUALITY 


is Top Quality ““% 


For over 75 years, Star Blades have been known for 
consistently high quality —quality that keeps demand on the up-grade. 


That’s only one reason, though, why it pays to stock Star. Here are some others... 
Star blades have always been sold only through recognized distributors. 
Over the years, Star uniformity has made more people ask for them 
than any other brand. 
Consistent national advertising to your customers makes sales 
easier, and easy sales are profitable sales. 
The Star line is a complete line—every generally used 
type of hand, power and bandsaw blade, plus the 
famous Star No. 20 frame. 


» 


William G. Shepard . 
Experienced Star factory representatives 


are always available to solve special 

, *y metal-cutting problems. 

Names Sales Head , Imprinted sales helps avail- 
William G. Shepard able without charge. 


named general sales manager f ’ , . it PAYS 
Ohio Injector C & . TO STOCK 
With the firm sn ‘ ’ STAR 


Shepard ha 


resenta I ! t tl ; , 4 y 
iI > ! ! ome ' tl r — d : ? . ss 
4 - i & 
les manager at th . 


He will supe! ca ! t ‘ Inquiries Are Invited From 


lomestic and foreign ; Interested Industrial Distributors 


fare oar ‘LEMSON 
itv of Michizar ’ bet C ai Fi () 
seneral yer CLEMSON BROS., Inc. 


MIDDLETOWN, N. Y., U.S.A 


Makers of Hand and Power Hacksaw Blades, Frames, Metal and 
Wood Cutting Band Saw Blades and Clemson Lown Machines. 


Ohio Injector 
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1. EDMOND A. NEAL, Domestic 
Sales Manager, directs the 
Nicholson program which is de- 
signed to help industrial distrib- 
utors capitalize on the great and 
growing market for files. ‘‘Nich- 


olson believes unreservedly in a 
policy of marketing its products 
through industrial distributors," 
says Mr. Neal, ‘and our whole 
promotion campaign is geared 
to that policy.” 





4. SELLING DISTRIBUTOR SERV- 


ICE is deep in Nicholson's philos- 
ophy...and has been for years. 
Ca Every Nicholson folder and ad- 


vertisement directs users to the 
“indispensable distributor.'’ And 


° : Nicholson produces special fold- 
‘ ers devoted to telling American 
e manufacturers of the special 


services the distributor alone 
can provide. 


5. PAUL J. RODDY, Assistant 
Domestic Sales Manager, directs 
Nicholson's unique ‘‘technical 
lecture service.'’ Through this 
service, industrial distributors 
and their customers are provid- 
ed with authentic, interesting 
talks on proper selection and 
b Base : use of files. 





+s MANAGEMENT AND MAINTENANCE 


ee el AC TORY... 


2. CATALOGS describe and illustrate the complete line of 
files sold under the Nicholson brand, as well as other brands 
manufactured by Nicholson. Large, colorful booklets . . . 
such as the one on rotary power files .. . give distributors a 
handy way to describe specific kinds of files and their use. 


6. INDUSTRIAL ADVERTISING is a key part of Nicholson's 
distributor-help program. Mr. Neal tells you why: “The 
industrial use of our product constitutes a very important 
aspect of our total market. But because there are so many 
factories, it is impossible for us to cover more than a small 
percentage with our sales force. Therefore, we must rely 
on advertising to carry our story to the vast network of 
manufacturing plants throughout the country.” 


3. HANDY POCKET FOLDERS, imprinted with distributor's 
name, are available for use as mailing pieces. Larger fold- 
ers are used as distributor mailers to boost sales of special 
file types. 


FACTORY © 


"team ce 


one 4 Howe te auc 


7. “FACTORY is one of the important media we use to 
carry our story to the industrial market,"’ says Mr. Neal. 
“Obviously we are interested in reaching the operating 
group who influence the use of our product. We have ad- 
vertised in FACTORY for a long time with altogether satis- 
factory results. We feel that FACTORY is an important and 
valuable medium for any manufacturer whose customers 
are found among the plant operating group.” 


sales volume for you—on every product line you handle. Ask for the sales support of regular advertising in FACTORY. 
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Saves hundreds of dollars on gage costs 


WIk*} HEK 


SMALL HOLE GAGE 


quickly, accurately 
measures 4 ; E. L. Spencer 


small hole diameters i Fairmount Tool 


Names Sales Manager 


Li 7 : 
from .025 to .130 ¥ E.. L. Spencer has been appointed 


sales manager of Fairmount ‘Tool & 
lorging, Inc., Frontier Industries 
subsidiary. 
Southwest district manager in 
Dallas for Snap-on ‘Tools Corp. for 
the past 13 years, he has served that 
firm 26 vears in all. He will assume 
full responsibility for Fairmount’s 
: ; sales and selling policies from head 
1. RELEASE CLUTCH, ol quarters in Cleveland 
needle snaps into place from . 


its protected position in the 


wate Stambaugh-Thompson 
2. INSERT NEEDLE into ; N ¥ s — Vi isi 
sete tedhan eitiiened, tae | Forms New Division 


barrel down needle until it £ . . 4 . 
smanam tie Sakae ies Gad = 3 Stambaugh-Thompson Co., Youngs 
KWIK-CHEK automatical- Fs : town, Ohio, has separated its indus 


: - . ms . e s trial-contractor business from other 
exact diameter reading. s 
departments and combined it under 


3. DIRECT-READING ‘ . . 
eecte graduated ia one- j one roof at 102 E. Commerce St 
thousandths of an _ inch. , > BRS he new division will be known as 


Built-in crystal 244X mag- . . ° ; 
aifier permite eccurete read- Stambaugh Supply. The company will 
ings to half-thousandths of : = 3 have two other separate divisions, 


ditdaaanhen Gas 3 - dealers and retail, located at the 
former headquarters. 

Officers said the move provides 
more room and makes possible morc 
efficient handling, with similar lines 
under the same roof. Some 1,000 
Nothing like it on the Market me items are being added to the new di 

: vision’s stocks. Also, new offices are 
being prepared at the FE. Commerce 


§ Factor St. warehouse, to bring sales, tele 
. actory 
Amazingly Guaranteed phone and clerical staffs together in 
Low Priced one location 
. yet does the job deal 


of 330 costly plug gages RETAIL New England Manager 


Named by H. M. Harper 


Jack Mengel had been named New 
England district manager of the H. M. 


e s . 4 L 
Mr. Dictributor... Ci HEK into : Y Harper Co. with headquarters in Bos 


) 
this revolutionary new tool. Be first to offer it to your customers. ton. 
\ graduate of Iowa State College, 


NEW STANDARD DIVISION UU. Ss. EXPANSION BOLT CO., YORK, PA. 7 he joined the Harper organization 


ifter experience in the sales depart 
ment of The Bastion-Blessing Co. 
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McConkey-Docker 
Sold to Garrett Corp. 


Garrett Corp. of Los Angeles has 
purchased McConkey-Docker & Co., 
Phoenix, Ariz., supply house and will 
operate it as a branch of its Garrett 
Supply Division. 

J. C. Garrett, Garrett president, said 
no personnel changes are planned for 
the new branch. I. McConkey, former 
president of McConkev-Docker, will 
continue with the company for a veat 
in a consulting capacitv. Henry Tu 
ner has been named Phoenix branch 
manage! 

Garrett Supply will retain major 
lines of tools and supplies handled b 
MecConkey-Docker and will introduce 
ther non-competitive lines, the man 
igement announced 

McConkey-Docker was founded by 
Mr. McConkey in 1924 

Another Garrett Corp. operation in 
the Southwest is AlResearch Mfg. Co 
of Arizona, which manufactures ait 
craft components 





Wire Association 
Names Program Chairman 


\. Earle Glen, manager of die and 
vear part sales at Carboloy Depart 
ment of Gencral Electric Co., has 
been named general chairman of th 
Wire Association program committec 
for the association’s silver anniversary 
celebration and national annual con 
vention in Detroit November 8-1] 

The convention, first to be held in 
Detroit by the association since 1938 
will make its headquarters and conduct 
technical sessions at the Statler Hotel 

Ford Motor Co. and Carboloy will 
provide plant tours for the visitor 





Cra 


BEARINGS fill the working day of Jo 
FE. Walsh, sales manager of R-] Bear 
Corp., St Louis 


Lightweight Vise thats 
also a Work Benclv...ite 


...With built-in 
folding tray 


Stand and tray are all one unit — 110 
loose parts. Quick easy set-up and 
take down. Extra-light weight but 
strong, rigid. Full size vise base 

3 benders, ceiling brace screw, pipe 
rest, lots of tool slots. Here’s cus- 
tomer-pleasing value that’s easy 


to sell— order today! 


The parr Tool oe 
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Tray pushes up easily to 
fold Tristand, pushes down 
easily to set up. Holds 
stand rigid. 


Folds up for easy carry- 
ing to job and it’s extra 
lightweight. 


Elyria, Ohio, U.S.A. 








BELMONT ©" ‘WHICH V-BELT 
Should You, 





1 Service conditions are constantly be- 
coming more extreme. The success or 
failure of a piece of industrial equip- 
ment is many times dependent upon 
whether or not it can be properly ; 

secled against loss of pressure, liquids Charles M. Wellons 
or gases. Belmont for over sixty years 
has kept pace with the ever changing 
demands, offering a wide scope of 
packing materials to satisfactorily meet 
the toughest services. You can get them 
ALL from ONE SOURCE of SUPPLY. 
Get in touch with your nearest stocking 
Belmont distributor or mail us your 
specifications. Write for new con- 
densed catalog #54. 





Belmont “Teflon” 


” yrrosive liquids—fur 
shed in sheets, gaskets 
pe, plastic. mold 
extruded rods, spiral 

i white asbestos 


A ” >4 
Belmont 0" Rings 
Made to »se tolerance 
rom synthet and nature 
rubber Teflan Sil < . 

prc . . Richard C. Divoll 
ond stat seal appli- 


king against 


Belmont % In this way V-Belts can be made up 
in any length to fi any drive the fast 


are Rod Packings i. ; economical way — V-Belts that per- 
he the ene *tameed . 7 ; : form exceptionally well. Don’t dis- 
q _ a appoint customers—help them avoid 

costly delays. 


Belmont 20 our mony 
nstructior have speciol features de 

pendent upon services—asbestos, rubber . ' : 
snd duck, plestic. met Rex. lute. ent — sy In contrast to link-type belts these 
ton, ramie <->, E ALLIGATOR fastened V-Belts have 
. MOOT ee just ome strong joint... stretch and 


a Belmont Gaskets 5 2." follow-up maintenance are reduced to 


4 minimum. 


Woven asbestos boiler , 
manhole ond handhole . 
aner ond. eames ALLIGATOR INTRODUCTORY V-BELT 
moided, extruded, die or lathe cut: com . Pin ] DRIVE UNITS 
4 contain V-Belkt- 
ing, Fasteners and 
Belmont Leather Packings Tools — every- 
, thing you need ia 
s ete one compact 
ind washers in Charles R. Garfield package to make 
i ied up V-Belts quick- 
Sales Appointments » By -y yz My 


“Thete’s a Belmont Packing for Made by Norton 


Every Service”. . . Pr Norton Co. has announced five new 
a nee ee ee =>" appointments in its outside force. 
Write for his name ond oddres. “Sammas? Charles M. Wellons, formerly field 
he engineer at Philadelphia, has been 
Belenont Packing and Rubber Co. named abrasive engineer responsible 
abr: g “or > 
¥ mrt  yteheat ee for the Philadelphia territory formerly A LLIGAITI ( IR 
F handled by the late A. Watson Gough V-BELT FASTENERS 
= y, Richard C. Divoll, former Pittsburgh 


pressed asbestos; vegetable fibre 


flan 


je, U 





Ask for Bulletins V-215 and V-216 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 
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Here’s your guide to 


NEW SAVINGS win nc» 


whiclilelelaei pacts, BOSTOW... 


BEAR-N-BRONZ 
Solid Bronze Bearings 


A complete line — 768 stock sizes of 
Standard Bearings — 221 stock sizes 
of Cored Bars — 35 stock sizes of 
Solid Bars. CERTIFIED Highest Qual- 
ity, with a MONEY-BACK offer. 





BOST-BRONZ 
BEARING BANK 


A sturdy metal kit, with 47 common 
sizes of Bost-Bronz oil-impregnated 
bearings, from which 313 standard 
sizes can be cut with a hacksaw — 
means you have any bearing you 
need on hand in any emergency. 
Saves 50% over buying same bear- 
ings separotely. 


daelel ian 
— from STOCK 


SPROCKETS 
Larger, heavy duty 
SHOLD-A-GRIP 
Interchangeable Tapered 
Sprockets and Bushings 


Sprockets up to 24” pitch dia. — 
and Bushings to fit shaft sizes from 
va" to 3” by léths. Also, more sizes 
available in conventional sprockets. 





20 SHAFT SIZES 
LW puow BLOCKS 
and Flanged 
Cartridges in 


UP TO 2%,” 
a? I 
larger sizes 
ADDED TO FORMER 


4" TO 1%" RANGE Now, precision Type ABEC No. 1 


Classification Bearings in a stock size 


2%", fully self-aligning. 





20° PRESSURE 
ANGLE SPUR GEARS 
in a full range of 
stock sizes 


Off-the-shelf delivery on 20 pitch to 
4 pitch with pitch diameters from 
6" to 40”. Save 20% in weight — 
space — cost. 


range for 27 shaft sizes from \4" to 
NEW PRODUCTS Catalog NP-55 
lists full specifications of these new Boston Gear 
products and many others in 196 pages. Get your 
copy .. . use it with your BOSTON Gear General 
Catalog No. 55. . . for up-to-the-minute informa- 
tion on the products ‘that make BOSTON Gear first 


choice of cost-wise buyers. 





3-PIECE 
JAW COUPLING 
with BOST-BRONZ 
insert 


BOST-BRONZ oil-impregnated Bear- 
ing cushions torsional load, resists 
wear from any rubbing friction . 

17 stock sizes, with hole diameters 
from %” to 142”. 








table sales leads for 


Setting up profi 
BOSTON, DISTRIBUTORS 
appears i 


i n August, September, or 
yr re me issues of these 13 magazines: tin 
IRON AGE ° AMERICAN — ban fan 
TOOL ENGINEER ° STEEL - MA nas 
ECHANICAL ENGIN 
PRODUCT ENGINEERING ° M 
MILL & FACTORY PURCHASING CANADIAN MACHINERY 


eo. co 
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A OE 
FOO OOO 


, = 


j dtiwe id 


Shipping & Receiving is a market for 
Harrington Hoist Products too 


Shipping & Receiving Departments, in all types of industry, are excellent 
prospects for Harrington products. This Packet Trolley Hoist and jib 
crane are on the shipping platform of a leading supplier to the textile 
industry. Workers like these trolley hoists, because it is easy to lift full 
load with them. Management likes them, because they are low in cost, 
economical to maintain, and adjustable to a number of I-beam sizes. For 


more information about our full line of hoist products, write us. 


Peerless Peerless Bearcat Model D 
Packet Model C Electric |-Beam 
Hoist Y Hoist Hoist Trolley 


tHE HARRINGTON company 


Makers of Hoists Since 1876 


Gravers Poap at THE TURNPIKE, PLymoutu Meetine 11, Pa. 
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William J. Mahan 


field engineer, is now an abrasive en 
gineer responsible for part of the Pitts 
burgh territory 

Named field engineers were: Charles 
R. Garfield, recent graduate of th 
Norton sales training course, assigne: 
to the Pittsburgh office, and William 
J. Mahan, assigned to abrasive grain 
applications in New England (except 
for Connecticut) and upper New York 
Statc 

Joseph I. Hartl, former abrasive 
grain engineer for New England and 
upper New York State, has been ap 
pointed sales engineer, abrasive grain, 
for the state of Connecticut 


Parker Appliance 
Names District Heads 


Che Parker Apphance Co. has pro 
moted R. Gurden Miller, former 
Connecticut and Rhode Island sales 
engineer, to district manager for Mich 
igan 

I'wo vears with the Navv in World 
War II, Mr. Miller was later a weld 
ing equipment sales engineer for Lin 
coln Electric Co. From 1946 until 
he joined Parker in 1953, he worked 
in sales engineering for Alfred B 
King Co., New Haven, Conn., mate 
rials handling specialist 

In his new territory, he will work 
closely with J. N. Fauver Co., Detroit, 
which distributes the company’s lines 
in Michigan 

Parker has appointed Robert R 
Dickev, former sales engineer in Balti 
more, as district manager in uppet 
New York State. 

\ graduate of Grove City College, 
where he obtained a chemical engi 
neering degree, Mr. Dickey was at 
one time a metallurgist with Carnegi« 
Illinois Steel Co. During World Wat 
II, he served in the Navy as executive 
officer of a destroyer minesweepe! 

He wili work closely with White 
head Metal Products Co., which main 





THE FIRST NEW LICHT-HEAVYWEICHT under 
the new “16/22” program is this com- 
pletely redesigned i% hp. Radial Saw. It’s 
ready for consumer-delivery right now. Five 
new LIGHT-HEAVYWEIGHTS will follow along 
in short order. 


A feeding soe takes pleasure in announcing a new “16/22” Dis- 
tributor franchise policy and program, and a goal of six brand new 
LIGHT-HEAVYWEIGHTS — One now in production, others in the testing 
stage —as an essential part of that program. 


When all six machines are ready for delivery, they'll increase the family 
of LIGHT-HEAVYWEIGHTS from 16 to 22, thus making it that much 
easier for the Distributor to demonstrate and sell modern Walker-Turnet 
precision-built machine tools—for accuracy and economy in woodworking 
and in metalworking. 

But that’s only part of the “16/22” program. In addition to the scheduled 
37% increase in the LIGHT-HEAVYWEIGHT line, the revised Walker- 
Turner franchise will provide for more protection to the fully franchised 
Distributor, plus the opportunity to cash in on bigger profits and more sales. 


It all adds up to make the Walker-Turner Distributorship more attractive 
and more valuable than ever before! For complete details, write to 
Department I.D. 


= , . rye ™ . 
WALKER-TURNER 
*DIVISIONe. 

KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J. 

DRILL PRESSES — Hand ond Power Feed © RADIAL DRILL 
Wood ond Metal Cutting BAND SAWS @ TILTING ARBOR SAWS 
RADIAL SAWS * JIG SAWS © LATHES © SPINDLE SHAPERS © JOINTERS 
BELT AND DISC SURFACERS © FLEXIBLE SHAFT MACHINES 
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Every plant uses 


AUTOMATIC 
VALVES 


Wherever there is a smokestack 
there is a need for pressure and tem 
perature regulators, solenoid valves, 
pressure reducing valves, float valves 
and many others to control steam, 
air, gas, oil and water 


" 


GETTING THIS 
BUSINESS? 


You can if you call on chemical or 
food plants, laundries, hotels, insti- 
tutions, steel mills, greenhouses, re- 
fineries, heating and piping contrac- 
tors, metalworking plants, schools or 
others. 


You can get this extra sales volume 
without a staff of engineers. Many 
industrial distributor salesmen are 


doing it. 


Keckley has a complete line. Finest 
quality. 40 years’ experience. Excel- 
lent reputation, Keckley will back 
you up fully, give technical assistance 
whenever needed. 


MAIL THIS COUPON TODAY 


©. C. Keckley Company 
400 W. Madison St., Chicage 6, II! 


Please send Catalog 54-C and information 
about selling Keckley valves 


Nome 
Compony 


Address 


tains Parker stocks in Buffalo and 
Svracus¢ His residence will be in 


Rochester 


New Assignments Made 


Parker Appliance has announced 
new assignments for three sales engi- 
neers 

R. B. Wilson, formerly industrial 
sales engineer in northern New Jer 
sey, has been named sales engineet 
for o-rings and related rubber prod- 
ucts in upper New York State and 
ill of New England except Connecti 
cut. Eastern sales manager in New 
York City for Johnson Rubber Co 
trom 1949 to 1953, Mr. Wilson was 
ilso at one time New York managet 
for Acme Rubber Mfg. Co l'rom 
1935 to 1947 he was with the jobbing 
division of U. S. Rubber Co. 

In his new post, he will work under 
the direction of Tommy J]. McCuis 
ton, sales manager of Parker’s Rubber 
Products Division in Cleveland. 

J. Hl. Stickney, formerly industrial 
iles engineer in northern Indiana, 

been given enlarged responsibil 
ties as sales engineer for o-rings and 
related rubber products in northern 
Indiana, central Illinois and the states 
of Wisconsin and Minnesota 

At one time with Bendix Aviation 
Corp. he was sales engineer for Zenith 
Carburetor Co. from 1947 to 1950 
ind for the following three years was 
issistant quality manager fo Holly 
Carburetor Co 

Allen N. Aiman has been named 
sales engineer in the Cincinnati tern 
tory for o-rings and related products, 
overing Kentucky and the southern 
yarts of Indiana and Ohio 

He was with Precision Rubber Prod 
ucts Co. before joining Parker, and 
for six vears previously had been with 
Hanover Electric Corp., as vice-presi 
dent, sales manager and a director 
He was at one time a technician for 
the Battelle Memorial Institute in 
Columbus, Ohio 


Chicago Metal Show 
Planned for Nov. 1-5 


American Society for Metals 
hold its 36th Annual Metal Con 
gress and Exposition in Chicago's In 
ternational Amphitheatre, Nov 
Known as the “Metal Show, 
event includes meetings at hotcls 
the participating societies ind ex 
hibits in the Amphitheatre at Halsted 
ind 33rd Sts 


Sylvania Names Ad Agency 


Svlvania Electric Products Inc. has 
yppointed J. Walter Thompson Co. as 
its advertising agency, effective No 


vember 3 


SELL 


Arbor Spacers and Shims 


For milling, slitting and gang- 
saw -setups, shimming gears 
and bearings. Sets in 20 diam. 
eters %" to 4" ... 19 gradu- 
ated thicknesses .001” to .125”, 
specials over .125°. Spacers 
with keyways, shims. without. 


a lolilelalelinameleha-laiti-te Mam iagelel- 


papers. 


PES|AC> DETROIT STAMPING COMPAN 
' 332 Midland Ave. « Detroit 3, Mich. 


| rders 
Corry off eos : 


for the handy 
HUOT 
MACHINISTS CHEST 
en | 


MODEL 104. Cork lined protective drawers... 
one turn of the key fastens cover and all 
drawers with patented lock . . . smooth, streara- 
lined, easy-to-keep clean . . . holds a full 18” 
scale. 193g” long, 1334” high, 834" deep. 
MODEL 105. A “king-size” chest for tools up 
to 24”. 9 drawers. Size 2614°x14\4"x12\". 
By the Makers of HUOT DRILL INDEX 
Write for Catalog Pages 





HUOT MANUFACTURING CO. 
551 North Wheeler St., St. Paul 4, Mina. 
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Tops in Quality 
Competitive in Price. 


bigger 


aS 7 


‘profif-volume 


when you sell 


MOTORS 


@ Quick Sales—Quality product, national acceptance. 
Repeat Sales—Complete customer satisfaction. 
Broad Markets—Through product diversification. 
Prompt Shipments—From nearby warehouse stocks. 


Intensive Sales Promotion 
and Advertising—To build your sales 


DIEHL VALUES ARE YOUR ASSETS. For 68 
years DIEHL has been building quality mo- 
tors for all branches of industry. 
available in diversified 
types and sizes for immediate factory or ware- 
house shipment. 
speedily produced to meet 
specific job requirements. 
help you to eval- 
uate drive requirements, service factors and 
operating conditions for unusual or difficult 
installations. 


Electrical Division of THE SINGER MANUFACTURING COMPANY 


always available when and where needed. Finderne Plant, SOMERVILLE, N. J. 


. Consolidated catalogs . 
condensed price lists .. . monthly stock lists 
. national direct mail and trade journal ad- 
vertising ... all designed to help you sell. 


Please send me the following bulletins: 
O New Type “D” Motor Bulletin No. 1ID-3304 
0 Consolidated Catalog & Price List No. ID-3310 


Nome____ ———— 


For increased sales and profits . . . 


Sell 


INTEGRAL AMD FRACTIONAL HORSEPOWER MOTORS ARE AVAILABLE IN A WIDE RANGE OF TYPES AND SIZES 


Company 


Street 


City - State_ 
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Actual cross-section 

diagram shows how 

cold forming of Blue 
Devil socket head 


msures ul mpaired 





FLAT HEAD CAP SCREWS 


fiber continuity 


BLUE DEVIL 
SOCKET SCREW PRODUCTS 


When you sell Blue Devil Socket Screw Products. Sc 


you can always be sure of better manufacture. 


better performance, maximum all-round satisfac- — 
tion. The Blue Devil line is a complete one, too, STRIPPER BOLTS 
which is another good reason for saying that. . . 

whatever your customers’ socket screw needs. help B 


yourself (and them) to quality with Blue Devil 


QD 
Socket Screw Products! SOCKET 
SET SCREWS 
SOCKET SCREWS EXCLUSIVELY! 
SOCKET CAP SCREWS 
SOCKET PIPE PLUGS 


6500 AVONDALE AVENUE © CHICAGO 31, ILLINOIS 
SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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Frank M. Harbison 


Jones & Laughlin 
Names Sales Executives 


Jones & Laughlin Steel Corp. has 
appointed rank M. Harbison as man 
ager of sales for its Warchouse Di 
vision 

Mr. Ilarbison was sales manager of 
Charles © ¢ Lewis Co., Springfield, 
Mass., from 1948 until last veat 

He had started working for Jones 
& Laughlin in 1932 as a metallurgical 
inspector after graduating from Penn 
svlvania State University. Later lh« 
served successively in the order depart 
ment, as sales correspondent, as 
salesman in Sheet & Strip Products 
and in the company’s Detroit, Pitts 
burgh and Boston district offices 

He saw war service as a Naval ofhcer 
from 1943 to 1945 

He rejoined Jones & Laughlin in 
1953 as manager of operations for 
the Warchouse Division 

Robert W. Walsh has been 
pointed to the newly created post 
sales manager of Jones & Laughlin’ 
New York warchous¢ 

\ graduate of ‘Temple Universit 
Mr. Walsh was with the compam 
from 1935 to 1945 as a salesman in 


the Philadelphia and New York di 


or 


Robert W. Walsh 





trict offices lor two vears, 1942 
1944, he was on loan to the Federal 
Government as a senior business ana 
lyst, Office of Price Administrati 
Washington 

Mr. Walsh returns t ) 
Laughlin from United States 
Corp., where he had been a 

in the Coal Chem 

1) m since 1950. He join 
Steel's Commercial Research D 

1945 and became its assistant 


1947 


Executives Appointed 
Laughlin ha 
pre ident 
\ ; 


5 WA 


sts with Pets 
Niles Steel P 
n Steel Barrel Ci 
whe on 
1>5, served on the 
ict sales staff fron 
War II, when 
War Productior 
1 dollar-a- 
compan 
sistant to th 
clopment 


clopment | 


United Supply Co. 
Opens Kansas Branch 
Unite Supph & Mfg. ¢ 


Opened 1 


Eutectic Executive Named 
oughlin, former manager of 
Welding Division of West 

| le trl C ive I i I l 
Welding All ( 


( 


Heavy Duty 
Wheel and Roller 


® Positive clean-cutting action. 


* Hooks on pipe easily . . . tracks 
perfectly sturdy malleable 
frame formed to fit the hand and 
guaranteed warp-proof. 

* High alloy steel cutter wheels leave 
practically no burr. 

*% Rollers in hook provide a square 
base when starting tool on pipe. Cuts 
\¥,”’ to 2” pipe .. . with speed and ease! 
Always sell and recommend TOLEDO 
.. the line that protects your profit ... sold 
only through distributors! The Toledo Pipe 
Threading Machine Co., Toledo, Ohio. 


RELY 
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T. C. Jewell 
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End mill users everywhere rely on Putnam's 
large selection—over 1000 standard sizes and types 
—to meet their exact requirements . . . most eco- 
nomically . most efficiently. 


For end mills with superior cutting — customer 
satisfaction — good distributor profits — check with 
Putnam, the end mill specialists. 


TOOL COMPANY wg ow 


2981 CHARLEVOIX AVE * DETROIT 7, MICH. —->#X_ Sales Engineers 
Take Chain Belt Posts 


. : 
Chain Belt Co. recently assigned 
six new sales engineers to district of- 
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Maintenance Tools that Sef? 


That’s PORTER-CABLE... Every Time! 


We're telling maintenance men this story in strong, 
month-after-month advertising. Result: strong, 
month-after-month buying interest! 


Maintenance jobs are heavy-duty jobs . . . fre- 
quently done in awkward positions. These two 
conditions were the starting point in designing the 


two Porter-Cable tools below. 


PORTER-CABLE 
Y2” DRILL with 7 grip positions! 





No other heavy-duty drill—not even 


those costing up tq 40% more—can 





match the Model 516 for power... 


compactness .. . ease of handling... 





Helical 


Ist-stage gearing and precision ball 


and all-around capacity! °* 


bearings—eight of them—minimize 





friction, power loss. * Removable, ad- 


justable spade handle and 2-position 





auxiliary handle allow greater pres- 


sure and control in confined work 





areas ... provides 7 


MODEL 516 
handy grip positions (6 amp motor) 








(see diagrams at only 


*60-°° 


left). * Weighs only 





10 pounds. 





Your Prospects for Porter-Cable Tools Are. . . 
ANYONE WHO WORKS METAL OR WOOD! 


For Full Information on the above tools, and on the 
Porter-Cable direct-to-dealer, protected-franchise policy, 
write PORTER-CABLE MACHINE CO., 2190 North 
Salina St., Syracuse 8, N. Y. 


PORTER-CABLE 


PORTABLE BAND SAW 
Cuts Metal 15 Times Faster than Hand Hack Saw! 


Slices through 1142” cold rolled steel in 41 
seconds! — 15 times faster than hand hack saw 
. . « 2¥%2 times faster than stationary power 
hack saws! * Cuts ferrous or non-ferrous metals 
or “problem” materials. * Portable anywhere, 
indoors or out. * Compact, easy to handle... 
only cutting part of blade is exposed. * Band 
speed of 240 feet per minute cuts up to 3%” 
round or 34%" x 4%" rectangular. * Highest 
grade precision ball New... Patented... 
and needle bearings Exclusive with 

throughout. Alumi- Porter-Cable! 


num alloy frame for MODEL $915-°° 
524 


lightness, toughness. 


Porter-Cable 


Sows * Belt Sanders * Orbitel Sanders * Combination 
Drill-Sander ° Routers ° Planes ° Shapers 
Drills * ChainSaws * Hedgshears * Bench Grinders 
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R. T. Tippett 


Whether it’s shells or beads —or 
good old American dollars, for that 
matter — you just can’t operate 
successfully without showing a profit. 
That's why so many progressive 
companies depend on Kester quality 
and performance to insure maximum 
results in production at the lowest 
possible cost. And we'll bet 


Kester Solder can mean more 


“wampum” in your “wigwam,” too! 


>* 
WYWn, 


Remember Kester for that exact job-engineered 





Solder you need; 8 major Fluxes in Core 
Solder, all available in 5 core openings. And 
don't forget Kester Solid Wire and Bar Solder, 


Kester ““Solderforms” and Kester Fluxes. 


KESTER 


SOLDER COMPANY 


4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY «+ BRANTFORD, CANADA 


H. T. Kozlowski 


fices following completion of the 
pany's 14 weeks’ training cours¢ 
They are: T. C. Jewell, Milwaukee; 
J. E. Collins, San Francisco; Deane 
I'reat, Dallas; R. ‘T. Tippett, Phila 
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delphia; J. ]. Plant, Los Angeles; 
H. T. Kozlowski, Chicago 

he new appointees will handk 
the company's lines f chain 
sprockets, bulk material handling 
cguipment, bearings, a nitation 
equipment 


Republic Steel 
Spending Ten Million 


Republic Steel Corp. directors have 
ipproved the spending of nearly $10, 
100,000 for expansion and improve 
ment of its plants and cquipment 
More than half this amount will 
for new equipment in the compan 
Warren and Youngstown, Ohio 
plants 

Work will begin immediatel 
Warren on a 600-ft. continuous hot 
dip galvanizing line which will pro 
old rolled steel up to 48 inches 1 
In Youngstown, a hydraulic 
pander to produce electric 
line for high pressure oil and ga 
will be installed 

(he company announcement said 
this was the largest appropriation mad 
by Republic since the industry's pr 
duction rate began to fall a vear ago 

C. M. White, president, said, “Re 
public has shown that good earnings 
in be maintained with operations 
round 70% of capacit 


Vickers Names 
District Manager 


Vickers Inc. has appointed Albert 
\W. Agnew as district manager for th« 
irea served by the company’s El] Se 
cundo ind Berkley, Calif . held office 

An engineering graduate of the U1 

California, Mr. Agnew ha 
inalyst for North Amer 
iation, Inc., and an Air For 
heer in World War II. He 
gineer and purchasing agent for Layne 
& Bowler Corp. before joining Vick 
ers im 1949 as an ipplic ition eng 


In his new post he will have charg 
of sales of Vickers industrial and m« 
bile products in the Los Angeles, San 
Francisco, San Diego, Salt Lake Cit 
ind Phoenix areas 


Ladder Safety Explained 

\ pocket-size leaflet explaining th 
ise and safe handling of ladders ha 
een prepared by the American Lad 
der Institute in cooperation with th 
National Safety Council. » Copies ma 
be obtained from the Institute at 66¢ 
North Lake Shore Drive, Chicagi 


vou 


ll : 
~ md 


CAN'T | 
Mass 


(When You Have a Complete 
Line to Sell!) 


Industrial distributors never know what type of 
ventilating or cooling problem the next mail or 
phone call will bring . . . But no matter what the 
problem, distributors who sell CHELSEA can 
quickly recommend a type and size fan that will 
solve it and close the sale! . . . Chelsea offers a wide 
variety of styles and capacities for every industrial 
use—each manufactured to the highest quality 
standards for long, trouble free performance—plwus 
a firm policy of selling only through authorized 
industrial distributors. 


TYPE PLDX 


Duct booster fon. Non-everloading 
for high static pressures. 


oo oe pare. ) 
Roe Complete roof penthouse unit TYPE IND 
For general ventilation 

\ Every Chelsea fan has “Certified Ratings”. You can depend upon 


—<—_— accurote, carefully calculated air deliveries exactly as advertised. 


" CHELSEA FAN & BLOWER CO., INC. 


PLAINFIELD, NEW JERSEY 
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NOW - the Coffing Line is 


BIGGER and BETTER 


than ever 


With the large and expanding Coffing Hoist line, you 
are able to offer your customer the most efficient and eco- 
nomical unit for his job. More than that, you can sell with 
confidence, for every Coffing model is built to meet today’s 
stepped-up production demands. Every hoist is factory-tested 
and guaranteed. Cash in on better customer satisfaction with 
Coffing’s pace-setting line. 


NEW PRODUCTS WITH A BIG FUTURE 


SUPER POWER RATCHET LEVER HOIST > 


Patented compound lever design of- 
fers new strength and efficiency. 
The Super Power is the only 5-ton 
hoist using but two load chains, 
accounting for its faster opera- 
tion and lighter weight. Handle 

is adjustable for close-quarter 
work and may even be oper- 

ated from opposite side of 

hoist. Coil chain gives com- 

plete flexibility. Two mod- 

els, 24%- and 5-ton ca- 

pacities. 


<< CABLE QUIK-LIFT ELECTRIC HOIST 


This new cable electric hoist has 

all the rugged construction and 

operating features necessary for tough 

production line work. Among its advan- 

tages are dual brakes for safe, instant stops, com- 
pletely enclosed motor, push button control plus 
new speed, smoothness and flexibility. Six models, 
500 to 4,000 Ib. Available with lug, hook, trolley, 
or motorized trolley suspension. 





YOU ALREADY KNOW THESE 


QUIK-LIFT ELECTRIC HOISTS, coil chain — seventeen models, 500- to 
4,000-Ilb capacities. 

SAFETY-PULL RATCHET LEVER HOISTS — nine roller chain models, two 
coil chain models, capacities from 1,500 to 30,000 Ib. 

HOIST-ALLS — two sizes — 2,000- and 4,000-lb capacities. 

SAFETY LOAD BINDERS, roller chain — two models — 3,000- and 
6,000-Ib capacities. 

HOIST BINDERS — 3,000-lb capacity. 

SPUR-GEAR HOISTS — twenty-four models, 4- to 25-ton capacities. 

MIGHTY-MIDGET PULLERS — two sizes — 500- and 1,000-lb capacities. 

DIFFERENTIAL CHAIN HOISTS — two sizes — \4- and 1-ton capacities. 

1-BEAM TROLLEYS — Plain, geared or motorized types, capacities up 
to 25 tons. 


MORE NEW PRODUCTS COMING 


Many new products are now in preparation. Some are in the pilot 
stage, others are on the drawing board. Watch for them .. . they'll 
be coming your way, bringing with them the most advanced think- 
ing in modern hoist design. For full information, write Dept. 4-10 
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J. W. Bartlett 


Philip Carey Names 
Cincinnati Manager 


J. W. Bartlett has been appointed 
Cincinnati district manager of the 
Philip Carey Mfg. Co., succeeding 
W. H. Skinner, retiring after 35 years’ 
service with the company. 

With the company since 1940, Mr. 
Bartlett became sales supervisor of the 
Cleveland district in 1951. Lately he 
has been assistant sales manager of the 
company’s Industrial Insulation Divi 
sion. He has also sold in the Pitts 
burgh and New York districts. 

A graduate of Ohio University, he 
served in the Navy during World War 
IT. 

Mr. Skinner has headed the Cin 
cinnati district since 1950. Previously, 
he had been successively an auditor of 
sales, salesman, supervisor of sales and 
assistant district manager. Before 
joining Philip Carey he was with the 
Baltimore & Ohio R.R. 


Expands Houston Plant 
Philip Carey Mfg. Co. has added 


a new asphalt roofing plant and ware 
house to its manufacturing facilities 
near Houston, Texas. 


W. H. Skinner 








International Packings 


Marks 5th Anniversary 

International Packings Corp. r 
ently celebrated its fifth anniversar 
t an open house at its Bristol, N. H 
plant. 


Established by Graton & Knight 
Co., the firm was founded as an off 


hoot of the Graton & Knight pack 
ngs department It developed into a A BU DA JACK FOR EVERY NEED! 
anufacturer of packings, oil seals 
nd molded products, now employing 
-50 and operating as an affiliate of the 
irent firm. 

Officiating at the open house wer« 
David S. Williams, Graton & Knight 
resident; Elliott C. Paddock, Graton 
& Knight vice-president; J]. Robie E]- 
iott, International Packings general 
anager; and Everett H. Clark, Inter 
national Packings vice-president in 
harge of product engineering 





Give customers the jacks they want 

... let them choose from Buda’s 
complete line of industrial jacks. 

By stocking Buda, you're able 

to give fast delivery on all sizes, all 

styles. Customers count on you 

to fill all their jack requirements. 

In addition to selling more jacks 

and building customer confidence, you'll 
be part of Buda’s terrific profit program. 
A real money-maker, the Buda Line 

can be one of your best profit lines. Learn 
what a Buda Jack Distributorship can 
mean to you. Write today for all the facts. 


High Lift Jack 25 to 50 Tons 
W. H. Blackburn 


Billings & Spencer Bae ge eee eee eee eeane 


Names Executive 


Che Billings & Spencer Co. has ap 
pointed W. H. Blackburn to the 
newly created post of assistant to the 
president 

Now production managet 
chasing agent, he will « 


luties in addition to his new 


cola We Teer eee THE BUDA COMPANY, HARVEY, ILLINOIS 


193 Division of Allis-Chalmers Manufacturing Company 


mtinuc 


Ratchet Ball Bearing Screw Standard High “Two Speed” 
Lowering | hp 10 om Type —_— Hygreuss Jacks 
. acks— acks— ° ons rip Jacks— to tons 
Aleoa Expands Plant 5 to 15 tons 15 to 50 tons 5:ton Cap. 


1 
\luminum Company of America 7 
has announced plans for a $4,000,000 
expansion project at its plant at Ver : 
non, Calif. Some 72,000 sq. ft. of new 
buildings will be added, and two , ; 
large hydraulic forging presses of 


5,000 and 1500-ton capacities, respec 
tivelv, have been ordered 
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TOOLS for every 
INDUSTRIAL NEED 


DIAMOND 


Diamalloy cutting 

tools with induction 
heat treated edges are 
designed to withstand 
most rugged industrial 


the 


usage & 


4 
Ask for Diamalloy Wa, 


DIAMOND CALK 


HORSESHOE CO. 


4600 GRAND AVE. DULUTH, MINN. 


Co 








. for 


NEW 
1954 


MODELS 


FINEST OF ALL 
LOCAL LIGHTING 


LIGHT AS YOU WANT IT 


Machine Tools, Assembly 


FOSTORIA 


LOCALITES 


MODEL 2-MH-700 


Overall 


Reflector — 5 
460 


4-19 lamp 


Arm Joints 

Easy 
Light with | 
Exactly 


os Needed Bese 
ing 
460 


Wiring McGi 


Levolier switch. & fe 


long x 37% 
Accommodates 


New 


smooth action with only one hand 
2 or 5 arms 


I! industrial socket 


length 35” $ 


m sta 


Each PX9- of 8 


Less $8.80 ea. 


deep. Rotates 
or 60 watt 


wide x 3 
100 watt A-2l 

design 
Available 


patented tension disc 


Universal for vertical or horizontal mount- 
Also adaptable to outlet boxes. Collet revolves 


4101-FL with 


POT.32 18-2 heavily insulated 


oil resistant wiring with molded plug 


Finish 


Gray baked enamel. Reflector interior, high 


temperature White 


WRITE for complete catalog of 
Localite models for every indus 
trial use 

THE FOSTORIA PRESSED 
STEEL CORPORATION 
Festoria, Ohice 

Localites available through 

u holesalers everywhere 


Al 
& Ly 


toria 
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C. C. Lowry 
Hajoca Executive 
Joins Zurn Services 


C. C. Lowry, former vice-president 
in charge of general sales of Hajoca 
Corp., Philadelphia, has joined Zurn 
Services, Inc., New York City as vice 
president—sales. 

Mr. Lowry is a past president of the 
Middle Atlantic and Southern Whole 
salers Association. He is a member 
of the Parole Welfare Board of Phila- 
delphia and the Union League, Phil 
delphia. 

In his new post he will direct opera 
tion of the company’s offices and di 
tribution warehouses in New York 
Philadelphia, Boston, Washington, 
Newark, Baltimore and Albany. Zurn 
Services is an afhliate of J. A. Zurn 
Mfg. Co. for which it acts as exclu 


sive sales agent 


H. K. Porter Co. 


Borrows $13 Million 


H. K. Porter Co., Pittsburgh 
placed privately some $13 million 
its promissory notes to finance futu 
expansion, fice 
nounced recently. 

Porter has already this vear acquired 
two subsidiaries, The McLain 
Fire Brick Co. and Pioneer Rubber 
Mills. Eight other divisions 
part of the Porter organization 


company 
] 


new 


mréa 


Executive Appointed 


Robert C. Houser, former 
Peak, Marwick, Mitchell & 
joined H. K. Porter Co.., 
is assistant treasurer 


Planning Head Named 


Louis Allis Co. has appointed Hans 
M. Larsen, former production man 
ager, to the new post of director 


purchases and production 








American Brake Shoe 
Names Executives 

Edward R. Anderson, president of 
the AmForge Division of American i | 
Brake Shoe Co., has been elected a 
vice-president of American Brake Shoe 
He will continue to head AmForge 
with headquarters in Chicago. 

Mr. Anderson joined the compan 
in 1930 after graduation from Yak 
University. Starting as an apprentice 
in the Brake Shoe & Castings Divi 
sion, he held various sales and en 
neering posts until his appointment 
in 1949 as vice-president of the Kel 
logg Division. The following year he 
became vice-president of Brake Sho« 
& Castings, and in 1952, president 
f AmForge 

J. Robert Pauline has been nan 


vice-president of the Kellogg Division 
h 


























Former division works manager 
started with the company in 1943 
The National Bearing Division 
American Brake Shoe has appointed 
Norman Birch as_ vice-president 
charge of operations, I. Eugene (¢ 
VICE president in charge of en 
neering and development and Be 
nard Esarey as works manager 


M idville, Pa 


O2s30VW 


A 


Poe Hardware & Supply 


Plans Textile Clinic , ‘ COMPLETE 


Poe Hardware & Supply Co., G 
ville, S. C., will hold a textil n LINE 
Greenville November 15 for som . 4 
ndustrv representative \ : 

Sataliy semana ¢ A QUARTER FOR QUICK DELIVERY 
partment of General Elect t CENTURY OF SERVICE \ PLUS SPECIAL BLOCKS 


essions are designed for 


technical information on v t 

parts for textile machiner he | You can stock and feature MADESCO Blocks with con- 
: fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 
tions and potential 1 experience. 

textile production. A formal meetin Satisfied users reorder MADESCO Blocks by name! 
ind dinner will be follow Madesco advertising helps to create new customers. 


gram will include a 


1 CNX 


cemented carbides 


plant work o roblem f bid ; 
— ~/ | Check your MADESCO stock. A balanced inventory 
gon is your best assurance against lost sales. 


Dayton Pump Names 


. 
Southern Manager ENGINEERING 


, SERVICES 
\ emon R ( hestee! ha . AVAILABLE FOR 
moted to the newly created post of YOUR SPECIALIZED 
Southern regional sal manag t NEEDS 
Davton Pump & Mfg. Co e 
Formerly district sales manager 


now devote all his time to 





n and will have charge of all terri 
y from South Carolina to 7 
pt for Arkansas and part of J MADESCO TACKLE BLOCK CO. 
1. ‘ yo be d rectly 1 px EASTON, PA. 
11Vi ease, held sak I I o 
t the company’s Dayton headquart “7 
Mr. Chesteen joined the company 
: a 54 


dictri eal nr not 
CUSUTI i 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 





KENNED 


gives you the answers 
to your Valve questions... 


with the 
New 


KENNEDY 


Seats and Discs. 


ee) 


—_—-) 
» a eneoee® 
ooo 
* 


VALVE Check Charts... 
show you at a glance Hocu, When, Where 


to use the correct valve to fit the job! 


Now you can tell at a glance the cor- 
rect KENNEDY Valve to use on a speci- 
fic job ens 
Check-Charts show you the important 
features of the various types of KEN- 
NEDY Valves and explain their proper 
Show you which 


and why! These new valve 


installation and use. 
valves go where . . . list specific Figure 
Numbers for accurate selection . 
describe why that valve should be used 

. and even suggest additional uses 


for Kennedy Valves. 
One chart describes Kennedy Bronze 


Valves and its companion chart lists 
uses and conditions for lron-Body Valves. 


K E N od E DY VALVE MFG. CO. us 


1021 E. WATER ST. 


Designed for fast, easy reference, con- 
tains the answers to most of your valve 
questions. Large enough (16%” wide x 
25” deep) for easy reading and hangs 
right on your wall in your office or shop. 


Here are long-needed valve Check- 
Charts that give you quick, correct in- 
formation and show you how and why 
certain valves are built for specific jobs. 
Get your Kennedy Valve Check-Charts 
today! 


ELMIRA, NEW YORK 


* VALVES «+ PIPE FITTINGS + FIRE HYDRANTS 
OFFICE-WARENOUSES Ki NEW YORK, CHICAGO, SAN FRANCISCO - SALES REPRESENTATIVES IN PRINCIPAL CITIES 


260 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 


+N < 
ol A ed 


Joe H. Williams 


American Chain & Cable 
Names Representative 
Joe H. Williams has been ap 


pointed sales representative in the 
Dallas-Tulsa area for the Helicoid 
Gage Division, American Chain & 
Cable Co 

From headquarters in Dallas, he 
will cover the northern parts of ‘Texas 
and Louisiana and all of Oklahoma 

He joined the company in Febru 
ary this year after previous experienc¢ 
with Stone & Webster Engineering 
Corp., The Lummis Co., and Bowen 
Co. of Texas. He attended Louisiana 
State University 


R. C. Neal Holds 
Carborundum Workshop 
R. C. Neal Co., Buffalo, recentl; 


held a three-day workshop in Carbo- 
rundum’s abrasive mobile unit. Origi 
nally shown in Buffalo a year ago, this 
second opportunity was provided t 
keep production personnel in the area 
abreast of recent grinding equipment 
and techniques. 

According to David B. Voorhees 
vice-president in charge of sales, the 
workshop was planned for two days, 
but was held over a third dav duc 
to local response. 


Cushman Chuck 


Names Representative 


The Cushman Chuck Co. has ap- 
pointed W. H. Jones as representative 
in southern New Jersev, Delaware and 
Virginia. 

Mr. Jones has been with Lovejoy 
Tool Co, as representative in the terri- 
tory for the past ten years and for the 
past five years has also represented 
Adams Carbide Corp. Before this he 
spent four years at the Lovejoy plant 
in Vermont. 





Benjamin Electric 
Names Steele President 


Benjamin Electric Mfg. Co. has 
elected Hoyt P. Steele as president 
succeeding Walter D. Steele, who re- 
signed after 60 years’ service in the 
industry. 

Also elected were: C. F. W. Alfvin, 
vice-president and treasurer; R. Allen 
Benjamin, secretary; J. H. Fall III, 
vice-president and general sales man 
ager; George A. Hamm, controller 
and assistant secretary; Mary Asping, 
assistant secretary; and Fred G. Klin- 
gel; assistant treasurer. 

Walter D. Steele was a co-founder 
of the company, which was organized 
in 1901 to manufacture commercial 
and industrial lighting equipment and 
signals. 

Other appointments were: George 
I’. Niemann, works manager; Alva H 
Meyer, manager of manufacturing en 
gineering; Carle E. Rackley, chief 
engineer; Clement P. Mors, general 
superintendent; Henry A. Flentge, 
production manager; Eric H. Church, 
manager of industrial engineering; 
Ralph L. Klipstein, plant engineer; 
and James R. Chambers, sales promo 
tion and advertising manager 


Half Million Rope Miles 
Completed by Leschen 


Leschen Wire Rope Division of 
H. K. Porter Co., Pittsburgh, recently 
turned out its 500,000th mile of wire 
rope. The total production of the 
7-year old firm, its officers said, would 
be enough rope to encircle its home 
city of St. Louis 12,370 times, in a 
fence of solid steel 515 ft. high 

The company started out making 
rope from hemp and switched to wire 
rope manufacture 13 years after its 
founding. The company was pur 
chased by the Porter organization a 
vear ago. New machines have since 
been installed and production equip 
ment renovated. 


Midwest Representative 
Named by Carboloy 


Michael D. Barnett has joined Car- 
boloy Department of General Electric 
Co. as a sales representative for the 
Midwestern district with headquarters 
in the Chicago area. 

With General Electric since 1951, 
Mr. Barnett has worked in both engi- 
neering and marketing. He is a gradu- 
ate of Yale University and completed 
graduate marketing studies at Co- 
lumbia. 


“J use Campbell Chains... 
I find they clank better!” 


There’s no substitute for safe, dependable 
CAMPBELL CHAIN on hundreds of jobs . . . for 
maintenance . . . on the production line. . . as 
original equipment. 

Practically every business uses chain. You can 
increase your profit-per-call by selling CAMPBELL, 
the chain that’s inspected link-by-link to guar- 
antee long wear. There’s a size and grade for 
every requirement. Write for your copy of our 
complete catalog. 


CAMPBELL CHAIN Company 


CHAIN 


Main Office, York, Pa. « West Burlington, lowa 
Portland, Oregon + Sacramento, California 
Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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Re 


“NATIONAL” 
br 


NS Kugged- Dependable 
Block Sandon 





SALES MANAGER of Shadbolt & 
Boyd Co., Milwaukee, is E. H. Hum 


mel, who directs the activiti of 2 





General Electric Plans 
Nela Park Laboratory 
General Electric Co. has started 


construction of a two-million dollar 
laboratory building for its Lamp Divi 


MODEL 400 


National makes a complete 
line of portable sanders 

air or electric driven with 
either straight-line or orbital 
action. Their simple and 
rugged construction, illus- 
trated by the cut-away draw- 
ing of the Model 400, means 


long years of dependable oper- 


sion at Nela Park, Cleveland. 

Ralph J. Cordiner, G-E president, 
broke ground for the structure which 
is part of a $3,700,000 building pro 
gram being undertaken by the Lamp 
Division. The company is spending 
$175,000,000 in all for its nationwide 
building program calling for new and 
modernized factories, laboratories and 


ation to the user - and equipment in 1954. Construction of 
satished customers to the dis- a $1.692.000 building at the Cleve 


tributor. Thousands of these land Wire Works in Euclid got unde 
machines are now being used way in August. 





, ’ >. 
in manufacturing and mainte Three prelubricated Counter balanced 


nance work. See how you can bal! bearings no crankshaft 
other points of friction 


fit into National's distribution ee . ; 7° 
Crankshaft assembly oO Completely sealed W est Coast F irm 


system ina profitable manner 
only moving part rubber housing 


Write today Bought by Townsend 
lownsend Co., New Brighton, Pa., 


SELL NATIONAL’S COMPLETE LINE... fastener manufacturer, has purchased 
West Coast Tool & Supply Co. 

The West Coast firm makes weap- 

MODEL 300 =. ons parts. Townsend officers said the 

purchase enables their firm to increase 

its lines for the aircraft industry 

West Coast Tool will be operated as 

a wholly owned subsidiary, but certain 

of its manufacturing operations will be 

consolidated at Townsend’s Santa Ana, 





MODEL 500 Calif., plant. 


To Make Special Designs 
Ferguson Machine & Tool Co. will 
NATIONAL AIR SANDER, INC. begin manufacture of specially de- 
2820 AUBURN STREET, ROCKFORD, ILLINOIS signed machinery and components in 





addition to its regular standard lines, 
the management has announced. 
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Rockwell to Lead 


European Tour 


Colonel Willard F. Rockwell, chair- 
man of the board of the Rockwell Mfg 
Co., heads a group of 25 Pittsburgh 
business and industrial executives who 
left recently on a three-week goodwill 
tour of seven European countries 

The group will visit eleven Euro 
pean industrial centers to study re- 
covery there at first hand. A tour of 
Russian-controlled East Berlin will be 
included. 

Colonel Rockwell, whose companies 
have had affiliated interests in the 
United Kingdom and Western Europe 
for many years, made three European 
trips last year, two as assistant to 
Charles E. Wilson, secretary of de 
fense, and one as assistant to Harold 
E.. Stassen, Mutual Securitv head. He 
said the purpose of this trip is to deter 
mine how much European competi 
tion American industry can expect as 
1 result of postwar recovery on the 


Continent 


Curtis Mfg. Co. 
Marks 100th Year 


Curtis Mfg. Co. is celk 
100th anniversary this year 

Founded in St. Louis in 1854, the 
firm now operates a modern 20-acre 
plant in that city manufacturing di 


versified lines in four divisions, the 
Pneumatic Machinery, Refrigerating 
Machine, Saw and Clutch Disc Divi- 
sions 

The company devoted its facilities 
to defense in both World Wars, pro 
ducing high explosive shell forgings 
in 1914-1918 and air and oxygen com 


ors for thé Army in World War 


Office Equipment Show 
Planned for May 


The 36th International Conference 
ind Annual Office Machinery and 
Equipment Exposition will be held 
in Toronto, Canada. May 22-2¢ 

Manufacturers of office machinery 
equipment, systems and supplies will 
exhibit. New developments will | 
discussed at the conference session 

This will be the first tim 

1 event has been held in 


Named by Kaiser 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws... cutoff blades .. . key- 
seat cutters ... and the famous ““M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


ees aided Gorham TOOL COMPANY 


inc. has appowmted }. F’. Moran ss “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 


building wire specialist in charge of 
the company’s national sal rogra! 144400 WOODROW WILSON ° DETROIT 3, MICHIGAN 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 








for aluminum building wit 
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Save time and money — 


BROWNING 


ROLLER CHAIN“; 
DRIVES 


a \ 


+++ Using Browning's famous 
interchangeable bushing system 


> 

For quality and economy, choose Browning’s smooth running 
roller chain and precision sprockets with simplified split taper 
compression bushing. Browning’s unbreakable bushing mounts 
quickly, easily, eliminates reboring—saves shop time, lowers costs. 
Also used in Browning couplings, paper pulleys, sheaves; standard- 
izes plant on one-type bushing. Sprockets, chain, bushings individ- 
ually packaged, ready for use off distributors’ shelves. 























Browning roller chain, 

riveted or cottered, is 

packaged in handy 

10-ft. lengths. Precision sprockets, with 
unbreakable malleable bushing, in thou- 
sands of size and bore combinations; also 
fixed bore, reboreable, or made to order. 


Write for new 








INDUSTRIAL DISTRIBUTION © OCTOBER, 1954 


Yarnall-Waring 
Expands Midwest Office 


Yarnall-Waring Co. has moved its 
Midwestern sales office in Chicago to 
larger quarters in the Machinery Hall 
Building, 549 W. Washington St. 

Che branch has also added threc 
representatives to its sales staff, Mitch- 
ell Carson, Ray Peterson and Gordon 
Wagner. 

Mr. Carson, a Bucknell Universit: 
graduate, has worked as a mechanical 
engineer for a public utility powe1 
firm and as a plant test engineer. Mr 
Peterson, who studied mechanical en 
gineering at Michigan State College, 
has been a field sales amd service engi 
neer. Mr. Wagner attended the U.S 
Merchant Marine Academy and Lafay 
ette College. He is a licensed marin 
engineer and has worked in administra 
tive engineering. 


Raybestos-Manhattan 
Names Branch Manager 


Raybestos-Manhattan, Inc., Man 
hattan Rubber Division, has appointed 
Frank A. McBrearity as Philadelphia 
branch manager of its Industrial Rul 
ber Products Division succeeding G 
R. Van Duser. 

Formerly central New York sale 
representative, Mr. McBrearity has 
held sales posts in the company for 
the past 19 years. He will make his 
headquarters in the Suburban Station 
Building in Philadelphia. 

Howard W. Smith succeeds Mr 
McBrearity as central New York rep 
resentative. Mr. Smith has served 1 
various sales capacities in the firm f 
the past 13 vears 


Owens-Corning Completes 
Kaylo Organization 


Owens-Corning Fiberglas Corp. ha 
completed its Kaylo distributor-cor 
tractor organization in all states, com 
pany officials announced recently 

The firm has appointed 57 firms t 
sell its industrial heat insulations, for 
which it was appointed national dis 
tributor last year. The Kaylo line is 
manufactured by Owens-Illinois Glass 


Co. 


Sylvania Engineer Honored 


Dr. Erwin F. Lowry, manager of 
the Lighting Engineering Laboratories 
of Sylvania Electric Products Inc., has 
been awarded the 1954 Gold Medal 
of the Illuminating Engineering S« 
ciety for his work on development of 
the fluorescent lamp. The nearly 3! 
patents resulting from Dr. Lowry’s re 
search relate to gaseous discharge de 
vices, especially cathodes. 





MANAGEMENT TEAM_ at 
head-Murphy Co., Elizabeth, N 
ludes C. H. Breaks, vice-president 

C. D. Brodhead whe 
eeded his father, the rank M 
Brodhead 


president 
late | 





Small Business Agency 
Has Loaned $9 Million 


The Small Business Administration 
loaned $8,738,860 to 177 firms du 
ing the six months ebruan 
through = Julv, 
nounced in their se 
report. Also the 
in part some 551 bank-participation 


loans to small firms, totalling $31,000 


from 


wency othcials an 
] 


ond SCThi-dinhuld 


agency underwrot 


+ 


Wendell B 


he was 


36 
idmunistrato1 
that an in 


Barnes, 
said “gratified 
creasing number of firms calling on 
the agency for help were ultimatelh 
getting their financing from privat 
sources, with §.B.A. assistance 

Mr. Barnes reported that during th 
first vear, 1,617 contracts 
totalling $124,837,044 had 
warded to small firms 
joint determination program 
carmarks Government 
small companies where possibk 

During the agency's second 
months, 913 cases 
its Products Assistance 
signed to help compamies find 
develop new products and line 
S.B.A. launched its educational 
program this spring, when two experi 
mental courses were co-sponsored with 
universities. ‘The University of Wis 
onsin ran a “Small Business Execu 
tive Institute” at Milwaukee and th« 
University of Richmond a course in 
Practical Management for Small 
Business.”” Some 50 such courses have 
been organized this fall at a number 
universities, including Temple, 
l'ulsa, Syracuse, Houston and Penn 
vania State 


Wwency’'s 
been 
under the 
which 


contracts for 


were handied b 
program, d¢ 


ind 


Small Firrns Lose Ground 


still show that 


} y 
iosing 


Economic trends 
small companies 
competitively to 


ground 


Mr 


are 
larger on 


MILLERS FALLS. 
PORTABLE SHEAR 


New addition makes 
MILLERS FALLS line 
more complete than ever 


This rugged, high-production tool 
cuts sheet metal — up to 16 gauge 
(.060”) in steel and galvanized sheet 
— up to 50% greater in aluminum, 
copper and other non-ferrous metals. 
Blade adjustments for different jobs 
are quickly made — with hex keys 
conveniently located in tool handle. 

In power, in quality, in design, 
the new No. 16 Portable Electric 
Shear is an outstanding addition to 
Millers Falls line of electric tools 
for production and maintenance . . . 
including drills, high-speed die 
grinders, heavy-duty grinders, saws, 
hammers, sanders, polishers, screw 


drivers and nut runners. 


Profit-Possibilities for YOU 
Write for complete catalog data on 
Millers Falls wide selection of high- 
performance, advanced-design electric 


tools for industry. 


MILLERS FALLS COMPANY 
Dept. iD-4, Greenfield, Mass. 
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On straight lines or curves, from inside or ovt- 
side, Millers Falls new No. 16 Portable Electric 
Sheor cuts clean and fast. Light weight — only 
8 Ibs. Minimum radius for left hand cuts is 4”, 
for right hand cuts, 144”. High cutting-line visi- 
bility. Precision-ground, heat-treated alloy steel 
blades are quickly removed for resharpening. 
Built to Millers Falls quality standards, the No. 
16 Portable Electric Shear is the letest star in 
a notable line of industrial electric tools. 


SINCE 


She o Vleck of Suporiorily 


265 





| a a 


THE GREATEST 
MULTI-PURPOSE 


SEPARATOR 
EVER MADE! 


_BASCO 
© SHEET STEEL 
SEPARATOR! 


Provides the muscles for 
lamination lifting and 
separation. 


EASIER! 
FASTER! 
SAFER! 


PERMANENCE 
GUARANTEED _ 








SIZES FOR YOUR 
EVERY NEED 


Regardless of grease, oil, or 
finish, BASCO separates 
round, square, nested, or odd 
shaped sheets without scratch- 
ing! Costs nothing to operate 
Lifts very thin 
thick plate 

Saves 


or maintain! 
sheets or ‘4 
ST te 
Gloves! Lowers Costs! 


Write for prices and demonstration 


DISTRIBUTOR INQUIRIES INVITED 


E.V. NIELSEN, INC. 


128 Broad St. 


| Nesses 


ah 
lo 


Stamford, Conn. 


downward 
continuous 


Barnes reported his 
trend, he said, has 
since World War II 

‘The basic difficulties arise out of 
ind economic 


} 
peecen 


financial, technological 
trends which have developed since 
the war,” he stated 
easy solution to the 


Ihere is no 


smn i] 


business 


| problem.” 


Storm Areas Designated 


S.B.A. has designated 25 counties 
in five New England states as dis 
aster areas to help rehabilitate busi 
ind damaged by the 
September Residents of 
the following counties may apply to 


S.B.A. for to help r 


homes 
hurricanes 


disaster loans 


| build 


Massachusetts Essex, Suffolk, 
Middlesex, Norfolk, Plymouth, Bris 
tol, Barnstable, Dukes, Nantucket and 
Worcester 

New Hampshire—Stafford; 

Maine—York, Cumberland, Saga 
dahoc, Knox and Waldo: 

Connecticut—New London, 
dlesex and*New Haven; 

Rhode Island—Washington, Bris 
tol, Newport, Providence and Kent 

l'emporary branch offices of $.B.A 
been opened in New London 
Portsmouth and Portland 


Mid 


h ive 
Providence, 


Bonney Forge & Tool 
Names Advertising Head 
Warren J. Scholl has been ap 


pointed advertising and merchandising 
manager of Bonnev Forge & Tool 
Works succeeding ‘Thomas G,. Judd, 
named general manager of Davis Mfg 
Co. in Salt Lake City, Utah 

Mr. Schoil recently handled sales 
promotion for Vic Mathewson Co., 
loronto, Canada, automotive whole 
sale house. Betore that he was with 
Summit Corp. at Scranton, Pa. He 
served in the infantry in } urope dur 


ing World War II 


Reliance Executive Named 
Reliance Division of Eaton Mfg 
Co. has appointed Chester A. Sellen, 
ind assist 
hief 
ral man 
Rehance in 1939 after 


lic Steel Corp 


formerly chief metallurgist 
to the gene 
metallurgist and 


int il manager, as 
issistant ge 
vc! He joined 


ten vears with Répub 


Sell for Taft-Peirce 


The Taft-Peirce Mfg. Co. has ap 
pointed N. W. Dorr Co., Chicago, 
manufacturer the 

| Rockford and 
South Bend, Ind 


as its igent in 
] 


areas of ind 


| 


Seg’ To More 
b. 
Aa Packing Sal 





% The Way 


\ v 


s! 


* 


the Universal Sheet Packing 
Industry is “sold on.” 


Palmetto Supersheat #2900 is the indus- 
try-wide choice as an all-service flange and 
joint packing for super-heated and saturated 
steam at all pressures and temperatures 
Recommended also for oil, air, ammonia, 
gas, acid, alkali and other applications. 


“PALMETTO''—o synonym for ‘quality 
packing™ 

What's in a name? Lots in a name! The 
Palmetto trade-mark has been a mark of 
quality through 90 years of industrial expe 
rience. “Palmetto” means the packing has 
been designed by, and received the con- 
stant attention of, packing experts. The 
man knows what you're talking about— 
when you say “Palmetto.” Current adver 
tisements in Power, Mill & Factory, Plant 
Engineering, etc., back you up 


“*SUPERSHEAT’’—the last word in com- 

pressed sheet packings. 
Made of selected long-fibre asbestos pres- 
sure-bonded with special heat- and chem 
ical-resisting bonding materials, Supersheat 
+2900 achieves the ruggedness that every 
heavy-duty packing must have. No ply 
separation—resilient to compensate for 
expansion and contraction of flanges. Ex 
ceeds spec. MIL-A-17472 


Investigate! Write for new bulletin PC 
102 for details on Supersheot—aond other 
sheet packings in Pal- 

metto's compressed 

asbestos line. 


Spaumern 
O\e 
packing moe performance intr seus application 


GREENE, TWEED & CO. 


North Wales, Pennsylvania 
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PARKER, 
Norfolk 


Balata 





Wholesale, Retail Firms 
Pay Highest Incentives 


Firms in wholesale and retail 
pay the highest incentive bonu 
rd ? 


any type of business, according to a1 
cent report of the Executive Compe 


sation Service, American Management 


Association 

An A.M.A. survey found that 
45% of American commercial a1 
dustrial firms now make use of 


tive compensation for executives 


Companies engaged in wholesale or 


retail trade, which has an 
tive compensation, pay on th¢ 
nearly 60% of salary as bonus 
struction companies are clos« 
with nearly 53% of salarv. The] 
bonuses are paid by utilities (1 
1% of salarv), and financial 
ibout 15% In the middk 
ble goods manufacturers 
+5%): non-durable goods manuf 

slightly more than 40 
petroleum and coal-mining com} 
ibout 33% 

The A.M.A. report née 
incent pavment 


rather thar 


riveness 
Another trend noted is th 
nn of more formalized. obj 
ntive programs replacing 
types of payment plans 
Most plans in current us 
! lasses, the report state 
1. Informal plans wh 
und and individual aw 
tionary 
2. Fund plans where th 
f rmula } ut +} 


Ih 


SOCKET SCREW PRODUCTS 


always measure up! 


Product, Promotion, Policy on 
these crucial distribution factors, 
B-RIGHT-ON always measures up 
It is the result of Brighton's fair 
play policy . . . and your assurance 
of extra profit and extra customer 
good will. 

From factory to you to the customer, 
B-RIGHT-ON products are satis 
faction controlled. They always 
measure up on: 

PRODUCT Carefully selected ma 
terials, precise modern production 
methods and rigorous inspection 


guarantee consistent high quality. 


PROMOTION Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT 
ON distributor for what they need, 
when they need it 
POLICY—Brighton sells through dis 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves 

Write for the B-RIGHT-ON Dis 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


THE BRIGHTON SCREW & MANUFACTURING CO. 
1827 Reading Road Cincinnati 2, Ohio 
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Easy to sell because it's 
the soldering flux that's 
easy to use. 


Fast selling as well as | 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


paste 
ke its 
acivantages come 
back for more 
Rubyfuid will 
nake friends and 
build business for 
you too 
For stainl 
steel, sell Ruby's 
Stainless Steel 
Flux perfected 
for that meal 


RUBY 


; CHEMICAL CO. 
/ 76 $. MeDowell St. 
Columbus 8, Ohio 


332 Midland Ave. « Detroit 3, Mich. 


eS 


make 


your 
stockroom : 


fastenings wx 


Write, wire, or phone for your copy of 


the new STAR catalog 


W\ 


Paterson 2, N. J a 


~\ * — 


— 


Have your pick of 7,000—that's 
right, seven-thousand—-sizes 
RIGHT OFF THE SHELF! 
And that’s not all. We can give 
you speedy service on 
“specials”, too. Don’t turn 
down your customers’ inquiries 
on special items. Turn 
them over to us. if it's 
stainless, we con moke it. 
We mill, drill, grind, tap, slot, 
thread, head, stamp, and bend 
We'll get off to a quick 
stort from either a blueprint 
or sample 
STOCK OR SPECIAL . LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU 

Bolts and Cap Screws 

Socket, Set and Cap 

Nuts, Washers 

Sheet Meta! Screws 

ood Screws 
Pipe Fittings 
Machine Screws 


whiliy 


> Sr TAR STAINLESS SCREW CO. 


Little Falls 4.2300 
Direct New York Telephone: Wisconsin 7-904! 


Manufacturer's Representatives: A few choice territories open. Inquiries invited 
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of awards is based on the appraised 
performance and contribution of each 
participant; 

3. Plans where both the fund and 
the individual awards are predeter 
mined, with allocations generally based 
on the salary of each participaat or 
group of participants; 

Plans without established fund 
where the allocation of awards is based 
on a predetermined formula for each 
participant or group related directly t 
company profits. 

No one plan is characteristic of an) 
particular type of industry or size of 
company, the report states. Similar 
plans can be found in both large and 
small companies and in every industry 


D. B. Crawford Retires 
from Cleveland Cap Screw 


Deane B. Crawford has retired as 
sales manager of the standard prod 
ucts division, Cleveland Cap Screw 
Co. 

He has been in the company’s sales 
department since he joined the firm 
in 1935. Earlier, he spent 22 years 
in fastener sales with National Acme 
Co., and a period with Ferry Ca; 
Screw Co. 

[he management honored M 
Crawford with a farewell dinner at 
Vade Park Manor in Cleveland 


Gardner-Denver 
Opens Dallas Plant 


Gardner-Denver Co. has opened 
new unit fabrication and warehous« 
building in Dallas, Texas, to ser 
the oil industry. 

Special units using the company 
oil pumps and gas compressors will 
be fabricated to customers’ specific 
tions at the new facility. The war 
house will carry service parts for al! 
the firm’s oil products, the manag« 
ment announced. 

The building occupies some 17,0 


sq. ft. 


Opens Mexican Plant 


Che Deming Co. has formed a new 
company, Deming de Mexico, S. A.. 
to manufacture pumps in a newl, 
acquired plant at Monterrey in the 
state of Nuevo Leon. Walter | 
Deming, president of the parent com- 
pany, presided at the opening cere 
monies, which included a fiesta and 
religious celebration according to local 
custom, The first pumps were shipped 
to Hermosilla Mercantil S. A., 
distributor in Sonora. 





Globe Woven Belting 
Completes Laboratory 


Globe Woven Belting Co. has com 
pleted a new research and engineering 
iboratory to test and develop syn 
thetic fibers, treatments 
belting 
Constructed at a cost of 
the new facilitv has a floor 
100 sq. ft. It will be 
ith nylon, rayon, dacron, o 
ther synthetic 
iterials for treatments an 


ind coatings 


S15 10 
space 


’ 
used to 


mbers, as wel 


mpany officers annou 


Ingersoll Steel 
Names Executives 


Ingersoll Steel Division of Borg 
Varner Corp. has promoted Stepher 
Ingersoll from vice-president and 
treasurer to executive ice-president 
Harold G. Ingersoll, Jr., assistant to 
the president of the division, has been 
lected vice president ind 
Ralph W Leigh, ilso fort 
stant to the president, is now vic 
resident in charge of sales. Willian 
Zepf, 


imed treasurer 


assistant secretary was 


D. H. Prutton 
Reorganizes 


D. H. Prutton Machinery Co 
leveland thread rolling and tapping 
1achinery maker, has 
zed as Prutton Corp 
Prutton, former company 

board chairman 

Howard D. Prutton, 
esident, has been elected president 

The firm 


10 by D. H 


been reorgan 
With D. H 
president 


former vi 


> veal 


was organized 


Prutton 


New Post 
Wilson, 


Wilson in 

William |] 
nanager for Walker-Turner 
Kearney & Trecker Corp., 
ippointed vice-president in charge of 
ngineering and manufacturing of Th 
Gear Grinding Machine Cx 


} 


Division 


has been 


former Works 





ROSIE’S BACK 


“Rosie the Riveter” is making oa 
comeback, according to American 
Machinist, McGraw-Hill publication 
One airplane company reports almost 
one-fourth of its 62,000 workers are 
women, while five years ago only 14 
per cent of its work force was made up 


of the foir sex 











Fairbanks Products 


for 


PROFITS Plus 


Fairbanks Valves 





Fairbanks Trucks 


Fairbanks 
Steel Casters 





Fairbanks Wheels 


Fairbanks products assure profits plus, Profits plus for you in 
customer satisfaction. Profits plus for you in faster easier sales. 


Fairbanks Valves are standards for dependability. Sound engineering, 
rugged construction, have been proven in service. You and your cus- 
tomers get a complete line of bronze and iron body valves! 

Fairbanks Trucks — American industry runs on Fairbanks Trucks. Their 
rugged construction, smoother operation, takes the load off your cus- 
tomers’ minds. The most complete line of hand trucks, platform trucks, 
and dollies for every kind of service. 

Fairbanks Steel Casters are revolutionary achievements in design. Give 
your customers many exclusive advantages. The “Lock-weld” construc- 
tion eliminates the king-pin, the cause of most caster failures, and sub- 
stitutes an all welded structure providing greater strength and rigid 
alignment for easier swiveling. 

Fairbanks Wheels —- A complete line to insure the ultimate in customer 
satisfaction. There’s a wheel for every type of service to fit your cus- 
tomer’s precise need. 

Dart Unions — General distributing agent for Dart and Pic Unions. 


393 LAFAYETTE STREET 
NEW YORK 3, WN. Y. 


Fairbanks 


COMPANY 


Branches: New York 3 
Pittsburgh 22 
Boston 10 * Rome, Ga.’ 
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Sold thru Distributors 
Send tor Catalog 


L.B. ALLEN CO. inc. 


6731 BRYN MAWR AVE. 
ILLINOIS 


WARNOCK 


Ask us 
for more 
details 


WRENCH CO. 


WORCESTER, MASS 








SHOW YOUR CUSTOMERS GREATER TIME-AND-WORK SAVINGS 


WHEEL RIGHT 
UP TO 
GREATER 
PROFITS! 


These are mighty convincing reasons why rubber-cush- 
ioned Brightboy Abrasive Wheels are gaining wider 
and wider accep(ance among a rapidly-increasing num- 
ber of industrial users including your customers. 


Burring, Finishing, Cleaning, Polishing 
—-In One Operation 


> . - ' 
lime savings frequently as much as 50° ! 


*The Abrasive “Matched” to the 
Job—for faster, finer work 


Unbelievably-New Working Action 


with Extensive Adaptability * NEW [ 


Simultaneous abrasive-and-rubber action, bridg- 


ing the gap between the grind and the buff, fre- STOCK ABRASIVES “MATCHED” 

quently achieves the final polish. For a wide range of metals, TO YOUR CUSTOMERS’ 

plastics and laminated materials. Goes far beyond other methods. PARTICULAR FINISHING 
REQUIREMENTS 


GREATER SALES OPPORTUNITIES Rubber-Cushioned Brightboy 
GRATIFYING TURNOVER AND “REPEATS” Now Available In Either 
Aluminum Oxide or 


DISTRIBUTORS’ EXECUTIVES AND SALESMEN: Get ene P . 

all the facts NOW on Brightboy rubber-cushioned finish- Silicon Carbide Grain 
ing. Find out how profitable Brightboy rounds out ee ee ge eS nee A 
your abrasive service to customers; how you can comes in GRAIN SIZES ma in 
sell it for new uses PLUS conventional applications y sen EXTRA FINE TO EXTRA 
and tie-up sales with cutting tools. Your request for COARSE : INE, “4 d 
information, prices and samples will receive our OARSE ‘. 


prompt attention. 
Lis made ir a full range of accessory products SOFT, FIRM and 
Ae. . TOUGH RUBBER BINDERS 


wheels, atocksa, rods and blocks for machine and mar 
al operations RIGHT FROM STOCK you can 
fill requirements for an almest 
ok uti _— unbelievable variety of finishing, 


aK ay 
_ Ns including “specials”. 





Brings an entirely new and refreshing concept of finishing. 


oo 











ge 
BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 





America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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mes Starrett Barges 


NEWS, IDEAS AND INFORMATION | 
MECHANICS’ HAND MEASURING TOOLS AND | 


PRECISION INSTRUMENTS «+ DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 


9.4 8 5 wf EADS Kx 


THE L. S. STARRETT COMPANY e¢ SINCE 1880 WORLD'S GREATEST TOOLMAKERS * ATHOL, MASS., U.S.A. 


LOE ESM 


The OUTSTANDING FEATURE OF EVERY Starrett MICROMETER 


Balanced Design means every feature exactly right for better, faster, 


OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 








precision measuring. It means 12 big features all in perfect balance 
for (1) easy handling (2) faster measuring (3) easy reading (4) lifetime 
accuracy. It means no one feature overstressed at the sacrifice of other 
equally essential features. It means a powerful array of sales points 
that make good sense to mechanics and tool buyers . . . features that 


help Starrett Micrometers out-sell all others every time. 


ONLY STARRETT MICROMETERS HAVE THESE 12 BIG FEATURES 








1 BALANCED DESIGN — Advanced Design 
Throughout with Correct Thimble Diameter 
Insures Perfect Balance, Easy Handling and 
Better Readability. 

2 NO-GLARE SATIN CHROME FINISH — On 
Thimble and Sleeve of all Micrometers and 
also on Frame of all Full Finish Micrometers. 
Easy to Read — Eliminates Squinting and Eye 
Strain. Highly Resistant to Stains, Corrosion 
and Wear. 

3 HI-MICRO LAPPED MIRROR FINISH — On Faces 
of Anvil and Spindle. Insures Move Accurate 
Measurements. Also Available with Tungsten 
Carbide Faces at slight additional cost. 

4 ONE-PIECE SPINDLE — Extra-Rigid Integral 
Construction for Long, Accurate Life. 

5 EXTRA HARD THREADS WITH EXTREMELY FINE 
LEAD ACCURACY — Special High Carbon Steel 
Gives Harder Threads Which are Hardened, 
Stabilized and Precision Ground from the 
Solid Under Temperature Controlled Condi- 
tions to Insure Lasting Precision. 


6 TAPERED FRAME — Permits Measurements in 


Narrow Slots and Tight Places. Standard on 
All Full Finish Outside Micrometers. 


7 RIGID, ONE-PIECE FRAME — Barrel is Inte- 
gral with Frame for Maximum Rigidity, Ac- 
curacy and Long Life. 


EASY TO READ — Large Diameter Thimble 
and Sleeve with Distinct Black Figures and 
Graduations Against Satin Chrome Finish. 
Measurements Easy to Read Under Any II- 
lumination. 


QUICK READING FIGURES — Every Gradua- 
tion Numbered For Quick, Positive Identi- 
fication. 


CONVENIENT DECIMAL EQUIVALENTS — of 
8ths, 16ths, 32nds and 64ths on Frame or 
Thimble of All Micrometers. 


QUICK, EASY ADJUSTMENT — Only Two 
Simple Adjustments Maintain Starrett Ac- 
curacy. 


RATCHET STOP OR FRICTION THIMBLE — 
Permits Consistent Measurements Independ- 
ent of “Feel”. LOCK NUT — Permits Lock- 
ing of Spindle At Any Reading. Available At 
Slight Additional Cost. 





ACCO Registered’ Sling Chains 


WHAT 
"“ACCO REGISTERED” 
MEANS... 


1 The best material 


Unit safety factor (on bodies 
rings, links, hooks) 


Proof test of complete sling 
to twice the working 
load limit 


Actual field service test 
of each design 


Metal identification ring 
on each sling 


Signed Registry Certificate 
with each sling 


What would it cost your customer 
if he dropped this casting? 


e@ Many times your customers gamble with a 
heavy load lifting it over expensive machines 
—or men. You know the consequences when a 
load is dropped: time lost, damages—a gen- 
eral mess. But you can do something about 
it before anything happens. 

You can sell acco Registered Sling Chains 
which have great strength yet are light in 
weight. For instance, a %" double acco 


*Trade Mark Registered 
A 


Registered Alloy Sling Chain used as a double- 
basket at a 60° angle has a working load limit 
of 11,400 pounds, almost six tons! And—it was 
proof-tested with a load equal to twelve tons. 

If you sell material handling equipment 
and are interested in offering a complete line 
of quality sling chains, write our York, Pa., 
office for a copy of the DH314 acco Regis- 
tered Sling Chain catalog. 


American Chain Division 


AMERICAN CHAIN & CABLE 








York,Pa., Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 





